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to help your community 


To help yourself READ... Selling Fire Extinguishers the Year Round 
How to Present Your Renegotiction Case 
“I'd Like to Give You My Card 


Glassmaking — A Source of Sales 








THE NEW BEAVER ‘‘55"' . . UNIVERSAL NIPPLE CHUCK—'‘% TO 2" 


Simplest and best 

for use with Pipe 
Machines, Power 
Drives or Bench Vises ! 





Finger-tip Control ! 
NIPPLES EASILY REMOVED BY HAND 
—no wrench required ! 


The Beaver ‘'55’’ Universal Nipple Chuck is the last word in simplicity 
Just three parts—a polished steel body—a sliding plunger—and a hardened 
steel threaded shank. Adapters are available for all sizes from Ya up to 
| ¥2-inch pipe—no adapter is needed for 2-inch pipe. An inserted pin retains 
the sliding plunger in working position— it can’t fall out. 


Finger-tip control—nipples easily removed by hand. No wrench required! 
All parts polished—and rust proofed. Comes packed in a handy compact 
heavy-gauge sheet-metal kit box—as shown below—but may be purchased 
without kit box if desired 
A Beaver ‘'55’’ will soon pay for itself by converting your short lengths of 
pipe into useful all-thread, close-thread or average nipples 
Ord » today—very saleable—your salesman will like this item 
Net 
Ordering Specifications Woght. 
BEAVER “55 UNIVERSAL NIPPLE CHUCK, 12 to 2" complete with metal kit box 12 


me 4 2”. in metal kit box 14 


same 2 2 inch less kit box 9 
ame Ve 2 inch less kit box 1 


Adapters only, specify size, each 


ALL-THREAD AVERAGE 


Heavy gauge sheet metal 
kit box for chuck and full You can cut any size nipple you want with the Beaver 
range of adapters. "55" Universal Nipple Chuck. 





Write for our Catalog and Data Book 


BEAVER PIPE TODLS | 


216-300 DANA STREET N. E. WARREN, OHIO, U.S.A. 
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AGE-OLD CRAFT of 
glassmaking provides a 
source of sales for this 
West Virginia supply 
salesman. Page 92 gives 
the story on this unusual 
tie-in sale. 


“HERE’S MY CARD’— 
You'll be proud to give 
it if you follow the ad- 
vice of an Elizabeth prin 
ter’- turned - salesman. He 
makes a hobby of collect 
ing business cards and 
offers several points to 
consider regarding their 
design. Page 112 tells 
this novel story. 


—- 


YEAR ROUND SALES 
on an item usually re 
garded as seasonal — this 
has been accomplished 
by a Memphis firm. Read 
about it on page 86 


UNDER PRESSURE be 
cause of the back order 
problem? It’s a common 
occurrence among distrib 
utors. Here’s how a To 
ledo supply firm’s han- 
dling of such inquiries 
minimizes friction. Page 
98 


PERPLEXED by _ just 
what to do in filing a re 
negotiation report? A 4- 
page article beginning on 
page 82 offers a sample 
presentation of how a 
Wichita firm went about 
this seemingly difficult 
task. 
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RECRUITS under a co- 
operative college program 
solve a Georgia distribu- 
tor’s problem of obtain- 
ing engineering graduates 
for sales positions. For 
more on this “on the job” 
training, plus “at school” 
background, turn to page 
96. 


TRIAL BASIS SYSTEM 
—one line at a time—is the 
way a Brooklyn distribu- 


tor has installed perpet 


ual inventory. It has 
worked well and at a 
lower initial installation 
cost, than that of a com- 
plete switch. Page 106 


gives the details. 
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WELL BEING of em- 
ployees, plus lower oper- 
ating costs, resulted whén, 
a California supply com- 
pany invested funds. Page 
8 gives a pictorial and 
text report. 


“CAPSULE SYSTEM” 
of sales analysis has proved 
successful for an Easton 
house. See page 100 for 
their method of keeping 
a 4-year sales record plus 
product data on a 4-page 


manila folder. 


A FREE RIDE sounds 
like a pretty attractive 
offer. That is, until you 
get caught in the strings 
or discover the car is 
about ready to break 
down completely. For 
some of the why’s and 
wherefore’s attached to 
this brass ring on the in- 
dustrial merry-go-round, 
see page 312. 
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Talk of the Trade 
Editorial 





REGULAR FEATURES 


7 Supply Sales Trends 


9 Price Index 


The Outlook for Business 











SATISFACTION GUARANTEED 


Distributors find profit and 
satisfaction in the H-K 100% 
Distributor Sales Policy. 


Ds 


. . . the BETTER 
fastening method. 


SET SCREWS 


HK SOCKET SCREWS ARE 


© Held to Class 5 Thread Fit . . . Individu- 
ally hand inspect 

* GUARANTEED TO GIVE 
UNFAILING PERFORMANCE. 


HK SOCKET SCREWS ARE 

® Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
Properties. 
Quality controlled in Holo-Krome’s own 
Physical and Chemical laboratories. 


sap ni yor riers 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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Complete Link-Belt Line of Screw 


Folder 2387 Features 
Link-Belt Babbitted & 


Conveyors Meets All Requirements | Zronze Bearing Blocks 


| 


No matter what the screw conveying 
job, you can do it with Link-Belt equip- 
ment. Simple, compact screw conveyors 
perform many functions on a great va- 
riety of bulk materials. Because Link- 

* Sales Belt builds a com- 


Meeting plete line of all screw 

7 . conveyor compo- 

in Print nents, Link-Belt dis- 
tributors are in the position to provide 
exactly the components that best meet 
the needs of industry. 


Conveyor screws are available in a 
full range of diameters, pitches, and 
gauges. Link-Belt also builds a full 
range of accessories, including hangers, 
spouts, gates, shafts and couplings, 
troughs and trough ends as well as 
gear and chain drives. 


Installation and replacement are 
easily accomplished with Link-Belt 
screw conveyors. Link-Belt quality in- 
cludes accurate manufacture to insure 
interchangeability as well as true, smooth 


dependable operation. 


Link-Belt Screw Conveyor embodies 
the results of an unequalled background 
of experience in this field. Distributors 
will find this knowledge summarized for 
them in the 900 Catalog. 








New LINK-BELT Folder 2437 
Helps Sell Bey! Clutches 


An informative new folder, illustrating and 
describing Link-Belt Beyl Clutches and Clutch 
Couplings, has just been released. Quantities 
of this new sales-aid are available for distri 
bution to all potential users 

Dependable Bey! Clutches are positive 
acting under all conditions. What's more, 
a simple adjustment compensates for wear or 
changes pressure when desired. Available in 
ten standard sizes, they develop from 234 to 
125 hp at 100 rpm 





Just off the press, Folder 2387 will 
make a handy sales tool on babbitted 
and bronze bearing blocks, for Link- 
Belt distributors. 

Complete dimensional data is supple- 
mented with an easy-to-use table that 
simplifies ordering for your customers. 
Efficient, long-life performance is built 
into every bearing in the complete Link- 
Belt line. 





For heavier loads, higher 
speeds and temperatures— 
Link-Belt bronze bearing pillow blocks 
are available in many sizes for quick 
service. Carefully and accurately fin- 
ished, they are used to meet conditions 
beyond the ay ag limits of 

babbitted bearing blocks 


LR A, 


Series 2-1200Z Series 2-1400Z 
Bronze Bearing Bronze Bearing 
Pillow Block Pillow Block 








LINK-BELT COMPANY 


Philadelphia 
Houston + Minne- 
Los Angeles 
Offices in Principal Cities 


Plants in: 
Chicago + Atlanta + 


apolis + 
Seattle 


Indianapolis + 


San Francisco + 











Typical Applications of LINK-BELT Screw Conveyors in Various Fields 


Link-Belt Screw Conveyor distrib- 
utes coal to three stoker hoppers in 
this small midwestern power plant 
(Advertisement) 


Here, 100 ft. long double 
screw conveyor feeds wet 
pulp to bleach chest. 


Fine coal is conveyed to 
dryer in preparation plant 
by inclined screw conveyor. 


Open conveyors distribute chemicals 
to bins. Material forms own trough 
for travel of additional material 
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“They're popular...useful... 
and FREE for the asking! 


A 


%* Threadwell’s Distributor Promotional 
material has gone over with such a 
bang that we've had to lay in a 
new supply. 


We're making it available to Distrib- 
ytors who haven't taken advantage 
of these good will builders. 


Colorful decimal equivalent charts, 
reference charts on various drilling 
and tapping operations, cross- 
referenced tap catalog numbers of 
leading US. manufacturers and 
many more. Our complete line of 
Distributor Promotional pieces |S 
available in a handy kit. Write for 


it now. 


Naturally, we're going to take care 
of Threadwell Distributors first, but 
we invite all Distributors to share in 
these sales stimulators while they 
last. If you don’t know the Thread- 
well story you might ask about it, 
too. We know you'll like it. 


readuel 


The Cover 


October—the theme is Service. Our 
cover advocates service to both your 
community and yourself. We heart- 
ily urge you to support the red 
feather campaign—one of the best 
ways to serve your community. Also 
—do a service to yourself and read 
the articles thet begin on page 81. 
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The Last Word in... 


Precision Performance! 





'CLAUSING 6300 
12” HEAVY DUTY 
PRECISION LATHE 





i 


(—al! 

AG /! 
NX | e 

OUTBOARD DRIVE e i" TIMKEN BEARING EQUIPPED 


1” COLLET CAPACITY 1%” BORE 
ASA-L-00 TAPERED KEY DRIVE SPINDLE 


GREATEST SELLING FEATURES 
IN THE BIG 12” MARKET CLAUSING DIVISION 
_. ATLAS PRESS CO. 
Shown are but three of the many Clausing features that are helping dis- 


tributors and their salesmen set new 12” lathe sales records in many sections J01 17, N. PIT Cc HER STREET 
of the country. KALAMAZOO, MICHIGAN 


Other features include: heavy, thick-walled bed, with 2 Vee-ways and 
2 flat ways precision ground; double-walled apron with positive clutch, splash 
lubrication; headstock and quick-change gear box are enclosed—gears travel 


in bath of oil. (slag, 
Clausing is distinctive in the big 12” market—offering more precision- CLAUSI. Ni G 


production engineering features at a more favorable price. Write for additional Y . 
information ATLAS PRESS COMPANY 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1952 





even better 
advertising support 
for Flexonics distributors 


TH; 
PR. Ag A 17 

d ‘ 
~ 


_™~ 


This year, over 4,000,000 advertising messages in leading 

trade papers urge users and prospective users of flexible metal 
hose to see their Flexonics distributors. Each and 

every one of these messages carries the following statement — 
“For further information, see your Flexonics distributor — 
look for his name in your classified telephone directory.” 


This is the kind of advertising support that helps make sales for 
Flexonics distributors, but it is only one of the advantages 

of handling this complete, fast moving, profitable line. 
In addition, Flexonics Corporation is prepared to offer 
engineering and product application assistance 

when necessary and to offer valuable sales promotion aid. 


Outstanding opportunities are open for distributors 
who wish to cash in on large unit sales, steady orders 
and generous margins. Write for full information. 


Among the fastest 
moving items in the 
Flexonics line are inter- 
locked bose (left) and 
corrugated bose (right). 
The complete Flexonics 
line includes all other 
related types of hose as 
well as standard bose 
assemblies. 





CHICAGO METAL HOSE Division 
-~ 


: Flexonic 
— 7 6 % 1314 S. Third Avenve * Maywood, tllinois 


he . 
aoe Bee jm rn ers, z 4 M f of C luted and Corrugated Flexible Metal Hose in a Variety of 
fer ever 50 years . " Metals + Expansion Joints for Piping Systems ~- Stoinless Steel ond Grass 
Bellows - Flexible Metal Conduit and Armor + Assemblies of These Components 
in Coneda: Flexonics Corporation of Canada, itd., Brampton, Ontario 
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Population Now Estimated at 157.5 Million 


By The Economics Department 
Mc-Graw-Hill Publishing Company 


Great changes have taken place and 
will probably continue to take place 
in the population of the United States 
during the Twentieth Century. This 
report is a round-up of the various 
changes in the total and in the com- 
position of the population of the 
U.S. Population statistics have been 
gleaned from recent Census Bureau 
reports as well as the 1950 Census of 
Population in order to provide the 
most current population trends. 

Here is a summary of the most strik 
ing changes: 


1. The number of persons in the 
U. S. has more than doubled 
since 1900. 

. The average American has aged 
from about 24 years old in 1910 
to over 30 years in 1951. 

Chere was a reversal of the de- 
clining ratio of children under 
10 in the population in 1950. 

. There are more females than 
males in the population today. 

. The number of married persons 
gained substantially between 
1940 and 1950. 

. From 1900 to 1951 the Pacific 
region recorded the greatest rate 
of growth, 520%. 

7. Ratio of rural population in the 
U. S. continues declining trend. 

Growth of the United States’ popu- 
lation during the last ten years has 
confounded many population experts. 
Since the depression years of the early 
thirtics, when low birth rates pre 
vailed, most experts have consistently 
underestimated future U. S. popula- 
tion. Most of the errors in past pro- 
jections of population ten years ahead 
were duc to underestimations of the 
future number of children in the 0 to 
9 years old age group since none of 
this grounp is alive when the estimates 
are made. These estimates were based 
on expected declining birth rates. 

But since 1946 birth rates have held 
at very high levels, comparable to 
those of the early ’20s. The expected 
decline in birth rates has not yet taken 
place. However, some decline is ex- 





Percentage 











Source. Bureay of Census 





POPULATION DISTRIBUTION TURNS ROUND 


Percentage 











pected in the next ten years because 
there will be a relatively smaller num- 
ber of single persons of marriageable 
age in the population at that time than 
there was in the past. A declining 
marriage rate causes a declining birth 
rate. 


Overall Changes 


The U. S. has about 6% of the 
world’s population. Today, there are 
nearly 157.5 million people in our 
population (about 2.2 million of that 
total are in the armed forces overseas ) 

Since 1900 the population of the 
U.S. has more than doubled. During 
the past ten years, the actual increase 
in population has been about 23 mil- 
lion or a percentage gain of 17%. By 
mid-1962 about 21 million more 
people will be added. At that time 
there will be at least 100 million more 
people in the U. S. than at the be- 
ginning of the Twentieth Century. 


The Aging Population 


One of the most significant changes 
that has taken place in the last 50 
years or so is the aging of the U. S. 
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population. ‘This change is taking 
a because of the increase in 
ongevity resulting from advances in 
medical science. 

The average American in 1910 was 
24.1 years old. In 1940 he was 29 
years old. Today he is over 30, and 
if the trend continues he will be ovcr 
31 by 1960. 

Older people are accounting for a 
more and more important share of 
the population. In 1900 there were 
3 million persons aged 65 and over. 
In 1950 this age group had increased 
to 12.5 million. The Census Bureau 
in its high projection estimates there 
will be 16 million of these oldsters 
in 1960. In 1975, according to esti- 
mates of the Bureau of Labor Statis- 
tics, the population will include 21 
million people 65 and over. 

At election time in 1952, the total 
number of civilians old enough to 
vote will be about 98.4 million. In 
1948 the corresponding figure was 
94.9 million. Although the net in- 
crease amounts to only 3.5 million. 
about 7.5 million people will be old 

(Continued on page 10) 








THIS FAMOUS VALVE 
was seen FIRST CHOICE 


FOR NEARLY 50 YEARS 


The basic design of the well-known “King- 
clip” was pioneered and patented by Lunkenheimer 
nearly half a century ago. For decade after decade, it has 
been a leading item with Lunkenheimer distributors. And 
today, it is being used more widely than ever before. 


You can sell “King-clip” Valves to nearly 
every plant in your territory. A recent industrial survey 
shows that 71% of all manufacturing industries use iron 
valves, and 89‘« use gate valves. The ““King-clip”’ is ideal 
for rugged general service and especially useful in the 
petroleum, paper, sugar, and textile industries. Get a 
sample out of your stock and take it along when you 
make your next calls. Let your customers disassemble 
it — show them how it cuts maintenance costs and saves 
“downtime.” Suggest that your customers test it — side 
by side with any other iron valve —on their most rugged 
applications. Once you introduce the “King-clip” to a 
buyer, you can look forward to many more “King-clip” 
orders on the basis of that first valve’s performance. 


Over the years, the Lunkenheimer iron- 
body, ““King-clip” design has proven its value in countless 
thousands of installations. It continues to lead the field. 
Sell it on every call you make! 


PREPARED BY LUNKENHEIMER 
ESPECIALLY FOR 


LUNKENHEIMER DISTRIBUTORS 
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AVAILABLE IN 2] PATTERNS 


FOR HUNDREDS OF SERVICES 


Today’s “King-clip” is as up-to-date as 
tomorrow's newspaper — literally studded 
with modern features. The I.B.B.M. designs 
include a special non-corrodible bushing 
cast in the bonnet, so that the bronze stem 
touches only bronze. There are large, un- 
obstructed drain channels to permit free 
passage of clogging fluids and prevent freez- 
ing. The All-Iron designs have special coarse 
stem threads which break up congealing 
deposits, prevent sticking. Stainless Steel or 
Monel trim is available for special services. 
And the distinctive “King-clip”—originated 
by Lunkenheimer—adds strength and facili- 
tates disassembly 





1RON 


WRITE FOR copies of ‘‘King-clip” Circular 561, 
to hand out to your customers or use in direct mail 
campaigns. The Lunkenheimer Co., Box 360U, Cin- 
cinnati 14, Obio. 


* Patented Alloy 


Un NHEIMER 
YOCOX NAME IN VALVES 


L-551-58 
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DUMORE DRILLHEAD makes every 
drill operator an expert and builds 
big profits for you! 


OU can sell shill with the new Dumore 

Automatic Drill Head. And that means 
big savings for your customers, easy sales 
for you. That's because this remarkable 
tool does away with operator guesswork 
— the new resistance drilling way. 


It produces premium quality, small dia 
meter deep holes, even with unskilled 
labor. High drill breakage losses are vir 
tually eliminated. In fact, shop foremen 
report average drill life increases as much 
as 93 per cent. 


With facts like these to help you sell 
it's your cue to cash in on the tremendous 
market opened up by the development of 
the new Dumore Automatic Drill Head 


Every shop foreman, every manufacturer 
will want it, once you demonstrate its many 
advantages. Write for bulletin. 


Holes for airplane parts are produced 12 times faster at a 





Population Estimated 
At 157.5 Million 


(Starts on page 7) 





enough to vote for the first time in 
this presidential election. The differ 
ence of about 4 million is accounted 
for by the net decrease in the number 
of civilians old enough to vote in 
1948. ‘This net decrease is due, in 
most part, to deaths of people of vot 
ing age during the last tour years. 

In November, 1932, there were only 
75.6 million people of voting age. 
And in November, 1940, 84 million 
persons were old enough to vote. Since 
1932, the population of voting age 
has risen 30%. 


Recent Emphasis on Youth 


The number of children under 10 
years old increased substantially be- 
tween 1940 and 1950. Their rate of 
growth was 39.3% over this period, 
while the oldsters gained 36.7%. High 
birth rates of recent years and a de- 
clining infant mortality rate have been 
the two factors bringing about the in 
crease in the under-10-year-old group. 

However, this is only a recent trend. 
Actually, with the exception of 1940, 
the ratio of children under 10 in the 
population has been declining. In 
1900, this age group accounted for 
almost 24% of the total population 
In 1950 it was less than 20%, and 
little change in this age group’s share 
is expected by 1960. 

This age group covering 10-year- 
olds to 19-year-olds registered a de 
cline of 2 million between 1940 and 
1950. This situation, of course, is the 
result of fewer marriages and smaller 
number of births in the ’30s. By 1960 
this group will become relatively more 
important than it has been for some 
time. The children of the 1940s will 
be the teen-agers of 1960 


The Female Sex Takes Over 


In 1950, for the first time, more 
females were in the population than 
males. The female ratio of the popu- 
lation has been increasing steadily 
since 1910, when females only ac- 
counted for 48.6% of the total. But 
in 1950, 50.5% of the population 
was female. The Census Bureau ex- 
pects the proportion of women in the 
population to be even higher in 1960. 

The increase between 1910 and 


1950 was due, in most part, to re- 
duced immigration. Before the quota 
system became effective, the majority 
of immigrants were males. 
(Continued on page 14) 


uction with this os In fact, the Dumore 
Drill Head paid for itself after only 41/2 hours operation. 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 
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VERTICALLY MATCHED MULTIPLE V-BELTS 








How D-A TEsTs 
MULTIPLE V-BELTS TO 
GUARANTEE MATCHABILITY 


WE REPEAT...WE DON’T MATCH THE SAG! 
MR. INDUSTRIAL DISTRIBUTOR ) New vertical V-belt testing machine 


: tests under varied tensions up to 450 
Here are two answers to the most serious problems ‘J Ibs. per belt. This calibration of true 


you have in stocking multiple V-belts: j belt running length assures equal power 


: . : transmission per strand on multiple 
1. Vertical matching of D-A Multiple V-belts assures belt drives. Machine tests for vibration 


true lengths and uniform cross-sections. from minute variations in cross sec- 


ol cae ae ‘ tions, also detects internal imper- 
2. No shrinkage while in storage. Exhaustive and fections. Each D-A multiple bele is 


conclusive tests prove D-A Multiple V-belts will tested individually to guarantee perfect 
not deviate in length from original matching matchability. 
numbers while in storage over a period of time. 


FACTORY WAREHOUSE STOCKS MAINTAINED AT: 


Atlanta « Chicago « Cleveland 
Minneapolis « New York 





DURKEE-ATWOOD COMPANY Minneapolis 13, Minnesota, Dept. A6-10 Form No. 537 
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FEDERATED 


Helps You Sell... 


¥ customers know Federated Acid Core and Wire Solders . . . your 
customers demand these faster-working solders time and again because 
they know from national reputation and national advertising that 
Federated produces only the finest quality products. 

Federated helps you sell these profitable solders with a year ‘round, 
hard-hitting advertising program that reaches your prospects in fields 
of immediate interest to them. In addition, Federated distributes sales 
aids for your own use ... such as advertising reprints, booklets, brochures, 
catalogs and other merchandising material. With Federated’s advertising 
and Federated’s reputation, you get repeat sales ... volume sales! 

For display purposes, Acid Core Solder is packed in a bright blue and 
white package; Solid Wire in neat black and grey. Available in all com- 


mercial sizes and compositions. Listed by Underwriters’ Laboratories Inc. 


Fedor Milita Diriion FE 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
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They Know Where e’er 
King Tractor Rules... that 


PROTO means 
PRO fessional 


ee oh eoeee 
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LF KIN DEPTH MIKES — Ponaton estimates 


At 157.5 Million 


FOR QUICK, SURE wore 


The largest part of the excess of 


1.5 million women over men is in the 
MEASU » ‘ M f N T 4 age group 65 and over. This, of 
course, points up the fact that women 
live longer than men. 
However, as in past years, there are 
= fewer girls under 10 than boys. But 
— To ~~ a . the current difference of about 600, 
Yon-glare satin Chrome Clo 000 isn’t significant enough to sug- 
aa. we aie @ ule gest a reversal of the trend. 
light. Each thousandth num. : 
bered for rapid reading. wieeeest More Married People Today 


Prosperity and war generally bring 
about early marriages. The marriage 
rate soared in the '40s. By 1950 al- 
most 50% of the tota’ population was 
married. The nuniber of married 

EASY TO LOCK: people, 74.5 million strong, accounted 
Patented lock nut engages rod ‘or ¢ of the population 14 years and 





securely at any point to hold over. In 1940 there were only 60.3 


reading. lock nut is placed million married persons, accounting 
on wom —— = pi — for 46% of the total population and 
= ene aren — 60% of those 14 and over. Back in 
1900, only 27.8 million people were 
EASY TO HOLD: nero ool ord igs only 37% of the 
sn Pe gge Pg oo There were fewer single people in 
firm grip so essential to accur- 1950 than in 1940. This is the first 
ate measurement. time that a decline in the number of 
single people has taken place. There 
were 3.2 million fewer single males in 
1950 than in 1940. And there were 
5,2 wir —- > 2 ¢ q © 
Lufkin Micrometer Depth Gages are the finest, most accurate, and ao fewer single females than 
easiest to use. Like all Lufkin precision tools, they are the product of oe B ‘ .: : . 
: . ut the number of widowed and di- 
years of fine tool making experience combined with the very latest : ae ; 
i teiiegi Cisne. ‘Milienaiiedheine Rous » illliaeidataad ietdileiad vorced individuals totaled 11.3 mil- 
’ : epticpareypeheats' ip tee > p-ngehncsene se lion in 1950. This was the first time 
' and ground base; adjusting nut on rods regulates length to compensate - . Ni 
f : : : this group tepped 10 million. 
or wear; hardened and lapped rod ends; simple adjustment to obtain If a recession comes in 1954, a situ- 
‘ desired tension; rods are easy to change. All models available with ation could arise whese there would 
ratchet stop. Packed in fitted mahogany box. ’ ~ : 
be more single people and fewer mar- 
tied people. 


Negroes 10% of U.S. Population 
COMPLETE LINE OF Since 1920 the ratio of negroes in 
LUFKIN MICROMETER DEPTH GAGES the U. S. population has held at just 
under 10% of the total. In 1900 
513: 3-inch base. Range 0-3 inches. negroes accounted for almost 12% 
of all the people in the U. S. 
513 0-6: 3-inch base. Range 0-6 inches. | The number of white persons in 
: ’ the U.S. has more than doubled since 
515: 5-inch base. Range 0-3 inches. 1900. Today’s white population is 
‘ 3 estimated at more than 141 million. 
515 0-6: 5-inch base. Range 0-6 inches. The number of negroes increased to 
a. 3 : slightly more than 15 million, a gain 
212: 2-inch base. Range 0-3 inches. of 70%. 


Pacific Region Leads Way 
. oan Between 1900 and 1951 the Pacific 
SELL UEKI, CAPES ¢ QULES. ° PREEINER BS area increased its population by more 
SOLD THROUGH DISTRIBUTORS than six times. The Mountain region 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN more than tripled its population dur- 


ing the same period. The West South 
132-138 Lafayette St. New York City * Barrie, Ontario (Continued on page 18) 
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SIMONDS 
BAND SAWS 





| 


\ 


... for Contour Cutting 


Made of tough, alloy steel that resists breaking, yet holds a keen 
cutting edge, Simonds Standard-Tooth Hard-Edge Land Saws in the 
narrower widths are outstanding favorites for contour work. That's 
why you'll find them so widely used in die-making and contour sawing 
of all kinds. Perfectly formed teeth, set with absolute evenness on both 
sides of the blade, insure smooth, accurate results and greater satisfaction 


Nite So ee OD 


.. - for Horizontal Cutting 


In the wider widths, these rugged, long-lasting Hard-Edge Blades 
are “tops” for use on horizontal machines, cutting off bars, tubing, 
angle iron, etc. Furnished either Regular Set or Wavy Set to handle the 
variety of cutting encountered in steel warehouses and general shop 
work. Hardy new 100‘ and approximately 300’ coil containers insure 
factory perfect saw blades. Welded-to-length saws also supplied. 


% 
| 
: 
; 
: 
f 
: 
Ld 
i 
4 
§ 


...» for Non-Ferrous Cutting 


Simonds Hard-Edge Skip-Tooth Band Saws are especially adapted for use 
on soft materials such as aluminum, magnesium, plastics, and hardwoods 
.+» provide extra gullet 
capacity with maximum S | M e) N 'D) S 
blade strength .. . are 
widely used in brass and | SAW AND STEEL CO 
aluminum foundries and ee — 
plastic fabricating " 
plants. 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que. 
Southern Service Shop in Meridian, Miss. (formerly J. H. Miner Saw Mfg. Co.) 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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YOU CAN PICK 


UNITED 


16 


WITH 


U.S. 
Corrugated 
Matting 


U.S. Geometric 
Roll Matting 


7 


» U.S. RUBBER 


FOR 


Restaurants Banks 


Stores Libraries 
Theatres Schools 
Night Clubs Churches 
Apartment Houses Hospitals 
Otfiee ildings Auditoriums 
Hotels "ee ae Ships 
Clubs 

U.S. Royalite® perforated and corrugated mats and 
matting, and U.S. Geometric Roll Matting are the ideal 


floor covers. They are loaded with strong selling features, 
packed with profit-pulling points. For example: 
@ Rich colors and desig @ Noiseless to walk on 


@ Cleaner, more sanitary @ Can be furnished with any 
@ Tough, durable identification desired 





U.S. Stair tegads are available in a variety of lengths and 
argmage t@;Withstand rugged conditions. 


or) 4 *.* P ; 
©“ For full information, write to address below.s. ¢ 


STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Sparks at a screw machine ignited cutting oil to start this fire that 
destroyed the Aluminum & Brass Co., Lockport, N. Y, Loss $312,000. 


BUFFALO 
etter-buil 


DRY CHEMICAL 
FIRE EXTINGUISHER 


Quick action with Buffalo Dry Chemical Extinguishers can stop disas- 
trous industrial fires like this when they start! And ‘‘quick action" is easy 
when Buffalo Dry Chemical Extinguishers are close by. They give instant 
protection against all flammable liquid and electrical fires by releasing 
a heat-resistant, flame-suffocating, chemical cloud-like stream, up to 20 
feet. The insulating effect of the chemical cloud allows the operator to 
get to the seat of the fire. Buffalo powder produces 1100 times its volume 
in nontoxic, flame-killing gas on contact with flames. 


You know you sell ihe finest fiie protection possible when you handle 
Buffalo's complete line. Find ovt now about Buffalo's exclusive distributor 
sales policy. Write today! 

UNDERWRITERS’ LABORATORIES APPROVED 
C283 te 2 ¥.2. eee 
OA YT ON ee OHIO 
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Announcing the NEW 


el Beni 





RIGID alse makes 
No.2 extra-long-taper 
pipe reamer — reams 
only burr, won't harm 
pipe er condvit. 





| 

Easy profitable sales with 
| 

the new RIG&ID 2-S Spiral 


% Reams pipe fast, easily and cleanly. 
% Makes quick work of enlarging conduit box outlets—cuts 
holes in sheet metal, smoothly, no chatter. Reams soil pipe. 


Special design blades feed into metal at lightest pressure, 
cut it like wax. 


* Typical rttmip tested design, fine craftsmanship and 
materials — extra long service for your money. 


+ Advertised to your customers this month— rush your stock 
order! 


Reamer unit sold separately—fits your Rt@QtD OOR threader handle 
THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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Population Estimated 
At 157.5 Million 


(Starts on page 7) 





Central area recorded an increase of 
128%. The number of people in the 
South Atlantic, Middle Atlantic and 
East North Central regions roughly 
doubled from 1900 to 1951. Smaller 
gains were made in New England 
im the East South Central area, and in 
the West North Central region. In 
the latter region, population only rose 
37% during this period. 

In 1951, the Pacific region ac- 
counted for 9.8% of the population. 
In 1900 only 3.2% of the U.S. popu 
lation lived in that area. Bv 1960 
more than 11% of the total popula 
tion will live in the Pacific region. 

The South Atlantic and the Moun 
tain regions are the only other regions 
which are expected to become rela 
tively more important in 1960 than 
in 1951. 

From 1951 to 1960 the biggest 
regional losers, relatively, are the Mid- 
die Atlantic and the West North 
Central areas. In 1951 the Middle 
Atlantic accounted for 19.9% of the 
U. S. population. In 1960 its share 
is expected to decline to less than 
19.5%. Population in the West 
North Central area was 9.3% of the 
U. §. total in 1951. In 1960 it 
should be 8.8%. 


Rural Population Declines 


Between 1940 and 1950 the rural 
population rose only 7.9%. Urban 
population increased 19.5%. These 
percentages are based on Census Bu- 
reau’s old urban-rural definitions in 
order to make comparisons with back 
figures. In 1920, 48.8% of the popu- 
lation lived in rural areas. By 1950 
only 41% of the people in the U. S. 
was rural. 

Seventeen out of the 48 states reg- 
istered declines in rural population 
between 1940 and 1950. Most of 
these states are predominantly agri- 
cultural. Rural population dropped in 
all 11 states of the West Central area. 
This area covers Arkansas, Iowa, Kan- 
sas, Louisiana, Minnesota, Missouri, 
Nebraska, North Dakota, Oklahoma, 
South Dakota and Texas. Other states 
with declining rural population were 
Alabama, Kentucky, Mississippi, Mon 
tana, West Virginia and Wyoming. 

But every state gained in urban pop- 
ulation during this decade. The big- 
gest gain, percentagewise, was in Ne- 
vada where the urban population 
nearly doubled. Delaware accounted 
for the smallest gain of only 6.1%. 





» 
a 
: “Speaking of FIELD 
* 
“ENGINEERING 


HELP... set the facts : 
on R/M Packings!”’ 


When it’s a question of a recommendation for 

an unusual application, R/M distributors get real help, 
pronto, from R/M field engineers. This helps you make 
good customers even better customers! And these 
customers are yours alone to profit from, because 
R/M Packings for maintenance purposes are 
sold only by authorized R/M distributors. 
Want more information? Write 
us today. 


’ 
a 
# 
o 
a 
o 
J 
a 
a 
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. 
o** 
. 
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PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn; Manheim. Po; No Chorleston S.C; Crowlordsville, ind; 
Possaic. NJ; Peterborough, Ontorio, Conodo 
RAYBESTOS- MANHATTAN, INC. Manufacturers of Packings + Asbestos Textiles + Mechanical 


Rubber Products + Abrasive and Dismond Wheels + Rubber Covered Equipment + Brake Linings 
Brake Blocks + Clutch Facings + Fan Belts « Radiator Hose + Sintered Metal Products + Bowling Bells 
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achine 
Against Muscle 


THE STORY OF WHY A FAMOUS COMPANY 
SEES FIT TO TAKE A NEW NAME 


In 1924 the dream of a man named 
Joseph W. Sullivan was realized in a 
revolutionary new tool that was to take 
the industrial world by storm. The 
portable power saw was born and a 
young company was off to a flying start. 

Inevitably, the success of this new 
power tool attracted imitators, brought 
others to the field. In spite of this, 
Skilsaw, Inc., maintained a leadership 
which continues to keep it first in 
the field. 

With this remarkable growth came 
stronger and stronger demand from 
all industry for other kinds of power 
tools built with SKIL Quality, other 


ways to replace muscle with machine 
and do jobs better, with less work in 
less time. Skilsaw, Inc., has answered 
this demand—now offers more than 
160 different models of portable power 
tools, each one an example of the 
finest engineering and quality in the 
field—SKIL Quality! 

So it is with justifiable pride that 
we now alter a corporate name we 
have in simple fact outgrown. Here- 
after, the company long known as 
Skilsaw, Inc., will be known as SKIL 
Corporation, the name to be remem- 
bered in the manufacture, sale and 
service of portable power tools. 


SKIL Corporation 


formerly SKILSAW, Inc. 
5033 ELSTON AVENUE, CHICAGO 30, ILLINOIS 


BOTH SKIL AND SKILSAW WILL CONTINUE TO BE USED AS TRADEMARKS 

















PORTABLE 


SKIL 




















Pneumatic Hammers 
12 Models 








INCLUDING THESE SKIL HOME SHOP TOOLS 


Br 2h 


| Model 
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SMOOTH SURFACES 
No protruding parts to foul 
o 


fo 


“LD ag 
A fo 
lite 


a ad 


NO DANGEROUS ROPE ENDS 
PROTRUDE 
@ 
ECONOMICAL 
Takes the place of 4 ordinary clips 
* 
EASILY ASSEMBLED 
Even by unskilled workmen 
* 
NO SPECIAL TOOLS REQUIRED 
* 
LONG LASTING 
May be re-used 


an 


WHY THE SAFE LINE CLAMP 
HAS SUPERIOR HOLDING POWER 
The clamp is made in two halves 
with each half forged and mas- 
ter coined to EXACTLY fit the 
rope. Every surface strand of 
wire contacts the full length in- 
ner surface of the clamp. When 
the two end nuts are applied 
the rope is held in a vise-like 
grip that often outpulls the 
rope itself. 


SAFE AND EASY TO ASSEMBLE 


There are no sharp edges or 
protruding wires to catch cloth- 
ing or hands, nothing to foul 
other lines or equipment. After 
assembly the safe-line clamp 
presents only a smooth surface. 
It can be assembled on the job 
without special tools by un- 
skilled workmen and just as 
easily disassembled for reuse. 


AVAILABLE 
IN THE FOLLOWING SIZES 


le”, 36”, 4", 50”, 36", 12”, 

J s sn 7/9" Lu 5" 

4, as 0 es OS, 
” 

34”. 








shipping, 


lt is extensively used in such diverse fields as construction, 


| 


and materials handling, A in fact, wherever wire rope is used it is indispensable. 


If you want a wire rope clamp that offers safety, low-cost and rugged utility contact any 


AUTHORIZED INDUSTRIAL DISTRIBUTOR 


SAFE-O-LINE CLAMP CORP. 


11252 EAST NINE MILE ROAD 


VAN DYKE MICHIGAN 


A SUBSIDIARY OF THE LAMSON & SESSIONS CO., CLEVELAND, OHIO 











g 


DODGE-TIMKEN PILLOW BLOCKS 





Ra 


Compact 


HERE are the bearings for 
industry's toughest jobs —in the most compact and 
rugged “package.” 


High radial and thrust capacities. Stamina to 
take heavy shock loads. All-steel construction that 
packs this load-carrying capacity into less weight 
and less space than ever before. 


This brilliant achievement has been accomplished 
through pooling the engineering resources and 
bearing-building experience of Dodge and Timken. 
This new line so completely fills a need that engi- 
neers are already specifying ‘‘Dodge-Timken All- 
Steel’ for some of America’s heaviest machinery 
and largest industrial projects. 


THIS NEW DODGE PRODUCT 
Completely assembled, permanently adjusted, is being widely advertised in leading publica- 


tions covering the various fields of industry. 
lubricated and sealed at the factory, these All- fe apucedance with our sequles geacticn pes 


Steel pillow blocks are shipped ready to go to spects for the new Dodge-Timken All-Steel 


work—wherever in industry the going is tough! ee re 


‘For detailed information and delivery dates write 
to Dodge. 
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A JOINT 
ENGINEERING DEVELOPMENT 
BY DODGE AND THE 
TIMKEN ROLLER BEARING 

2 COMPANY 


@ All-Steel construction 

@ A new Timken bearing design 
@ High radial and thrust capacities 
@ Compact— minimum dimensions 


@ Minimum weight; maximum strength 


@ Fully self-aligning with spherical 


outer race 


SHAFT SIZES: 2'*/,. to 10 in. 


@ Both expansion and non-expansion types 


@ Adapter mounting, proven through 
the years 


@ Double piston ring seals 
@ Sealed both on and off the shaft 


@ Fully assembled, permanently adi:sted, 
lubricated and sealed at the factory 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishaweka, Indiana 
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Its easy to sell 
JUST INTRODUCED — AND 














Here’s an easy, “big profit” sale. Easy, because 
the new Delta Radial Saw has a sales story 
that will thoroughly convince the toughest 
prospect. Look, for example, at these 

exclusive features: 


Only Saw With All Controls in Front—safer, 
@ easier to operate, because every lock, 

lever, crank and calibrated scale is 

“up front.” 


Unmatched Capacity, more than most radial 
saws—blade not only cuts deeper 
but lasts longer. 


One-piece Aluminum Safety 
Guard—covers the entire saw 
spindle for added safety, 
includes lower safety 

guard leaves. 


Enclosed Lifetime Trackways— 
glass-smooth, hardened surfaces 
minimize roller friction; 

carriage travels more easily, 
rolls much faster with less effort. 


Sensational New “‘Lo-Rise"™ 
Motor— powerful direct drive, DELTA POWER TOOLS 


totally fan-cooled motor. 
: Another & Product 


Delta accuracy cuts down waste— brings 
new efficiency in materials handling. 


Any operating set-up con be made 
lumber alwoys feeds in straight. ‘ L covse all controls— 


of feet, be- 
elevating handie—are “up front.” 
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DELTA RADIAL SAWS 





—— 


Quick-Set Stops at 30°, 45°, 60° and 90°-— 
takes but a few seconds to set saw at these 
commonly used bevel and miter positions. 


Front Guide Fence Controls—offer quick, positive 
e locking action when changing guide fence 


ee 


YEARS AHEAD OF THEM ALL S 








EO 





“wan 


positions; no more hammering of wedges 


to remove the guide fence. 





Features like these mean more sales dollars for 
you—because they make the Delta radial saw a 
” machine. You have a sales story that 
really helps you sell. It’s available in two sizes, to 
fit any need—big 16’, 7% HP model and a 12’-14” 
machine available in 2 or 3 HP. 


* * 


ONLY THE DELTA GIVES ALL THE ADVANTAGES OF 360° “TURRET” ACTION... 





TOP VIEW 
Ae 180° NON-USABLE AREA -ob 
‘ \ 





| SAW ARM 
| OFF TABLE 
1 180 
[------ 
| 





ie Oe 
SAW ARM ON TABLE 














The Delta hes perfect balance in ail 
positions, built-in rigidity to guarantee 
eccuracy and life-time satisfaction. Re- 
member—Delta quality mokes the 
difference. 


On jobs such as routing stair stringers, 
dise sanding, sizing or jointing, arm is 
easily pivoted out of way and working 
table is clear. 


Some Radial Saws Have a Solid Arm 


... These saws have a stationary 
arm that pivots 360° around the sup- 
port column. The arm projects beyond 
the front of the table, interferes with 


the operator on many cuts. In addi< 
tion, the saw pivots away from the 
work and off the table, limiting miter 
and productive capacities. 


Some Radial Saws Have a Sliding Arm 


. . . These saws have a sliding arm 
that also pivots 360° around the sup- 
port column. The machine requires 
twice the floor space and the operator 


must pull the entire arm. Like th 
solid-arm machine, saw pivots awa 
from work and off table, limitin 
miter and productive capacity. 


Only DELTA’s Exclusive “Turret” Action, Above the 
Work Table, Permits Cutting in All Directions! 


Delta’s long-awaited new design 
eliminates all disadvantages. It sets 
up against the wall in crowded shops, 
saves floor space, permits straight 
line materials handling. Work always 
moves on a level table. 


The exclusive DELTA 360° turret 


: 
| 
| 
| 
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action enables pivoting arm parallel 
to the guide fence, provides a clear 
work table when needed. Most im- 
portant of all, DELTA’s pivot action 
moves the saw toward the work, gives 
full saw travel at any angle, allows 
cutting in all directions, right of left, 
above the table. 





Theres 2 Delta Power Tool for every customers job- 


WOOD OR METAL WORKING 


53 Machines « 246 Models « More Than 1300 Accessories 


DELTA POWER TOOL DIVISION 


Rockwell MANUFACTURING COMPANY 


634L North Lexington Avenue « Pittsburgh 8, Pennsylvania 


27 





7o Norton distributors salesmen: 


We’re spreading the word 
that you’re selling... 


.. More Products for Better Grinding 
. More Grinding for Lower Cost 


Pe = f * v 
_s Pa fi 


tg 


| pate wed tt Grinding gy tiene tn tel ee een 
ore Froducts jor DE eT ll industry the fact that the Norton 


line of abrasive products is the largest, 
most varied in the entire field, and the 


es Grinding Jor Lower Cost Sires ecacerem ion 


ing trade papers is the fo our-page color 
insert we're reproducing here. 

Let's look it over, and see how it will 
help smooth the way for your personal 
contacts. 


THIS 1S PAGE 1 of the four-page insert. Ac- 
tion shots illustrate the broadness of the 
Norton line, and the reader is reminded that 
‘ . . for every grinding job he does there's a 
fe make other products better . Norton abrasive product that's exactly right. 


SS 
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NORTON OFFERS You 


’ 


COMBINATIONS! 


Ht 





THESE ARE PAGES 2 AND 3. Here the reader gets the basic 
truth about the complete Norton line — that Norton offers him 
more than anyone else. Illustrated are groups of Norton wheels 
and other abrasive products for every grinding category — 
along with the helpful Norton booklets covering each field. 


AND THIS PAGE IS ALL YOURS. Page 4 is devoted to the 
many helpful services offered by Norton Distributors. It's 
part of Norton's continuing program of emphasizing you as 
the logical, local source for abrasives that save time, work 
and money. 


Leok for this big, colorful insert NOW .. . watch for further 
developments next month .. . and get behind this industry- 
wide promotion that's telling your customers where te get 
more for every dollar they spend on grinding! 








NORTON nerogetion 


ABRASIVES 


Qlaking better products to make other products better 
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IMMEDIATE DELIVERY 


Roller Chain 
SPROCKETS 


WITH INTERCHANGEABLE HUBS 


—"s “QD” 
TYPE 


> 


YOU CAN SERVE 
YOUR CUSTOMERS 


FROM 


STOCK 


WITHOUT DELAY 
FOR RE-BORING 


Sprockets Offer Many Advantages 


QD ACTUALLY FITS SHAFT BETTER CUTS REPLACEMENT COSTS 
Tapered split hub actually grips Replacement sprockets can be used 


shaft for a positive press fit. Will 
accommodate an undersized shaft. 


SIMPLIFIES CHANGES 

Many sprockets use same hubs; 
therefore, speed changes are quick- 
ly and easily made at a saving in 
price. Change of sprocket bore can 
be accomplished with new hub. 


on old hub, which reduces cost of 
replacement sprocket. 


REDUCES COST OF “SPARES” 
Relatively few sprockets and hubs 
can be carried as spares to fit many 
drives in the plant and thus pre- 
vent costly shutdown time with min- 
imum inventory. 


HUBS ALSO FIT 


Transco 


V-Belt Sheaves 


i MACHINERY CO. 


. ‘ ii 
sions of stock QD & DH 
sprockets. Chain dimensions 
and drive recommendations are 
= easy-to-use form. Write to- 





Dept. 110, 3600 McCART, FORT WORTH, TEXAS 


FACTORY HOUSTON KANSAS CITY CHICAGO ATLANTA 
WAREHOUSES —LOS ANGELES ST. LOUIS MEMPHIS 
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DALLAS JERSEY CITY 





we nec> MORE DISTRIBUTORS 
FOR A NEW PRODUCT 


U. 5. Pot. No. 
3548399 
Others pending 


WHAT A MOTORIZED HEAD PULLEY IS — It is a fabricated steel 
pulley with everything . . . electric motor, reduction gears ond all 
moving parts .. . contained inside the drum! it’s simply « new appli- 
cation of the \ 9-P ion drive, and because of its 
simplicity, it’s the answer to the maintenance man’s prayer. 70% to 
90% of conveyor dewn time is saved by eliminating all countershafts, 
speed ene sprockets, cheine, Universal shaft drive and other parts 
with tional pulley drives. Motorized Heed Pulleys ore 
simple te install ond flexible in use, 9 and 
edaptable to all types of belt and belt- bucket ¢ i Hati 
Pulley sizes range from 5 to 30 HP and are available i in various widths. 


WHERE IT'S USED — Wherever there's a belt conveyor or belt-bucket 
elevator installation . . . mining, milling, crushing and heavy con- 
struction industries; factories and foundries; chemical, coal and food 
processing plants and many other fields. 


HOW IT WORKS —The pulley shell rotates about the electric motor, 
which is held stationary by means of a torque arm attached to the 
conveyor frame. The speed of the shell depends upon the combined 
reduction ratio of the various pinions and gears contained within 
the pulley shell. This reduction starts with a primary pinion mounted 
on the motor shaft and ends in the ring gear attached to the shell. 
The shell in turn then drives the conveyor belt. Leads to the motor 
enter the heed pulley through a hollow conduit passing through the 
drum end bell and bearing. Simple oil bath gear compartment provides 
@ lubricating bath for the reduction gears and front motor bearing. 
Meteor and head pulley are cooled and ventilated by holes in the drum. 


WHEREVER THERE’S A BELT CONVEYOR oa 
BELT-BUCKET ELEVATOR—Thetei a 


Profitable sales creas are open for live-wire distributors in aod 
all sections of the country. Be the first in your territory te get this 
velveble franchise. 














MAIL THIS COUPON-TODAY! 


1OWA MANUFACTURING COMPANY 

Cedar Rapids, iowa 

Gentiomen: I'd like to know more about your Motorized Head Pulley 
opportunity. Please send me the details. 

















V The market is unlimited . . . 





' 


chick 


MOTORIZED 
HEAD PULLEY 


FOR ALL YOUR BELT CONVEYOR 
AND BELT-BUCKET ELEVATOR 
CUSTOMERS 


Vv There’s nothing like it on the market! 


Vv It has been job-tested for many years under sever- 


est working conditions. One internationally 
known company has more than 50 installed on 
widespread conveyor operations. 


every | 't conveyor 
or belt-bucket elevator owner will » nt several. 


Vv It’s a fast moving, high profit product . . . with 


no end to the repeat sale potential. 


V It's a sure-fire door opener for your other lines. 


V Iowa Manufacturing Company's distributor 


policy guarantees fair treatment, and technical 
sales assistance. 


V lowa’s aggressive advertising is pin-pointed to 


reach your customers, through the trade papers 
they read, and through sales-sparking direct mail. 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


Manufacturers of the CEDARAPIDS line of: 


ROCK AND GRAVEL CRUSHERS ¢ BELT CONVEYORS 
@STEEL BINS ¢ VIBRATOR AND REVOLVING SCREENS 
@ UNITIZED ROCK AND GRAVEL PLANTS ¢ FEEDERS 
PORTABLE POWER CONVEYORS ¢ PORTABLE AND 


METRIC TYPE ASPHALT PLANTS ¢ DRIERS e DUST 

COLLECTORS * HAMM: ILLS e WASHING PLANTS 

VIBRATING SOIL COMPACTION UNITS ¢ DOUBLE 
IMPELLER IMPACT BREAKERS 
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WHEN THE 
GOING I$ 
TOUGH... 


< 
} 


will give you 
more holes per grind... 














CLEVEL AAI THE CLEVELAND TWIST DRILL Ce, 


LOY CeMiVe 1242 East 49th Stre —— 14, Ohi 
estat sutors evenv wanes Stockrooms: New York 7 + Det a ago 6 + Dallas 2 + San Francisco 5 + Los Angeles 58 
eady to 


E. P. Barrys, Ltd., London W. 3, England 





GAS STOP 
Flat- Square—Tee Head 


& 


STOVE STOP 
Lever Handle with Check Pin 


’ ays Ind 
pnays| Plumbing ara and 
INDUSTRIAL | Oducts 


* —s propucts lllustrated fo) 


ders ar 
4/80 available describ. 
Ing the following 


ee | (Felder 103.9 itustrates 
| 
Hays Cop. 


Over 80 years of manufacturing experience 
. . . designed for easy installation, long, 
trouble-free, dependable service . . . finest 
materials and workmanship ... . rigid in- 
spection and test. 


A complete line of brass and iron 
products for water, gas, steam, 
plumbing and industry is avail- 
able at a single source—HAYS. 


HEXO STOP & DRAI 
Solder 


HAYS MANUFACTURING COMPANY 


12TH & LIBERTY STREETS, ERIE, PA., U.S.A. 
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POWER TOOLS 


* e ° 
2 e wy in your own territory... 


PET Tools offer you bigger profit opportunities! 


If you’re looking for a line of drills 
that is competitive in quality, in per- 
formance, in price—made by a com- 
pany that offers you the best deal in 
the industry—the PET line is it! 
PET Superduty drills have con- 
tinuous-use quality built in, 
chuck to cord. They’re powerful, 
compact, dynamically balanced, 
built with ball and needle bearings. 
In short, they've got the features it 
And, we back 


from 


takes to close sales. 


PORTABLE ELECTRIC TOOLS, 


320 West 


up your selling with national adver- 
tising, plus a strong campaign in 
leading trade papers. 

Sales of portable electric tools 
mean higher profits—and the PET 
line will help you get your share, 
Get the facts on these fine tools... 
the promotional program we're un- 
derwriting... our top-flight dis- 
tributor proposition. Write today, 
for catalog and details, to Portable 
Electric Tools, Inc., Dept. ID-102. 


In snada: Portable Electric T 
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with your own sales figures 


The features you get in PET Superduty 
Drills are features you can SELL! 
Reserve Power; for the extra-tough job 

Heavy-Duty ball and needle bearings 


Precision-Cut, Heat-Treated Gears; for 
smooth, quiet power flow 


Dynamically Balanced Armatures; for 
freedom from vibration 


Forced Ventilation; for cool running 


Aluminum Alley Die Castings; for light 
weight, easy handling 


Compact Design; makes hard-to-reach 
drilling jobs easier and faster 


Meet U. S. Government and Militery 
Specifications 


INC. 


83rd Street, Chicago 20, Hlinois 


TE ON API INE 








pr eth. Qverkeadl 


THE NEW 
WESTINGHOUSE 
1000-WATY C-H12 
FLUORESCENT MERCURY 
LAMP IS THE 

CHEAPEST SOURCE 

OF HIGH INTENSITY 
WHITE LIGHT 

IN THE WORLD 


> 


ii 
M4 me 


Ba 


‘Be: 


Westinghouse Lamp Division 
Dept. FD 
Bloomfield, New Jersey 


, Z| 
4 a a 


S 
Ks 


Please send me more information about the new 
Westinghouse C-H12 Fluorescent Mercury Lamp. 


_ 
Si 


— 


you CAN BE SURE...1F ITs 


Westinghouse 











ie | 


Sei eiccil aed as hc eae an oe ei ee a ie 
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CHANCES are, every one of your customers every call, check the uses to which your customer 
uses chain. For nothing takes the place of chain puts chain. Second, sell him Campbell Chain. 
in hundreds of jobs of holding . . . hauling . . . 


Campbell makes chain for every need. And a 
hoisting. 


Campbell Sales Representative will be glad to 
You can get a big share of this profitable repeat work with you to develop prospects into steady 
business if you will just do two things: First, on customers for chain. 








MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 


oa 
| Repetteenss 


> MAIN OFFICE: YORK, PA 
HAIN a Factories: York, Pa., and West Burlingtor wa 
"> 


Cc 
SQ fA chain for every need... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE 
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uEEEAS, GUEDDANA 1 CAOD GOAE caND HT CONPERT 
deo vensn Guia atiene 
RBaw We cometh att; ne —_ 


ee OR RE CRMC Fe ROE Fak LON AOR CRF Ae em ee mm NTR 
Oe ant AT te 


eee — 106 YEARS BAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 




















1. One way RB&W makes its line more valuable to 2. Stressing the distributor's vital role to industry 
you is by prestige advertising that identifies RB&W helps both of us. RB&W products are sold by dis- 
with quality. This distinctive campaign appears tributors from coast to coast. This campaign ap- 
regularly in FORTUNE, MILL & FACTORY, PUR- pears regularly in MILL & FACTORY, PURCHASING, 
CHASING, IRON AGE, STEEL, etc. IRON AGE, STEEL. 


eeeeeeeeeeerereeeeneeeeeeeeeeeeeeeeeeees 


We are leading a double life! 


Never peters hae Vroerw en musty teed work « challenge’ 





f peeatocing fot defeman amb ove 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Can calle fot prudherts baat 


No smembied protect can te stronger than its fasteners 
HBO manclectures beth brght and high carton cep arees 
endart quenetien| 2m) \omperet of slhey stew! merhune 

4 of teem mate te dh the testemang job en the pectic 
meets of the eaeremhty may requary 


bets 


CR ea penne e amd menteresea am rere inetwgeted of the 
cod of Works War tl hes preperet ue co full he domsbie tanh 
abew! 


Spool coperee WRAY fasteners 


107 YEARS MAKING STRONG THE 
THINGS THAT MAKE AMERICA STRONG 


Plants at: Port Chester, N. Y., Coraopolis, Pa., 

Rock Falls, Ill., Los Angeles, Calif. Additional sales 

offices at: Philadelphia, Detroit, Chicago, Dallas, 

Oakland. Sales agents at: Portland, Seattle. Dis- 
tributors from coast to coast. 


— sn 
108 TEARS BAKING STRONG THE THINGS THAT BAKE AuERICA STRONG 











3. Specific product advertising like this creates de- 
mand for the specific RB&W products you sell. 
The three ways RB&W advertising boosts the dis- 
tributor lead to one conclusion . . . it pays to do 
business with RB&W. 
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Cash in 
on the file 
with the 
WHITE TANG 


NUCUT icc FILE 


WITH A NUCUT YOU FILE MORE, 
FASTER, BETTER WITH LESS EFFORT 


Just take a few strokes... and you'll prove 
NUCUT’s superior cutting power to your 
own satisfaction. NUCUT’s two distinct 
sets of teeth, scientifically positioned in a 
patented wavy construction, make the 
difference. 

The coarse teeth cut clean, deep, true — 
without scraping or skidding. At the same 
stroke, the fine teeth leave the surface 


sleek, smooth. There you have it — the fast- 
est, easiest, best filing you've ever seen. 

Your distributor has the sizes, shapes 
and cuts you need. 


HELLER BROTHERS 
COMPANY 


A New Jersey Corporation 
America’s Oldest File Manufacturer 


NEWCOMERSTOWN, OHIO 


Right way to hold a file. Hold handle with right hand and tip with 
left hand. Position of left hand varies with job. 





(1) FOR GENERAL FILING: 
Let right thumb lie along 
the top of handle and fin- 
gers curl around handle 
in a natural grip. 








(2) FOR REMOVING STOCK 
RAPIDLY: Let ball of left 
thumb press upon top of 
file, and fingers wind 
around file. 














(3) FOR FLAT FILING: Note 
extended position of thumb 
and fingers on top of file. 








(4) FOR PRECISION WORK: 
The grip shown allows 
maximum guidance and 
control. 














MR. DISTRIBUTOR: This NUCUT advertising is appearing in publications that reach every 
worthwhile prospect in your territory. Since it directs the file buyer to you, you may think of 
it as your advertising. Are you cashing in on it? 
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low cost heavy duty service 
with Foote Bros. 


Costs go down when Foote Bros. Maxi- 

Power drives are installed! These rugjed 

helical gear drives assure high efficiency — 

low maintenance costs — operate day after 

day, year in and year out without trouble 
® and with minimum maintenance. 


_ Precision-Generated Helical Gearing with 

" uniform load distribution across the entire 
face permits maximum load carrying 
capacity in minimum space and assures 
the maximum in reliable, uninterrupted 
performance. 

These drives are available in single, 
double and triple reductions, with ratios 
ranging from 2.08 to 1, up to 360 to 1. 
'Capacities up to 1550 h.p. 

SFOOTE BROS. GEAR AND MACHINE 
CORPORATION 
is {5 South Western Blvd. * Chicago 9, Ill. 


: 
* 
- 
= 
: 
> 
: 
= 
. 
~ 
. 


“a 


Maxi-Power drive at Murray Corp of America, Ecorse 
Michigan Plont, driving tubvier conveyor ee welding 
flux. Designed and by Hap y 


Division of Hapman — Dutton Co., Kal Michig: 


. 
e@eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 











FCOTESBROS. 


Beller Power Trans own Through Cellar Gears 


$3 e 
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Foote Bros. Gear and Machine Corporation 
Dept. ID, 4545 S. Western Bivd., Chicago 9, III. 


Please send Bulletin MPB containing full information 
on Maxi-Power Drives. 





Name 
Company 
Position 


Address 


eeceeeeeeeeeeeeeeeeeeeee® 


City 














Complete! Preferred! Promoted! 


1. The Shield Brand line of cutting tools is 3. Shield Brand Tools are advertised in 
complete—one source of supply with un- leading trade magazines. 

divided responsibility to our distributors. 4, Promotional material is supplied to 
distributors. 


2. Since 1881 these tools have been 
specified and used by industry—a pref- 5. Our stocks at six strategic locations 
erence built on Foremost Quality. give fast service of supply. Tolerance Chart— 
another Standard 
The Standard Shield Brand line is a good line to represent. promotional piece 
Write for a copy. 


STANDARD JOOL ([O. Zteveuneo 1 om 


New York «+ Detroit « Chicago - Dallas » San Francisco 
THE STANDARD LINE: Twist Drills + Reamers + Taps + Dies « Milling Cutters + End Mills » Hobs + Counterbores + Special Tools 
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Ask for a decision 
---we can deliver 


The old adage ‘“‘You can lead a horse to water, 
but you can’t make him drink’”’ isn’t true in the 
case of a salesman. He not only leads his prospect 
through the steps required to make a sale, but 
closes the deal by asking for an order. 


We believe that all UNBRAKO salesmen should 
remember that unless they ask their prospects 
to make a decision, there can be no sale. STANDARD 
PRESSED STEEL Co., Jenkintown 13, Pennsylvania. 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 


| 


Knurled Head Self-Locking Flat Head Shoulder Dowel 
Cap Screw Set Screw Cap Screw Screw Pin 


| 
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Typical Chains from the complete CHAIN BELT line 


HAVE YOUR 


sxiowmere nour own inh GUSTOMERS 


speed power transmission and timing. 


BALDWIN-REX DOUBLE-PITCH ROLLER CHAIN 
—for drive and conveyor service where speeds 
are slow to moderate. 


BALDWIN-REX LEAF CHAIN—for tension link- Fe | + Cc of te ] 1 C & * 


age applications. 


They do .. . when you sell the complete Chain Belt 
Line... and it can mean real savings to them .. . more 
7 business for you. It’s important to remind them that 
wee omg nie i acaeeyeNpetat though there are thousands of different sizes and types 
; , of chain, one is the best for each particular application. 
That's why it’s to their advantage to order from the 

complete Chain Belt Line. 


First, because the line is complete, you can offer them 
REX STEEL DETACHABLE CHAIN—for light the exact chain that is best suited for their particular 
drives and conveyors. application. They don’t have to worry about the excess 
cost of over-chaining—or the excessive production 


delays caused by under-chaining. Whether cast chain, 
steel chain or finished steel roller chain is indicated, 
they'll find the size and type they need in the complete 


" Chain Belt Line. Another important point—the Chain 
oe iam Belt Line offers a complete range of sprockets for every 
caain. Sprockets made by the chain manufacturer 


assure a better fit between chains and sprockets, and 

: thus longer life for both. 
Then because they will be dealing with only one 
REX DROP-FORGED CHAIN—for trolley con- source of supply, one responsibility, they will save 


veyors or floor-type sliding conveyors. valuable time, simplify ordering and expedite paper 
work. 





And last but not least, you can assure them a depend- 

able source of highest quality chains, sprockets and 

attachments. Over 60 years of chain-making experi- 
REX CHABELCO® STEEL CHAIN—fer drive and ence are behind every strand. 
pe age aed atalino canine Chain Belt Field Sales Engineers will be happy to 
discuss the complete story with you. For more informa- 
tion call our nearest branch office or write to Chain 
Belt Company, 4622 W. Greenfield Ave., Milwaukee 1, 
Wisconsin. 


And a complete line of chain attachments. 


Chain Belt company 


OF MILWAUKEE 


BAL Dwi REX Atlanta + Baltimore + Birmingham + Boston « Buffalo » Chicago « Cincinnati 


Cleveland + Dallas + Denver + Detroit + El Paso + Houston « indianapolis « Jackson- 
ville « Kansas City « LosAngeles « Louisville + Midland, Texas « Milwaukee 
Minneapolis « New York « Philadelphia « Pittsburgh + Portland, Oregon « Spring- 
field, Mass. « St. Louis « Salt Lake City « San Francisco + Seattle + Tulsa » Worcester 


Distributors in principol cities in the United States and abrood. 
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‘s ra tine fea ignit't I- ate hee Eas 

“n. [L. gratificatio.} State-of being > 

gratified; -sourte of stisfction To, : 

the consumer, @..9., hh ; it Y Mt 
ye Industrial Rubber products m manu- ‘| 

4 factored ty Raybestos-N a 


‘the aicisstl te. of manufacturer 
and ‘distributor in keeping a 


; a 
customer ‘Satisfied, SYN.-Long lasti : Ni 
service from Condor Transmission 
Belts, Condor V-Belts, Homocord 


Conveyor Belts and Homoflex Hose. 








Business Week ond 47 industria! publications. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


@Bhe exe ~~ 


Flat Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose industrial Fire Hose 











Other R/M products include: Industrial Rubber @ Fan Belts © Radiator Hose @ Packings @ Brake Linings @ Brake Blocks 
Clutch Facings @ Asbestos Textiles @ Sintered Metal Parts @ Bowling Bolls 
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the CARBORUNDUM FRANCHISE is 
...$0 highly prized by 
..$0 highly profitable for 


INDUSTRIAL DISTRIBUTORS 























oo =! G3) Gl -— Go Po = 


We enjoy complete-line selling ...not two or three abrasive product 
lines from two or three different sources, but a// lines from one source. 


We represent the world’s best known brand name in abrasives... 
customer acceptance so widespread that it amounts almost to demand. 








We attract other top-quality lines... for CARBORUNDUM is an honored 
name among all manufacturers who sell to industry through distributors. 





We keep posted on the latest abrasive techniques... CARBORUNDUM 
keeps us abreast of every development, whether it originates in their 
laboratories or on the shop floor of a customer. 





We get practical answers to every technical question... continuous 
counsel from an engineering staff with the world’s widest experience 
on abrasive products, methods and applications. 


We save time and money with the simplified stock control and 
the reduced paper work that comes from doing business with a single 
source of supply on a// abrasive lines. 








We develop keener, more valuable salesmen... 
through intensive sales-training courses for our sales force 
at the CARBORUNDUM plant—plus a steady follow-up of 
application information all year round. 





ioienhemeneel NT TT TT 
We are well received by every prospect... our 
salesmen seldom meet a stranger, thanks to CARBORUNDUM’S 
pin-pointed sales promotion and saturation advertising. 











DISTRIBUTORS 
supply ALL abrasive products under ONE brand name 
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Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined “a-chip-at-a-time.” 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 


drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 

MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %" to 4%”. They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-650 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue Chicago 39, U. S. A. 


a 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1952 











© 


FIRST TEAM 
IN CUTTING TOOLS... 





Il 











5 NEXT, you benefit from Union's 

A fe ] H £ R E 5s = complete kit of sales aids. These in- 

clude counter displays, ad reprints, 

WHY a product folders, wall charts and 

eee . gauges — plus net price sheets to 

assist you in pricing and book- 

keeping. They are imprinted with 

your name and address without 
charge. 





When you're a Union distributor you are in a series of 
winning plays where you benefit automatically. 


FIRST, you benefit from more than 
one million Union messages pro- 
moting you to your customers and 


ABOVE ALL, you benefit from 
Union's 7-point sales policy guaran- 
: ‘ : teeing cooperation and fair treat- 
prospects. These messages appear in : got 
such leading metal-working maga- ’ om ne all Union prea 
zines as: AMERICAN MACHIN- , ee Oy eee 
IST ... MACHINERY . . . TOOL sales at a substantial profit. It in- 
ENGINEER ... MODERN cludes a guarantee of service by 
MACHINE SHOP... WESTERN factory-trained salesmen. 
MACHINERY and STEEL 
WORLD. It pays to join the “First Team in Cutting Tools”! 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS - Milling Cutters + Gear Cutters + Twist Drills + Hobs + Reamers + Carbide Tools 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates... 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers, Twist Drills . 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates 
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with B54 sizes of ... ready made bearings for ma- 


chine tools and industrial machinery. 


with 324 sizes of . . . completely finished bearings for 


electric motors of all sizes and makes. 


with 763 sizes of ... tubular and solid Bronze Bars 


completely machined on all surfaces. 


Bunting Standard Stock Bearings, Electric 
Motor Bearings and Precision Bronze Bars 
offer the quickest, simplest and most econo- 
mical solution to your bearing problems in 
production and maintenance. 








Bunting Ads win 1st award in 
contest sponsored by Industrial 


g 


IN STOCK EVERYWHERE 


n Bp roducts are instantly 
available it all markets, from the 
Hocks of ml industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 


distributor or write for catalog. 


As advertised in Business Week + Factory M 9 and Mai 
tron Age + Mill and Factory + Southern Power and Industry 





* Steel + 


THE BUNTING BRASS & BRONZE COMPANY + TOLEDO 1. OHIO + BRANCHES IN PRINCIPAL CITIES 
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Score Another “Assist” for the G.T.M. 








You Get His Technical Sales Help 
With Your Goodyear Franchise 


NE Goodyear franchised distributor had 
O never been able to “break in” with conveyor 
belts in a southern paper mill where belts were 
used to handle pine wood chips. Invited to call 
on a replacement belt order, he called in the 
G.T.M.—Goodyear Technical Man—for tech- 


nical sales help. 
Here’s what happened 


Together they visited the plant — inspected the 
belts — found the pine oils in the chips were 
attacking belt covers throughout the mill. The 
G.T.M. recommended Goodyear’s CHEMIGUM 
Oil-Resistant Belt construction to solve this 
problem. He and the distributor together 


figured every drive in the mill, working well 
after hours with the master mechanic — and 
ended up with an order three times the size of 
the originally planned one, covering every 
drive. 


Tripling orders with the technical sales help of 
the G.T. M. won’t always happen—but his help 
is one of the reasons why the Goodyear fran- 
chise has been one of the top money-makers in 
the industrial supply field year after year after 
year. 


As a Goodyear franchise holder, you can call 
on the G.T. M. for help. 


Chemigum—T. M. The Goodyear Tire @ Rubber Company. Akron. Otto 


GO00D,7 YEAR 


THE GREATEST NAME IN RUBBER 
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"We would pay a premium for these 50,000 Air Shipments 
yet we actually saved thousands of dollars !” 


Robert S. Woolf, Mgr., Teletranscription Dept., Dumont Television Network 


When we ship TV film, we're in 
terested in service. We can't afford to 
take any other attitude. We've bought 
program time all over the country and 
those programs must be filled 

We at Dumont use Air Express. It’s 
the fastest. It has all-point coverage 
Above all, it is DEPENDABLE 

As to cost — Air ress costs 
Dumont /ess than other air services 
would, by thousands of dollars per year ! 
For instance, on our regular shipments 


50 


to Detroit, other services cost 37% to 
337% more than Air Express. And we 
can’t duplicate the service at any price! 

“The Air Express people have car 
ried upwards of 50,000 shipments for 
Dumont in the last four years. Their 
ability to trace shipments — especially 
when being shuttled between stations 
— is almost uncanny! It has helped us 
out in many an emergency. 

“It pays to specify Air Express — in 
more ways than one!” 
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OAR EXPRESS 


GETS THERE FIRST 


Division of Railway Express Agency 
1952—omr 25th year of service 








To Help Yow Sell 
CENTURY Motors 


BUILDS 
BRAND ACCEPTANCE 
IN YOUR MARKETS 


About 14,000,000 Century motor sales messages 


tell your customers about the benefits of using Century motors. 
These messages go into many industries and sell directly to top 
executives, production, engineering, purchasing, and maintenance 
officials. This makes your selling job easier. 


Here is the current list of magazines — American Artisan 
American Machinist « Business Week » Chemical Engineering 
Commercial Refrigeration + Design News « Electrical Construction 
and Maintenance « Electricity on the Farm « Factory Management 
and Maintenance + Food Engineering » Food Processing 

Heating, Piping and Air Conditioning + Implement and Tractor 
Industrial Equipment News « Machine Design + Mill and Factory 
New Equipment Digest + Oil and Gas Journal + Product Engineering 
Purchasing « Steel + Textile World. 


Century's more than 50 years of consistent advertising has 
created a wide acceptance for Century motors. The push 
button age rapidly developing in industry is creating a 
tremendous volume of motor sales. 


FOOD 


PROCESSING 


If you are not selling a motor 
line, or desire a more 


complete line, write us 


CENTURY ELECTRIC COMPANY « 1806 Pine Street, St. Louis 3, Missouri * Offices and Stock Points in Principal Cities 
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i 4S “Crane Rope.” © most flexible of 
Standard CONS! ructions which Permits ts use with smal] 
Sheaves and drums Its reserve Strength is highest of the stand- 
ard ©onstructions. 


FOr RESISTING CRUSHING, the Introd 
Stead 
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rands in the rope. 
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ican Tiger Brand 6x19 
Monitor Preformed Wire Ro 

resistance than regular hoisting ropes 

he large, uniform wire diameters of the 

5 ii ng Lay Construction 

Y a better distribution 

greater length of the outer Wires. 
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COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


Proper Maintenance 


Longer Rope Life 
Lower Rope Costs 


@ Many prominent users of wire rope have found 
they can reduce wire rope costs as much as 50% by 
using a wire rope designed for the job. They get 
better rope service at lower rope cost by following 
this simple, job-tested system, with the help of the 
Tiger Brand Wire Rope Specialist. 

Let this qualified expert make sure that you 
select, for each job, a wire rope that is strong enough 
to carry the load with an ample margin of safety . . . 
able to stand incessant flexing and sharp bending 
without failure of wires due to fatigue . . . built to 
take the most severe abrasion and crushing. Then 
make sure that every foot of wire rope you own is 
inspected, cleaned and lubricated regularly. 


This new Tiger Brand Drag Line Rope was designed iy 
to resist the ext ly severe operating diti encountered 
in this class of service. On one job where ropes lasted an average 
of 600 hours, this Tiger Brand Drag Line Rope was still going 
strong after 1100 hours—believe it or not! 





Engineers and contractors who follow this proce- 
dure tell us that they are getting twice—sometimes 
three times — the life they expected from Tiger 
Brand Wire Rope, plus greater safety for crews 
and equipment and freedom from rope-caused 
work stoppages, all of which means important 
money savings. 

When you are in the market for wire rope, make 
full use of the engineering knowledge of an expert 
who has made a life-work of analyzing and solving 
wire rope problems. Just drop us a line and your 
Tiger Brand Wire Rope Specialist will be glad to 
consult with you. Meanwhile, why not send in the 
convenient coupon for a copy of our latest book? 


Send for This NEW BOOK 


American Steel & Wire 


eee ee eee eee an eeeaeaseanes 


be www eee eee eee sesusseeaeeseaesasesee 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 


+ TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


U-S*S AMERICAN TIGER BRAND WIRE ROPE 
Lecelliy Chefoumed 
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SHALLOW 
OVAL FLUTE 


Here’s how you get 
improved drilling action with 


Carboloy “EOL Drills! 


NEW 
way! 


NO STALLING! 
NO PACKING! 


Shallow, precision-ma- 
chined, oval flute and 
adequate tip overhang 
of Carboloy “Live- 
Spiral” Drills prohibit 
dust from packing in 
the flutes and sides of 
hole. This new engi- 
neering design keeps 
dust agitated, moving 
up out of hole, regard- 
less of position or drill- 
ing speed. And quality- 
controlled Carboloy 
Cemented Carbide cut- 
ting tip bites deep into 
toughest materials 


Now...a sensational, completely new design 
for dust removal with masonry drills! 


The precision, shallow, oval flute 
of the amazing new Carboloy Ma- 
sonry Drill lifts out the dust as it 
drills. No packing. No stalling. No 
time-after-time drill removal for a 
fresh start. You get all-the-way 
drilling all the time! 

Now you can continuously drill 
any type of masonry—concrete, 
brick, plaster, slate, asphalt — 
faster, easier, cleaner and deeper 
with new, improved Carboloy 
“Live-Spiral” Drills! 

What's more, the cutting tip of 
Carboloy Cemented Carbide — 
hardest metal made by man—pays 
off in extra savings through extra- 
long life and extra performance. 


Best of all, Carboloy “Live- 
Spiral” Drills—in a complete range 
of most commonly used sizes, from 
3/16” up—cost no more than 
ordinary carbide drills! For ex- 
ample, 3/16” drill lists at $1.80. 
And sizes from 3/16” to %” are 
designed to fit %4” chuck—for use 
with rotary electric drills or hand 
braces. With %” drill, optional 
%” shank. Larger sizes, %” shank 
only. Packaged individually or in 
three different assortments in job- 
designed, handy kits. 

Be sure to send the coupon ve- 
low today for all the facts on new, 
improved Carboloy “Live-Spiral” 
Masonry Drills! 


**Carboloy’’ and *' Live-Spiral"’ are trademarks of Carboloy Department of General Electric Company 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 East 8 Mile Ave., Detroit 32, Michigan 





of G | Electric Company 


11131 E. 8 Mile Ave., Detroit 32, Michigan 


MAIL COUPON TODAY! 


Please rush me complete information and prices on your sensational, new “Live-Spiral” Masonry Drill! 


Nome 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1952 








AND BIGGER PROFITS FOR YOU 
Here are 3 reasons why! 


You'll make more sales with 
] complete line of CARBOLOY 
MASONRY DRILLS for Industry, Home! 


You'll never have to pass up profitable sales be- 
cause you can’t fill the order! Complete range of 
most commonly used sizes of Carboloy “Live- 
Spiral” Drills from 3/16” up. (See ad at left for 
further product data.) In addition, these special, 
job-designed kits are also available: 


Light-duty 
Anchoring Kit: 
Ye", 6, He”, y%" 
$7.70 


(for Ye" chuck) 


Heavy-duty Handy Man 
Anchoring Kit: Kit: 
V~", %, %’ "ue", %", 2" 
$10.20 $6.65 


(for Ye" chuck) 


You'll sell more Carboloy Masonry Drills 


2 You'll make more profits 
with this special 


60-DAY BONUS OFFER! 





Now, and for the next sixty days only, you get a; 
bonus of one demonstration drill with every $50 
(list price) worth of drills ordered. Your choice 
of this extra drill in sizes %” or 42"! 

You can use your bonus drills to introduce the 
sensational values of new Carboloy Masonry Drills” 
to special customers—or you can move them along 
at regular list price to increase your net profit! 

Remember — prices are comparable to ordinary 
carbide drills—and you get full discounts on entire’ 
new line of CARBOLOY MASONRY DRILLS! 


Plants at Detroit, Michigan; Edmore, Michig and Sch 





dy, New York 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 East 8 Mile Ave., Detroit 32, Michigan 





because of this hard-hitting advertising! 


Here’s a special coupon you won't 
want to forget to mail! So do it to- 
day! Get all the facts on the sensa- 
tional, profitable resale proposition 
now available to you! Yes, be sure 
you get all the details on the profit- 
able, special 60-day bonus offer 
for jobbers! Get all the facts on 
Carboloy “Live-Spiral” Masonry 
Drills! Send the coupon at the left! 


COUPON 
TO US 
TODAY! 


Drill is a honey of a money maker! Now 

you can afford to stock it heavily! New, 

hard-hitting, smash, two-color advertisin 

on opposite page) in leading industrial pu lications 
m 


3 This sensational, new Carboloy Masonry 


(shown 


will keep it moving off your shelves a 
than you can reorder! 

Watch November and December issues of Heat- 
ing & Plumbing Equipment News, Contractors’ 
Electrical Equipment, Industrial Maintenance and 
Maintenance for this dominant Carboloy advertis- 
ing that will help you sell Carboloy Masonry Drills 
— help you make more money! Be sure you have 
ample stocks of all sizes of new Carboloy Masonry 
Drills on hand to meet the big demand! 


ost faster 
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“Team... 


wins top billing 


for 
P-K Distributors 
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At Abrasive Machine & Supply Co., Newark 
R. ARCHER LUDLOW, Sales Manager, says: 


“As Distributors, part of our ‘stock in trade’ is our 
ability to meet commitments and keep customers’ 
assembly lines running without interruption. That 
requires careful planning, especially when supplies 
are short. Parker-Kalon has helped us educate cus- 
tomers to allow sufficient ‘lead time’, and has always 
given us sincere cooperation in emergencies”. 


E. C. Downer, P. A. (right) checks over inventory control 
cords with Eiber W. Stearns, ?-K Field Representative. 





At Lewis Supply Co.. Memphis 
JOHN WEST, V.P. and Sales Manager says: 


“Among the many aspects of P-K Distributor sup- 
port that please us, we especially appreciate the 
well-planned sales and service literature. The Cata- 
log and the many folders and booklets do a first-rate 
job of teaching customers the advantages of P-K 
Screws. It simplifies our selling job, and helps us 
build fastener sales at a minimum sales expense.” 


Mr. West (center), ond Guy H. Petty, Asst. Sales Mgr. 
listen to a review of the primary sales features of P-K 
Size-Mark Socket Cap Screws bys. W. McCann, P-K Field 
Represer tative. 





At Lindquist Hardware Co., Bridgeport 
A. G. LINDQUIST, President, says: 


“In all my experience as an industrial supply dis- 
tributor, | have never seen a manufacturer more 
insistent on design and quality leadership than 
Parker-Kalon. That's a realgasset to us because, 
though different brands of screws may look alike, 
there can be a big difference in performance. When 
we sell P-K Screws we can count on satisfied cus- 
tomers instead of troublesome complaints.” 


Wes Thornton (center), office Mgr., ond Joe Larcheveque, 
(right) Shipping Dept. Mgr., discuss the local pottern of 
P-K stock movement with Bill Stenger, P-K Field Man. 








At Wessendorf Nelms & Co., Houston 
L. L. NELMS, President, says: 


“You read and hear a lot about Distributor support 
these days, but we have yet to find a Policy that 
works any better in our behalf than Parker-Kalon’s. 
Its protection features encourage full sales effort 
on our part. Furthermore, P-K advertising and sales 
promotion are carefully planned and consistent, 
working steadily to develop new business for us, 
every month of every year.” 


At Wessendorf Nelms’ well-equipped counter sales room, 
F. W. McCann (right), P-K Field Representative, explains 
the Socket Screw Dimension Finder, ao popular P-K sales 
aid, to W. N. Chapman, Counter Mgr. 





PARKER-KALON 


Tro Ouigintl Sui 5- TAPPING SCREWS 


(old-fory” SOCKET SCREWS 


AND OTHER FASTENING DEVICES 
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SYRACUSE SUPPLY COMPANY, SYRACUSE, SAYS: 


“The motor’s 


not just connected, 
it’s mated to the pump” 


The Worthington DN monobloc centrifugal 
pump has pump and motor mounted on one shaft 
—perfectly ‘‘mated” for compactness and rigidity. 

It’s all one unit—no base plate; no extra foot 
supports to contend with. 

The same pump—with conventional stuffing box 
or mechanical seal—also comes in frame mounted 
CN models. 

Capacities 10 to 1,800 gpm. 


See Your Worthington Distributor 


J. E. DILWORTH COMPANY, MEMPHIS, SAYS: 


“Pick your rotary pump from 
the line that gives you 
the widest choice!” 


For Viscous Liquids—Smooth, Quiet Operation: 

Worthington Herringbone-Gear Pumps, TypesGA 
and GR; capacities from 1 to 5,000 gpm; pressures 
to 500 psi. 

For Non-Lubricating, Slightly Abrasive or Cor- 
rosive Liquids: 

Worthington Sliding- Vane Pumps, Types VE and 
VR; external or internal bearings; capacities from 
25 to 1,000 gpm; pressures to 200 psi. 


See Your Worthington Distributor 








H. N. CROWDER, JR., COMPANY, ALLENTOWN, REPORTS: 


“Does a real job 
pumping corrosives” 


It’s Worthington’s ‘“‘Worthite’’—a special high alloy 
especially developed for pumping services. 

In many environments “Worthite” is superior to 
ordinary stainless irons and stainless steels. 


“‘Worthite” pumps are built in standard sizes from 
1 to 5,000 gpm. 


See Your Worthington Distributor 





ALL WORTHINGTON DISTRIBUTORS AGREE— 


“The World’s Broadest Line 
Assures You The 
Right Pump for Every Job” 


No other line is so complete. . . 

Centrifugals with various mountings and ca- 
pacities from 10 to 1,800 gpm; coolant and cir- 
culating types, regenerative turbine types. 

Also: gear- and vane-type rotaries from 1 to 
5,000 gpm, steam pumps, power pumps, dry 
vacuum pumps. 

Worthington Corporation, formerly Wor- 
thington Pump and Machinery Corporation, 
Pumpand Compressor Merchandising Division, 


Harrison, N. J. PC.2.3 


Worthington Standard Pumps 
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A Maintenance Chief 
shows why he prefers 
two-piece QD design 


1. ““WE’ VE STANDARDIZED ON THEM” says 
this maintenance chief about the 
Worthington QD sheave. Yes, the mill- 
wrights in his plant prefer the two- 
piece design of the QD sheave with the 
exclusive features that permit holding 
the hub on the shaft in a predetermined 
position and provide for locking the 
key to prevent drifting. See how easy it 
is to install QD hubs and sheaves in 


the pictures below. 


2. “IT’s THE LIGHT WEIGHT OF THE QD 
HUB THAT MAKES INSTALLATION EASY.” 
Without sheave rim obstructions, that 
easy-to-handle QD hub can be fitted to 
oversize or undersize shafts using a wedge 
for oversize fits. The QD hub is held ina 
predetermined position on the shaft 
when the flange cap screw is tightened. 
Drifting of the key is prevented by 
tightening of a flange set screw—an- 
other exclusive feature with the Wor- 
thington QD. And, of course, the QD 


hub comes off as easily as it goes on. 


Worthington’s complete line of Multi-V- 
Drives includes QD sheaves in all sizes, the QD 
juniors for fractional horsepower drives, and 
Worthington-Goodyear V-belts. And you can 
get them fast! Your distributor has a complete 


3. “HERE'S WHERE WE REALLY SAVE 
TIME AND TROUBLE.” No juggling of a 
heavy rim and hub assembly to get it 
on a shaft with close-tolerance fits. The 
rim—with its large taper bore opening 
—slips easily over the small end of the 
taper QD hub—like threading a needle 
with a very large eye! A tight press-fit 
is assured as heavy pull-up bolts are 
tightened. There’s no doubt about it— 
the friction-cone fit of the Worthington 
QD hub and rim grips the shaft tighter 
than any other sheave. 


eo 
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4. “ONCE ALIGNED, IT NEVER NEED BE 
RE-ALIGNED.” That’s a basic advan’ 
with the QD, Mr. Maintenance Chief. 
Men like you know that the rim is easily 
removed using the heavy pull-up bolts 
as jack screws. If a speed change i# 
called for, another size sheave can be 
slipped on the QD hub without dis- 
turbing alignment. If the QD hub is 
removed from the shaft for unit main- 
tenance, it’s easily positioned and held 
in place through the flange cap screw 
on re-assembly. 


stock backed by the largest factory stocks you'll 
find anywhere. Send today for more information 
in Worthington Bulletin V-1400-B7F. 
Worthington Corporation, Multi-V-Drive Sales 
Division, Buffalo, N. Y. 
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P The Door is Wide Open 
\ @ Your customers, and new plants opening 
> up near you, are faced with new material 


handling problems. As a major supplier of 
their operating tools, they expect YOU to 
help solve their problems. ACCO Registered 
Wire Rope Slings, many of which you can 
stock, enable you to render a real service 
...deliver on the spot...when service counts. 

ACCO Registered Wire Rope Slings are 
exact tools, specifically designed for high- 
est efficiency in material handling. The 
matching of full rope strength with fittings 


fi t ji and attachments of equal or higher strengths 
ea ar ng permits the safe use of multiple sling hitches 


* F for unusual lifts. Your customers know the 

D VALOC strength of each unit or complete assembly 
A 
) 





of ACCO Registered Wire Rope Slings. 
Wire or write today for full information. 
*Trade Mark Registered 





| 
i 
i 
} 
: 
‘ 


Hegistered 


WIRE ROPE SLING DEPARTMENT Wire Xe) 
AMERICAN CHAIN & CABLE Slings 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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wnat Do Your Customers wen’ wast ig Tube Fitting, 2 


You Offer Them ALL In 
IMPERIAL 


ability 
Vv ya 


The Tube Coupling that will not leak 
even under vibration 


Imperial Hi-Duty Fittings 
withstand over 5 times as 
much vibration as ordinary 
Compression or Flared brass 
fittings. Design of sleeve 
minimizes deformation of 
tubing in assembly—tubing 
is kept stronger at points 
of greatest stress. Trouble- 
proof performance proved 
by widespread use in severe % For Tubing %" to %" O.D. 


applications. a in pe 
Aluminum 


SLEEVE SHEARS OFF AT GROOVE 


SPM TERE ie wy tlm i Se 


Easier and Quicker to Assemble 


Fitting comes with nut 
assembled, To get a tight 
joint, simply insert tube into 
fitting and tighten nut. No With IMPERIAL you can be sure of the fimest im fittings... 
loose sleeve to drop . . . no fictings that have forged bodies on elbows and tees providing 
flaring required. Makes re- greater strength and toughness . . . Jong Dryseal pipe threads 
peated tight reconnections. for extra assurance of tight pipe connections. See Catalog 350. 


* Ask for Bulletin No. 3002 


THE IMPERIAL BRASS MANUFACTURING COMPANY 
511 S$. Racine Avenue, Chicago 7, Illinois 


in Coneda: 334 Lauder Ave., Toronto, Ontario 
| yl PE Fr IAL Pioneers in Tube Fittings and Tube Working Tools 1) 
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$20,000 in Sales 
From A $f 200 INVESTMENT IN 


Say CHICAGO MOUNTED 
WHEELS for the world’s safest 
grinding wheels. 


Over 200 different sizes and 
shapes. 

s 
For the best delivery in the in- 
dustry—order Chicago Mounted 
Wheels. 


For a wider range of treat- 
ments and bonds covering spe- 
cial jobs . . . Chicago Mounted 
Wheels 


20,000 manufacturers through- 
out the world, including the 
largest companies, are using 
Chicago Mounted Wheels. 


Vue Set, CFP See eae 


for Chicago Wheel’s Profit 
Opportunities for ‘52 


Sex gs ae 


eaeecececceoons 


“In 1951 my entire stock of Chicago 
}y Mounted Wheels was sold out 26 times—that’s 
WM a complete sell-out once every two weeks! 
There isn’t another line I know of that gives me the fast 
turnover and the high mark-up profit I get from selling 


Chicago Mounted Wheels.” 


“What's more, Chicago Wheel takes any slower-moving 
numbers right off my hands...and gives me any of their 
complete Mounted Wheel line of over 200 different sizes 


and shapes that sell best in my locality.” 


Get on the Chicago Wheel bandwagon—write today for 
your special deal on this easy-to-sell, customer-approved 


grinding and mounted wheel line. 


CHICAGO WHEEL & Mfg. Co. 


Dept. ID, 1101 W. Monroe Street 
Chicago 7, Illinois 
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Production 
is looking up! 


WITH THE HEVI-LIFT! 


That’s how it is wherever the Hevi-Lift takes 
over. Loads up to 15 tons “go places” in a 
hurry. One man with a push button does it 
all — without effort — without delays. Five- 
step variable speed control gives you a 


change of pace for every need in lifting, 
transporting, lowering and stacking. And 
every load goes with the safety and reliabil- 
ity that make the Hevi-Lift first choice 
among hoist-wise men who want the best. 





P&H’s true motor ratings protect you against 
failure at full capacity loads and speeds. 
P&H builds motors with current control of 
only 110 volts at push-button and thermal 


overload protection. You pay nothing extra 4e Vj- LieT 
for these PaH Added Values. 


HARMISCHFEGER CORP MILWAUKEE wis 








(bs Hoist vivision 


HARNISCHFEGER corporaATION 


4538 WEST NATIONAL AVENUE @ MILWAUKEE 46, WISCONSIN 


POWER SHOVELS + CRAWLER AND TRUCK CRANES + OVERMEAD CRANES + OISTS + ARC WELDERS AND ELECTRODES 
SOM STABILIZERS + DIESEL ENGINES + PRE-FABRICATED HOMES 





handle it 
“thru-the-air ' 


faster for less 





YOU are the Pattern 


a | te B-RIGHT- ON fs) 
=” = SOCKET SCREW 
SERVICE 


industrial distributor does not live on a one-way 

re . +. With all traffic flowing to his customers. To back 

him up he must have his supplier giving the same 

, “prompt service and assistance to him that his customers 
¥ expect. from him. 

Brighton gives this service to its dealers, the kind of 

that simplifies your sales job. A compact, 

fast-on-its-feet organization devoted exclusively to 










manufacture and sale of top quality socket 
screw products, Brighton is behind you all the way. 


“oe |> Get the service 
saat Nc . you like to give... 
with B-RIGHT-ON! 


@ Socket Set Screws 
} ? ‘ e@ Socket Head Cap Screws 
ee FF @ Socket Pipe Plugs 
@ Socket Head Stripper Bolts 
@ Socket Screw Specials 
@ Socket Screw Key Kits 





wy 


a 











There’s an 


“ENTERING WEDGE’’ 
for Sales to 
Any Plant 





...1n the 
diversified 
Brown & Sharpe 


Line 





Many plants not even on your present prospect list may be 
signed up as profitable customers, when you handle the com- 
plete Brown & Sharpe Line. This line is so diversified that it 
provides items of needed equipment for nearly any manufac- 
turing plant! 7 


As well as complete lines of machinists’ tools, cutters and 
other regular distributor items, Brown & Sharpe offers the 
Distributor screw machine tools, permanent magnet chucks 
and Johansson gage blocks. Also a-wide range of pumps and 
electronic measuring equipment marketable both within and 
without the metal-working industry. 

Add to this the solid sales support of year-round advertising 
in 35 leading business and industrial magazines, and you get 
ey the reason why it pays to handle and push the Brown & Sharpe 

Machinists’ Tools ‘rn : , @ 
Cutters line. Brown & Sharpe Mfg. Co., Prévidence 1, R. L, U. S. A. 
Permanent Magnet Chucks 
Johansson Gage Blocks 
Electronic Measuring Equipment 


Pumps WE URGE BUYING THROUGH THE DISTRIBUTOR 
Arbors and Collets 


Machine Tool Accessories Brown & Sharpe jBS 
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Basilio Notaro uses his many years 
of Upson-Walton experience in 
adjusting wire rope forming dies. 


T takes more than machines to build an owtstanding 
wire rope . . . it takes men with the skill born of long 


e 
Wire rope experience. Upson-Walton wire rope is engineered for 


safety ... and quality control checks are applied through- 
crattsman out manufacture by men who are craftsmen at their tasks. 
Specify Upson-Walton for the extra care and experience 

that mean longer, safer service from your wire rope. 


a THE UPSON-WALTON COMPANY 
7” + ten 12500 ELMWOOD AVENUE - CLEVELAND 11, OHIO 
New York . Chicago . Pittsburgh 


Wire Rope «¢ Tackle Blocks © Fittings 


YOU CAN DEPEND ON UPSON-WALTON’S 81 YEARS OF EXPERIENCE 
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tL how (est) 
Does Somettin 


Help Distributors Get More of the 
ig Volume” Cutting Tool Business! 


Besly frankly concentrates on the 25% 
of the prospects in each territory who buy 
a Positive Policy of 75% of all Taps, Drills and Reamers. 
gf ¥ By cultivating this market selectively— 
ial preferred-service through specialized, intensive help in 
z selling and service—we have been able to 
‘ help designed to ae Besly Distributors to get and keep a 
; hi reentage of their Cutting Tool 
get - and hold - mm * the “big user” class. Growth of 
der” business - sales by Besly Distributors prove the 
soundness of this policy. If it makes sense 
i to you, ask us for details on how we 
ie might work together. As a practical start 
eg in such cooperation, here’s part of what 
1 SUPERIOR QUALITY TOOLS we Ge offer: 
BESLY Taps are consistently “The . 
World’s Most Accurate”’—made and 
kept to and above the exacting 
standards of the biggest users. 


2 PREFERRED service 


BESLY is realistic about the service 

that big-volume users require—and 

gives “what it takes” in preferential y ‘On 
treatment to hold them. This applies we 2 a «* 
to order handling and delivery of _— Welding ® without 
“specials” as well as “standard” tools. : , 


~ 








3 BETTER ENGINEERING 
COUNCIL 


BESLY Field Engineers are not only 
factory-trained in the design and 
manufacture of Cutting Tools, they 
are also long-experienced in appli- 
cations and methods—with par- 
ticular emphasis on the mass- 
production operations of big-volume 
tool users. ey help to sell by 
practical demonstration of how and 
where Besly Taps and Drills cut 
costs and improve production. 


BESLY-WELLES 


CORPORATION 
Established as Charles H. Besly & Company in 1875 


106 Dearborn Avenve * BELOIT, WISCONSIN 
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operations. Type B solves the problem of loading on paint 
and rust removing jobs—works well on soft metal grinding. 
Type C is the heavy duty, all-around disc that does the 
rough jobs faster. These better, tougher discs speed pro- 
duction, cut operating costs. 


ADVANTAGES: Rugged construction, for greater durabil- 
ity, longer life. Faster cutting action. Greater flexibility for 
sanding contoured or irregular surfaces. 3M Coated Abra- 
sive Discs retain their shape, hug the pad at all times. 


MARKETS: Sheet metal fabricators, manufacturers of re- 
frigerators and other major appliances, aircraft fabricators, 
railroad equipment manufacturers, office furniture, welding 
shops, ship propeller manufacturers, and many others. 


S swe 
SRUSHLESS 
SHAVING Cream 
GIANT SIZE 


Tape’s tops for pad-binding! 


#750 “Scotch” Acetate Fibre Tape combines beauty and 
strength to turn out faster, better pad-binding. Gives neat, 
bright appearance to all finished work. Perfect for edging 
and splicing, too. 





ADVANTAGES: Sticks-at-a-touch. Sticks-to-the-job. Ad- 
heres immediately without activating. Lays flat. Won't 
break or pull out of position. Easy workability, dependable 
performance mean stepped-up production—fewer rejects. 


MARKETS: Advertising novelty or specialty houses where 
any pieces require binding, edging, or splicing. Printing or 
binding shops for binding the edges of small memo pads, 
booklets. County auditors’ offices for edging maps of 
land plats, your own office for permanent splicing or edging 
work. Photographic supply houses for edging slides. . , 7 


PALMOLIVE 


Combination deals? 


Band any combination of items attractively with trans- 
parent “Scotch” cellophane tape! Holds firmly without 
marring package design or covering up instructions. 


ADVANTAGES: Tape-banded deals make a big hit with 
retailers: easier to handle, stack well, no coupon handling. 
For manufacturers, 3M designs exact taping machinery 
required for banding job... manual, semi-automatic or 
high-speed, fully automatic installations. 


MARKETS: Grocery, hardware, dry goods, drug, sporting 
—_ goods, stationery, or photographic supply stores. Any 
7 . outlets offering “two for the price of one” combination 
ABC’s of disc performance deals. Many manufacturers band two units together for 
distribution to resale outlets also. Examples of combination 
3M Abrasive Discs come in three basic types to provide packaging to stimulate impulse buying are: maple syrup 
faster cutting and longer life for every kind of grinding and and pancake mix, candy and candy dish, hammer and box 
finishing oneration. Type A gives a fine finish on blending of nails, pencil and tablet sets, pen and bottle of ink. 
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Open new industrial markets... 





Sat ad 
Tougher masking tape 


Ordinary masking tape won't stand up under the harsh 
clean-up solutions and strong paint solvents used by this 
aircraft manufacturer. That’s why ““Scotch’’ Pressure-Sen- 
sitive Tape No. 470 was recommended for the job. 


ADVANTAGES: Plastic backing of the tape resists action 
of acids, water, alcohol, salt water and hydrocarbons. 
Saves application time and material—only one tape is 
needed. Strips cleanly from the surface. No special clean-up 
necessary. 


MARKETS: Electroplating or electrotyping shops, aircraft 
manufacturers, engine maintenance shops of airlines, paint 
shops. Use this unusual, tough, plastic film tape for 
selective plating or masking jobs. Fine paper manufactur- 
ers: for deckle edge work on paper making machines to 
control the width of paper. 


Safety underfoot 


“Safety-Walk"’—the miracle fabric with pressure-sensi- 
tive adhesive that sticks at a touch—stops falls, costly 
claims, lost production time. Used on steps, ramps, cat- 
walks and walkways to give sure footing. 


ADVANTAGES: Provides perfect traction—even under 
water, oil or grease! Easy to apply: just whisk off the 
backing liner to expose adhesive—and press! 





See Se ee oe 


Glass-grinding teamwork 


To grind and polish safety, plate and table-top glass, t 
best method is the 3M “two-belt’’ method. Rough gri 
with WETORDRY TRI-M-ITE grit 60 belt supported b 
3M platen. Polish with unsupported grit 220 WETORDR 
TRI-M-ITE Belt. 


ADVANTAGES: Doubles belt life. Cuts grinding costs i 
half. Increases production one-third. Cuts labor cost 
Gives better finishes. Reduces edge-chipping. Lessens ope: 
ator-fatigue. 

MARKETS: Glass and ceramic manufacturers, automobil 
refinishing and glass grinding shops. 


Minnesota Mining & Mfg. Co. 
Dept. ID-102, St. Paul 6, Minn. 


Please send more information on the products checked below: 


(J “Scotch” Brand Acetate Fibre Tape No. 750 [] 3M 
Abrasive Discs [1] Scotch” Brand Cellophane Tape [] “Scotch” 
Brand Pressure-Sensitive Tape No. 470 [] “Safety-Walk” 
Wetordry Non-Slip Surfacing C) 3M Abrasive Belts 
(CD other “Scotch” Brand Tapes () other 3M Abrasives 


NAME 
FIRM 


ADDRESS 





MARKETS: Your own shipping room. Steel mills, bakeries, 
furniture plants, metal-working plants, railroads, hospitals, 
paper mills, tanneries, schools and colleges, tool and die 
plants. 


Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Pau! 
6, Minn.—also makers of “Scotch” Sound Recording Tape 
“Underseal” Rubberized Coating, “Scotchlite” Reflective 
Sheeting, “3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N.Y. In Canada: London, Ont., Can. 
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WIRE ROPE, too 
it takes the RIGHT KIND of muscle 


LOOK FOR 
THE YELLOW TRIANGLE 
ON THE REEL 


The long flat muscles of the black panther give him the spring and suppleness he 
needs to survive in his particular environment. They’re ideal for the job they’re 
called upon to perform. 

So, too, with wire rope! Specific jobs call for the right kind of muscle; the right 
construction and lay of the rope; the right grade of steel and size of wire...to best 
withstand the destructive forces encountered. 

Wickwire Rope gives you the benefit of long experience and specialized know- 
how which assures you of exactly the right kind of rope your particular job demands, 

For additional information write or phone our nearest sales office. 

THE COLORADO FUEL & IRON CORPORATION—Abilene (Tex.) * Denver * Houston * Odessa (Tex.) * Phoenix * Salt Lake City * Tulsa 


THE CALIFORNIA WIRE CLOTH CORPORATION—Los Angeles * Oakland * Portland * San Francisco * Seattle * Spokane 
WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chattanooga * Chicago * Detroit * Emlenton (Pa.) * New York * Philadelphia 


WICKWIR 
{ih 
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..-and Variety Helps 
JACK SALES Too! 


The Distributor with the Complete 
me Prog  er Line of Jacks Can Always 


Simplex’s noted con- 


struction features, long Supply the RIGHT Jack 
life and dependability. 

for EVERY Job! 

Simplex Distributors— 


Simplex SCREW Jacks... always make this vital sales point: 


Rugged and durable — You can recommend, without prejudice, the jack that 
the safest, easiest-acting will work better, faster, more efficiently for each 
screw jacks to be had. 

job for every customer. 


Simplex LEVER Jacks... 





The Simplex line of jacks is by far the most com- 
plete; it includes scores of jacks—each designed 

f and engineered for definite purposes and applications. 
Simplex HYDRAULIC Jacks... That is why you have no reason to recommend any 


Many types and models but the right jack for the job. 


of smooth-acting, pow- ‘ . e 
erful Slanglen Mydenlic Only with the Simplex Line can you offer such 


Jacks are available in a unbiased service for best results in satisfied customers, 
wide range of capacities. good will and repeat sales. 


And SIMPLEX Makes 
SPECIALS, Too! 


For jobs done better with mod- 
ifications of the standard types TEMPLETON, KENLY & COMPANY 
of jacks, Simplex makes and ys - 1036 S. Central Avenue * Chicago 44, IIlinois 
stocks all kinds of special-pur- 
pose jacks. 


LEVER e SCREW e HYDRAULIC ¢ SIMPLEX Makes ALL 3! 
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QUALITY that means Repeat Business 


® Adaptable for cleaning narrow surfaces 
and for work on shaped meial parts. Used 
also for small weld cleaning jobs. 


MILWAUKEE | Sua 


STEEL WIRE @ Rocker or ee = ieee Rag weg flat 


SCRATCH BRUSHES — 














@ For cleaning small, difficult-to-get-at 
places, and pipe threads. Shaped 
handle gives easy grip. 


@ Heavily filled unit for extra-tough 
cleaning jobs on flat surfaces. 


@ Excellent painters’ tool for saws dirt. There are buyers for all of these USES: 


paint, and ¢ y to 

painting net surfaces. Lox od cont fer BRUSHING— Metal ie ne 4 Joints, Pipe Threads, Tires, Tubes, 
general industrial cleaning purposes. 

G— Small Castings, Tanks, oan, Machinery, Tools, Meat Block 

CLEANIN lronwork, Stone, Brick, e “ 


e@e REMOVING— oan —_ Meld spate, Chips, Borings, Paint, Varnish, 











MILWAUKEE 


META] MADE 


ALL METAL WIRE BRUSHES 


INDESTRUCTIBLE—NON-RUSTING HANDLE 


®Especially designed for wire 
brushing hot metal. May also be 
used without danger of burning 
under conditions which necessi- 
tate exposing the brushes to 
flames. 


THE MILWAUKEE BRUSH = P= GO, 2212-36 N. 30th st. MILWAUKEE 45, WISC. 


SEND FOR 
BULLETINS 
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ONLY 


SAW ZALL 


- SINGLE UNIT, ALL-PURPOSE POWER 
HACKSAW 


. Light weight — only 63% lbs. 
3. 2250 strokes per minute (34” stroke) 


. Lifetime lubricated throughout...ball and 
roller bearing equipped 


. Compact — only 141%” long 


. Milwaukee-Built 9-point motor . . . famous 
for MORE “motor guts” 


- Blades for cutting all materials 


$7 850 


including Blades and Steei Carrying Case 


You get 


BETTER QUALITY 
LONGER LIFE 


Pays for itself in a few weeks with time saved in opening for less money 
packing cases and crates alone . . . Also adds safety. 


MILWAUKEE ELECTRIC TOOL CORP WITH MILWAUKEE 
5340 W. State St. * Milwaukee 8, Wis. : PORTABLE ELECTRIC TOOLS 
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4 


) DRY CHEMICAL TYPE 


nvenient 4, 20 and 30 pound hand 
lzes no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size sturdy, wide-faced 
wheels discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro 
tection casing footrail and dual 
bar handle provide easy inverting 


74 








_~ 4 
TOP QUALITY 
C-O-TWO FIRE 





MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bulit-in Smoke and Heat Fire Detecting Systems 











CARBON DIOXIDE TYPE 


Convenient 22, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 





@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas .. . 
smothers fire in seconds, leaves no after fire mess . . . highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 


the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 
. release to close. 


With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound .. . blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 


on these top quality, “stay sold” fire extinguishers . . . it will be worth your while 
to get all the facts. 


C-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 





AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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@ Valves for 9 out of 10 plant and fac- 

tory applications can be supplied from 

the O-B line of bronze gates, globes, checks, 
and angles. Whether they are used on steam, 
water, air, oil, or other general industrial 
service, O-B’s complete bronze line can pro- 
vide the valves needed. And remember, 


with the “right’’ valves on the shelf, orders for 





other profitable items come your way - - 





often you end up selling the whole 


job because of O-B valves. 


BRONZE GLOBES e GATES @ ANGLES 
CHECKS e@ FOR INDUSTRIAL SERVICE 
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WYTEFACE* Steel Tapes 


EALLY 


NY 
‘They’re Easier to Seti 
Because They’re Easier to REAR 


Favorite,” Boss,” Handy*— 
All Feature WYTEFACE Tape 


' There's nothing like a genuine WYTEFACE* steel tape 
| —with its jet black markings ona clear white surface— 
' for easy, instant reading in any light. 


This means faster measurements, fewer errors... 
for your customers. It means less sales resistance .. . 
for you! Remember too the Wyteface tapes are 
extremely durable, full strength and rust-proof! 


More and more people are being told, through 

KaE's consumer and trade advertising, that this 
superior tape is now available in the BOSS, as well 
as the FAVORITE and the HANDY. 
@ BOSS WYTEFACE: Rugged, “he-man,” aluminum 
case, with non-slip finger grips. Wide-sweep winding 
handle. Foot markings in red. Priced for volume sales. 
In 50’ and 100’ lengths. 


@ FAVORITE WYTEFACE: For your customers who want 
the best. Foot markings in red. Available in 25’, 50’, 
75’ and 100’ lengths. 

@ HANDY WYTEFACE Tape Rule is available in 6’, 8’ 


and-10° lengths. “rede Mark 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK « HOBOKEN, N. J. 


CHICAGO « ST.LOUIS © DETROIT + SAN FRANCISCO «+ LOS ANGELES « MONTREAL 
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Talk of the Trade 


WHO'S CALLING: Just in case you get a flock of tele 
phone calls at home some night, Ed Neal (Nicholson 
File) warns you not to blow your wig . . . It probably 
is a new teen-ager game . . . Here’s the way it works 
Your phone will ring and a young man will ask to speak 
to Marvin . . . You'll tell him that he probably has the 
wrong number . . . He'll reply but isn’t this No. 000000 
(he’ll give your correct number) . . . You'll assure him 
that it is but still point out that no Marvin lives there . . . 
lhree or four minutes later, you'll go through the same 
procedure with a different teen-ager . . . This time he'll 
assure you that Marvin gave him the number to call . . . 
After you’ve had the treatment five times, there'll be a 
sixth call and a youth will announce in a timid voice: 
“This is Marvin; have there been any calls for me?” . . . 
I don’t know what the pranksters will do if there is a 
Marvin in vour household. 





SALES STRATEGY: One of Somers, Fitler & ‘Todd's 
salesman had a real rough time recently when he took 
Ed Alberter, sales manager, on a call . . . Before making 
the call, the salesman gave Ed a briefing that wound up 
with: “This fellow is a very positive thinker, so don't 
cross him.” . . . The call wasn’t five minutes old when 
Ed and the customer got into a heated argument... . 
Both Ed and the customer were positive they knew the 
location of a certain Pittsburgh street . . . The argument 
got hotter and hotter and the salesman got more and 
more uncomfortable . . . Try as he would, the salesman 
couldn’t change the subject and, it seemed, neither Ed 
nor the customer would back down . . . Ed finally capped 
the argument with: “The reason I’m so positive of where 
that street is is that when I was a youth I played sandlot 


baseball at the corner of —and— . . . And, what's more 
vou should know that location; you played ball there 
You were on the senior team, played third base and | 
tried unsuccessfully for years to get that third base job.” 

hat did it . . . The customer pounded the desk to 
the accompaniment of “By gosh, you're right.” . . . It 
took a lengthy spell of reminiscing about this and that 
plaver before the call came to an end . . . Ed and the 
customer were happy about renewing old acquaintances 
ind the salesman, after drying out from a siege of per 
spiring, also was happy about the cementing of relation 
ships. 


AUTOMOBILE MINDED: They tell me that J. M. 
Rudel (Rudel Machinery, Montreal) is a real automobile 
enthusiast . . . He now has eight autos, ranging from a 
jeep to a British sports car . . . And now, they say, he’s 
itching to get into stock car racing 


A NEW STORY: In the chemical industry, stories about 
the wonders of chlorophyll are a dime a dozen . . . In 
fact, I guess, they’re a dime a dozen in all circles . . . 
Nevertheless, the one I like best was passed on to me by 
a friend who vacationed in Canada . . . He said that 
Canadians have a new chemical that comes in tablet 
form and will do far more for you than chlorophyll . . . 
You just take two of the Canadian tablets and you dis- 
appear; then no one knows where the smell comes from. 


BASEBALL THOUGHTS: | ain’t talkin’. 
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At each show, the Jenkins Booth is fully 
staffed by well-informed representatives 
— specialists whose sole interest is in one 
product—valves. Here, at the 1952 Pur- 
chasing Agents Inform-a-Show, Atlantic 
City, are, left to right: 


Publicity Director, ALFRED M. STREET 
and Jenkins Field Representatives from 
New Jersey, FRANK R. HOLMSEN 

Obio, JAMES N. GAPE 

Massachusetts, EARL G. HAZARD 

New York, STEWART CADDLE 

New York, WILLIAM ). MCDONOUGH 


Los Angeles, WILLIAM R. BROOKE 


aa Nba Lis} 


ame Serves 
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Professional a 
aie 


[very Jenkins exhibit is professionally 
designed to attract only those who are 
interested in valve specification, pur- 
chase, or maintenance. Eye-catching 
points of interest are devised for each 
show. Above, the crowd stopper is the 
popular Scale Model Power Plant. 


for successful 


cg 
Product = = 
Display 9 >= 


Well-displayed in the booth at each 
exhibit are selected samples of Jenkins 
Bronze, Iron, Steel, and Stainless Steel 
Valves. They serve as a “three dimen- 
sional catalog”, and are handy for dem- 
onstration in answer to any questions 
by interested visitors. 





“Show Strategy” 


ig 
... makes industrial exhibits JeMKIMA 
pay off for 
We geil a g 
AVES Distuibsilort 
£1864 ame : 


Year after year, at each of the important industrial 
exhibitions, the Jenkins Booth is a magnet for plant 





engineers, architects, contractors, purchasing agents and 
others who either specify valves or otherwise influence 
their purchase. Representing important firms, they visit 
these shows in search of new information and ideas. 





Jenkins “show strategy” for attracting and interesting © 
gy & g 


these men has one major purpose — more valve business” 
for Jenkins Distributors. It works—and it works well, _ 
because Jenkins carefully includes every factor that 

adds up to interested prospects. 


Exhibits are just one of the many ways the Jenkins 
Distributor gets continuous cooperation in sales 
promotion ... another reason why, year after year, he 
rates the Jenkins franchise as one of his most valuable 
assets. Jenkins Bros., 100 Park Ave., New York 17. 


Jenkins top-rated sales and service litera- 
ture is displayed and offered at each 
exhibit. The majority of visitors “sign 
up” for selected booklets and folders, 
to be mailed later. Request cards pro- 
vide a good prospect list of key men for 
soe lige en ere ees The Textile Exposition, Greenville — October 
The Power Show, New York — December 


The Heating and Ventilating Exposition, Chicago — January 











: _ 
"UBLIC DISTRIBUTORS make better impressions O" COP¥YOT Belt bay 


Tuey DO IT WITH SUPER GRIP ROUGH TOP .. . special 
Republic Rubber Package Conveyor Belts made with extra-sensitive, non-slip 
surfaces . . . belts that keep industrial pay loads moving up or down inclines 
without shifting or slipping. 

Super Grip Package Conveyor Belting offers industrial buyers many added 
benefits resulting from decreased costs, added service life. The belts are made 
with cushion-like covers, deep-molded into countless finger-shaped gripping 
surfaces that automatically compensate for load weight variations and they're 
internally strengthened by carefully selected fabrics which are pre-stretched, 
mildew-proofed and then, for permanence, impregnated with rubber. 

Super Grip Belts are built for performance and they look like it! They act 
like it and sell like it, too! Yes, the deeper, longer lasting cover impressions 
on Republic Super Grip Conveyor Belts make indelible impressions on users 
and buyers alike . . . another typical example of product superiority in action 
. . » @ guaranteed sales tool offered to all Republic Distributors through the 
famous 5-Point Sales Policy. 


REPUBLIC’'S 5-POINT POLICY 


*® A LINE of rubber items ® A QUALITY of product *® A PRICE basis inducing % FREEDOM from com- ® SELLING helps of rea- 
sufficiently complete to per- uniformly good and capable and making possible aggres- petition from his source of sonable amounts so that his 
mit effectively supplying the of delivering service results sive competition with rea- supply, either direct or in- sales force may be given the 
requirements of the trade that should reasonably be sonable profit return — up the — a advantage of specialized 

lieited. uae, ered by his day to day solic- training and a knowledge of 
se itations. the product sold 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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“We'll Supply It From Stock, But—’” 


*SVERYONE admits that the successful per 
formance of the stocking function is of para 
mount importance in distributor operations. Indeed, 
me of the basic reasons for the existence of indus 
trial distributors is to make production tools, equip 
ment and supplies available locally. Industrial buy 
ers cite this service as the reason they deal with dis 
tributors. Suppliers who manufacture the products 
f the industry have long been aware of the need 
for adequate local distributor stocks. And distribu 
tors, on their own part, recognize the stocking func 
tion as a vital element in the service they rendet 
to both buyers and suppliers. 

Despite this seeming unanimity, however, vou 
hear this statement reiterated: ‘Distributors just 
don’t (or won’t) stock the stuff.” You get it from 
the manufacturer-suppliers in this field. But more 
important, and to my way of thinking more signifi 
cant, vou get it from industrial buvers 


Less Than Half 


This was brought forcefully to my attention by a 
letter I received a few days ago from a friend of 
mine who is the General Purchasing Agent for a 
large, well-known manufacturing concern. This out 
fit operates more than half a hundred plants in all 
parts of the country—from Massachusetts to Cali 
fornia and from Ohio to Texas. Although his head 
quarters offices are in an eastern city, his experience 
is based on what he finds in all parts of the country 
Now this won’t make too pleasant reading, but it 
presents a rare opportunity to find out what at least 
one large buyer is thinking. Here are a couple of 
paragraphs from his letter: 

“I told you at the time of your visit here that I’ve 
long been dissatisfied with the mill supply service 
that we receive. I’m starting a program at the present 
time in several of our plants to document just what 
I am saying. We are establishing records of on-time 
shipments of stock material from mill supply houses 
We are going to tell the mill supply houses that 
future business will be distributed in proportion to 
performance and delivering stock items promptly 


industrial Distribution 





We're going to ask people soliciting our business 
what percentage of stock availability they use as a 
standard. We're going to ask suppliers who solicit 
our business to give use a catalogue of the items they 
carry in stock with their prices for those stock items 

“It may well cause a civil war in the mill supply 
business in this area as well as some of the other 
areas in which we start this. However, I’ve made a 
survey of four or five of our major Divisions who use 
mill supplies in amounts well in excess of $100,000 
per year each. There is an obvious tendency for them 
to distribute their business in dribs and drabs to 
many different mill supply houses, none of which 
they feel to be fully satisfactory. Preliminary per- 
formance surveys indicate that we obtain shipment 
from stock on something less than half of the orders 
that we place. Preliminary surveys also indicate that 
we've obtained shipment within a week to ten days 
on less than half of the items that are represented to 
be stock items.” 


Stock Availability 


his letter indicates the attitude of an alert buyer 
toward stock availability. His own performance as a 
buver, of course, is judged by his effectiveness in 
holding “out-of-stocks” in his own stores department 
at a minimum. It is natural to apply this same meas 
ure of performance in judging the service he gets 
from distributors. Certainly he wouldn't last long on 
his job if, in his own handling of stock items, the 
records showed “out-of-stock” in half the cases. 

This all suggests a method of self-appraisal by 
which each distributor can evaluate his own perform 
ance record. Analvze your own incoming orders for 
the next month. On what percentage of the orders 
for presumably stock or standard items are you able 
to give delivery “off the shelf?” Then ask yourself the 
question, “Am T really living up to my responsibili 
ties as a stocking distributor?” 


Reiter A Getilin 
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how one distributor filed 


A Renegotiation Report 


Tue ract that an industrial distributor 
has less than $250,000 in renegotiable 
business on his books does not exempt 
him from filing a financial statement 
with the Renegotiation Board. How, 
then, does he go about it? What form 
does he use? What information must 
he supply? How does he present the 
information? 

True enough, the deadline for filing 
reports on 1951's business for renego 
tiation 1s past renegotiation 
will remain at least as long as defens« 
continues. The rules and 
regulations of the Renegotiation Board 
yperating under the Renegotiation 
\ct of 1951 have set the pattern 

\s a guide to those distributors who 
may be perplexed as to what the Re 
negotiation Board expects in the way 


4 a report 


iH IWCVCT, 


pending 


a sample presentation wa 
prepared for INpusrriat, Disreiat 
110N by EF. Leon Watkins, executive 
Watkins, —Inc., 
Naturally, all figures 
sample report shown on 
are fictitious and 


VICE president ot 
Wichita, Kans 
ed in the 


SCTVC 


ae 


WATKINS INC 


wicmrta 


KANSAS 


nly to illustrate the company’s tech 

niques in assembling data, it’s use oi 
the statistics and its method of pre 
paring the report. While fictitious, 
the figures presented here have been 
worked out so they are consistent. 

The sample does not have official 
sanction of the Renegotiation Board 
which reserves the right to request 
those who file “to furnish such other 
information, records, or data which 
ire determined by the Board to be 
necessary to carry out its responsi- 
bilities under the act.” ‘The sample 
is, however, an example of how one 
distributor with experience in renego 
tiation interprets the Board’s require 
ments for information. 


Make Your Case Effective 


(he sample prepared by Mr. Wat 
kins is based on his own and his com 
pany’s experience with renegotiation 
during the war years from 1942 and 
1945. In each of these years, the firm 
was able to present an effective case 





A 


Ape 


for “nonrenegotiability” based on the 
rules and regulations then current. 

In preparing the actual report made 
by his company this year, Mr. Wat 
kins studied the Renegotiation Act of 
1951, the Renegotiation Board's regu- 
lations and its interpretive bulletins. 
The sample is modelled on the actua! 
report and only figures are changed. 

I'he supplemental presentation of 
facts is quite important. The Board 
requires all distributors who have any 
renegotiable business on their books 
to file the Standard Form of Contrac 
tor’s Report, otherwise known as RB 
Form 1. There are 10 items which 
must be complied with on this form 
in the case of a distributor with more 
than $250,000 in renegotiable busi 
In the case of the distributor 
with $250,000, or less in renegotiable 
business, he has to comply with only 
six items. With the exception of 
Item V, these items clicit only gen 
eral information. Item V, however, 
asks for “a full description of the 
methods used in segregating sales.” 


ness. 


Letter of Transmittal 


* Mr 


Watkins’ letter does not end with the merc 


fact that he is submitting his report. It also lists 
exactly what forms, schedules, exhibits and com 


ments are included. 


A sort of table of contents 


* Literal compliance with RB Form 1 requires only 
the first two paragraphs listed in this letter. 


* The third and fourth paragraphs are statistical evi 
dence supporting a claim of “non-renegotiability’ 
and illustrating graphically the methods used in 
segregating sales. 


lhe fifth paragraph is more evidence. It is actually 
compliance with Item 1 which, in the case of 
the distributor with $250,000 or less in renegoti 
able business, is not literally required. But, in 
Mr. Watson's estimation, it completes and au 
thenticates the overall picture, and therefore, is 


helpful. 
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RB Form 1 


his is the reverse side of the form which has to 
be filed in duplicate. This side shows the items 
(V to X) which distributors with $250,000 or 
less in renegotiable business have to comply with. 





Note that the word “fall” in Item V is underlined, eashaomesace seeps, = 
stressing the fact that the Renegotiation Board 
needs as much information as you can give of 





your methods of segregating sales. 


* If there were no changes in control or form of yout 
organization, or any affiliations, Items VI and 
VII are simple “no” or “‘none’’ answers. 











WATEING mC 
cera 2 Sammas 


ee COMMENTS 


In connection with the submission of 
these dats, we wish to make the following 


Comments (Page 1) wane lanai 


Although (based upon our check with our customers) we are not subject to 
P renegotiation we feel it best to provide as complete « picture a6 practical, 
Here is compliance with Item V of RB Form } 


because, 
is Mr. Watkins sees it. Note the thoroughness We weve slethetee Tes 942, 1943, 1944 and 1945, Im 1942 ond 
} ” 943 we made per eo in Washington, D.C. before the Maritime 
A claim of “non-renegotiability”’ is made; reasons Section of the 
Marine bol) 
why, supplemental data are given; certain aspect renegotiabie, but only because of those contracts, In each case, after the 
f | 5 | : | ] } ‘ | ] s | - | onierences, it was determined that ne payment ~ due. The renegotiation 
* the attached sales schedules are emphasized; for the years 1944 and 1945 was merely @ formality of filing information, 
le ) f | | ae since the contracts had been fulfilled and no new ones of any consequence 
a concise, Clear description of the actual segrega were added, No particular emphasis was placed on our Whee. Division 
tion of sales is given. ian 
ad © Fabricating Division Schedule (blue sheets attached) shows that our work 
, for 1951 was primarily in natural ges transmission compressor station 
Comment 2 gives a short history of the company $s anu Gar custione tack daiecmaeieatan reo or poche vm F me 
experience in renegotiation. Pertinent details, 9.85% of our total sales in thie division, The Fabricating Divicten hed no 
such as conferences and results of renegotiation oe ee 
a a cs . he Warehouse Division Schedule (white sheets attached) shows customers 
proce edings are given © whom we sold $2500 or more irregardless of the type of business. Again, 
his done to give a complete picture and show the diver sification of our 
ustomers’ type of business 
) o 5 J oT 
Parapragh 5 tells how the company actually segre- rion tigilbsieinns-aheaies actardineaaaaiainieass 
gated its sales Statistics, emphasizing the use of 4) All sales are punched on cards and handled by IBM Electric 
le ( Pa ~ | . Accounting Machines, We total by customers for fiscal 
electric accounting machines (punch card sys epee Repent ge: Gombe be geementte Ass 
tem) indicating a thorough job. were GRIT au areq 
b m lumber yards, retail hardware stor 
; a that none of their sales were renegotiab! 
* Sub-paragraphs (paragraph 5) indicates compliance from us were carried tate the NON 
with regulation exempting sales of under $2,500 
to a customer and the regulation advising those 
fe The information obtained {rom them is shown under ¢ 
subject to renegotiation to find out from cus RKS columa 
tomers whether their business is renegotiable or 4) For simplicity all figures are rounded off to the even tens of 


dollars 
not 
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How One Distributor Filed A Renegotiation Report (Cont'd) 


hese Direct 
of equipment 


yme grinding whee e n bins. The 


and the large © fitting sale was 
a> fide use > stocking’* 








waTK Ine IN 


Page: |~¢ 


RENDOOTIATION DaTa 
For 12953 





| 

| 

| Whenite, Raneas 
i 

| Bane and Location of Business 
| ——————— 

| 














ectrical instelletion Contractors and 


Dealers in Elec, Supplies & Appliances 





emica 


Alabama 





hemical Mire. 

















Figures ere fictitious 


_——— 





as Transmission Co. 


a 


aN 


Natural Ges Transmissior 





_— 





enstruction Co. 


Oklabome 





eneral Bidg. Contractors 





o<ess Equipment Engineers 


10,520 





WAS ry 





934,060 6 934,060 














Sales to Fabricating Division « 


Total Fabricating Div. Sales - Fisca 


astomers pur 


chasing $2500 or over (as reported) 
$934,060 


89.85% 
Si $ 1,039,560 as 








— 
Comments (Page 2) 


* Paragraph 6 gives an overall — of the com 
pany’s sales, customers and their renegotiable 
purchases in percentage terms. 


* Sub-paragraph (e) carefully explains sales to cus- 
tomer accounting for largest portion of renegoti- 
able business. Listing of various standard items 
sold to this customer gives clearer picture of sales 

and service—stock, delivery and emergency 
supply) performed. 


* Paragraph 7 again lists products sold to all cus- 
tomers and underlines service to all customers, 
particularly small business, in handling small 
quantity orders. 


* Paragraph 8 is substantiation that the company is 
performing the function of a stocking distributor 
by segregating stock sales from direct shipments. 
It virtually tells the renegotiation officer how the 
company earns its money. 


Some 
Fabricating Schedule 


* Separate schedule was made out for warehousing 
division as well as fabrication. It lists all cus- 
tomers whose purchases from the company were 
$2,500 or more. 


his tabulation, plus the breakdown of similar 
sales figures for the warehouse division, is ar- 
ranged to show all pertinent facts about each 
customer at a glance. 


In addition to name and address of each customer, 
his type of business is included in the first 
column. 


lotal sales and segregation into renegotiable and 
non-renegotiable shares are shown in juxta- 
position. 


Space is left for explanation of how sales were 
actually segregated in each case; there were no 
renegotiable sales in the fabricating unit. 


Percentage of sales ($2,500 and over) to total sales 
is shown, plus figures used in calculation. 
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—> 
Warehousing Schedule 


Remarks” column explains the actual method by 
which the sales to the particular customer were 
segregated 


Under “remarks” alongside ABC Iron Works, re 
negotiation officer is told that assurances that 
mly a small portion of sales to this company 
were, or might be, renegotiable were given by the 
co-owner, 


Alongside DEF Aircraft Products Co., estimates 
of customer’s renegotiable business were used 
is basis for segregating sales to this firm. This 
conforms with Renegotiation Board instructions 
is contained in regulations. 


Alongside UYW Aircraft Co., Watson, Inc., re 
marks that it went through this customer’s pur- 
chase orders to get an accurate segregation based 
on ratings. 


hese schedules are statistical evidence to support 
Comments.” On the other hand, “Comments” 
bring out points shown, but not spelled out, in 
the statistics contained in the schedule. Onc 
omplements the other. 


—> 


Percentage Statistical Comparisons 


*In Comments (Paragraph 6) Mr. Watson gave an 
overall picture of the company’s sales, customers 
and renegotiable purchases in percentages. ‘This 
sheet shows how those percentage figures were 
calculated with the use of figures from th« 
schedules. 


x 


\ similar check table was prepared for the fabricat 
ing division, but for purposes of industrial dis 
tributors, one of the tables is sufficient. 


\s a reminder, if you think anything else is perti 
nent to your case, put it down and put it down 
so that it is easy to read, easy to understand, cas) 
to check and that it supports your casc 





ATKINS INC. 
Wicnita, Leneas 


Pager i- id 
A UOOTLATION Data 
Fer 123 





Game ent Lowntien of Sustense _ 
Type of Business 





tron Works 
Wichita, Kansas 





ight Stee 


Fabrication and 
rnamental [ron Work 


nese was small bide 
work & shop carts 





DEF Aircraft Products Co. 


Wichita, Kanses 
Mirs. of Automotive and Aircraft 
Engine Parts 





7H Lumber 


Retell Lumber Yerd 





wie 


Figures are fictitious 





RST Nardware Store 
+ Ohiahome _ 


Retell Hardware Store 





UYW Aircraft 


Went thru their 
Purch. Orders, 
howe marked X-99 
AF ®?? and AAF-99 


SiS nhl? * = 





Purch, Agent 





i 15,730 [9537.05 














Please see next page for percentage statistical comparisons 





WATEING 196 
eawsae 


Number of Whse. Div 
reported 
r of Active Whee, Div, customers ~ Nov 


r Whee, Div, customers having Re~negotiable 
reported 


r of Active Whee, Div, customers ~ Nov 


Number Whse, Div 
reported) 

Number of Whse. Div. customers purchasing $250 r 
(ae reported 


Figures are fictitious 
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Hinging on National Fire 
Prevention Week, a ten- 
month sales campaign on 
fire extinguishers was in- 
itiated by J. E. Dilworth 


Co., Memphis, Tenn. —a 


FIRE) EXTINGUISHERS-—their merits and applications—are discussed by Max 


perfect example of .. . 


Wells, sales manager, and City Salesman: Cliff Milton, of J. E. Dilworth Co., 
Memphis, Tenn. Success of selling program hinged on complete product knowledge 


How to Sell Fire Extinguishers the Year Round 


Tue J. EF. Diewortau Co., Memphis, Tenn., had been 
tying its fire extinguisher sales in with National Fire Pre 
ention Week each October—sales soared during this 
period and new customers were added, but over-all sales 
for the balance of the year lagged, and volume dropped 
It was with this situation in mind that Max Wells, sales 
manager, determined to launch a sustained selling cam 
paign that would keep fire extinguisher sales near the 
top—where they belonged—the vear round. 
He reviewed the situation. J. E. Dilworth Co. handled 
good extinguisher line, John Chapman, factory field 
presentative, was an expert, and could be counted on 
for full cooperation. The Dilworth salesmen were aggres 
ive, willing to concentrate and learn—even though they 
iad other Dilworth lines to handle 
First step was a survey of potential sales, which Mr 
Wells made with the help of his sales force. Results 
dicated that every type of industrial plant, large and 
mall; offices; homes; trucks; buses and automobiles 
NCTC pro pects 
| want this plan to be geared to do an outstanding 
not just one of urging the sales force to sell more 
xtinguishers by sending them reminder bulletins, and 
holding sales meetings,” Mr. Wells decided. “But it must 
¢ a plan to create a real and lasting interest in selling this 
articular product without upsetting the overall sales 
wogram 
January to May 
When the annual sales meeting was held in January, 
he had a careful plan of action ready to present as an 
ipproach to the next October drive 
The plan called for a four-month tral period from 


january to May. The last month would feature the big 


push for business, with prizes to be awarded at the end 
of the 30-day campaign. Then a four-month period before 
the October Fire Prevention Week drive. 

Ihe four months from January to May were to be a 
training period. Mr. Wells knew he could have put on 
a 30-day campaign and offered prizes, which was sure to 
increase sales, but there was the danger of a “cooling off” 
period after the drive, when the extinguisher line would 
lag again. Other items too might be overlooked, and sales 
fall off, while the extinguisher sales were being built up. 

“Fire extinguishers are not a seasonable item, but a 
year-round product that can be built into a fine sales 
builder,” Mr. Wells figured. “They should spur increased 
sales on other lines—various pieces of safety equipment 
and accessories.” 

Ihe four-month trial period was to be concentrated on 
two phases of selling fire extinguishers: how to sell 
them—and where. 

At intervals during this period, the men learned to 
handle all types of aliens. They took them apart 
and put them together again. They studied types of extin 
guishers suitable for every purpose. They became 
thoroughly familiar with the fire laws of each state—an 
important key to the success of the plan. 

The where-to-sell training consisted of bringing to the 
attention of the sales force the many and varied outlets 
for fire fighting equipment. The salesmen themselves 
came up with original ideas on this, and shared thei: 
knowledge with each other. Thev did intensive study on 
the use of fire extinguishers in plants. Sales increased 
noticeably during this period—without attention being 
diverted from the company’s many other lines 

In retrospect the salesmen agreed that the major con 
tribution to the plan’s success, and the factor that was 
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INSIDE MEN played essential part in campaign. Bob Rier, 
Mo” Gregory and John McGill mentioned fire extinguish 


most appre 
familiarity 


ciated by customers, was each salesman’s 
with state fire laws. Thev found that many 
customers had no knowledge of the rules at all, and thai 
many more had only a limited idea. Maintenance pio 
cedures had also been neglected in the case of several 
customers, and many plants and offices were protected 
inadequately against fire. 

The men were constantly on the lookout for a plac« 
where an additional extinguisher could be used to advau 
tage—but avoidance of overselling was stressed at all time 

Each salesman kept a field record book for such data 
is date of a sale; when replacements and refills would be 
needed; whether any expansions were being planned o 
were underway; any revamping of a plant; and futur 
prospects 

Ihe office kept an individual sales record which was 
checked closely by Mr. Wells to ensure each man’s sales 
being as close together as possible for the big payoff. If 
salesman lagged behind the others, John Chapman, th 
factory field representative, was called in to help 

On May 1, the eve of the drive, an examination of the 
showed very little difference in each salesman’ 

rhe trial training period had produced such 
excellent results and sales had increased so greatly with 
so many new customers added that I wondered what the 
outcome of the actual contest would be,”” Mr. Wells said 
“The men had done such a good job, I didn’t know how 
they would be able to increase 
the drive 

rhe results: almost $10,000 worth 
sold during the month of May 

All through the trial period and the campaign, Dilworth 
ran newspaper and trade journal ads; used window displavs 
at intervals of mail contained literature on 


records 


} 
volume 


sales much more during 


of fire extinguishers 


Every piece 


ers to every person who came in or telephoned; prominent 
display was beamed toward all Will Call customers 


fire extinguishers. A postscript was added on letters and 
quotations of all kinds, calling attention to the line. 





At the end of the campaign a small margin in dollars § 


and cents volume separated the winners. 

First prize was awarded to Sam Heidenreich, 
received a week at Daytona Beach, Fla., for himself and 
his family with all expenses paid. Lloyd Griffin, second 
place winner, received a set of matched luggage. Third 
winner, Dick ‘Thomason and fourth, John Noel, both 
received traveling bags. All four winners were field men. 
Fifth place went to city salesman, Cliff Milton. All sales 
men were presented with a one-quart Buffalo V-1 Extin 
guisher for his own use 


June to October 


Next to come was the June-to-October period, a drive 
geared to tie in with National Fire Prevention Week—a 
non-incentive Campaign. 

his period was, of course, the real test of the whole 
plan. Because of the intensive training and experience 
the men had received, sales were maintained at a high 


level from June to October—when the tie in drive came 
along, once again the sales force came through with an 
outstanding volume of sales, carried on to a new high 
this year. 

There is no doubt, Mr. Wells feels, that a systematic 
plan of action, sustained over a sufficient period, will 
bring surprising results on the sales of almost anv product 
Although salesmen may be reminded of a slow-moving 
item by bulletins, and at special sales meetings conducted 
by factory ficld men, he believes it is not until the sales 
men themselves have a part in the planning and customer 
inalysis, that a successful sustained selling campaign can 
be achieved 
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DESIGNED for ideal working 


conditions and efficient opera 
tions is this new Republic Supply Co. plant at San Leandro 








Calif., and the attractive interiors and exteriors result in 
much higher employee morale. Improvements sheared costs 


Investment in Employee Well-Being 
Lowers Operating Costs 


by 


Stephen Smith 


INDUSTRIAL DISTRIBUTION ¢ 


Stephen Smith 
Manager of Operations 
The Republic Supply Company of 
California 


IN THIS AGE of experimentation, when 
the value of traditional methods is 
being challenged in all lines of en 
deavor, old concepts of sound busi- 
ness management are likewise being 
questioned in the interests of progress 
ind profit. As a result, many changes 
in management practices are taking 
place which are justifying themselves 
by lowering operating costs and im 
proving industrial relations. The opet 
iting costs of this firm have been 
sharply reduced where they have in 
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vested funds for employee comfort 
and well-being. 

Only a few decades back, such fac- 
tors would not have been thought 
worthy of consideration much less ac 
cepted as good re ager practice. 
In our line particularly, which is the 
business of distributing industrial and 
oilfield supplies, there has long been 
a tradition that the low margin of 
profit restricted investment in plant 
and equipment to a minimum. It was 
generally agreed that profit was made 
only by buying and selling merchan- 
dise, and expenditures for anything 
above bare requirements for doing 
business, lowered net income. Such 
marginal assets as buildings and of- 
fices which were models of utility and 





beauty, spacious landscaped grounds, 
air conditioning, new and modern ot 
fice furniture and equipment for every- 
one down to the office boys, company 
parking space for employees and cus- 
tomers, and company cafeteria selling 
meals at cost, and other features fo: 
comfort and convenience—all thesc 
would have been considered extrav: 
gant and unsound, because they would 
call for capital expenditures which 
could not return a profit on the invest 
ment—supposedly 

Modern management is_ rapidly 
learning that that attitude is no longer 
tenable, because capital expeaditure 
for employee well-being does return 
a profit, and a substantial one. Spc 
cifically, our plant operation costs 
dropped 30% when we moved from 
an obsolete plant into our model main 
headquarters and warehouse in the 
central manufacturing district of I 
Angeles. A new $1 million north 
division headquarters built along the 
same lines, with improvements, at Sar 
Leandro, Calif., is showing similar re 
sults over the old headquarters at Oak 
land 


Comfort Cheers Empl!oyees 


The improvements which brough 
about these gains were the result of 
considerable preliminary study to es 
tablish their value. Many of them 
would be obvious, even to the casu 
observer; others would be less appa 
ent, particularly those which relat 
to psychological reactions on the pat 
of personnel. These were designed t 
encourage greater effort and order| 
procedure. And there was a reason fo: 
taking these things into consideration 
namely, that an employee who is not 
comfortable, and therefore not cheer 
ful, is an expensive member of an) 
organization regardless of his wage 
Such negative factors as poor lightin 
glare from afternoon or morning sui 
cool colors in north rooms, excessi\ 
heat or cold, drafty floors, bad ai 
and dozens of other characteristics of 
badly planned quarters are constant 
causes of loss in production All of 
them are known to lower efficienc: 
ind cause a high percentage of ab 
teeism 


In our case, which was typical of 


thousands of older concerns, operating 


in obsolete quarters where the bus 
ness had had its early development 
the change in morale and output w 
apparent as soon as we were settle 
in the new plant. Emplovees show 
a greater pride in their work, better 
care was taken of cquipment, certain 
emplovees improved their appearance 
and labor turnover dropped sharply 


Next page, please 


‘ 


q ' 


ORDER PROCESSING room reflects emphasis ov spaciowsness, good lighting and 
air conditioning for most efficient work. Note closets with sliding pancl doors in 
which office supplies are stored out of sight 


WILL CALL department is model of serviceability with space for callers, shipments 
and employees plus view of warehouse section. Pneumatic tubes (at right) provides 


speedy transfer of paper (orders, requisitions, etc 


OFFICES are spacious, air-conditioned, adequately lighted, easy to keep clean and 
according to employees, a delight to work in. Total result is minimum employec 
fatigue and maximum employee efficiency 
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Investment 


The word began to get about that 
Republic Supply was an_ attractive 
place to work and applications t 
employment increased. Such things 
are good for any business. 
Let us consider, for the moment 
the logic of all this. There is a saying 
“You have to spend money to make 
it.” Taking into account the fact that 
labor is usually the biggest expense 
item in operating a business, it is 
obvious that expenditures which in 
increases the return from labor outlay 
is good business. Top-quality working 
tools help to cut down waste motion, 
expedite service and increase produc 
tion if the workman is competent and 
willing. True, a good workman can 
operate after a fashion with poor tools 
: and makeshifts, but he can turn ont 
PROTOTYPE of the San Leandro plant is Republic’s main headquarters in central a better product with better tools; an 
manufacturing district of Los Angeles where operation costs were reduced by 30 per- in surroundings which promote 
cent after moving from obsolete quarters, proving modernization pays. feeling of well-being, he can turn ou 
a greater quantity. 


Good Tools, Better Workers 


An industrial plant is, in effect, a 
business tool, a machine for servicing 
business transactions. A well-designed 
plant can therefore be a means of re 
ducing costs through increases in pro 
duction. And no small part of such 
increases can be attributed to the 
improved morale which seems to dc 
velop when working with the best 
equipment in pleasant quarters. At 
the time of the changes, the initial 
outlay mav seem formidable, but our 
expericnce with the relative cost of 
operating in a modern plant, com- 
pared with that of an obsolete one 
has left no doubt as to which course 
is justified. 

One important feature of the many 
provisions for the convenience and 
comfort of the personnel in the Los 
Angeles plant, was debated by the 
management for some time before a 
decision was made to try it out. This 
was the cafeteria. True, it was badly 
needed on account of the location of 
our plant. The nearest restaurant was 
some miles away and of dubious qual 
itv. Most of the employees drove to 
work and brought their luncheons 
Ihe others spent most of their lunch 
period driving to or from distant cat 
ing places. In order to be able to quit 
a half hour earlier, the employees had 
requested a 30 minute luncheon 
period instead of the usual hour. The 
whole situation was difficult and un 
satisfactory. It certainly contributed 
nothing toward good morale. In spite 
of this, however, only 30 persons indi 
cated they would patronize the cafe 
’ teria if it were installed. The manage 
COMMODIOUS and clean cafeteria (idea indifferently received in pre-building sur ment decided to try it anyway. Th« 
vey) attracts officials and emplovees daily 


IMPRESSIVE reception area is of modern design with change of texture achieved 
by use of brick for floor and divider wall (at mght). Huge cutout map of firm's 
territory adorns wall and display case (at right) is product stage 


ind is also used for large sales meetings Text continues on page 154 
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ANOTHER PART of reception area shows liberal use of POWERED materials handling equipment, such as fork lift 
glass and plants to enhance attractiveness of space. Com truck shown above cuts labor costs and reduces insurance 
fortable furmture plus wood panelling aids effect risks as well as utilizes overhead space 





SPECIALLY DESIGNED collection hand trucks (note MECHANICAL pipe loader is another example of reliance 


partmentation) assist warehousemen to “pick rd uickly on modern materials handling equipment to speed receiving 


accurately and wenienth and shipping, increase safety and reduce costs 
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Glassmaking 


and a Source 





‘THE MANUFACTURE of hand-made 
glass is an art for which Fred Webster, 
salesman of Logan Hardware & Sup 
ply Co., Huntington, W. Va., has a 
dual appreciation: 

(1) For the craftsmanship which 
produces the glass; 

(2) For the chance that glass pro- 
duction gives him to sell supplies. 

rhis dual appreciation for an age 
old craft comes from calling on Wil 
liam Blenko, Jr., at Blenko Glass Co.., 
in Milton, W. Va., a veritable show 
place for admirers of the art and the 
products. (The guest register in the 
office shows visitors from all over the 
world have been there.) In addition 
to making sheets of many hues (the 
firm has some 470 samples on_ its 
walls) for stained glass windows, 
Blenko produces colonial Williams 
burgh, Va., reproductions and its own 
designs of ash-trays, cocktail glasses, 
tea sets, vases, punch-bowls, bottles, 
urns, etc. Many of the nation’s cathe 
drals and churches have stained glass 
windows made of Blenko glass. 


GLASS BLOWING, an age-old craft, is demonstrated by a master at the Blenko 
Gla Milton, W. Va., but, vou might ask, where do the supplies fit it? 


Hand Work Is Stressed 


With this tremendous emphasis on 
“hand-made” and individual crafts 
manship, you might wonder what 
practical attraction this plant would 
have for an industrial supply salesman 
such as Mr. Webster. ‘The individual 
touch is evident in every piece of glass 
turned out. ‘The usual mass-produc 
tion signs of rigid uniformity of form, 
color and texture are nowhere to be 
seen in these products. 

‘The answer is that Blenko’s highly 
skilled craftsmen—glassmakers and 
blowers—use modem equipment as 
their tools—materials biender, fur 
naces, tempering ovens, materials 

PRACTICAL SIDE of glassmaking involves handling raw materials—sand and handling—to mix sand and chemicals, 
hemicals—from carriers to storage or mixer as Wilham Blenko, Jr., explains to heat and melt the blend, temper the 
Fred Webster, salesman, Logan Hdwe. & Supply Co., Huntington, W. Va finished glass and stack in storage. 
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Is Intriguing 


of Sales 


me R \ 


GAS-FIRED FURNACES in which the sand and chemicals are melted is a thing of 
refractories, pipe, valves, fittings and gages, all of which help the glassmaker properly 
heat and melt the materials for working 





Che forming processes—blowing, mold- 
ing and rolling—are hand processes. 
In addition, there is plant mainte- 
nance and repair, mold-making and 
a lamp department where consider 
able use is made of equipment and 
supplies. 

A sample list of what Mr. Webster 
sells to further glass-making shows: 
wheelbarrows, shovels, blower and ex- 
haust fans, motors, bases, V-belts, 
sheaves, sprockets, roller chain, speed 
reducers, bearings, lubricants, lubri- 
ators, oilers, casters, trucks, hydraulic 
jacks, chains, slings, portable power 
tools (drills, grinders, hammers), flex- 
ible shaft tools, burrs, cutters, grind- 
ing wheels and’ points, powder abra- 
sives, coated abrasives, drills, reamers, 
chucks, lathe accessories, felt wheels, 
wire brushes and wheels, taps and 
dies, bits, diamond drills, woodwork- TEMPERING OVENS are modern craftsman’s tools utilizing electric motor, chain 
ing tools and equipment, measuring drive, conveyor with asbestos belting. Asbestos baffles are supplied by Logan 
tools, carving tools, hand tools of all 
sorts, rip and cutoff saws, diamond 
saws, coolants, air compressors, pneu- 
matic valves and fittings, tubing, hose, 
hack saws, frames, vises (pipe and 
bencli), pipe threaders, solder and 
pastes, soldering irons, car movers, 
wire rope and fittings, paint, brushes, 
pipe, valves and fittings (gas and 
water), nails, asbestos cloth, work 
gloves, lamps, extension cords. 


Blower Shapes the Glass 


These tools and ‘supplies are aux- 
iliary to the actual making and shap- 
ing of the glass products. .For in- 
stance, the molten glass is taken from 
the furnace on the end of a “blow- 
pipe” by the blower, a highly skilled 
craftsman. He breathes into one end 
of the pipe, the air expanding when 
coming into contact with the molten : 
glass and pushing the glass outward. MAINTENANCE SHOP under J. W. Villars (right) has # let of maintenance 
The blower carefully rotates the pipe and repair work to do and is continually ordering supplies to fit the job which 

(Next page, please) run the usual gamut of such plant operations. 


2 eee 
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MOLDS ar 
iddition to the 


flexible shaft tools and abrasives 

ind maintains a steady flow of breath 
to get the shape and thickness of the 
glass he wants. Or the glass may be 
molded in applewood molds made by 
killed carvers in the mold shop. 

But supplies and equipment do pet 
form the auxiliary and preparatory 
Ihe huge mixer which blends 
sands with chemicals and/or 
nitrate of soda ash 
feldspar, cobalt, iron, limestone, etc 
has to be loaded and mechanically 
driven. ‘The materials, which arrive in 
bulk and bags by rail and truck have 
to be unloaded 

Ihe furnaces 
nust be 


’ 
vork 
ilica 


minerals, soda, 


ind stored 
ind tempering ovens 
maintained which involve 


es 


DRILLING the glass vase, urn or bottle which will serve 
as a lamp base is a delicate operation but is speeded up by 
the use of diamond drills in the regular drill press 


94 





arved by hand from applewood logs and, in 
traditional carver's tools, the 
take advantage of modern supplies and equipment such as 


mold-makers columns are 


GRINDING plays an important part after vases, urs, 
blown or 
flattened to fit base, 


molded. Lip and bottom must be 
cap and other lamp fittings. Grinding 


wheels, coated and powdered abrasives play their part 


pipe, 
ment 


valves, fittings, gages and ce 

I'he glass products have to be 
moved from forming to tempering, 
then to inspection and storage and, 
eventually shipping. 

Most of the supplies and equip 
ment are purchased for the “shops” 
maintenance, mold and lamp. The 
maintenance shop is fully equipped 
with small machine tools, hand tools, 
pipe tools, vises, cutting tools, etc 
much the same as any other mainte 
nance shop 

The mold shop concentrates on 
woodworking tools where, in addition 
to the traditional hand carving tools, 


the mold makers use such modern 


saws, etc 
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ones as flexible shaft machines, drills, 
burrs, files, points, sanders, etc. 

Ihe lamp shop uses the glass vases, 
urns, bottles, etc. as components for 
the lamps. The glass must be ground 
flat to stand on the base and the lips 
must be squared to receive brass fit 
tings. Then a hole must be drilled in 
the bottom to pass the lamp cord. 
This involves abrasives and diamond 
tipped tools. 

Wooden bases are turned, drilled, 
sanded and finished. Sockets, switches, 
harps and shades are purchased com 
ponents but the pipe supporting these 
and through which the cord passes is 
cut and threaded to fit in the shop. 





ASSEMBLING the lamp after the grinding and drilling 
requires the use of many small tools—pliers, wrenches, vises, 


Many visitors select own glass shape for base 





MINUTE PARTS of hearing aid were tough on taps sold 
by R. L. Moore of Jones & Auerbacher, Inc., Newark, N. J., 
to plant manager J. L. Kincs, until 


Teamwork Gets 
the Answer 


. . . When salesmen at Jones & Auer- 
bacher, Ine., Newark, N. J.. have to 
trouble-shoot. Robert L. Moore used it 


to solve a tricky breakage problem. 


[ROUBLE SHOOTING is a joint effort, with pooled brain 
power, at Jones & Auerbacher, Inc., Newark, N. J. Robert 
L. Moore, J. & A. salesman, found out how well it works 
recently when he ran into a tough tool-breakage problem 
it a customer's plant—and came back with an answer 
that increased tool life up to 900 percent. 

Mr. Moore pooled his own know-how with that of his 
sales manager and the manufacturer’s representative, and 
the manufacturer did the rest. A simple machining opera 
tion made the tool right, and saved a valuable account 

It started when the J. & L. Stamping Co., a plant spe 
cializing in small precision work, got a contract with 
Sonotone, Inc., to fabricate certain parts for hearing aids 
J. & L. had ordered .080 taps to thread the minute holes 
in the diaphragm and pole plates of the bone conductor, 
the part of the hearing aid that fits inside the ear. 

It was tricky work, using especially hard B98 Rockwell 
metal, an alloy of nickel, silicon and manganese. 

After several production runs, Mr. Moore, who sold 
the taps, made his routine trouble-shooting call—a hard 
and fast habit with him whenever a customer is starting 
on a new project with Jones & Auerbacher tools. With 
J. L. Kines, plant manager, he went over production 
records, inspected operations, and talked to operators 
Both were soon convinced that taps were breaking too 
often. One tap, on a 2-hole setup, produced only 150 
holes. Another, for 4 holes, broke after 200 
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TAP WAS RE-MACHINED to fit the job. Mr. Moore 
watches technique of Louis Pollara, shop manager, with new 
tap. It had more drawing power, lasted longer 


RECORD NUMBER OF HOLES (900% increase) was 


produced on this setup after reground taps were in 


Mr. Moore acted fast. He was sure he recognized the | 
cause of the trouble, from long experience with taps, but © 
wanted to confirm it and get a quick solution. He took 7 
the problem to his sales manager, W. H. Heinze, who 
called in the tap manufacturer's representative, later tele ; 
phoned the factory. From here on, Mr. Kincs’ problem 7 
had the attention of several experienced technical men, 
including a sales manager, Mr. Heinze, who had once 
been a manufacturer's tap and die specialist himself, and 
at least two factory representatives no further away than 
the telephone. All agreed that a special operation on the 
tap, involving added grinding to give it more drawing 
power, would increase tool life : 

The taps were returned to the factory, re-machined, 
and re delivered at no extra charge. Later, Mr. Moore 
again called at J. & L. Stamping to check Mr. Kincs’ tool 
records. The results were: for the 2-hole setup, 1500 
holes instead of 150; and for the 4-hole, 1400 instead 
of 200. 

All concerned were impressed. Mr. Kincs no longer 
worried about losing money on taps (which cost $2.30 
each). Mr. Moore’s account was secure for many more 
tap sales, and he knew that he could always get coopera- 
tion from members of a team stretching back to the fac- 
tory when he needed it. 

When a good salesman is backed up by an alert home 
cffice and factory, this mission is not too difficult. 
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ON THE JOB; Jimmy Carroll is guided by Vice-President IMPORTANCE of writing full description, stock numbers 
R. Fred Cook, Georgia-Alabama, who is shown explaining and other pertinent information on orders is explained t 
me of the procedures of the industrial distributing business Jimmy Carroll by Lake Haralson, head of retail sales 


Sales Engineers Trained to Order 


Georgia distributor ties in with co-op engineering col- 


lege to get his graduate engineers before they graduate 


AT SCHOOL Bill Pence is getting his technical engineering ENGINEERING EDUCATION takes on a greater meaning 
background in the Co-op Division, Alabama Polytechnic for Bill Pence sin¢e he knows where he can use his book 
Institute, Auburn, Ala learning in actual practice in industry. 
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LOCATION of stock in inventory, bin procedure and how 
to check product with orders are explained to Jimmy Carroll 
by Frank Callaway, who is in charge of shipping 


SINCE THE START of the Korean, War, 
industrial distributors have been hard 
put to compete with the large national 
concerns in recruiting engineering 
graduates for sales positions. There 
are two main this situa 
tion. First, the large national concerns 
have been making such generous over 
tures that a graduate finds it difficult 
to choose the best proposition. Sec 
ond, very few engineering graduates 
know about the industrial supply in 
dustry or its functions. 

Faced with this dilemma, the 
Georgia-Alabama Supply Company at 
West Point, Ga. decided to hire its 
graduate engineers before they gradu 
ated. To insure getting sales engi- 
neers, Vice-President R. Fred Cook 
has tied in with the Co-op Division 
of Alabama Polytechnic Institute at 
Auburn. Two engineering students 
have already been recruited under this 
program. They are Jimmy Carroll, a 
junior in industrial management, and 
Bill Pence, a sophomore in mechanical 
engineering. 

Under this Coop training plan, 
Carroll and Pence attend college for 
three months and the next three 
months work at Georgia-Alabama 
Supply. They alternate on the job 
Carroll working while Pence is in col- 
lege, and vice versa. 

Carroll has an electrical background 
gained from the Army electronic tech- 
nical school. He is rounding out this 
background with engineering in his 
industrial management courses. Pence 


reasons for 


¢ 


will get his engineering knowledge 
and application in mechanical engi 
neering courses. Both have added ex- 
tra courses in salesmanship to their 
schedule which will be of help in their 
future work. 


On the Job Training 


Georgia-Alabama Supply has care 
fully charted the on-the-job training 
course to include all phases of the in 
dustrial supply business. The entire 
plan of training was first presented to 
all members of the firm so that there 
would be no misunderstanding of the 
position of the two students. 

The work training program starts 
in the warehouse and _ progresses 
through inventory, stock clerk, price 
desk and then into sales. This means, 
that by the time they complete col- 
lege, they will have worked in every 
department and have a fairly good 
knowledge of the entire operation. In 
addition the two students attend all 
the sales conferences and demonstra- 
tions put on by manufacturers repre- 
sentatives whenever such sales meet- 
ings are held at Georgia-Alabama 
Supply. This gives the trainees addi- 
tional product and application knowl 
edge. 

Mr. Cook says that at graduation 
each student will be sent to a manu 
facturer’s school for specialized prod- 
uct training. Later the students will 
accompany a regular salesman in the 
field for a short period to become 
familiar with sales routine and prod- 
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PROPER METHOD of packing is demonstrated by Joe 
Carroll as he tells Jimmy Carroll equipment is not much use 
to a customer unless it arrives in good condition 


uct presentation. After this training 
they will be assigned territories. 

Mr. Cook feels that his company 
gains valuable time in employing 
Co-op students. They are acquiring 
an extensive knowledge of the busi- 
ness while attending college. When 
graduation day comes they will have 
gained a lot of practical experience 
and will require very little additional 
training lane being given the re 
sponsibility of a regular sales territory 

The  student-trainees also gain 
through this type of program. They 
can see everyday application of engi- 
neering in industry and product use 
Through their work they gain an in 
sight into the value of engineering 
education, and this will stimulate their 
interest in their studies. 

Jimmy Carroll is enthusiastic in his 
job and sees great possibilities in the 
future after graduation. 

“Everything was confusion to me 
at first,” Carroll says. “But I am 
catching on to the routine procedures 
and now see the importance of accu 
racy and double checking of stock 
numbers and specifications. Everyone 
has been so helpful and this has made 
my work much more interesting.” 

Carroll says he realizes that he 
can’t learn the entire business in a 
short time. “It is going to take a lot 
of study to learn all about the differ- 
ent products and their uses. But | 
realize that you must know as much 
as you possibly can in order to give 
a customer the best information.” 
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ALL INFORMATION on back order 
status is attached to file copy by Frank 
Harmon, expediter, Mill & Factory 
S ipply Co., Toledo 








RECEIVING COPY 


MILL & FACTORY SUPPLY CO. 


37 TENTH STREET 
TOLEDO 1, OHIO 


0. D. Lubricating Co. 
New York, B. Y. 


Sup Via 


To 


400% Dr. SAB 20 motor of! 


254 pail H2 grease 





250 hervy grease 


100% keg 011 purpose lubricant SAE 90 


100@ all purcose geer lubricant SAE 140 


254 specialized pressure creace 


5 gal. ODeut soluble ofl 


1 gal. spindle o11 #3 


1 gal. hytreulic jack ofl 


September 15, 1952 











P.N. Birsen 


N° 89631 





RECEIVING COPY lists items ordered from supplier for one or several customers, 


ACTUAL NEED for new information 
only reason to send out reply card 
tracer (usually the 


each item letter-coded for brevity and accuracy. Card 


priority for distributing materials when they arrive 


(84” x 11”) establishes 


only one 


Screen Follow-Up Inquiries To Save Time 


When it comes to back-orders, distributor gets a rub from both ends 


but realistic approach to handling inquiries minimizes friction 


DISTRIBUTORS ARE ALWAYS CAUGHT in 
the middle as far as “back-orders” are 
concerned. They're usually under pres 
sure from impatient customers con 
tinually making inquiries on the one 
hand, and often balked in their quest 
for information from suppliers with 
production and material shortages on 
the other. 

R. A. Parachek, president of Mill & 
Factory Supply Co., Toledo, Ohio, 
admits it is frustrating at times. How 
ever, he regards it as one of the essen 
tial distributor services which the 
customer can expect and, therefore, 


wm 


should be accomplished with the 
minimum friction. The job, as he 
sees it, has two parts. One is to estab 
lish a policy for handling inquiries and 
place a competent person in charge. 
Che other is to employ a simple and 
practical method of 


1. Keeping track of back orders. 

2. Simplifying follow-up and keep 
ing it within reasonable bounds. 

3. Keeping yourself and your cus- 
tomers informed of all factors 
affecting delivery. 


here are some preventative steps 
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which may be taken, such as not ac- 
tively soliciting orders for non-stocked 
items, suggesting substitutes and keep- 
ing a lot of specials in stock. How- 
ever, Mr. Parachek points out that 
these have definite drawbacks or nar- 
row limitations. In any event, back- 
orders do pile up, especially when 
long lead times are involved. 
Naturally, if all suppliers kept their 
distributors informed on _ delivery 
dates, changes, etc., on an up-to-the- 
minute basis, the distributor could 
stop virtually all inquiries. But, due 
to production difficulties, material pro- 





curement headaches, etc., some manu- 
facturers do overlook notifying distri- 
butors of changes and the distributor 
finds himself in the position of having 
to make inquiries. 

Mr. Parachek admits the validity of 
criticisms some manufacturers have 
made; that many inquiries are dictated 
by “system” rather than by “need.” 
[hat is, a system of follow-up will call 
for the mailing or phoning of an in- 
quiry on a back-order every week, two 
weeks, etc., whether the necessity for 
the information exists or not. 

However, Mr. Parachek doesn’t 
think that all such inquiries ‘originate 
with the distributor, not by a long 
shot. A fact that seems to be over 
looked is that the distributor has a 
lot of customers too, and, since thev 
ire going to use the products they 
ordered, many of them are impatient 
ind insistent. Moreover, many of 
them have just such systems which 
grind out inquiries. 


Sereening Is Important 


In fact, Mr. Parachek is convinced 
by experience that distributors inter- 
cept more inquiries on back-order 
status than they pass on. The distri- 
butor’s knowledge of his customer)s 
organization, habits, methods and 
operations particularly qualify him to 
ict as a “screen” for valid inquiries. 
There is nothing altruistic in the 
‘screening” process for it saves the 
distributor, as well as the supplier, 
time, trouble and money. 

This job at Mill & Factory Supply 
is entrusted to Frank Harmon, expe 
diter. Mr. Harmon’s conversations 
with buyers, salesmen and company 
officials keep him informed on cus 
tomers’ methods, operations and 
habits. Experience has taught him to 
spot a “routine” inquiry or a valid 
me. But of greater help are his back 
order control files which carry the 
latest information on the status of 
cach order. 

One of the files is the “open’’ file 
In this file is a copy of the customer’s 
order with the back-ordered items 
listed. All correspondence, inquiries, 
etc., are attached to this copy. If any 
question arises concerning the order, 
Mr. Harmon has all the information 
at hand. The information is also avail 
able to salesmen wishing to refresh 
themselves on the status of their cus 
tomers’ back-orders. 

The other file is called the “‘receiv- 
ing copy” file. A card is made out 
cach time an order on a supplier (for 
back-ordered items) is made out. The 
same information—quantity, item de- 
scription, letter code—for each item 


(Continued on page 182) 





PLEASE acknowledge this inquiry. Our customer iasists oa this information 
PURCHASE ORDER TRACER 


Toledo, ER 


W125. ven —_A-LI9 FF 


Gentlemen: 
Our Order Number 


Ivem(s) 4 a c 


oat had. te Le typ Gat 


Please advise us i diately on ched postal when 7 you | positively 
ship the above specified material. GIVE ITEM LETTER WHEN REPLYING. 
Yours truly, 

MILL & FACTORY SUPPLY CO. 
317 10th Street 
TOLEDO, OHIO 


$2 








If shipped, please iavoice 











194. 7- 


Aft 10. é 


~Ivem(s). Ale ¢ 


Gentlemen: 
Your Order Number__4 -/7 5 5~ 


shipped plete on 





- a Mew 


Invoice Wilt BE 


= 7 Bae 


mailed on. 


Remarks: 








Yours truly, 


Form 11 1750 11-51 MeM-T 








TRACER is double (two-cent) card, one half addressed to supplier requesting latest 
shipping information; other half self-addressed on which information can be jotted 
down quickly and mailed 








Toledo 1, Ohio 


LF 195.264 


Date— 


YOUR REFERENCE: Order = 


Letter 4, LAL ee 
Gentlemen: 
Thang for your above order which has been scheduled 


1 esata 
acta Ome ae 
Gratefully yours, 

MILL & FACTORY SUPPLY CO. 


for shipment 














Form ie 2 7-1 








ACKNOWLEDGEMENT CARD is a two-cent postcard thanking customer for 
order and giving promised delivery date 
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READY for the road, salesman Daniel 
M. Wyckoff takes his folders from file 


HE CHECKS customer's past buying 


record, names of contacts, before visit 


di 


BACK AT OFFICE, Mr. Wyckoff brings his folders up to date, filling in the product 


tally from invoices and delivery slips 


PERIODICALLY, Tydeman’s sales manager, Kenneth E 


off's sales performance after consulting his master record which duplicates folders 


He obtains sales totals from general office 


Sandt, reviews Mr. Wyck- 


A Record for Sales and Salesmen 


This Easton, Pa. distributor has a system that takes 


salesmen into his confidence and produces sales results 


KEEPING A RECORD of outside 
man’s sales can be as big a job as you 
care to make it. W. A. Tydeman & 
Son, Easton, Pa. has evolved a system 
that’s simple, to maintain, and, 
in addition, keeps salesmen themselves 
fully apprised of their performance 
In short, Tydeman’s system is 
sule type of sales analysis 

W. A. Tvdeman’s 
Kenneth E. Sandt, protests modestly 
that there’s nothing startlingly differ 
ent about his record-keeping system 

“It’s just based on the elementary 


sales 


Casy 


i Cap 


sale Ss 


manager, 


idea of putting facts into a form where 
thev re to use,” he “And 
besides, it’s proved to be a good way 
of organizing information without 
spending too much time or money.” 

Heart of Tvdeman’s system is a 
manila folder on which is summarized 
ll the data pertinent to a salesman’s 
contact with customer The 
folder shows the name and title of 
the person contacted and directly be 
low this also a box score of the con 
tacts made each week. 

Below that are shown monthly sales 


Casy SaVs. 


one 
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to the customer, together with quar- 
terly totals. On the second page of 
the folder is a check list of the 99 
product lines carried by Tydeman, and 
here is indicated (by a check mark) 
what products have been sold to the 
customer. 

Ihe folder also has spaces where 
the customer annual buying potential, 
his industry type, and the frequency 
with which he is normally contacted 
can be shown. 

Each of the two parts of the folder 
is good for a two-year record; and 





since these parts duplicate each other, | 
one folder contains a four-year record. 
When one two-year period has been 
completed, the folder is simply turned 
inside out and used for another two 
vcea¥°s. 

From delivery slips and invoices, 
cach salesman fills out the product 
tally on his folders. From the gen 
cral office he obtains monthly sales 
figures, fills these in, then files the 
folders himself. Duplicate sheets kept 
in a binder and posted by the office 
comprise the master record by which 
Mr. Sandt can judge the perform 
ince of each salesman. 

Before going out on a day’s calls, 
a salesman goes to his file, picks out 
folders for customers he is contacting 
that day. Then on the way he can 
brief himself on the customer before 
entering his office. Incidentally, at 
I'vdeman’s a “call” doesn’t count 
What the firm wants is a “contact,” 
where the salesman actually speaks to 
a responsible executive, gets a definite 
answer to his sales storv. 


——————EEEE 
Potential ___ 


type ____ 





(A) President | kf 2) SOU 


(c) 


(2) 


Gen. Supt. 
Mas. 


CED WR. Ci enn eenetinremnsionecsies 


Mech. (FP) Chief Hee. 





(6) Foreman () Storekeeper 
(3) Aes't. P. A. 
(L) tagr. 


(» 


(© 


(®) 








Stes 





System Satisfies Salesmen 


Salesman Daniel M. Wyckoff likes 
the folder system. “It’s a big help 
having this information right beside 
you when you call on a customer,” he 
says. “You can see at a glance what 
the customer’s been buying and how 


APRA RANE ENE EERE 


pels 
od. Packing-Aebd. 
64.Packing-Rubber 
65.Panel boards 
66. Picke-Shovele 


++ 
+—- 
oe 


i 


much. So it’s great as a warning light. 
For example, if one customer's pur 
chases have been dropping over the 
last month or two, vou can perhaps 
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16. Clampe-Ho se 
17.Clipe-Wire Rope 
18, Compressors-Air 
19.Conduit & Tube 
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21.Couplings-Motor 
22.Coverings-Pipe 
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26.Ext.-Fire 
27.Yane & Blowers 
26.Fibre 

29.Files 4Rasps 
30.Filters-Air 

31. Pittings-Copper 
32. Fittingse-Pipe 
33. 7ittings-Steel 
M4. Mittinge-Weld. 
35.Floor Dry 
36.Puses 
37.Gaskets 

38. Geuges 

39. Glasses-Gauge 
40.Glue 


inquire if there’s anything wrong.” 
From his standpoint, Mr. Sandt 
finds the condensed record helpful 
Leafing through his master record, he 
often finds sales to a good customer 
dropping, or mavbe the customer isn’t 
buving as many product lines as he 
hould be. Mr. Sandt can immedi 
itely spot these weak points and talk 
the matter with the 
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97. Wiring Devices 
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System Sparks Sales 
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Very likely it’s a direct result of his 
engineering background, but Mr. 
Sandt likes method and system. As 
further adjuncts to the above sales 
record, he has worked out quarterly 
ind annual sales summary forms which 
how each salesman has done 
during those periods. Shown are total 
sales, Commissions received bv sales- 
men, number of contacts made, and 
the company’s average gross profit on 
these sales. 

How do salesmen like 
exchange of information? Just fine, 
savs Mr. Sandt. It not only makes 
them feel part of the company, but 
gives them practical help as well 

To sell successfully. a salesmen must 
be completely in the firm’s confidence 
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113... 
| 5?.I4ghting Pix. Siindsshthvesss cue 
HEART of W. A. Tydeman & Son's system is this four-page 84 x 11” manila 


fol ler which contains four-year record of salesman’s performance with one customer 
Salesman fills in information himself, carries and consults it before he makes a call 


lop is first page of the folder, bottom is reverse side. Other two pages are same 
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ONCE A PRINTER, now a salesman with Elizabeth’s Hand 
Hardware Co., Joseph Greco looks over part of his collection 


5 


of business cards. He has nearly 2,000 filed alphabetically 


“Td Like to Give 





JOSEPH S. GRECO 


Hano Harowane Co. 
Evizasern, N. J. 


Euzasern 2-4200 
Westrieco 2-555! 











HAND HARDWARE CO. 


ELIZABETH, N. J. 


Evizasetn 2-4200 


Josern S. Greco Westereco 2-555! 








TWO applications of basic type faces. At top, firm name is 
set in “roman,” other matter in “modem.” Bottom, modern 
italics contrast with straight modern in corners. 


You My Card” 


And you really will—if you design your business card along the lines suggested 
by this Elizabeth, N. J. distributor salesman, who used to be a printer 


BACK IN THE MIDDLE ‘rHiRTrES, Joseph S. Greco began 
collecting business cards. At that time he was a journey 
man printer and wanted a wide selection of cards so he 
could help customers decide on suitable type faces and 
ivouts 

loday, Mr. Greco is an outside salesman with the Hand 
Hardware Co. in Elizabeth, N. J., but he’s still collecting 
business cards. It's more of a hobby than a business with 
him now, of course, yet he still take a professional printer’s 
interest in the cards used by various firms and individuals. 
\t his home in Newark he has an alphabetical file of 
nearly 2,000 cards 

His collection covers numerous industries, and nearly 
every design from the formal script of a Swedish engineer's 
calling card to flambovant items straight out of the 
Christmas card trade 

Mr. Greco readily admits this diversion may not com 
pare to stamp collecting; nevertheless, it’s given him a 
good deal of insight into what constitutes a really expres 
ive card for business purposes 
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Above all, he likes a card that exudes dignity and tastc 
He doesn’t like trick cards that employ colors or heavy 
type faces indiscriminately. “It depends on your type of 
business, naturally,” he says. “However, it’s the attractive, 
low-keyed card that leaves the better impression.” 

Spelling out what he thinks makes an expressive busi 
ness card—for distributor salesmen, particularly—Mr. 
Greco ticks off the following points: 

Good paper: never use heavy stock; instead, use a light 
vellum, which is a creamy paper with a luxurious feel. It 
doesn’t bend or crumple under ordinary use, yet is thin 
enough so that a number of cards won’t make vour wallet 
too bulky. For industrial distributors, Mr. Greco suggests 
the folded card, with name, address and phone numbers 
on the front, and product list on the inside. 

“Raised” printing: this is often called embossing, wher« 
the type stands out from the surface of the paper, and 
gives the substantial appearance of steel engraving. Flat 
printing can make a card, and consequently the firm 
using it, look on the cheap side. 
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BEST basic card designs are annotated by Mr. Greco in 
his marginal notes. For distributor salesmen, he strongly 


Use color: either colored printing or a colored crest is 
essential in the modern business card, but it must be used 
sparingly to achieve the best effect. The use of color 
extends, also, to the paper, tinted papers making exceed 
ingly attractive cards. 

Use a crest: for fast recognition of individual’s company 
connection, a crest or trade mark should appear on a card 
and, as noted above, in color. Best spot for the crest is at 
or near the top of card. 

Type face on a business card is of top importance. 
“Strive to express your firm’s good reputation,” Mr. Greco 
says, “‘like integrity, stability, honesty, and so forth.” The 
two main classes of type, “roman” and “modern”, can 
be used singly or together, with other variations worked 
out in italics (see sample cards). Roman type is preferable 
to all other faces. But modern type, having no serifs on 
the letters, is very useful for evoking such ideas as speed, 
efficiency, or competence. 

Opinions differ on whether the firm’s or individual's 
name should appear in the center of the card. Mr. Greco 


recommends the folded card (bottom) which provides ample 
room on the inside for listing of product lines, branches, etc 


personally prefers featuring the individual’s name promi- 
nently, with his company affiliation in the lower left-hand 
corner. ‘‘After all, it’s the individual who’s handing the 
card out. In the salesman’s case, I think it’s very im- 
portant that his name stand out prominently before the 
new prospect.” 

As to the cost of a high-quality, multicolored card, 
don’t worry about it. Compared to the cost of an ordi 
nary card, it’s negligible. Says Mr. Greco: “You'll find 
that a really distinctive card soon pays for itself.” Give 
the printer an idea. 

Mr. Greco advises going to a printer with a layout of 
your business card and some preconceived ideas regarding 
type faces. “Outside of the really large cities,” he states, 
“most printers aren’t much help when it comes to de 
signing a card. ‘They'd much rather that the ideas come 
from the customer.” 

Finally, says Mr. Greco, leave your business card on 
every call, whether the prospect’s in or not. “A good 
card works hard—for you and your firm.” 
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4 VARIETY-~—institutional advertising, invitation to indus 


i) exhibit, or reprint of article on company salesmen—is 


given the set-up... 


You Get Sales Promotion That Clicks 


WEALTH of 
i promotion 
at the 


institutional 
material em 
Bluefield Supply Co., 
Blucheld, W. Va. It is hard-hitting 
ind timely—all because the advertis 
cepartment under Edward Steel< 
is equipped to do the job 
iting to printing 

Vith eight other departments be 

les the mine and mill supplies um 
Stecle has a full-time job on hi 

nds tailoring advertising and sales 
motion ideas to suit the need and 
casion. But, whether it is an insti 
tutional advertising piece (something 
which Bluefield Supply goes in for 
strongly) or a simple product mailing 
piece, Mr. Steele can discuss the proy 
ect with the appropriate executive and 
work up ideas sympathetically and 
rapidly with data from his files. Close 
cooperation and daily contact with de 
partment and company executives 


PAILORING MATERIAI 
needs 1s Fdward Steel 


} } 


md sales promot 


for local 
us adver 


s job 
tis ” manager 
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possible for Bluefield Supply Co 
almost a moment's notice 


, Bluefield, W. Va., at 


rives Mr. Stecle a ready understand 
ing of the aims and scope of the ad- 
ertising piece required. 

In addition to the work of creating, 
Mr. Steele has facilities for executing 
the ideas virtually immediately in the 
photo-printing department managed 
by John Lockhart. The volume of 
lirect mail, and other sales promotion 
literature used by the Bluefield Sup- 
aly Co., makes it economical and 
yractical for the firm to own repro- 
luction equipment and to staff such 
\ department. 

When Bluefield Supply participates 
in the Southern Appalachian Indus- 
trial Exhibit (and it is one of the 
exhibit’s staunchest backers) it is well 
publicized by a special mailing piece 
prepared by Mr. Steele and executed 
in the photo-printing department. 
The special mailing pieces invited at- 
tendance, lists the company’s sup- 








PAGE LAYOUT of promotion piece 


is photographed 


DEVELOPMENT of printing sheet is easy 


plicrs who will exhibit and introduce 
Bluefield’s salesmen. 

Thousands of people in the com 
yany’s trading area—customers, civic 
eaders businessmen, teachers—have 
been made acquainted with the Blue 
field Supply Co. through the distribu 
tion of a little booklet entitled “Wel 
come To Bluefield Supply Co.” The 
booklet welcomes inspection of the 
company’s headquarters in Bluefield; 
lists a “Who’s Who” in the firm 
officers and directors, department 
managers, office and warehouse super 
visors, salesmen; names and describes 
organization of subsidiaries; furnishes 
interesting facts about the company 
such as that as many as 330,864 in 
voices were prepared in the firm's 
centralized billing department in a 
single year—that the company is the 
largest single user of the mails be 
tween Cincinnati and Lynchburg, Va. 


NEGATIVE is processed in own dark 


room 


that to provide a job for one person 
requires a capital investment of $23, 


377 by the company, etc.; a map of 
the trading area showing locations of 
branches and subsidiaries. 

Another instance of the advantage 
of creating and executing a promotion 
idea within the plant is the wide cit 
culation achieved for a reprint of an 
article about Rish Equipment (a sub 
idiary) salesmen which appeared in 
Industrial Marketing. Article and pic 
tures were reproduced just as they had 
appeared in the magazine along with 
stories on the same subject which ap 
peared in Advertising Age and Tide 
magazine. Since the story told how 
Rish Equipment salesmen learned 
ibout the equipment they sell by 
operating it in a gravel pit for four 
days, a feeling of confidence in Rish 
salesmen was promoted 

The back of the four-page piece 


PRINTING 


exposed 


SHEET 


(aluminum 


RUN of material is made on multigraph 


carried the trade marks of the 
pany’s leading suppliers. 

Production of a promotion piece 
within the company is far more rapid 
than if the work was done outside. 
Mr. Steele works out the idea and 
settles on copy, layout and pictures 
with the interested department head. 
He then writes the copy and has it 
set in type on the outside. When the 
copy is returned, he cuts it out and, 
with the pictures, pastes it to an illus- 
tration board in the form he wishes 
it to appear. A full page is laid out, 
then photographed. With the nega- 
tive, an aluminum printing plate is 
exposed and etched with a chemical 
solution. This plate is then put on 
the multigraph machine and as many 
copies as are needed are run off. 

As Mr. Steele sums it up, you get 
what you want, when you want it and 
when it does you the most good 


com- 
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BUILDING PERPETUAL INVENTORY FILE by degrees, Kenneth Atkinson, 


R. J. Atkinson, Inc., Brooklyn, 


N. Y., checks new cards with a catalog 


FILE HOLDS 600 CARDS and fits on wall, within easy reach of Mr. Atkinson in 


} 


ompact office. Other files can be added later. 


PRICES ARE CHECKED with Edward Mehlinger, fastener department head, 


before purchase orders go out 
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Inventory system helps control buying 
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One Step 


... is the way R. J. Atkin- 


installed its new perpetual 


ity, home-made devices 


PERPETUAL INVENTORY is like medi 
cine. The whole bottle may choke the 
patient, but one dose at a time, taken 
slowly, will condition his system to 
the change and begin to do some 
good. At least Sidney H. Atkinson, 
general manager of R. J. Atkinson, 
Inc., Brooklyn, N. Y., figured it this 
way when he decided recently to in- 
stall perpetual inventory on a tnial 
basis, one line at a time. 

He evolved a system that works, at 
an initial installation cost considerably 
lower than the investment required to 
revamp the whole records system over- 
night. In fact it works so well that 
Mr. Atkinson credits increased sales 
in several lines directly to it, as well 
as attractive savings in inventory car 
rying costs. 

R. J. Atkinson was having growing 
pains in its supply department—par- 
ticularly cutting tools and abrasives— 
when Mr. Atkinson decided some of 
the key lines deserved special han- 
dling. He wanted to find out just how 
well they were doing, and whether the 
company’s inventory policy was con 
sistent with sales potential. 

The job of setting up a selective in 
ventory control system was assigned to 
Kenneth Atkinson. 

Starting out was comparatively easy 
Che objective was to establish first a 
continuous record of stocks of cutting 
tools and abrasives, then add other 
lines to the new control system if it 
worked satisfactorily. 

Kenneth Atkinson bought several 
dozen 10 by 6 in. cards and built a 
deep, narrow box, about 14 in. long, 
as a file case. The box was fastened 
to a corner of the office wall, within 
easy reach of any one sitting by the 
telephone 

The cards contained six columns 
headed “date,” “ordered,” “received,” 
“sales,” “stock,” and (in larger space) 
“customer.” At the top was a space 
for size, the item, and “maximum” 
and “minimum.” 

“Ordered” has the Atkinson pur- 
chase order number and number of 
items requisitioned. 

“Received” contains the number 
actually taken in. opposite the date. 





at a Time 


son, Inc., Brooklyn, N. Y., 


inventory system. Simplic- 


kept the cost low 


“Sales” contains 
tered before delivery 

“Customer” contains the 
er’s order number and 

“Maximum” and “minimum” are 
stock levels, determined by experi 
ence, above or below which inventory 
should not be allowed to fluctuate. 

Size of item, when applicable, is 
written in upper left hand corner of 
card. 

In the blank space at the top left, 
total sales for the previous year are 
written in. 

Stock shortages can be spotted cas 
ily. First, the card, with the inventory 
level below minimum, will be flagged. 
I'he shortage itself shows up when an 
entry in “sales” the most 
recent entry in the “stock” column (as 
in the entry for the date 6/12 in the 
illustration Ihis means stock is out, 
or will be when the order is shipped. 
A glance at the “ordered” column 
will reveal whether an order has been 
placed with the supplier—and when 

Che card keeps an up-to-date record 
of back orders. An entry in the “sales” 
column indicates the need for back 
ordering, if it exceeds the most recent 
entry in the “stock” column. For ex 
ample, in the illustration, U. S. Metal 
No. 8088” requires a back order fo 
8 items. The entry “40” in the 
stock”’ column the following day in 
dicates that it was filled after receipi 
of a shipment of “48” from a supplier 

in the “received” column The 

stock level of 40 is the differenc« 
between the sum of 48 that were in 
stock on 6/11 plus the 48 received on 
6/13. and the 56 shipped under order 
no. SOSS 

So far, Kenneth Atkinson has 600 
cards in use on this selective basis. All 
ire in the single file box. There is 
room on the wall for manv more files 
is additional products are brought un 
der inventory control. Red dividers 
help to locate the cards within the 
box, which are filed in ascending order 
of sizes for each product 

The Atkinsons readily admit that 
their system might not be adequate 
for a larger sized operation, but feel 
that it gives them a good start in the 


actual orders, en 


custom 
name. 


exceeds 


INVENTORY CARD has stock totals in red 


Flag is attached when stock is low 


Minimum-maximum figures at top are guides for ordering 


direction of controlling the stock of 
selected products and at minimum 
cost. 

Also, it is flexible. There is still 
room for some additional information 
on the cards if experience shows mor« 
is warranted. New or more elaborate 
cards can be devised if needed for 
certain lines. And more lines can be 
placed under the system when volume 
of sales in this growing concern justi 
fies the expense involved. 

Meanwhile, the system has already 
netted these results 


1) Speeded order handling, by 
providing up-to-date informa- 
tion on the stock level, avail 
able at a glance beside the 
telephone. 

Speeded orders themselves by 
eliminating guesswork on when 
to purchase. 
Cut costs of carrying inventory 
by providing a maximum in 
ventory figure 
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(+) Stimulated sales by providing 
management and the sales 
force with a quick reference 
barometer of progress in cach 
line. 

Improved service to larger cus 
tomers because of the running 
record of orders in the “cus 
tomer” column. Frequency 
and size of orders over a period 
of time can be noted so that 
the house is not caught short 
on an unexpected large order. 


Sidney Atkinson says increased sales 
in the key lines recently are directly 
traceable to the new system. 

“Our stock in trade is service,” he 
pointed out. “The customer is not 
interested in a piece of equipment or 
in operating supplies if he thinks that 
the best vou can do is get it for him 
from the factory eventually. He wants 
it now. This is especially true in our 
area where there are many small 
plants. Fast delivery counts.” 
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COVER of orange and black folder—printed in 
handy pocket size—presents forceful message on 
behalf of Indianapolis Belting & Supply Co 


Fe Zcee Your Plant Rumning 


INDIANAPOLIS BELTING 


AVENUE 





Running.” 


This Indianapolis distributor slips its 


stock, its service, its knowledge .. . 


CUSTOMER gets clear idea of stock and service facilities by opening folder 
which expands to 6 by 174-inches; pushes motto “We Keep Your Plant 
Inquiries and sales are a direct result 


Into the Customer's Pocket 


A POCKET-SIZED FOLDER has been uti 
lized by Indianapolis Belting & Supply 
Co., Indianapolis, Ind., to bring the 
story of its products, service, and prod 
uct knowledge direct to the custome 

The brochure is distributed chiefly 
by the distributor's salesmen, who carry 
a supply with them to pass out. The 
first printing was an immediate success, 
ind the company is now going through 
its second batch. 

Printed in orange and black on 
white, the cover lists the five classes of 
supplies handled by the company 
transmission, clectrical, conveying, 
steam and air specialties, small tools 
ind general mill supplies 

A list of manufacturers who act as 
suppliers is included inside under the 
heading “Everyone A Leader.” Mate 


rial handling and power transmission 
equipment is given a page as well as 
cutting tools. 


Personnel Featured 


The company’s experts are enumer- 
ated with their specialties—for exam- 
ple, Jack Jones for abrasives; George 
Bockstahler for air equipment; and 
Phil Hildebrand for contractors’ sup- 
plies 

Ihe last section of the folder is 
devoted to the departmental staff. 
Order and follow-up sales and engi 
neering personnel are listed, then the 
entire staff of the company from the 
shipping clerk to the president. 

R. J. Branham, sales manager, feels 
that the folder has done more than its 
part in keeping Indianapolis Belting’s 


stock and service before the customer. 
All through the booklet the company’s 
motto: “We Keep Your Plant Run- 
ning” is given big play. 


Handy Size 


Fokled, the phamplet measures a 
convenient 34- by 6 inches; opened, 
6 by 174-inches. The pages are headed 
by such phrases as “Here is the quality 
for your best buy—world renowned 
manufacturers, everyone a leader—” 
and “We have specialists to serve you 
better—what’s your problem?” 

By utilizing this folder, the company 
has performed a difficult job—a small 
package helps the customer visualize 
the huge stock and modern facilities 
that are behind each Indianapolis Belt- 
ing salesman. 
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The Customer Was 
Under the Sidewalk j= 


... at Lilien Hardware & Supply Corp., 


Long Island City, N. Y., when work 
began on a new subway. Extra service 
brought in extra business 


A cusroMer with big sales potential doesn’t often park 
on a distributor’s front sidewalk, and stay for months : 
but when he does, be ready for him. That's been the EE SAET EG ie 
watchword at Lilien Hardware & Supply Co., Long Island Fhe egg DOOR, William I gyro ge es 
City, N. Y., ever since the City of New York started work pres Penh ar. — Hoag yh dagen a nagar 
on a mile-long subway connection at Jackson Ave., Long ai tna) o  taag ecnaa are 
Island City. 
In Lilien’s case, the customer is now underneath the 
sidewalk—undermining it with tools the distributor sold 
him. 
I'he contractor for the project is laying out a wide-angle 
curve on the avenue, to connect the IRT line with the 
Independent system and help relieve rush-hour congestion 
at Queens Plaza. The excavation just misses Lilien Hard 
ware’s branch warehouse. 
The contractor was already a Lilien customer for abra 
sives and shop supplies for its machine shops and some 
tools used on outside jobs. But when his major operations 
moved to the distributor's front door, with a contract 
expected to last a year, William Lilien, branch manager, 
saw an opportunity for bigger orders. 
A typical opportunity for special service occurred one 
afternoon in the early days of the construction work. The 
operator of the power shovel, who usually parked it across 
the street from Lilien Hardware when it was idle, mislaid 
the unique, oversized padlock that he used for locking up 
the machine at night. Unwilling to leave the equipment a = : 
at the mercy of vandals and souvenir hunters, he stopped EMERGENCY on power crane is met by Mr. Lilien with 
it Lilien’s city sales counter. Mr. Lilien produced the odd-size box wrench needed by operator. 
right-sized lock for the job. Since then, he has supplied 
parts and tools for the huge machine, and others like it 
Supervisors, foremen and mechanics were frequent 
visitors at Lilien’s when something broke down or when 
equipment had to be replaced. The distributor generally 
had the needed part in stock or could get it in a hurry, 
for the Lilien management believes in service before 
specialization. 
As William Lilien explained, “My father (the late 
Isak Lilien) built up this business on general lines of 
everything.” 
The scurrying and sometimes erratic counter business 
was wearing, but rewarding. It gave Mr. Lilien a chance 
to know the subway people and their needs, to check on 
tool performance on the spot, and to make suggestions. 
Sales followed in a number of lines, many in large lots— 
wheels, casters, air tools, electric drills, two-man saws, gear 
oils, drive chains, hand tools—and wrenches and parts 
for the ubiquitous power shovels and cranes. 
When the project is complete, impulse and spot sales 
may drop off for a time at the branch warehouse—but , 
Mr. Lilien has made fast friends who doubtless will re TOOL SHELVES at Lilien’s were handy for subway build 
member him for the big orders on their next subway job ers. Mr. J ilien keeps them well stocked 
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WATCHING ROLL of material being moved into position left) Mr. Burgeson, Mr. Dickey, and Mr. Hauck. Mr. Bur 
on “maker” end of Michigan Abrasive’s machine are (from geson is sales engineer with Detroit's W. C. Du Comb Co 


) Smoothing Sandpaper Production 


_ Two salesmen from Detroit’s W. C. Du Comb Co. turned in impressive perform- 


ances in helping to design Michigan Abrasive Co.’s new sandpaper-making machine 


SALESMEN L. B. Burgeson and W. P. Tyson, W. C MICHIGAN'S vice-president, Fred P. Hauck, held many a 
Du Comb Co., Detroit, hold a huddle on power transmis meeting with Mr. Burgeson before some of the machine's 
ion systems required for Michigan's machine design problems were whipped 
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PLANT ENGINEER, Robert Dickey, checks Mr. Tyson's 
list of transmission components being ordered at one stage 
The machine is said to revolutionize sandpaper-making 


BiG ORDERS DON’T JUST HAPPEN. They're the dividends 
of hard, expert work. Consider the recent experience of 
Detroit’s W. C. Du Comb Co., when it collaborated 
with the Michigan Abrasive Co. on its new machine for 
the continuous manufacture of coated abrasives. 

Many of the engineering details of this machine are 
still under wraps, so novel a departure is it from conven 
tional machines used in the industry. But at least it 
can be told that two of Du Comb’s salesmen, W. P. 
l'yson and L. B. Burgeson, had plenty to do with design 
ing the machine’s complex power transmission system. 
As a result, they cashed in on some healthy sales 

I'he basic steps in manufacturing a complete roll of 
coated abrasive are: making, sizing, drying, and winding 
or taking off). The first two steps consist of coating the 
paper or fabric with a glue compound, applying the 
abrasive material, and bringing the product within speci 
fied size limits 

In drying, the continuous sheet is conveyed in loops 
or festoons through a long oven, where it’s exposed to 
controlled atmospheres. In winding, the finished prod 
uct is taken off the oven conveyor, later to be cut into 
sheets for the ultimate consumer. 

lhe machine required to handle this continuous proc 
ess was necessarily highly involved; consequently, in the 
designing stages the firm approached Du Comb for help. 
Salesman W. P. Tyson, who regularly handled the Michi 
gan Abrasive account, was familiar with many of the 
problems through his frequent contacts with Robert 
Dickey, the plant engineer, and Fred P. Hauck, Michi 
gan’s vice-president. 

To furnish expert engineering guidance in designing 
the power transmission system, Du Comb’s sales engineer 
entered the picture—L. B. Burgeson. 

One sticky problem connected with the machine had 
to do with the 1000-foot drying oven. Since the building 





Here’s What Customer Bought . . . 


For Oven Conveyor 


variable speed drives 
speed reducers (inter 
connected with 
clutches 
clectric remote controls cast chain & sprockets 
drive shaft couplings— motors and_ bases 
rigid and flexible three- and four-speed 
gears transmussions 
jaw clutches bronze 
pulleys and sheaves lubricants (oil & grease 
elevator buckets & at- grease guns 
tachments 


roller chain drives 


pillow blocks 


For Maker and Sizer 


2 variable speed drives 
+ special speed reducers 
bearings—ball & roller 


For “Take-Off” (Winding) 


V-belt sheaves 
multispeed transmissions endless & moulded belts 
slip clutch detachable-type V-belts 
clectric controls 


variable speed drives 

















wasn't long enough to accommodate it in one stretch, the 
oven was built to double back on itself in the available 
space. How to convey the coated abrasive (looped over 
sticks travelling on overhead moving chains) around this 
serpentine course was a puzzle from the start. 

lo complicate the puzzle, certain refinements were 
introduced—such as being able to disconnect certain 
parts of the oven conveyor to take off a smaller amount 
of coated abrasive without disturbing the main run 

Although Michigan Abrasive won't say exactly how the 
puzzle was solved, it does admit Mr. Burgeson’s advice 
led to an eventual answer. 

An idea of the variety of transmission equipment or 
dered for the oven conveying system is given by Mr. 
Burgeson: “In the main drive, three variable speed 
drives one driven by the other; two speed reducers inter 
connected by clutches; electric remote controls for vari 
able speed drives; drive shaft couplings; gears; jaw 
clutches; roller chain drives; pillow blocks; cast chain and 
sprockets; motors; three- and four-speed transmissions; 
and many other items.” 

Then in the maker and sizer parts of the machine, 
variable speed drives and special speed reducers were 
required for complete synchronization between these op- 
erations and the conveyor oven. The “take-down” drive 
at the end of the oven required variable speed drives, 
multispeed transmissions shp clutch, electric controls, 
V-belt sheaves, and endless and moulded belts. 

Business like this makes a happy impression on any 
industrial distributor's sales tally. Yet it doesn’t appear 
suddenly out of a blue sky. In W. C. Du Comb’s case, 
it was the direct end-product of years of power trans- 
mission experience, plus the daily ministrations of pains- 
taking salesmen like Messrs. Tyson and Burgeson. It’s 
a combination like this that changes an industrial dis 
tributor from an order-taker to an order-maker. 
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The 


“SHE ABC SYMBOL which is printed 
at the head of this page is, in a very real 
sense, your brand on this magazine 

Those letters stand for Audit Bureau of Circu 
lations. The symbol indicates that the magazine 
is a member and supporter of that Bureau. 

lo the advertiser who contemplates using the 
magazine as an advertising medium, this symbol 
has a well-recognized significance. It tells him 
that the circulation records and practices of the 
magazine are wide open to the auditors of the 
Bureau, who check the publisher's claims and 
make public the precise terms and conditions 
under which subscriptions are obtained. And it 
assures him that the magazine stays in business 
by virtue of a demonstrated demand from its 
readers as shown by their paid subscriptions on 
newsstand purchases. 


B ' HERE we are concerned only with the sig- 
nificance of ABC to you as a reader. For 
when the advertisers, the advertising agencies, 
and the publishers founded the Bureau nearly 
forty years ago to help establish honest circula- 
tion figures, they unwittingly set up a coopera- 
tive institution that has become a major safe- 
guard for the interests of the reading public. 

That is because membership in ABC consti 
tutes one of the strongest guarantees that any 
publication can offer of its primary devotion to 
the interests of its readers. And by making that 
guarantee possible, ABC becomes a major safe- 
guard of the freedom of the press, an objective 
of exceptional importance in these days when 
the public is flooded with propaganda from so 
many sources, 


? | ‘HE SUREST MEANS by which to preserve a 


free press is to keep it directly answerable 
to the reading public it would serve. It follows, 
then, that the survival of a truly free press must 
depend on its acceptance by that public; and 
that means in turn that the people must have in 
their hands some adequate means for holding 
the publishers responsible to them. 


9 


° His Mark 


s 
Curcat 


No one has yet devised any means to that end 
more simple, more direct or more practical than 
the paid subscription or newsstand purchase 
price. The right to purchase or refrain from 
purchasing a publication gives to the readers 
and to no one else the power to pass judgment 
on whether that publication should continue to 
serve the reading public. 


Bibs SUPERVISE this vital process, to check and 
certify the integrity of the publication's cir- 
culation methods and claims, requires a strict 
and continuing audit of each publication's suc- 
cess in meeting this test of its public acceptance. 
To that essential function the ABC has contribu- 
ted mightily by the conscientious performance of 
its mission. And that is why we are able to have a 
press supported, for the most part, by advertising 
revenues, but not controlled as to its circulation or 
content by any influence other than its readers. 

When an advertiser consults the ABC state- 
ment of a publication to ascertain the amount, 
the quality and the trend of its circulation, he 
does so in the legitimate pursuit of his own in- 
terest. But at the same time, inevitably, he is 
helping the ABC to keep the press responsible 
and responsive to the reading public. For, in 
effect, he is asking the publication to demonstrate 
through its circulation figures that it owes its 
standing to a voluntary demand by its readers. 


S° THE Audit Bureau of Circulations, by audit- 

ing and certifying paid circulations, has come 
to perform a vital service to the readers of this 
magazine and of every other member publica- 
tion. And in performing that service, it helps to 
maintain in our country a press that is answer- 
able to the reading public and to it alone. So 
long as the practices and principles for which 
ABC stands continue to prevail in American 
publishing, we shall find in it a sure support for 
a truly free press, responsible only to the public 
it serves. 


McGraw-Hill Publishing Company 
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A MESSAGE TO AMERICAN 


INDUSTRY @ 


ONE OF A SERIES 


SANTA CLAUS 


Could Die of Old Age 


INo one shoots Santa Claus. This remark 
about a government which spends and spends 
and spends may well be true. But it is also 
true that Santa Claus is an old man. At his 
age overwork might well kill him. 

It is with the possibility of working Santa 
Claus to death that this editorial is concerned. 
No position is taken as between the contend- 
ing political parties in the present campaign. 
Our concern is with the problem of protecting 
Santa Claus. 

It is true that as a nation we now enjoy 
great prosperity. The prosperity is not nearly 
so general as the political advertisements of 
it would suggest. Millions of individuals, no- 
tably those living on pensions, annuities and 
other fixed incomes, have been robbed of 
half their purchasing power by inflation dur- 
ing recent years, and whole industries know 
little or nothing of boom times. 

However, measured by so basic a gauge 
as unemployment, we do have great prosper- 
ity. Less than two million of our total work- 
ing force of over 64 .nillion are unemployed, 


and many of them are unemployed only 
while moving from one job to another. The 
real income, i.e., what their dollars will buy, 
of those with jobs is somewhere near its all- 
time peak. 

Our Prosperity is Precarious 


The prosperity we enjoy, however, is 
precarious. This is primarily because it is 
dependent upon a rising volume of expendi- 
tures by the federal government. At present 
almost a quarter of our entire national in- 
come is ladled out through Washington, and 
in an ever increasing amount. 

If, as matters now stand, federal expendi- 
tures were to be suddenly and sharply cut, 
our government-financed prosperity would 
be severely upset. But if the federal govern- 
ment were to try to keep right on providing 
prosperity by steadily increasing its expendi- 
tures, the end result would be more certainly 
disastrous. It would be a crash caused pri- 
marily by having continuing inflation of 
prices destroy the value of the dollar. 

















Higher government expenditures of worth- 
less dollars then could accomplish nothing. 
Santa Claus would be dead from overwork. 


To Provide Firm Foundations 


The general route to be followed in putting 
firm foundations under our prosperity is 
quite clear. It involves two steps which must 
be taken closely together. The first is to stop 
the continuous increase in federal expendi- 
tures. The second step is to substitute 
expanding private business for government- 
financed business as the principal foundation 
of expanding prosperity. 

The increase in federal expenditures can 
be stopped without sacrificing any effective 
measures now directed toward meeting our 
top priority requirement—protection from 
armed Communist aggression. The most 
competent authorities of both major parties 
agree it can be done by (1) better planning 
of and the elimination of outright waste in 
defense arrangements, and (2) cutting those 
civilian expenditures which cannot be justi- 
fied at the same time we are undertaking a 
great new load of defense expenditure. 

It is also possible to substitute expanding 
private business for government-financed 
business. The problem is primarily that of re- 
lieving private business of the staggering load 
of federal taxation it now is carrying. Federal 
taxation now takes 52 per cent of all corpo- 
rate profits and 82 per cent of all so-called 
excess profits. If it were not for the forced 
draft placed under our economy by rapidly 
mounting defense expenditures, this burden 
would surely lay a disastrous blight on pri- 
vate business expansion. If expanding private 
business is to have a chance to play its critical 
role as a subtitute for government-financed 
business, its taxes must be cut, and soon. 


it Won't be Easy 


It would be naive to contend that it will 
be easy to check the expansion of federal ex- 
penditures. They have been running wild too 
long, and in the process contributing to a fe- 
verish, inflationary prosperity. Likewise, 
there is no reason to believe that the easing 
of the load of business taxes is going to be 
easy. The basic blight it puts on business ex- 
pansion has been too long obscured by having 
our economy dosed with artificial stimulants, 
most notably enormous injections of federal 


expenditures. 


The Key Question —How Long? 


It is obvious that prosperity is going to be 
a major topic of discussion in the present po- 
litical campaign. There is nothing the matter 
with that. Prosperity is a key concern of the 
voters in choosing a national administration. 

To make the discussion of prosperity really 
useful, however, it is important to ask and 
get answers to the right questions about it. 
The key question is not whether or not we 
have prosperity. That we have it in large 
measure is generally conceded. 

The key question is, “How long can we 
continue to have prosperity?” The answer— 
not very long if we continue to rely pzimarily 
on new injections of inflationary federal ex- 
penditures. Santa Claus, be it remembered, 
is no youngster. If we continue our present 
improvident course, he will be worked to 
death. Those politicians, regardless of party, 
who see this clear danger and who have plans 
to escape it are facing up to the crucial ques- 
tion about our prosperity. 


McGraw-Hill Publishing Company, Inc. 














This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 


Want to cut down on 
inventory? 


Get on the BRAND Wagow! Buy leading BRANDS of routine 
industrial supplies from your trusted INDUSTRIAL DISTRIBUTOR. 
His large stock is as handy as your phone. He enables you to cut your 
inventory and purchasing red tape, and assures you top-quality, 
nationally-accepted brands. 

For all your needs in industrial brushes specify OSBORN . . . the 
leading BRAND since 1892. “Mass Purchase” OSBORN Brushes 
automatically from your INDUSTRIAL DISTRIBUTOR on the same 
order as for other industrial supplies. The Osborn Manufacturing 
Company, Dept. 848, 5401 Hamilton Avenue, Cleveland 14, Obio. 


Osbou Brush) 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


t ¥. — —_ 
YOU'RE SURE to cut inventory and 
save delivery time when you order 
OSBORN brushes from your INDUS- 
TRIAL DISTRIBUTOR. He carries 
a large stock to supply you with the 
right types of brushes promptly . . . 
paint brushes, maintenance brushes 
and power brushes. 


YOU'RE SURE to get top quality ia 
OSBORN brushes because theif 
workmanship and materials are back- 
ed by 60 years of OSBORN service 
to Industry. e 


YOU'RE SURE to save money when 
you “Mass Purchase” your Osborn 
brushes along with other industrial 
supplies from your INDUSTRIAL 
DISTRIBUTOR. You cut red tape 
and save. 








U.S. TOTALS July 1952 July 1952 Ist 7 Mos. 1952 
Compared with Compared with Compared with 
June 1952 July 1951 Ist 7 Mos, 1951 





AQ» Uy “a 
-1% -8% 2% % 











Supply Sales Trend 


Final Figures For July 1952 





July 1952 July 1952 Ist 7 Mos. 1952 
Compared with Compared with Compared with 
June 1952 July 1951 Ist 7 Mos. 1951 








NEW ENGLAND 
Connecticut 


lle -14% | -11% 6% 


New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


eh - 9% | -17% 6% 


Pennsylvania 





EAST NORTH CENTRAL 


Illinois 
Indiana 


Ss 12% | -10% | - 2% 


Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 
Minnesota 


mart -19% | -28% 9% 
North Dakota 
South Dakota 
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This advertisement appears in the October issue of Mill & Factory 


Note, in the table below, the PROVED performance of the Oster No. 582 
“Tom Thumb” portable pipe threading machine. These time studies were 
made with 20 ft. lengths of pipe and include loading, reaming, position- 
ing for threading, threading, positioning for cutting-off and cutting-off 
in 24” lengths. Write for No. 582 Catalog Bulletin. 


THE OSTER MANUFACTURING CO., 2041 E. Gist St. Cleveland 3, Ohio 


TOTAL 
PER PIECE 
(Seconds) 


REAM THREAD CUT-OFF 
(Seconds) (Seconds) | (Seconds) 





6.0 15.0 17.5 38.5 





6.0 19.8 21.2 47.0 





7.8 25.2 26.6 59.6 


























(Other sizes in proportion) 
CAPACITY 
No. 582 "TOM THUMB” 


Standard Range: 4" to 2” Pipe 
Extra Range: ‘e" Pipe 


Range with Drive Shoft: 
2'%" to 8” Pipe 


Bolt Range: 4" to 1\4" 





CALL YOUR , 


OSTER 
DISTRIBUTOR 


r% “ae CEs h 4 ee us Be 4 
ee 28 -*, i fore 


re tea ghee he: at 
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SALES TRENDS (Continued) 


— 





July 1952 July 1952 Ist 7 Mos. 1952 
Compared with Compared with Compared with 
June 1952 July 1951 Ist 7 Mos. 1951 








SOUTH ATLANTIC 


Delaware 
District of Columbia 
Florida 


oe, 3% | - TH | -10% 


North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 





Tennessee 





WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 








MOUNTAIN 


Arizona 
Colorado 


Idaho 


a 4% | -13% 


Utah 
W voming 


PACIFIC 


ag + AN +11% 


Washington 
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“THIS PACKAGED PROMOTION PIN-POINTS 
YARWAY ADVERTISING TO US,” 
Says Herman Goldner* 


The Yarway Promotion Kit lets distributors do 

their own local advertising, at minimum cost, and 

channels Yarway’s national advertising of Impulse Steam Traps 
into orders on their own books. 


It is one more example of how Yarway backs up its distributors with 
real help—national advertising, direct mail, catalogs, smart 


*Herman W. Goldner packaging, exhibits, etc. 
President of 
~~ oo 7 , Inc. Marketed through recognized industrial distributors, more than 850,000 
iladelphia, Pa. 
Yarway Impulse Steam Traps have already been sold. 


For information, write .. . 


YARNALL-WARING COMPANY e 11] Mermaid Avenue, Philadelphia 18, Pa. 


impulse steam trap 
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Price Index for 19 Product Classes 


(1947-49 — 100) 
% Change 
July June July From 
NAME OF PRODUCT CLASS 5 52 ‘51 Year Ago 


Abrasive Products 117.1 117.1 115.4 +1.5 
Cutting Tools 119.1 1 19. 1 121.9 2.3 
Fans and Blowers 136.7 136.7 141.8 3.6 
Fasteners 139.1 139.1 139.1 0 
Incandescent Lamps qT. 379. i2i15s -33 
Industrial Rubber Products 128.4 128.4 135.9 
Lubricants } 98.5 98.5 102.4 
Materials Handling Equipment 127.1 7.1 7 127.4 





Mechanics Hand Tools 


(files, saw blades) 124.7 124.7 124.8 
Metalworking Accessories : 107.6 | 107.6. ; 113.9 
Motors 1 17.0 117.0 116.9 
Paint 110.6 110.6 109.1 
Portable Power Tools 113.3 113.3 113.7 





Power Transmission Equipment 124.4 124.4 125.9 
Precision Measuring Tools 116.8 116.8 116.3 
Pumps and Compressors 123.2 123.2 123.3 


Steel Products 4 ie 
(pipe, bars, nails, ete.) 124.4 124.5 124.5 


Valves and Fittings 120.6 120.6 120.8 


Welding Machines 
(equipment, rods) 119.0 119.0 119.0 0 





Source: Rureau of Labor Statistics and Industrial Distribution 


| Total Index 121.6 121.7 122.9 —].] 
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ec”... 


CHAIN HOISTS ? 


Calon 


CHESTER 


In addition to a complete line of Spur-Geared 
and Differential Chain Hoists, Chester is in a 
position to move fast on orders for special types. 

For example, we can furnish Low Headroom 
Trolley Hoists for buildings where no other type 
of hoist can be used. We can also adapt our 
standard Spur-Geared Hoists to the Extended 
Hand Wheel Type—ideal for handling hot ma- 
terials from a safe distance, for moving work 
whose surface must be protected against 
scratching by the hand chain, or for large, flat 
or bulky Toads. 

Why not ask your distributor, or write us 
today, for the Chester catalog, and tell us your 
“special” problems? 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Co. 
Lisbon, Ohio 


; 


al 


Extended Hand Wheel Type 





Low Heedroom Trolley Hoist 
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WANT 


REPEAT SALES? 


Chester Hoists earn repeat orders 
because they give you and your 
customers positive satisfaction on 
these important questions: 


Are they durable? 

Are they dependable ? 
Are they economical ? 
Are they serviced quickly? 


CHESTER HOISTS WIN 
—ON EVERY COUNT! , 


DURABLE 


Long life is built into Chester Hoists 

with quality castings and forged © 
parts from hook to hook .. . and © 
with Timken Tapered Bearings for — 
smoother operation and longer wear. | 


DEPENDABLE 


Chester Hoists are built to deliver | 
high mechanical efficiency, day in~ 
and day out. They are tested to 50% 3 
overload... but are actually designed © 
and built to a safety factor of 5 times © 
the rated load as a safeguard for” 
both men and equipment in use. 


Chester Hoists are made for easy 
maintenance. With Timken instead 
of ordinary roller bearings, Chester 
Hoists can be much more readily 
torn down and reassembled... 
serviced on the spot in a matter of 
minutes with ordinary tools. 


4 
) 
ECONOMICAL ) 


SERVICE 


Any part of a Chester Hoist is sup- 
plied quickly when needed. If factory 
overhaul and testing are desired, the 
work is done fast and right, and the 
hoist is rushed right back to work. 


BE SURE... 


SELL CHESTER! 
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The Outlook For Business 


TOO GOOD? The business outlook seems so good for the next six months that it is enough to make 
one a little uneasy. Consumers are in the market buying almost as much goods in physical 
volume as they did during the top of the Korean buying rush of 1951. Business investment 
is moving to a peak. Residential construction isin its second best year, and the second best 
in this case is plenty good enough. Defense spending is still rising, An outstanding level 
of business activity during the next six months seems to be a sure thing. 





One place to suspect trouble is in the steel industry. The idea being booted about that 
the steel strike suddenly makes the business outlook better is thin fare to swallow. The 
weak strain of truth in this argument is that the loss of steel stretches out the military 
program and shortens up the supply of consumer durable goods. By making goods scarce, 
the loss of steel extends prosperity. But any benefits of a strike from decreasing the supply 
of steel can be, at the most, temporary. 


OUTPUT UP The steel industry was, before the strike, building up its output and capacity to the 
point where it could more than take care of all defense and civilian needs by this fall. 
The heavy equipment end of the defense program was within sight of topping off; it is 
mainly the aircraft program that will continue to build up. Some increase in automobile 
making — the biggest user of steel — was a prospect, though how bright a prospect will 
depend on the strength of consumer buying. All in all, an enlarged supply of steel was, at 
the time of the strike, becoming available when some of its uses would soon be lessening. 


The defense program can still be building up in total spending while a substantial 
decline in the demand for raw materials takes place. Manufacturers have been building 
inventories of metals and basic commodities for over a year and a half. These materials 
will now, in increasing quantities, be converted into finished defense products ready for de- 
livery to the government, Defense spending will continueto mount as the deliveries step up 
in the months ahead. But the need for new materials and for equipment will go down. 





INVENTORY Sometime during the months ahead a considerable liquidation of inventory by manu- 


facturers is to be expected. Wholesalers and retailershave already been through an inventory 
run-off, but manufacturers, generally, have not. 


When manufacturers come to the point of letting their materials inventories run down, 
suppliers of basic commodities will have to cut down production. This is the prospect that 
faces the metals industries. Lead and copper (barring a strike) are most likely to go through 
the wringer first. Steel's day of adjustment has been delayed but will be coming, perhaps in 
early 1953. The impact on aluminum is still farther off. Other industrial materials im- 
portant to the defense program face the same future. 





There is, in short, no such thing asa “leveling off” of the defense program, except in a 
dollar sense, The dollar spending may level, but the demand for equipment and materials 
declines, 

PRICE KEY Price repercussions of this inventory liquidation by manufacturers are the key to the 
economic events after this fall. Prices of metalsand basic industrial commodities are likely 
to sag sometime ahead of theeasing of theic_ supply. Buyers will anticipate the supply situ- 
ation and will haggle or hold off for better prices.: 


Some adjustment in metals and industrial materials isin the making. There is nothing 
alarming or surprising about this. Textiles, consumer durable goods, and many imported 
commodities have all gone through some measure of adjustment one after another. Metals 
are headed the same way. Prices are likely to be strong and rising during the rest of this 
year with a tendency to turn to the ragged side as we progress into 1953. 


When all of these ups and downs in business are taken together, they balance off into 
a pretty smooth looking future.Some adjustment will take place, but it is expected to work 
out smoothly because of the basic strength in total income and spending in the economy. 
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Sell presold 





POWER TRANSMISSION PRODUCTS 


oy you sell Morse power transmission prod- 


ucts, you sell products that key industrial people 
—maintenance men, purchasing agents, and operating 
engineers—are ready to accept on reputation. They are 
presold on Morse quality. They are presold on Morse 
performance. 
OTHER ADVANTAGES @ Morse quality and Morse 
performance are powerful sales tools in your hands, but 
there are other important advantages. The Morse line 
is designed for your convenience. For instance, all 
single-width roller chains are packaged in easy-to- 
handle cartons. 


MORSE SALES SUPPORT e@ The story of Morse 
quality and performance is brought to your customers 
and potential customers by a heavy, aggressive adver- 
tising campaign designed to stimulate your sales. Sales 


PMP Aer ey 


Morse-Rockford Over-Center 
Friction Clutches 


2 eae Se Oe SO ee eS eee ee |S ey 


MORSE 


MECHANICAL 


POWER TRANSMISSION 


—_—— = ee eee ee ee eee ee eee eee ae af! 


are further supported locally by data-packed, easy-to- 
read Morse catalogs. Should the need for technical 
assistance arise, the application experience of Morse 
engineers, backed by Morse’s 54 years of specialization, 
is always at your beck and call. 


THE MORSE LINE e@ Your customers can get direct 
delivery from your shelves of the Morse products shown 
below. In addition, Morse offers, through you, such 
custom-ordered products as Pullmore Clutches, Morse- 
Formsprag Over-Running Clutches, Morflex Drive 
Shafts, Cable Chain, Double Pitch Roller Chain, and the 
sensational Morse Hy-Vo Drive, most revolutionary 
development in the power transmission field. Sell your 
presold market the Morse line—favored, proved, profit- 
able. Write for detailed information. 
MORSE CHAIN COMPANY 
Dept. 386 « 7601 Central Ave. « Detroit 10, Michigan 


: 


PropucTs 





Ti sies\ceih bins ali ap a aah an 





Silent Chains and Sprockets 


and Sprockets 


Roller Chains 














ftens gt 
ims 


DRC Flexible Couplings 
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oer | INQUIRIES...and Ly, 
ORDERS for packaged © 
fasteners 


pledging you REFERRAL of 4% 





PHEOLL 
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Right in your locality, some qualified 
industrial distributors are going to 
be handed inquiries... and ORDERS 
. for packaged fasteners received by 
Pheoll Manufacturing Company. 


But referral of orders is only the first 
big advantage they will receive from 
Pheoll’s enthusiastic pro-distributor 
policy. There are many others... and 
they all add up to easier sales, bigger 
volume and better profits for Pheoll 
Distributors. 


Now, let us show you how you can 
participate . . . and cash in on the profit- 
able business that is being developed in 
your area. Get the complete story... 
write, wire or phone for details. But 
ACT FAST... because smart distrib- 
utors everywhere are hurrying to take 
up Pheoll’s sensational offer ! 


MANUFACTURING 


COMPANY 
5702 ROOSEVELT ROAD 
CHICAGO 58, ILLINOIS 


Uhhh hhh 


% 
ADDITIONAL PHEOLL ADVANTAGES that 
“MAKE LIFE EASIER” for DISTRIBUTORS 


COMPLETE LINE—Most complete available anywhere, by types of prod- 
ucts, sizes, head styles, finishes. Cc idated ordering saves you time 


and eliminates errors. 


LARGEST STOC K—Largest finished inventory available anywhere. Prompt 
order completic i back-orders. 


FAST SHIPMENT—Modern order-handling system reduces errors and 
cuts delivery time. 


CONSUMER ACCEPTANCE—4S5 years of top quality manufacturing make 
Pheoll products easier to sell. 


DURABLE PACKAGES—Sturdy design, premium quality material to with- 
stand rough handling. Big labels are easily read on the top shelf. 
CATALOG AND PRICE LISTS—Tell you everything you need to know in 
a jiffy. Information easy to find. 


PLEASANT RELATIONSHIPS—Courteous, co-operative service backed by 
enthusiastic, distributor-minded management. 








NATIONAL ADVERTISING—AIl of your customers and prospects are 
reached regularly by powerful, month-in and month-out Pheoll adver- 
tising in 23 leading magazines. 





PHEOLL MANUFACTURING COMPANY 
5702 ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 


YOU BET! i want te know ALL about your new distributor program for 
screws, bolts and nuts. Rush information at once to: 


YOUR NAME 
FIRM NAME 
STREET ADDRESS 


city 
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Distributors Announce Advertising Awards 


he Joint Advertising Awards Com- 
mittee of the National Industrial Dis 
tributors’ Association and the South 
erm Industrial Distributors’ Associa- 
tion has announced its second annual 
advertising awards. 

The objective of this award program 
is to encourage manufacturers to capi- 
talize more fully, in their advertising 
and sales promotion, on distribution 
through industrial distributors. 

Six classes of awards will be pre 
sented to those manufacturers whosc 
idvertising, in the opinion of the com 
mittee, was outstandingly excellent in 
telling users about the distribution be 
hind their products 

Mounted plaques will be awarded 
winners in each of the six entry classifi- 
cations. Engraved certificates of hon- 
orable mention will be given to the 
runner-up in each classification. In 
ill, there are twelve awards. 

Prizes will be presented at the Triple 
Industrial Supply Convention in April 
1953. All eligible entries, including 
those of the winners, will be displayed 
at the Miami Convention. C. Mc 
Donald England, Jr., is chairman of 
the joint advertising awards commit 
tee. 


Briggs-Weaver Stock Sold; 
De Witt New President 


Houston Oil Field Material Co. has 
sold its entire stock interest in Briggs 
Weaver Machinery Co., Inc., Dallas, 
l'exas, to a group of Dallas investors. 

Briggs-Weaver was a wholly owned 
subsidiary of Homco. The new own 
ers include Ashley DeWitt, newly 
elected president of the company, 
C. A. Sammons, Dallas insurance ex 
ecutive and other officers and direc 
tors of the industrial su ply and ma 
chinery firm. Mr. DeWitt was for 
merly vice president and 
manager 

The transaction was aimed at giv- 
ing both companies more adequate 
financing for needed expansion, 
spokesmen for the purchasers said. 

There will be no change in the man- 
agement or policies of Briggs-Weaver. 
George O'Leary, president of Homco, 
and until the sale also president of 
Briggs-Weaver, will remain on the 
Briggs-Weaver board of directors. 


general 
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McKee Tool & Supply Holds Industrial Show 


Fal 


MSKEE TOOL 


L.teie AS 


. oo 


Two-day clinic and exhibit took place in the Lima, Ohio, distributor's headquarters 


& SU 


ee 


. * 


Representatives of 15 manufacturers were on hand. 


Customers had the fine points of products explained by factory representatives at 
the 6-hour evening sessions, which included refreshments 


n> 


Franz Stone Resigns As Deputy Administrator 


Several personnel changes involving 
officials well known to distributors 
have taken place recently in the Na- 
tional Production Authority. 

Franz T. Stone, president of the 
Columbus McKinnon Chain Co., 
Tonawanda, N. Y., has resigned as 
Deputy Administrator of NPA to 
return to private industry. A former 
War Production Board Official, he 
joined NPA in 195] as Assistant Ad- 
ministrator in charge of the Industrial 


& Agricultural Equipment Bureau, 
which embraces most distributor 
products. When Henry N. Fowler, 
NPA Administrator, took Manly 
Fleischmann’s place as head of the 
agency last January, Mr. Stone was ele- 
vated to Mr. Fowler's former post. 
Mr. Stone has been president of 
Columbus McKinnon Chain since 
1935. He is a past president of the 
American Supply & Machinery Manu- 


facturers Association. 
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Lewis Supply Founder and President Retires After 34 Years 


I’. Walker Lewis, founder of the 
34-year old Lewis Supply Co., Mem- 
phis, Tenn., recently retired from his 
position as president and director of 
the firm. Announcement of Mr. 
Lewis’ retirement was made at a ban- 
quet and dance held by employees in 
his honor. 
Active management of the company 
will continue in the hands of L. 
Eugene Johnson, who was promoted 
to executive vice president, and John 
West, new vice president in charge of 
sales. Howard A. Jackson of Black- 
beard’s Castle, St. Thomas, Virgin 
Islands, who has been chairman of \ 
the board since he purchased Lewis : seapeen: , 2 
Supply Co. six years ago, becomes One hundred and fifty Lewis Supply Co., Memphis, Tenn., employees and their 
president of the firm. wives attended a recent banquet and dance honoring 1. Walker Lewis, retiring 


a ee ee ee president and founder of the company 


formed, and in addition to Messrs 
Jackson, Johnson and West, includes 
Mrs. Jackson, George Zwanziger, presi- 
dent of Warren Balderston Co., ‘Tren- 
ton, N. J.; Herbert N. Prior, exccutive 
vice president of Mercantile National 
Bank of Dallas, Texas; and Lauson H. 
Stone, a New York attorney. 

Mr. Lewis was presented with a new 
Chrysler Imperial, a gift from Mr. 
Jackson and the board of directors. 
He also received a watch from em 
ployees, and a radio from the directors 
of the Memphis Union Mission. 








Name Sales Representative 


: At the speakers’ table were T. Walker Lewis, Jr., and Mrs. Lewis; Frank Lewis; 
Supreme Products, Inc., Chicago, Merrill Van Briggle and Mrs. Van Briggle; John West; Mrs. I. Walker Lewis, Sr., 
has named Jack Dowling as sales repre- and Mrs. Lewis; Mr. and Mrs. L. Eugene Johnson; Mr. and Mrs. Marman Stovall; 
sentatives in the states of Washington, Mrs. and Dr. Philip Lewis; and Rev. and Mrs. Landern Childers. 
Oregon, Idako, and western Montana. 





Durkee-Atwood Appoints 


Cameron & Barkley Sponsors Lubrication Clinic New Southeast Manager 


The Durkee-Atwood Co. of Minne- 
apolis has appointed James E. Wil 
liams as the Southeastern district rep 
resentative of its industrial division 
with headquarters in Atlanta, Ga. 
Along with the appointment of Mr. 
Williams, the company has announced 
the establishment of a warehouse stock 
of industrial V-belts at 450 Thurman 
St. in Atlanta. 

Mr. Williams is a graduate of the 
University of Georgia. He was for 
merly employed for two and a half 
years by one of the large rubber com- 
panies. 

The Atlanta stock will consist of all 
the popular fractional horsepower and 

: multiple V-belt sizes up to the very 
Plant men from local industries were invited to the recent group meeting and Key- heavy. duty type norma z used in 
stone lubrication clinic sponsored by the Orlando, Fla., branch of The Cameron & cement plants, lumber mills and the 
Barkley Co textile industry. 


FOR ADDITIONAL NEWS SEE NEXT PAGE ===> 








School’s in Session for Florida Distributor 


(2. 


Sales staff of Harry P. Leu, In 
Norton Co.'s line was introduced 
B. Price, of Norton, Amos S 
Almand, Norton 


Brim, 


Stiff exam tests knowledge of salesmen 
Burton Hendrix and Frank Keenan, 
of Harry P. Leu. Fourteen took course 


, Orlando, took a grindin 
Ready for class are W 


tefresher course when 
Davidson and Charles 


assistant manager at Harry P. Leu, and 7. M 





More Fluorescent Lamps 
Than Bulbs, Survey Shows 


he fluorescent lamp has caught up 
to and passed the familiar incandes 
cent lamp bulb as the chief electric 
source of general lighting in the United 
States, according to a survey recently 
completed by the General Electric Co. 

Incandescent bulbs were predomi- 
nant for 30 years, company officials 
pointed out. The first fluorescent lights 
were demonstrated at the New York 
World’s Fair, 13 years ago. 

In spite of fluorescent lamp’s ascen 
dancy, however, large incandescent 
lamps are being used in increasing 
numbers also. About 950 million were 
produced in 1951. 


Cushman Chuck Co. 
Makes Sloan Chairman 


The Cushman Chuck Co., Hart- 
ford, Conn., has elected Harry E 
Sloan, president of the company since 
1928, as chairman of the board. His 
son, Harry E. Sloan, Jr., becomes the 
new president. 

Mr. Sloan, Sr., completes 53 con 
secutive years of service with the com 
pany this Fall. He became vice presi 
dent in 1919 and has been a director 
since 1914. He is the son of Adrian 
Porter Sloan, who started with Cush 
man as a mechanic in 1866, and in 
1885 was one of the three original in 
corporators, along with A. F. Cush 
man, founder, and his son, E. L. 
Cushman. 


With Company 15 Years 

Ihe company’s new president has 
served under his father in the capacity 
of vice president and secretary since 
1939. A Yale University graduate, he 
joined the company in 1937. 

Edward L. Field, assistant treasurer 
of the company since 1929, has been 
elected treasurer. He joined the com 
pany in 1920. He has served tw 
terms as president of the Purchasing 
Agents Association of Hartford 
County. 

William C. Gaw, sales manage: 
since May of this year, has been 
elected vice president in charge of 
sales. He started with the company 
in 1946 as agent covering the Ohio 
territory. 

Other elections at the 
company were: W 


Hartford 
. Howard Spencer, 
cost supervisor, elected assistant 
treasurer; and John L. Way, II, 
assistant secretary 


Industrial Service Company Moves Offices to Atlanta 


Industrial Service Co. has 
from Decatur, Ga., 
in Atlanta with larger office 


moved 
to a new building 
and ware 
facilities 

Che company 


house 
has six outside 
ind two inside salesmen to handle the 
expanded transmission 
supplies and equipment \ new line 
of portable electric generator plants 
has also been taken on 

L.. D. Stoner, president, has ac- 
quired virtually all the stock in the 
company. His son, R. L. Stoner, is 
vice president. Mrs. C. A. Wilson, 
Jr., is secretary and treasurer and Felix 
Turner, formerly with Pve-Barker 
Supply Co., is office manager 


now 


and die shop 


New home of Industrial Service 
which provides natural light for office 
and warehouse 
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E. C. Atkins & Co. 
Acquired by Borg-Warner 


E. C. Atkins & Co., century-old 
Indianapolis saw manufacturing Com- 
pany, has been purchased by Borg- 
Wamer Corp., Chicago. 

It will be operated as the Atkins 
Division of the parent company, 
which now has 28 manufacturing 
plants and specialty steel mills in 23 
cities. 

The transaction involved the ex 
hange of Borg-Warner common 
shares for the outstanding stock of 
all the Atkins stockholders. 

The 160,000 sq. ft. Atkins plant 
normally employs 1,000. The present 
factory building was completed in 
1949, though the Atkins Co. itself 
was founded in 1855. It manufactures 
power saws and related instruments 
for the metal-working and woodwork 
ing industries and hand-operated saws 
of many types 


President’s Statement 


R. C. Ingersoll, president of Borg 
Warner, stated: 

“Borg-Wamer intends to maintain 
ind if possible to enhance the long 
established and very high reputation 
of the Atkins Co. in its particular 
helds. We believe that Atkins’ cus 
tomers, wholesalers and retailers will 
be as pleased as we are by the linking 
of two great names in industry 
Atkins and Borg-Warner.” 

\ branch factory of the Atkins Co 
in Portland, Ore., is included in the 
purchase and will be operated as a 
unit of the Atkins division. 

Elias C. Atkins, who relinquishes 
the presidency of his company with 
the transfer of ownership is grand 
son and namesake of the founder of 
the business. He is the fourth suc 
cessive generation of the family iden 
tified with management. The first 
factory opened in Cleveland in 1855, 
but was moved to Indianapolis a vear 
later because Indiana was then the 
enter of hardwood lumber produc- 
hon 


Gries Reproducer Corp. 
Appoints Representative 


Gries Reproducer Corp., New York, 
has named A. P. Metzger as sales rep- 
resentative in Florida. 

He will offer the company’s line 
of wing nuts, cup hooks, cap nuts, 
screen clips and rivets to distributors, 
and wholesale hardware, housewares 
and leather’and canvass goods sup 
pliers 


Nicholson Holds Sales Meeting 


Salesmen and service engineers for Nicholson File Co., gathered at the firm’s home 
office in Providence last month for a three day sales meeting. In attendance were 
KE. A. Neal, domestic sales manager; P. J. Roddy, assistant domestic sales manager; 
R. J. Gibb, R. W. Knowles, Jr, J. P. Casey, F. H. Horton, E. R. Burkardt wc 
Gettemy, F. J. Knowles, W. W. Lemmer, F. E. Desilets, J. C. Berthiaume, H, D 
VanDemark, J. E. Sheridan, J. M. Jaques, E. A. Fuller, W. I Gaughn, L. ¢€ 
Smith, E. J. Forbes, W. A. McCullough, Jr., W. V. Horgan, G. W. Hughes, L. I 
Reeney, G. H. Montgomery Jr., and J. M. Doran 


Speakers at the sales meeting included, left to right, George R. Ashbey, advertising 
manager; Sales Manager Neal and Assistant Sales Manager Roddy 


Questions on advertising were posed by Earl Griener, of N. W. Ayer & Son, Inc., 
advertising agency, and those salesmen who came up with perfect scores received 
silver dollars from Mr. Griener, Those who received awards were G. W. Hughes, 
| Knowles, Hf. D. VanDemark and J. C. Berthiaume 


FOR ADDITIONAL NEWS, SEE NEXT PAGE om 











First company picnic of the Los Angeles distributor featured 
swimming, baseball and traditional California sunshine for 





Wood Shovel & Tool Co. 
Marks 50th Anniversary 


Wood Shovel & Tool Co., Piqua, 
Ohio, marks its 50th anniversarv this 
car 

lounded to make shovels, spades 
ind scoops, it has continued the sing! 
product line, in modernized versions, 
up to the present time. Managership 
has been retained in the Wood family, 
with the second and third generations 
now in active control 

The product line now includes 600 
items, with about 70 percent of the 
output serving mines and industry 
and the rest, agriculture and the gen 


eral public. Lester J. Hyland 


Distributor Exhibits at N.A.P.E. Convention 


CRANE « Mittican 


Steam traps and strainers are put on exhibition at Newark, N. J., gathering by 
Crane & Milligan, distributors. L. G. Chase, Jr., and L. W. Denison, of Yarnall 


Waring Co. look over the display of their company’s products 


employees and their families. Almost 250 attended the 
affair, including 65 children 


Sales Manager Named for Thermoid Products 


Vhermoid Co., ‘Il'renton, N. J., has 
appointed Lester J. Hyland as sales 
manager for the industrial rubber 
division. 

Mr. Hyland has been Thermoid’s 
sales manager for industrial rubber 
products, Western Division, since 
1949. Before that he was manager 
of the company’s Chicago warchous¢ 
and Chicago district sales manager. 

Robert Gentles will succeed Mr. 
Hyland as western division managet 
He has been associated with the com 
pany since 1949, working with Mr. 
Hyland as district sales representative. 
Previously he was connected with the 
Gates Rubber Co. and had at one 
time maintained his own sales busi- 
ness in Chicago. 


Raybestos-Manhattan 
Opens Denver Warehouse 


A new warehouse in Denver, Colo., 
has been opened by Raybestos-Man 
hattan, Inc. 

Designed for modern storage meth 
ods and quick truck deliveries, it will 
serve the Rocky Mountain region 
with industrial rubber products and 
packings and the Rocky Mountain 
and Western Canadian oil fields with 
hose, belting, packing and friction ma- 
terials. Daily delivery service will be 
available for metropolitan Denver and 
outlying areas. 

Trained personnel and modem 
equipment will be available for cou- 
pling hose and matching V-belts, com- 
pany officers said. Elton T. Fair, Jr., 
sales representative for the territory, 
will be in charge. 


ADDITIONAL NEWS STARTS ON PAGE 186 








There’s a YALE hoist 
for every lifting job! 




















Pictured is the 
YALE MIDGET KING 
ELECTRIC HOIST 


Capacities: 1/8, 1/4, 1/2, 1 & 2 tons 














Countless lifting operations must be performed ity, performance, and exclusive hoist features 
in plants and factories everywhere . . . and, are constantly being recognized and specified 
workers and management alike know that Yau! throughout industry because they're con- 
makes the equipment that has proved itself the stantly being announced to your prospects and 
most efficient... with the greatest safety, speed customers in the magazines and journals they 
and economy. That’s why more YALE Electric read most, trust most. YALE Hoists and Hoist- 
Hoists are in use today than any other kind ing equipment deserve your special attention 
with comparable capacities. And, yALe’s qual- because your customers give it theirs. 


YALE unoists 


The Manufacturing Co., Phila. 15, Pa. 


YALE GAS AND ELECTRIC INDUSTRIAL TRUCKS + YALE WOKKSAVERS » YALE HAND TRUCKS + YALE HAND AND ELECTRIC HOISTS + YALE PUL-LIFTS. 
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IDEAS: 


How vou can... 


... utilize out-of-the-way spots .- help drivers find the way 


Ihe Cameron & Barkley Co. of Charleston, S. C., In a city like Brooklvn, N. Y., where streets with 
vikes space work double-duty; even if it is out of the way strange-sounding names meander crookedly, even the 
The firm has an old staircase that winds between the taxi drivers get lost sometimes 
first and second floors, back behind the store shelving R. J. Atkinson, Inc., helps to keep its truck drivers on 
That staircase is one of two that still survives in the state the beam by displaving a large city map near the ware 
but its antiquity and slow, ascending grace were not house door. Coordinates of streets are printed on the 
nough to recommend it back, with distances from a central pinpoint, and a 
Someone decided that the place under the slow spiral measuring tape with the distances marked off makes it 
ld be used effectively to store welding rod. So the casy to locate points quickly 
mid drawn-iron rod now rests “on the horizontal In the picture, Anthony Casciotta, shipping clerk, is 
ler the staircase built in 1887 plotting out a delivery route for truck driver Larry Garitc 


... get tubing downstairs from second floor racks safely 


Cracked heads and temper-trying 
exertion are avoided by this simple 
device for getting long steel tubing 
downstairs from second floor racks at 
Federal Supply Co., Paterson, N. J. A 
homemade rest, consisting of a piece 
of 2-in. pipe hung from the ceiling on 
chains, supports one end of the tubing 
length as it is pulled out of the rack, 
as demonstrated by warchouseman 
Tom Orsinello. It can then be cased 
gently down to the main floor. 

Another safety device, homemade 
from supplies that Federal sells, is the 
guard railing for the catwalk on the 
hanging balcony. Stanchions were 
cut from l-in. pipe, connected by 
wire rope and hooks and eyes from 


stock 
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We're Driving Story Home to Your Customers 
Month-After-Mamth in 56 Important Publications 


YOU PROFIT BECAUSE — 


Rust-Oleum Advertising is built around you 
Rust-Oleum advertising in Time Magazine, Newsweek, 
' Business Week, Factory, Modern Industry, Mill and Fac- 
] tory and 50 other leading business publications stresses this 
point—see your Rust-Oleum Industrial Distributor! Here 
is advertising that makes personal calls for you on “hard- 
. : to-reach” prospects every day! 


YOU PROFIT BECAUSE — 


Every type of Plant, Business and Industry is a Prospect 
Rust-Oleum is the practical answer to your customer's rust 
problems. It may be applied directly over rusted surfaces 

. after wirebrushing and scraping to remove rust scale 
and loose particles. Sandblasting and other costly methods 
of preparation are not usually required. And Rust-Oleum 
beautifies as it protects, because it's av ailable in all colors, 
aluminum and white. 


YOU PROFIT BECAUSE — 


Rust-Oleum backs you with a sound, protected Distributor Polly 
You sell Rust-Oleum under a sound, protected distributor 
policy — proved by Rust-Oleum Industrial Distributors all 
over the country. Rust-Oleum is the high-profit, fagt- 
turnover, repeat-sale line specified throughout industry .4. 
the line that you can talk on every call! 


RUST-OLEUM CORPORATION 
2413 Oakton Street, Evanston, Illinois 


+ 


Protects Tanks, Girders 
Fences, Stacks, Metal Sash, 
Roofs, Buildings, Marine 
a ond Railroad Facilities 
® 


Look for this label. Be sure 
it’s genvine RUST-OLEUM! 


769 D.P. Red Primer 
a are 


* KX x XO BAX \7 “<> 
‘ SS G 
x <K% . 


OI 
G 
ee 
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ON THE MARKET.... 


WERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 

















Chucks 


For Lathes 
From 9” To 16” 


A new development in independent 
chucks has introduced The 
manufacturer that this is the 
first independent chuck to be built 
round the spindle and not beyond it 

Most chucks for 9 to 16-in. lathes 
are either too light to hold the work 
securely, or too heavy for the lathe 
and clumsy to handle. According to 
the manufacturer this new 4-jaw In 
dependent Chuck way with 
these difficulties 

rhe gripping power is accomplished 
by an operating screw a full 4 in 
larger in diameter than usual. ‘This 
provides the extra “hold” that means 
tighter, surer gripping. And the 9 
pitch Acme threading of these screw 
makes for finer adjusting, and quicker, 
easier centering of work 

Buck Tool Co., Kalamazoo, Mich 

Industrial Distribution, October 
1952. 


Flat Stock 


been 
states 


doc s 


Air Hardening 
Non-Deforming 


A new type of precision ground die 
and flat stock has been announced. It 
is recommended for punches and dies 
used in long production runs or for 
stamping silicon, stainless steel, Monel 
and other abrasive materials 

An average of 50 percent more 
pieces per sharpening can be expected 
than with oil hardening steel, accord 
ing to the manufacturer. Another ad 
vantage claimed for this stock is that 


132 


maintains accuracy of dimension 


the heat treatment proc 

cause of its non<leforming char 
icteristic Rejects icking 
r distortion are climinated and grind 
ing to final size is substantially re 
uced Its air hardening propertics 
ind hardening range (1700 deg.-1800 
deg. F.) make this new flat stock easy 
to harden with uniform results. 

The new No. 497 Air Hardening 
Flat Stock is fully spheroidized an 
nealed for easy machining. It is cut 
lengthwise from the sheet and ground 
to within .001-in. in thickness with a 
fine finish of 25-35 micro inches for 
layout work. Ends are ma 
hined square; edges are ground paral 
cl and square. It comes ready to lay 
mit and cut out in a complete range 

sizes, each piece individually 
vrapped and marked for size, type and 
heat treating instructions 

The L. S. Starrett Co., 


due to cr 


4 


iccurate 


if 


Athol, Mass 


Industrial Distribution, October 
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Safety Can 


For Safe Storage 
Of Inflamable Liquids 


A newly designed safety can, listed 
and labeled by Underwriters Labora 
tories, Inc., has just been introduced 
as an addition to the line of Eagle 
oilers and cans 

The new Eagle Safety Can is said 
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to meet the requirements of all state 


ind municipalities having safety laws 
for the handling, transporting 
toring of gasoline and other 
mable liquids 

Ihe new Eagle Safety Can, it 
claimed, provides important exclusiv 
Eagle features in design and construc 
tion which makes it unusually 
venient, efficient and economical to 
use. It is available in three sizes: | 
gal., 24 gal., and 5 gal. capacities 

Eagle Mfg. Co., Wellsburg, West 
Va.—Industrial Distribution, October 
1952 


and 
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Drawer Units 


Used Singly 
Or In Tiers 


Welded, all-steel drawer units 
which can be assembled to fit shop 
or office space have been introduced. 
These units can be bolted together 
in different combinations and tailored 
to almost any space. 

Making it easy to put storage space 
where it is wanted, the drawers are 
designed to be used one on top of 
the others in tiers of from two to five 
or more. They can also be used 
singly. The manufacturer states that 
these drawer units, made of heavy 
gauge steel, can be assembed to stand 
on the floor, in cabinets, on bench 
tops, to hang fram bench tops, or to 
be fastened to tool stands and desks. 

Where extensive storage 
wanted these multiple-unit drawer 
tiers can be used together in rows. 
Tiers can be knocked down and re 
assembled to meet changing space 
conditions 


space 1S 





‘TODAY 





Drawer units, finished in SPS green, 
ire available in three standard sizes 
14-in. wide by 15-in. long bv 5-in. 
deep (SPS number 320-1415); }4-in 
by 20-in. by 5S-ing (320-1420) and 
20-in. by 20-in. by 6-in. (320-2020). 

A base, which also comes in three 
sizes to match the drawer dimensions, 
is available for under the tier when it 
is to stand on the floor. Drawer 
handles are recessed for safety and 
improved appearance. Padlock attach 
ments are standard. Cylinder locks 
and sliding trays are available as extras. 
Units are shipped with necessary fas 
teners and hardware. 

According to the maker only a 
screw driver and a small wrench are 
needed to assemble the units. 

Standard Pressed Steel Co., Jenkin 
town, Pa.—Industrial Distribution, 
October 1952 














Power Saw 


Heavy-Duty 
Self-Contained 


This rugged special duty reciprocat 
ing type sawing tool is said to be 
compact, light in weight, and perfectly 
balanced. Designated the Milwaukee 
Sawzall, it is easily maneuvered; it is 
not an attachment, but a heavy-duty 
self-contained portable power saw. 

It has a 3-in. stroke and operates at 
2250 strokes per minute. It is said 
to easily cut wood, transite, galvan 
ized sheet and other metals, wire nails, 
formica, masonite and other materials. 
[he complete unit measures 144-in 
long, and weighs 63-Ibs. 

Powered by a heavy duty 110 volt 
universal type motor, it is equipped 
throughout with lifetime lubricated 
ball, roller, and antifriction bearings 

Milwaukee Electric Tool Corp., 
Milwaukee, Wisc.—Industrial Distri- 
bution, October 1952 














Variable Speed Drive 


Incorporates 
Taper-Lock Principle 


A new variable speed drive incorpo- 
rating the Taper-Lock principle has 
been introduced. 

Components of this new 
Variable Speed Drive are: 1 
able pitch motor sheave; 
wide range belts; (3) a 
sheave; (4) a slide motor Ihe 
T'aper-Lock principle is used in the 
bushings for both sheaves in the new 
drive and is said to contribute greatly 
to the rapidity and ease with which 
speed changes can be made. 

I'he variable sheave assembly 
on the motor shaft as a unit with a 
turn of a screw. According to the 
manufacturer the pitch diameter is 
changed easily and positively by means 
of a one-point adjustment. It is said 
that the pitch diameter can be set ac 
curately and cylinder speeds held to 
extremely close limits. 

The belts are Dodge Sealed-Life 
belts with the “R” section, having 
deep side walls which are said to in 
sure long life. The belts are oil-proof, 
heat-resistant and static conducting. 

The maker states that the precision 
grooved companion sheave in the 
drive is factory-balanced and, being 
held firmly to the shaft by the Taper 
Lock bushing, runs true. It is of sim 
ple, modern design, and for safety has 
no projecting parts. It is also pointed 
out that, in rare cases where a change 
in the companion sheave is necessary, 
the Taper-Lock principle makes the 
change both quick and easy. 

The slide motor base permits change 
in center distances to preserve proper 
belt tension as the variable pitch 
sheave is adjusted for different speeds. 


Dodge 
a vari 
2) a set of 
companion 
basc 


k 4 ks 





Che company points out that the basc 
is made of rugged all-steel construction 
and a full range of centers is provided 
with an easy turn of the screw. Other 
features claimed for this new drive 
are compactness, flush design and 
availability in a full range of sizes for 
NEMA frame motors. 

lhe company states that each com 
ponent is engineered to operate in 
perfect harmony with its companions 
to give a long life of dependable trou 
ble-free service 

Dodge Mfg. Corp., Mishawaka, Ind. 

Industrial Distribution, October 
1952 


Marking Applicator 


Quick Application 
Of Lane Marking Tape 


\ new, light-weight applicator for 
ipplying lane marking tape to indus 
trial and commercial floor areas has 
been introduced. 

l'rademarked “Scotch” brand lane 
marking applicator, the new unit is 
designed to semi-automatically apply 
strips of “Scotch” brand plastic film 
tape No. 471 to mark trucking lanes, 
aisles, storage areas, and safety zones 
on floors. 

The manufacturer points out that 
formerly two maintenance men were 
needed and the job required two op 
erations—first, laying the tape, then 
rolling it firmly in place. With the 

(Continued on page 137) 
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THE TAPS WITH 


BALANC 


Today’s WINTER Taps incorporate many mechanical and \ 





—— 


technical advalnces in design and \nanufacture. The result is 


Balanced Action for better size control and longer tool life 


WINTER BROTHERS COMPANY, Rochester, Mich., USA > 
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NATIONAL 








Laitirpe! 


NATIONAL Milling Cutters and Saws, like other better performance, economy, and dependability 


NATIONAL Tools, are the national choice of wise from their milling cutters and other tools by 
tool buyers. You can help your customers obicin always recommending NATIONAL. 


NATIONAL TWIST DRILL & TOOL COMPANY, Rochester, Michigan, U. S. A. 
Distributors in principal cities. Factory Branches: New York, Chicago, Clevelend, Detroit, Dallas, Sen Frencisce 











Ho ~~ 
VW your ©USTfomers< use 


Short-End Scrap AsorcoContinvess cre 


for their Profit 





with Asarcon 773 Bearing Bronze 


When you specify Asarcon 773 (SAE 660) bronze bearing stock you get exactly 
the length you need for your job... there are no short scrap ends! 
73 bearing bronze is continuous-cast in 44” to 5” diameters, 
5” stocked 


Asarc on 
cored or solid. 216 standard sizes in lengths of 10 


by distributors throughout the country will be cut long or short 
to suit your requirements precisely. 


Continuous-Cast Asarcon 773 there are virtually no rejects because 


With 
there are no dirt or dross inclusions no blowholes or porosity. 
Quality is so high that every part passes the most rigid inspection. 


Round or symmetrically shaped bars and tubes, special alloys, and longet 


lengths can be made to your specifications. 


ntinuous-Cast Bronzes. It contains physical properties, 


Send for the FREE catalog on Asarco Cc 
tomsicrographs, table of stock shapes and sizes and other valuable data. 


table | weights, pho 


HOW 11” OF SCRAP ALMOST SCRAPPED THIS JOB 


| 
Ashe hod been doing for 
years, he figured on using 
two 13” bors (with on 1!" 
scrap loss!) 





i 
BUT hefound that he could 
order one 15%" length 
of Asarcon 773 bearing 


bronze 
and have 


no scrap! 
West Coast Sales Agent 


KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Piant, Barber, New Jersey 
Whiting, Indiana 
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On The Market Today 


(Starts on page 132) 





~new applicator, it is said, only one 
man is needed and the tape is applied 
and rolled in a single step. 

I'he tandem wheel applicator con- 
sists of one guide and one pressure 
wheel. The maker points out that the 
operator pushes it along the floor with 
the aid of a waisthigh handle. The 
tape, in widths up to 4-in., is fed off 
a roll-holding attachment, under the 
pressure wheel, and applied to the 


floor in a continuous strip. 

It is stated that the applicator’s 
pressure wheel gee the tape to be 
applied smoothly to all types of floor 
surfaces, including crevices and de- 
pressions often found in older wood 
and concrete floors. 

Minnesota Mining and Mfg. Co., 
St. Paul, Minn.—Industrial Distribu 
tion, October 1952. 

(Continued on next page) 





Chucks 
Buck Tool Co 


Flat Stock 
The L. S. Starrett Co. 


Safety Can 
Eagle Mfg. Co 


Drawer Units 
Standard Pressed Steel Co. 


Power Saw 


Milwaukee Electric Tool 


Variable Speed Drive 
Dodge Mfg. Corp 


Marking Applicator 
Minnesota Mining and 
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Long Nose Plier 
Mathias Klein & Sons.... 138 


Cutting Tool 
DeWalt Inc 


Hoist 
Coffing Hoist Co........ 142 


Helmet 
The Boyer-Campbell Co.. 144 


Elbow Connector 
Holoal Mfg. Corp. . 


Lubricators 
Alemite Div., Stewart-War- 
ner Corp.... 


Tapping-Drilling Machine 
Ettco Tool Co., Inc 


Index of Manufacturers’ Products 


Portable Ovens 
Grieve-Hendry Co., Inc.. 


Puller Unit 


Owatonna Tools Co 


Step Ladder 
Dayton Safety Co.. 


Variable Speed Pulley 
Gerbing Mfg. Corp. . 


Oscillating Conveyor 
Link-Belt Co. . 


Screwdrivers 
Xcelite, Inc... .. 


Sandpaper 
Behr-Manning Corp. Div. 
Norton Co 


Exhaust Protector 
Canton Cast Products Co. 


Booster Gun 
Lincoln Engineering Co. . 


Wrenches 
J. H. Williams & Co..... 


Threading Machine 
The Ridge Tool Co 


Adjustable Insert 
Super-Grip 
Co., Inc 


Varidrive Motor 
U. S. Electrical Motors Inc. 


Grinding Wheel 
The Chicago Wheel & Mfg. 


Co. . : 


NIGHT 
WATCH 


LANTERN 


like a 
Miniature 
Lighthouse 


Beacon 


For SAFETY — a WARNING 
LIGHT, seen from any angle near- 
by or from long distances, the 

IGHT WATCH is without equal. 
Optically correct prisms concen- 
trate the light into a vertical “Pen- 
cil Beam” of great intensity. Many 
exclusive features, Very economical 
to buy and to operate. Burns 100 
hours on a pint of kerosene. 


By the makers of Dietz Lanterns 
and Highway Torches 


R. E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 











OVER A CENTURY AND A DECADE OF WORLD WIDE LEADERSHIP 
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ORDER 


your bolts, nuts, rivets and other 
fasteners easier and faster... with- 
out confusion or error. Buffalo 
Bolt’s latest catalog NO. 51 — 
gives you the information you 
need...in a hurry. It’s clear, con- 
cise ...and complete. 


STOCK 


top quality Circle ® Bolts in 


' clearly-labeled, sturdy, corrugated 


| board Handy-Pack containers. 
| Simplify your handling problems. 


| Write for folder explaining types 


of bolts, quantities and weights 


| available in Handy-Pack cartons. 


SELL 


the high quality of the complete 
line of Buffalo Bolts which has 
never been surpassed. In com- 
bination with Handy-Pack car- 


tons, they offer a superior prod- 
uct at a price no 
higher than that 
of ordinary bolts. 

















Long Nose Plier 


Streamlined 
Compact Design 


A new long nose plier of more com- 
pact design is now available. This new 
plier, it is stated, is similar, except in 
size, to the standard Klein long nose 
plier and is especially designed for use 


; in confined quarters. 


The maker states that the long jaws 
are knurled at the end to insure a 


| positive grip where pressure is applied. 


A replaceable tempered steel spring 
keeps the plier in open position for 
immediate use without the necessity 


| of opening by finger. The maker adds 


| tested. 


that it is also available without the 
leak spring, if preferred. 

This new plier is hammer forged 
from high grade tool steel, individ- 
ually fitted, tempered, adjusted and 
It is available in 54-in. size 


| only. Model No. 307-5-4L is for the 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS © NUTS © RIVETS AND SPECIAL FASTENERS 
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plier with leaf spring. No. 307-5-4 is 
the plier without leaf spring. 

Mathias Klein & Sons, Chicago, III. 
—ZIndustrial Distribution, October 
1952. 














Cutting Tool 


Radial Arm— 
Power Cross Feed 


The makers of a line of radial arm 
cutting tools now offer a new Model 
GE machine with power cross feed. 

(Continued on page 142) 











... when you cut your production time and 
costs from 20 to 50 percent with Thor's 
powerful electric impact wrench. Spins nuts 
and bolts snug... hammers them TIGHT in 
split seconds. By far the most powerful 
tools built — yet the lightweight, torque elim- 
inating favorites of every operator. ¥%” and 
%e" capacities. Call your Thor distributor 
for a demonstration, or write for free cat- 
alog. Independent Pneumatic Tool Co., 
Aurora, Ill. 


DRILLS @ IMPACT WRENCHES @ SCREWDRIVERS © TAPPERS 

NUT SETTERS @ GRINDERS @ SANDERS e BENCH GRINDERS 

POLISHERS @ SAWS e HAMMERS © NIBBLERS suv ir 

BALANCERS @ BELT SANDERS @ VALVE SHOPS @ ACCESSORIES from 
‘yor \ 


‘pisTaiguTOR) 
FACTORY SERVICE BRANCHES IN 20 PRINCIPAL CITIES . . 
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Everlastingly 
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Through 88 years of file manufacture, 
Nicholson has steadfastly kept in mind these three 
big factors that make the industrial 


distributing world go ‘round—successfully. 


NICHOLSON FILE CO., 42 Acorn St., Providence 1, R. I. 


(In Canada, Port Hope, Ont.) 
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Hues 0 woiturhile, combination... 


A TOP-PERFORMING PRODUCT 


EXCELLENT DISTRIBUTOR POLICY 


re? eae 


IDEAL SELLING ARRANGEMENTS SHOULD HANDLE... 


SUPREME srano CHUCKS 


Our main sales force is made up of ex- 
perienced distributors who find o ready 
sale for Supreme Brand Chucks. 


UR POLICY 1s to distributors’ liking and 
makes an ideal working arrangement. 


R PRODUCT is a quality product. It 
is individually checked for accuracy and 
you can depend upon it. You'll find that 
it has customer acceptance. 


TEADY DEMANDmeans everyday sales 


for chucks. With the stepped-up defense 
program, distributors have an oppor: 
tunity to sell Supreme Brand Chucks on 
practically every call they make. 
PRICING and PROFIT. Supreme Brand 
Chucks ore priced right and the profit 
is to a distributor's liking. 

NATIONALLY ADVERTISED. Active cam- 
paigns are being run in trade journals 
telling your prospects about Supreme 
Brand Chucks... they are known. 


WRITE TODAY REGARDING OUR DISTRIBUTOR PLAN 


SS 
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Supreme Products, inc., 2222 South Calumet Avenue, Chicago, lilinois 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 


According to the company this new 
model, unlike most power cross feed 
machines, retains all the features of 
flexibility and gives excellent perform- 
ance on power cut-off operations. 
Besides the normal straight cut-off, 
it is said that this DeWalt machine is 
also capable of miter cuts, bevel cuts 
and compound miter (bevel miter) 
cuts with the power cross feed. Ac- 
cording to the manufacturer materials 
up to 2-in. by 18-in. can be cut with 
the power cross feed without any ad 
justments in the air feed mechanism 
The maker states that it is only neces 
sary to press the foot control valve 
(located a safe distance to the left of 
the saw travel to prevent accidents), 
hold until the desired cut has been 
made, then release. The two-way ac- 
tion of the air cylinder immediately re 
turns the saw to the idle position. 
The air feed cylinder is detached by 
removing only one stud for placing the 
machine in manual operation. 
DeWalt Inc., Lancaster, Pa.—In 
dustrial Distribution, October 1952. 














Hoist 


New Convenience 
And Safety Features 


Ihe new Model R_ coil-chain 
ratchet-lever hoist is said to introduce 
new convenience and safety features. 
It retains the Coffing ratchet and pawl 
operating principle, which is claimed 
to climinate the necessity of a friction 
brake. The load is suspended on the 
ratchet and pawl at all times, thus 
cannot slip, nor will the holding mech- 
anism freeze. 

Use of coil instead of roller chain 
in the Model R is said to permit the 
chain to swing or wrap easily in any 
direction. When not under load, it 
may be pulled freely through the hoist 








Drive at pug mill of Gladding McBean & Co. Safety guard removed for photographic purposes 


The Problem: 

The drive at the pug mill at the 
Gladding McBean & Company brick 
plant, Pittsburg, California, is so vital 
to their production it cannot be out of 
service for any length of time. It must 
operate under dusty conditions which 
induce slippage in ordinary belts. It 
must be able to take very severe pul- 
sating loads. 


The Solution: 
With the installation of rugged BWH 
Bull Dog V-Belts the problems and 


difficulties were completely overcome. 


* * * 


Do you have a drive or V-Belt prob- 
lem? Call us for Bull Dog V-Belts and 
a space saving, dependable, trouble-free 
installation. 








Another Quality Product of 


Boston Woven Hose ¢ russer comPANy 


Distributors in all Principal Cities 
P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 





Warehouse Stock: 111 N. Canal St., Chicago, Illinois 
PLANT: CAMBRIDGE, MASS. . 
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581 Belmont Avenue 


A name known to everyone 


When you sell Pyrene,* you have a distinct advantage. For 
Pyrene is the best-known, most respected name in the fire- 
extinguishing field. Pyrene makes extinguishers for every fire 
hazard and sells them through you industrial distributors 
because it knows that only you can serve industry properly. 
Furthermore, Pyrene backs you up with consistent advertising 
in Business Week and a long list of trade and industrial publi- 
cations. The ads tell your prospects to order through you. Ask 
for a Pyrene order on every call! *T.M. Reg. U.S. Pat. Off 


There’s a PYRENE for every fire hazard 
Gprene 
Syretis } 


ERTINGCLISMERS 


PYRENE MANUFACTURING COMPANY 


Affiliated with C-O-Two Fire Equipment Co, 
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Newark 8, New Jersey 


head for quick adjustment. It also 
gives added advantages in operation 
and servicing, according to the manu- 
facturer. The handle operates in any 
position, it is stated, and can be _ 
ated with either partial or full strokes, 
depending upon space limitations and 
desire of the operator. Safety stops 
prevent spinning of the handle. 

It is said that the hoist can be com- 
pletely disassembled in seconds with 
only a screwdriver. The unit is avail- 
able in 1,500 and 3,000-Ib. capacities. 
All load-holding parts are said to be 
designed to withstand a pull equal 
to several times their nui capacity. 
In addition, every model is a factorv- 
tested at 100 percent overload. The 


‘ handle also serves as a safety valve in 


that it will bend under maximum 
overload conditions, thus giving the 
operator warning to prevent breakage 
and dropping the load. 

Coffing Hoist Co., Danville, I1.— 
Industrial Distribution, October 1952. 














Helmet 


All Plastic, 
Seamless 


\ scamless, all-plastic welding hel 
met has been developed. The shell 
is made from a thermo-setting, Fiber 
glass, reinforced Polyester resin by 
compression mokling. 

According to the maker, this helmet 
is exceptionally strong and moisturc 
resistant, will not warp, and is lighter 
than vulcanized fiber. It is easily 
cleaned and sterilized. A complete in 
sulating glass holder, made from 
shredded canvas base Bakelite, provides 
strength and lightness. 

There are four different models 
Plastic No. 1130 or No. 1136 Lift 
Front; No. 1085 Insulated Steel o1 
No. 1096 Insulated Dowmetal 











IRON VALVES that give you 


Steel Valve Features 








NOW the workhorse of the family—OIC’s iron 
valve—offers you features formerly found only in 
steel valves. It’s a brand new valve built around 
more than a third of a century’s experience in mak- 
ing iron valves. We kept only the old handwheel. 


Examine these construction details: 

I Lubricated yoke bushing, renewable without re- 
moving bonnet. 

2 Deeper stuffing box; longer packing life. 


3 Inserted back seat bushing permits repacking 
under full pressure. 


4 Stronger body-bonnet joint; uniform gasket com- 
pression. 


5 Better metal distribution, reduced weight, increased 
strength. 


6 Sturdy tie-ribs; added resistance to pipeline stresses. 


7 End-seated bronze seat rings will not loosen in 
service. 


8 |-Beam type solid wedge, accurately guided. 





9 Straight-through port areas reduce flow resistance. 


10 Rolled-in seat facings on wedges give longer life. 


OIC’s new line of Iron Valves gives longer 
service, lower upkeep and greater security. They 
help you build a more stable valve business. The 
Ohio Injector Company, Wadsworth, Ohio. 


VALVES 
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Filter and cover glass on all Glass 
Holders is quickly inserted and held se- 
curely in a flexible manner to prevent 
breakage. A new type “S” four © 


CHICAGO U.S. A. pol Poem stop ym . 
* . standard equipment on all these hel- 
Precision Machi ne Tools mets. Stop in of spring steel, engaging 
a pin which provides a sturdy, simple 
and quick tenancy 
No. 3 Headgear on this helmet is 
also new and is made of a new plastic 
that does not absorb moisture, which 
eliminates warpage and the attending 
discomfort. Another feature is free- 
floating joint suspension and the quick 
(ratchet type) headsize adjustment. 
The flexible plastic headband con- 
forms readily to any head contour to 
provide for maximum comfort. This 
helmet can be cleaned with a disin- 
fectant or soap and water. 
The Boyer-Campbell Co., Detroit, 
Mich.—Industrial Distribution, Octo- 
ber 1952. 





|New products... 
inew machine fools 


_...new attachments 
and accessories build profits 





Elbow Connector 


Seals Leaks 
Joins Pipe 


During the next few months many 
of the plants you serve will enter de- 
fense work. Many will require addi- 
tional machine tools as well as acces- A new product called an Elbow Bel 
sories and attachments to convert old Connector has been introduced and, it 
machine tools for new use. | is claimed, can be used either to seal 


A SHELDON Horizontal Milling Machine | leaks or to join units of piping. 
ts not only the logical first Milling Ma- You can serve these customers | The “Elbow” type embraces a sec- 


ionp wean ae — — well, to your personal profit, by calling tion of straight pipe and a section of 


shops, but will cut the costs of pred. to their attention the productive ca- | an elbow or T. The “Pipe” type em- 
tion milling of small parts. pacity, extreme accuracy, speed, easy braces a straight section of pipe. It is 


operation, and moderate prices of the — that no pressure is exerted on the 
; a - leak. 
SHELDON Precision Machine Tools. According to the manufacturer the 


These better 10", 11” and 12” principle involved in this device is the 
SHELDON Precision Lathes, that creation of a cavity around a leak. The 
often pay out in a single job, are un- fluid, by virtue of the leak, fills the 


, t new chamber to the same pressure as 
3 surpassed for producing turned exists in the pipe line. The equaliza- 
a gf pometey a and for second operation work. tion of pressures result in zero pres- 


and sturdiness of much more costly See that each salesman Pt sure on ioe sine aie onl this pre- 
machine tools and a speed range from izati his SHELDO ta- vents extension of the leak. 

12 to 180 strokes per minute. eg pee wherever possible. The maker further adds that, since 

ms all contacts are made with Neoprene, 

the resultant joint can withstand ab- 

normal vibration without leaks or 

SHELDON MACHINE CO, INC. »™ “Sas Menias ball ts poe 

4232 North Knox Ave., Chicago 41, Illinois mit the Bel Connector to be used on 
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On their 
way!... 


smoothly 
and 
profitably 


Thermoid Conveyor Belts 
cut materials handling costs 


Thermoid Conveyor Belts provide top performance regardless of 
operating conditions—oil, grease, severe flexing, shock loads, high 
abrasion or extreme heat. 


In the warehouse or on the production line, Thermoid Conveyor 
Belts handle materials of all kinds more efficiently and economically 
... give that extra margin of endurance that reduces maintenance 
and replacement costs—soon pay off in longer wear. 





Thermoid’s extensive line of conveyor belts can help increase your 
sales to all industries. And you can always count on the complete 
cooperation of Thermoid’s Sales Engineers. 


lt will pay you to specify Thermoid. 


‘ thermol 


a» F t baa -tebi ry 
> & ractories ento 
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hot water, cold water, steam, fuel oil 
and gasoline on pipes with pressures 
up to 150 pounds psi. Units have 
actually been tested up to 220 pounds 
psi pressure without failure. 

The Bel Connector can also be used 
to connect a piece of pipe to a pipe, 
or a pipe to a fitting without thread- 
ing the pipe units. It is claimed that 
emergency or temporary lines can be 
easily and quickly fabricated. When 
the Bel Connector is used to repair 
leaky systems, the unit can be installed 
without shutting off the flow. 

The company points out that, while 
the Bel Connector is a repair unit, 
it is not necessarily a temporary de 
vice. The maker has had a unit on a 
low pressure steam system for a year 
without any sign of failure. 

The unit is held in place by four 
screws. It is said that it can be in 
stalled by any mechanic or handyman 
in about 3 minutes. 

Holoal Mfg. Corp., Bellerose, N. Y. 
—Industrial Distribution, October 
1952. 








A pile of oily waste, rags or 
other flammable refuse is just a 
fire looking for a chance to 
happen... unless it’s enclosed 
in a WITT Oily-Waste Can. 

These Factory Mutual and Un- 
derwriters Laboratories approved 
Cans have all the strength, dur- 
ability and economy of the fa- 
mous WITT CANS plus tripod 
feet and hinged lid (hand or foot 
operated). Under normal usage 
WITT Oily-Waste Cans will last 
for years and years. 

Because WITT Oily-Waste Cans 
are standard equipment in leading 
plants, you'll find they are a stand- 
ard line with leading industrial 








Pee ee 


Lubricators 


With One-Gallon 
Oil Reservoirs 


Oil-Mist Lubricators with one-gal 
lon oil reservoirs and built-in auto 
matic warning switches have been in- 
troduced. The automatic warning 
switches signal the operator by horn 
and red light, or shut off the machine 
as the oil level becomes too low. Oil 
:. , Mist units with these warning switches 
distributors. are also now available with 12-ounce 

2 ’ reservoirs. 


Kige eas 2 


5 
a 
dewalt i 


aides 


It is pointed out that the introduc 
tion of these new modcls further re 


+ : i ees a 4482 ¥ 
ere : 3 AE se) duces the dependence on the human 
factor in automatic lubrication. Previ 
hia ~ ous models, through employment of a 
(27°72) WITT CANS f solenoid switch, gave lubrication when 


have the ] the machine on which they were used 
THE WITT CORNICE COMPANY “Right “J was in operation, but had provision 


CINCINNATI 14, OHIO Angle" ~ only for visual measurement of oil re 
“Originators of the Corrugated Can" | maining in the reservoir. 
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FAIRMOUNT Vad W 


SOCKET WRENCHES 


make QU/LK WOKK 


OUT OF HARD WORK 


A new line, a complete line, of ultra modern design. Developed 
and engineered by professional users, it more than meets the most 
exacting needs. 


Behind the manufacture of Fairmount Socket Wrenches are 
many years of precision craftsmanship. Every piece of steel 
accepted must pass rigid chemical and magnetic tests for surface 
and subsurface defects. Advanced metallurgical knowledge and 
heat treating methods give the ultimate in strength — maximum 
powér combined with compactness. 

A wide range of sizes and attachments in four drives — Heavy 
Duty, Standard, Light and Midget —to fill the most rugged 
assignments or with strong, thin walls permitting access to closest 
of quarters. Fairmount Socket Wrenches have unusual eye-appeal, 
too. All processed by modern polishing methods and triple 


chrome plated. 


A profitable line to sell. Write for catalog 
and full distributive information. 


FAIRMOUNT 


TOOL & FORGING INC 
10611 Quincy Ave., Cleveland 6, Ohio 
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The maker also states that the gal 
lon size reservoir cuts frequence of 
filling and the signal device makes it 
impossible for the unit to run dry ac 
cidently. 

Two models of Oil-Mist units with 
allon reservoirs are available. One, 
Model 4958, is wired with a normally 
open switch which makes contact 
when the level of oil goes below 23 
ounces. The maker states that the 
switch sets off an immediate warning 
by red light and/or horn. Model 
4859, the other model with gallon 
reservoir, has a closed switch which 
breaks contact when the oil level 
goes below 23 ounces and shuts off 
the machine. 

Two new models of Oil-Mist lubri 
cators with 12-ounce reservoirs having 
low-level signalling devices are also 
available. Model 4960 shuts off the 
machine as the oil level drops. Model 
4961 either sets off a warning horn o1 
flashes a red light when the oil falls 
to the two-ounce mark in the reser- 
vor. 

Alemite Div. Stewart-Warner Corp., 
Chicago, I1l_—Industrial Distribution, 
October 1952. 








Tapping-Drilling Machine 


Electric Air Controlled 
Built-in Oil Pump 


The development of a new electric 
air controlled tapping and drilling 
machine has been announced. De- 
signed for use with either multiple or 
single spindle drilling and tapping 
heads and with provision for inter- 
changeable work holders, the machine 
can frandle a wide range of drilling 
and tapping requirements at high pro- 
duction rates. 

A feature of the machine is a pat- 
ented electrically controlled four-way 





~ 


fora HANDFUL a x 
of POWER << 


uM < 
ema a s 


plus BETTER - SAFER 


Hand-Sawing...demand 


SIOUX ... a name 


you can depend on! 


To SEE and HANDLE 
it, is to WANT © 
the 


SHOWING 
ONE HAND 
OPERATION $ 


SPECIAL Ono, 
FEATURES . ELECTRIC 
HAND SAW 


@ Modern Design @ Adjustable Rip 


@ Helical Gear Drive Scale Guide 
@ Perfect Balance 
@ Permanently 


Lubricated @ True One-Hand 


Operation 
. Sturdy, Powerful @ Standard Round 
@ Light, Dependable Hole Blades 


e Angle and Depth @ Exceptional 
Adjustments Performance 


The Carpenter and Builders’ General Purpose Saw saw comouete with Case 
Sold only through Authorized SIOUX distributors 


ARS 








STANDARD THE WORLD OVER 


pee 16 > 
\) 4 
‘om. 
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air valve with a built-in up and down 


speed control. A built-in oil pump 
offers sufficient oil supply at all times. 
| The manufacturer states that their 


No. 74 machine can be run on a con 
tinuous automatic cycle or single 
| stroke operation controlled by foot or 
hand. 
Indexing fixtures or work holders 
| and multiple heads can be designed 
and built to handle a variety of parts. 
Single spindle tapping attachments 
that take taps up to 3 in. are supplicd 
from stock, 
Ettco Tool Co., Inc., Brooklyn, 


ES TA BL | $ H E D | a 7 5 N. Y.—Industrial Distribution, Octo- 
\ 


ber 1952 
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AIR, GAS 
STEAM 
AND 
LIQUID 
RELIEF 


For commercial and indus= 
trial applications in all 
sizes and types. A “jobber 
line” easily sold from the 


complete Kunkle General Portable Ovens 


Catalog. Copy on request. 4 Shelf Model— 
Sliding Drawer Model 


Two new portable electric oven 
models have been developed. The 
PL-1 model with four shelves that pro 
DEMAND FOR KUNKLE VALVES 1S INCREASING vide for shelf processing has room for 
eight 2 in. deep by 12-in. wide by 23- 
For 77 years Kunkle Safety Valves have been specified —_in. long drying pans. Products or mate 
in heating, air supply and for processing installations. rials can be placed directly on the 
Contractors buy for new projects and specified replace- shelves if desired. According to the 
ment business is at a new peak THROUGH INDUSTRIAL |§_™4anufacturer the oven is ideal for pre 
DISTRIBUTORS. heating plastic granules, treating pow 
dered metals, and for baking small 
electronic components. 
KUNKLE SERVICE IS GEARED TO JOBBER DISTRIBUTION No special wiring is required as the 
oven operates from any 110V outlet. 
Prompt delivery from nearby warehouse points, factory engineering = ©")struction is all steel, with air-cell 
. ‘ asbestos insulation. Uniform tempera 
service, field service, prompt response to inquiries and an under- : 
: ture is provided throughout by forced 
standing of jobbing requirements make the Kunkle line profitable to 


air circulation. A motor driven fan 


the INDUSTRIAL DISTRIBUTOR. draws in fresh air and drives out the 


stale air through specially located 


WRITE FOR DISTRIBUTOR DATA vents. This avoids stratification and 
le ciicies be caltaiie since 1875 WAREHOUSE SERVICE POINTS: makes the oven practical for any dehy 


dration or baking process. 














JTEEEEEEL 





Product performance is dependable CHICAGO ¢ DETROIT 


“ PORT WAYNE Inside size is 29-in. by 24-in. by 
Kunkle engin t DALLA e A. " = ' , 
u engineering service is promp KANSAS CITY, MO. 204-in. high. Four expanded metal 


Replacements are readily obtainable LOS ANGELES shelves and a drip pan are standard 

' . » ati 295 

Comply with code requirements MADISON, GEORGIA equipment. Capable of heating to 225 

Dien nuk Altructive PHILADELPHIA degree F. in 15 minutes. Other tem 
' iv SAN - 

FRANCICO perature and shelving arrangements are 


also available. 


102 $0. St. The sliding drawer oven Model TD 
e FT. INDIANA has 8 drawers that permit baking of 


different materials at the same time 
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AMERICAN 


STOCK GEARS 


quickly available 
for all 
industrial needs! 


It pays to sell American Stock Gears wherever you can. 
Investigate and you'll find that instead of having to 
go to the added time and expense of ordering special 
gears, that your customers’ needs can be filled from 

the American line. 

American is a complete stock gear line. Manu- 
factured by Perfection—a veteran of 30 years in the 
gear business—these gears are made to the most 
precise standards, from the highest quality materials. 
This popular line includes brass, bronze, steel, 
semi-steel, cast iron, and non-metallic gears in a 
range of 48 to 3 diametral pitch. 





Write for complete details on obtaining a fully protected fran- 
chise for the distribution of this profitable stock gear line. Your 
inquiry is respectfully solicited and will be treated confidentially. 





The American Stock Gear line includes... 


Spur Geors Spiral Gears Worm Geers Ratchets and Pewts 
eam, Sest, Steel, Bronze Bronze, Cast Iron Brass, Steel 
‘ast Iron, onze, mitre Gears Worms 
Rega om, Steel, Steel Universe! Joints 
s ‘ost Iron Sprock 
Steel, Bross Bevel Geors Plate Pee Sea 
Internal Gears Brass, Stee! Bronze, Steel, Other Power Transmis- 
Brass, Cast Iron Cast Iron Cast tron ston Supply Mems 


AVIS TAT ENVIR ETUM ..vivision . perrecrion GEAR CO., Harvey, Wt. 
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ABLUE DEVIL 


SOCKET SCREW PRODUCTS 


Cap Screw 


Stripper Bolt 


7 


P| 


SOLD THROUGH AUTHORIZED 
INDUSTRIAL DISTRIBUTORS 


Actual cross-section photo shows 
structural continuity of Blue Devil 
cap screw from body to heed 


SOCKET SCREWS EXCLUSIVELY! 


Whether your application is delicate 
precision apparatus or huge rugged 
machine tools, you'll find no finer 
socket screws on the market than Blue Devil! 
Write today for the complete Triple-Ess 


Catalog . . . or see your distributor. 


Carety Cocker Senew Company 


6500 AVONDALE AVENUE - CHICAGO 31, ILLINOIS 
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or materials inserted at intervals. High 
temperature magnesium strip heaters 
provide efficient heating. Light weight 
of 118 Ibs. makes the oven easy to 
move 

Temperature control is by thermo- 
stat and is adjustable up to 325 de- 
gree F. Plugs into 110 Volt outlet. 
Forced circulation by fan driven by 
an electric motor. Adjustable damper 
controls volume of air circulation and 
stale air is forced out through specially 
located exhaust ports 

These ovens can be used in a group 
or batterv or stacked one on top of the 
other. All can be operated at the same 
temperature or with certain ovens cut 
out. 

The sliding drawer tvpe oven can 
be provided with outside reading thet 
mometer; 60 minute, 6 hour or 12 
hour timer; red pilot light which 
shows when heating elements are on: 
and exhaust chamber adapter for vent 
ing off fumes 

Outside dimensions 30-in. wide x 
25-in. deep x 24-in. high. Inside di 
mensions 284-in. wide x 24-in. deep 
x 294-in. high. The 8 drawers arc 
2.in. high x 114-in. wide x 23-in. deep 

Grieve-Hendry Co., Inc., Chicago, 
I1].—Industrial Distribution, October 
1952 














Puller Unit 


Speeds Pulley 
Eliminates Torque 


A new streamlined hydraulic pump 
and a 50 Ton Portable Power-I'win 
Ram are new additions to the Owa- 
tonna hydraulic pulling system. 

The maker claims several features 
on the new pump which make it 
more efficient, faster and easier to use. 
A new gauge, calibrated for 50 tons 
and under, to provide exact tons or 
pounds pressure when installing bear- 
ing and other parts is also available. 

The new 50 Ton Power-Twin Ram 





@ Your customer's confidence is earned 
by experience...experience with you,and with the 
uniform high quality in every link of Peoria Chain 
...experience with Peoria Chain’s complete de- 
pendability — dependability that assures him 
smooth-sailing production year after year. 

Your confidence is earned by experience 
with Peoria Malleable’s straight-steering policy 


that protects your investment in time and effort. 


And this confidence is well-placed. Plant-wide 
quality control assures dependability-whether it's 
top quality malleable iron or the even stronger, 
longer-lasting pearlitic iron, METAMAL 

@ If you are not already one of 
PEORIA CHAIN'S “protected distributors”, 
write for our free catalog. Sell this complete line 


of malleable iron chain with confidence. 


H Class 
Drive Chain 


Co. 
STINGS 
A WMaLLEABLE 07 rLLINO!S 


PEORIA, 


COR 45 YEARS 


PeorR! 


sT., 
ee ALEXANDER 


CHAIN MAKERS 


Roof-Top 
Transter 
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incorporates a center hole to provide 
fast adjustment to the work and the 
use of the manufacturers standard 
attachments and pullers. 

The manufacturer states that the 
new ram speeds up pulling and in 
stalling jobs by 75 percent, eliminates 
torque and takes the hard work out 
of these operations. 

Owatonna Tools Co., Owatonna, 
Minn.—Industrial Distribution, Octo- 
ber 1952 


PARKER VISES 


America’s First Vise Maker 


Accepted by Industry for 120 Years 


THEY ALWAYS 
STAY SOLD 


Machinists @ @ Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 
Woodworkers @ Utility 


MERIDEN, CONN. 


The Sales Policy is 
100% through Distributors 


THE CHARLES PARKER CO. 





Step Ladder 


Effortless Movement 
In Any Direction 


A “Roll Along” Safety Ladder has 
been designed for service wherever an 
easily moved step ladder is required. 
The maker points out that the “roll 
along” features provide effortless move 
ment im any direction 

Fitted to the back standards of this 
ladder are 3-in. ball bearing, rubber- 
tired swivel casters. When the ladder 
is occupied, the weight of the work 
man permanently holds the ladder sta- 
tionary. The front standards are 
equipped with steel ferrule type safety 
shoes with rubber suction grip treads 
which are renewable. The ladder also 
has a wide top shelf for holding tools 
and boxes, and an auxiliary platform 
which gives 94-in. additional height 
when needed. 





v 


Y 


this Dayton 


.safety level 


puts your ladder sales 
on the profit level 


<—yY f 


“ 


It makes all high jobs ‘ground safe’’— 
a big sales point to your customers. Every 
feature designed to make ladder sales for 
you. Increase your profits with Dayton. 
Check the “big 6” features that ‘sell’ 
Dayton. 


. Rail-guarded “Safety Level’ platform. 











. Locks in place automatically. 
. Rubber safety shoes. 

. Light weight—great strength. 
. Economically priced. 


. Complete size range 3’ to 16’ height. 


Daylon 


ladders 


safety 
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Dauylon 
safety C0. 


2339 Gilbert Ave., Cincinnati, Ohie 


In Canada: Safety Supply Co., Toronto 


Write Dept. B for Free Bulletin — 


Thev are available in three different 
sizes: 3, 44, and 6 ft. (height from 
floor to platform.) 

Dayton Safety Ladder Co., Cincin- 
nati, Ohio.—Industrial Distribution, 
October 1952. 


Variable Speed Pulley 


For Standard “A” 
Section V-Belt 
A variable speed pulley Var ‘A’ 


Cone with a new operating principle 
has been developed. This pulley per 





Speeds up the rough jobs... 
“ 8 au The tough i oe te 
AA 


ATRINS - 
|) ALWAYS AHEAD ©7 ~~ 


\\ 


‘ 


COVER EVERY CUSTOMER 


WITH ATKINS 


ilver Steel 


@ Show your customers the complete Atkins line of 
Silver Steel hand and power hacksaw blades—to cover 
every need—to meet all metal-cutting requirements. 

Tell your customers Atkins produces a money- 
saving line—blades that reduce do-overs, trim metal 
cutting time, give more cuts per blade. And then 
demonstrate Silver Steel hacksaw blades on their 


toughest jobs. Show how quickly and easily they 





slice through any metal. 


Pick up this easy volume by mentioning Atkins URGE EVERY CUSTOMER TO TEST ATKINS METAL BANDS 
Let your customer find out for himself the superior 
qualities of Silver Steel band saws. Properly heat- 
treated, uniform in quality, these saws make tough jobs 
look easy. 


COMPLETE COVERAGE IN FILES 
You'll get extra volume, too, with 
Atkins files—designed for produc- 
tion, maintenance and research. 


E. C. ATKINS AND COMPANY INDIANAPOLIS 9, INDIANA 


hacksaw blades to every customer, on every call. 


They know Silver Steel! 


tgp Ce IO oti 88): LRM SE fo SG eS. Rabe 8 oe ONY 
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DELICATE 
PROBLEM 


¥ 


Next time one of your customers is 
faced with the problem of convey- 
ing a product that’s delicate or 
easily-marred, solve it for him the 
right way. Sell him long-lasting 
SUPRENE Neoprene-impregnated 
belting. 

You'll sell him for good! 
SUPRENE’S exceptionally heavy, 
tightly-woven cotton duck construc- 
tion, plus waterproof Neoprene im- 
pregnation, is super-smooth. It will 
not blur the most fragile commodity 
—satisfies the most rigorous sani- 
tary demands. Surface of belting is 
easily cleaned with hot water or 
steam. SUPRENE Belting resists 
abrasion and shrinkage. Thicknesses 
from 1/16” to 7/16” are available in 
widths up to 48”. 

Want to learn more about this 
superior, sales - producing belting? 
Then write for Bulletin No. 20. 


ltetor 


Diitieas A Be wtile i. lttne € ° 













































[Gafni 


mits the use of standard “‘A”’ section 
| V-Belts. Its principle feature is a tele 
movable disc which the make: 
states climinates interlocking dics, r 
duces belt wear and vibration, and pet 
mits variable speed changes within 
2} to | ratio 

The Var ‘A’ Conc is to be 
simple to install and maintain. ‘The 
manufacturer points out that it adds 
variable speed economically to equip 
the light horsepower field 
such as lathes, saws, drill presses, blow 
ers, packaging machinery, etc 

Speed change is made while cquip 
ment running. The pulley is ma 
chined from high grade cast iron. No 
lubrication ts as_ bushings 
Through 
Unit 





scopic 


said 


ment mn 


necessary, 
are of oil-impregnated type 
shaft mounting is also possible 
is rated up to 3 hp at 1750 rpm 

Gerbing Mfg. Corp., Northbrook, 
Il.—Industrial Distribution, October 


1952 


Oscillating Conveyor 


For Light-Duty 
Applications 


It has been announced that positive 
action Flexmount oscillating convey 
ors in any desired length can now be 
ordered and built by the purchaser 
from factory sub-assemblies. 

Ihe manufacturer that the 
Flexmount convevor is designed ex- 
pressly for light-duty applications, par 
ticularly in the food, feed, chemical 
process, cement and machine tool in 
dustries. It is stated that installations 
have been made for handling various 
types of free-flowing, granular mate- 
rials, hot sintered products, abrasive 
materials, metal chips and turnings, 
and numerous materials formerly con- 
sidered difficult to move. 

It is claimed that Flexmount con 
vevors can handle materials up to 500 


States 
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ALIN 


tue SYandard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 








There are good reasons 
why Kleins are the top 
choice in pliers— 

e Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
@ Kleinsare made right 
—of finest steel—pre- 
cision fitted—each pair 
individually tested! 

e And Klein has the 
widest selection for 
standard or specialized 
service. 

Be sure your stock in- 
cludes a representative 
selection of Klein Pliers 
for your best customers 





















Write for your 
free copy of the 
Klein Pocket 
Tool Guide 
Today! 


DISTRIBUTED 

THROUGH JOBBERS 

Foreign Distributor: 
International Standard 
Electric Corp., New York 
“Since 1857" 


co KLEIN & Sons 





JOB-FITTED 


for longer disc and seat life... 
where accurate control is a must 


Like all valves inthe complete KENNEDY line these 
bronze globe valves are JOB-FITTED . . . speci- 
ally designed and engineered for the job they have 
to do! 


UNION BONNET RING, heavy bronze section with 
extra thread engagement to assure a tight joint. 
Union bonnet makes a valve easy to dismantle 
and reassemble. 


STEM, Naval Brass Rod, Acme threads, large di- 
ameter with extra thread contact . . . extremely 
resistant to wear. 


PACKING, molded rings of graphited, wire-in- 
serted asbestos designed for high pressure service. 


PLUG TYPE DISC, nickel copper alloy, has extra 
wide seating surfaces for precise throttling con- 
trol... is exceptionally resistant to scouring or 
wire drawing. 


RENEWABLE SEAT RING, nickel copper alloy, 
ground to match disc in each valve to assure full 
bearing surfaces over entire contact area of each. 


KENNEDY Fig. 544P, plug type disc, and Fig. 544, 
full-way disc, are designed for 300 Ibs. steam, 
600 lbs. WOG. Fig. 138P, plug type, and Fig. 
138, full-way disc, for 200 Ibs. steam, 400 Ibs. 
WOG. Write for Bulletin 108. 


It will ou to ask about the sales and promotion aids 
! pay y Pp 
DISTRIBUTORS ! available to you through the KENNEDY DISTRIBUTOR PLAN. 


PIPs FITTINGS « 


VALVES: 


PIRE HYDRANTS 
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VALVE MFG. CO. 
ELMIRA, NEW YORK 


WANT MORE SALES 
.-- EASIER SALES 


..» PROFITABLE SALES? 


«+. then investigate 


METAL CUTTING BAND SAWS 


++. @ complete line, backed by con- 
sistent advertising to the more 
than 325,000 readers of these 
magazines... 


IRON AGE e INDUSTRIAL EQUIPMENT NEWS 
MILL & FACTORY « MODERN MACHINE SHOP 
NEW EQUIPMENT DIGEST « METAL WORKING 
INDUSTRIAL ARTS & VOCATIONAL EDUCATION 
CONTRACTORS ELECTRICAL EQUIPMENT 
DOMESTIC ENGINEERING 





Model 610 cuts 6” round 
ond 6” « 10” flat. Coolont 
equipment ovailoble 


Model 816 cuts 8” round 
and 8” x 16” flat. Model 
624 cuts 8" round ond 8” 
x 24” flat. Both models ore 
available with coolant 
equipment 


Heavy-duty Mode! 1220 
cuts 12” plus on rounds 

" « 20” flat. Avoil 
able with or without cool 
ent equipment 


Get the details on Kalamazoo... you'll be ‘way ahead. 


MACHINE TOOL DIV. Kalamazoo TANK and SILO CO. 


{ 1015S HARRISON STREET * * * KALAMAZOO, MICHIGAN 
a 


GREATER PROFITS 


CLIPPER 


v Constant Consumer Demand 
Y No Factory Sales to Users 
vy Nationally Advertised 
v Firm Resale Price Policy 


ly Highest Uniform Quality 
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degrees F. without the use of specia: 
trough metal. 

The conveyor has a continuous 
metal trough, mounted on resilient 
supports. A mechanical constant 
stroke eccentric drive gives the trough 
an upward and forward oscillating mo 
tion. The manufacturer points out 
that this positive, yet gentle, action 
moves large volumes of material foi 
ward ma uniform, continuous flow 
It is further stated that, because of 
its simplicity and minimum of moving 
parts, the Flexmount is not only low 
in first cost but low in maintenance 

This conveyor is also recommended 
by the maker as an effective means of 
screening, sorting, cooling or cond 
tioning. Screen sections can be put 
in the trough for scalping or sizing 
The maker adds that dividers can bi 
added so that two or three materia! 
can be carried at one time without 
mixing. 

It is also claimed that the convey 
can be water-jacketed or fitted with 
an air-cooling hood and is easily mad 
dust-tight. 

Link-Belt Co., Chicago, [l.—Indus 
trial Distribution, October 1952 

















Screwdrivers 


Non-Sparking 
Non-Magnetic 


New beryllium-copper screwdrivers 
have non-sparking, non-magnetic and 
fatigue-resistant properties which arc 
said to make them particularly useful 
in electronics and work in explosive 
atmospheres. 

I'he manufacturer states that the 
non-magnetic blades do not affect the 
image (as do steel blades) when used 
in adjusting focalizers on TV sets 
Another feature of these relative), 
hard, non-ferrous blades, according to 
the company, is that they do not 
quire frequent regrinding as do fibre 
or plastic blades. It is also pointed 
out that, in plants where an explosion 
hazard exists, the non-sparking char 
acteristics fill an important need. 

It is said that these beryllium-cop 
per screwdrivers have an important 
advantage over steel because they 
offer a greater resistance to fatigue 
If bent under stress, they can be 1% 
turned to their original shape 





SIGN OF BEST SELLERS 


ae = 


END HANDLE TYPE DRILLS 
Heavy duty, rugged for trouble-free service. 
Ball bearing armature shaft; ball thrust bear- 
ings on drill spindle. Heat-treated alloy steel 
gears, running in grease-tight compartment. 
Capacities: 44”, 5/16” or 38”. Universal mo- 
tor for AC or DC, 25 to 60 cycles. 


BENCH AND 

PEDESTAL 

GRINDERS 

Sturdily built and well engineered; designed to boost 

production in shops of every type. Fully enclosed 

motor and ball bearings in dust-proof housings. Fur- 

nished in 6”, 7”, 8”, 10”, 12”, 14” and 18” sizes. 
Snagging grinders up to 24” size. 


AIR MASTER 
DUST COLLECTOR 


Perfect protection against dust 
and abrasive grit for men and 
machines. Trapped as they 
leave the wheel, flying particles 
are filtered out by fabric and 
steel wool bags. The AIR MAS- 
TER is a self-contained unit— 
rugged and dependable in every 
detail. Sizes to fit any grinder or 


The product that’s known best is the one that 
sells best. Every month in the year, hard-hit- 
ting advertising in top industrial magazines 
hammers home the story of CINCINNATI su- 
periority. Cash in on this ready-made market 
for electrical tools backed by a 50-year record 
of outstanding service to industry. Send today 
for Catalog ZE of THE CINCINNATI line 


SIDE HANDLE 

TYPE DRILLS 
Dependable, heavy-duty operation in 
large or small shops. Heat-treated alloy 
steel gears, running in grease-tight 
compartment. Ball bearing armature 
shaft; ball thrust bearings on drill spin- 
dle. Two-pole self-releasing trigge 
Universal motor for AC or DC, 25 to 
cycles. Capacities: 46”, 42”, 56”, %4 
%”, 1", and 1%”. 


6’’ PORTABLE GRINDER 


Designed for grinding rough 
ings, welded metal, all buffing a 
polishing. Ball bearings mount 
in dust-proof housings. Patent 

overrunning clutch eliminate: 

bration and chotter. Univer 
BALL BEARING motor for AC or DC, 25 to 60 cycl 

TOOL POST 

GRINDER _ Efficient grinding on lathe centers, cutters, 
reamers, rolls and dies. Mounts on compound rest 

of any lathe with 9” swing, or larger; and grinds 

within 242” of maximum swing. Grinder can be 

swiveled around clamping bolt; spindle height 

easily changed. Adjustable motor mount to main- 

tain belt tension. 


BUFFING AND 
POLISHING LATHES 


Engineered for continuous heavy 
duty service. High-grade steel mo- 
tor shaft, accurately ground to 
size; locking device for changing 
wheels. Four deep-groove ball 
bearings, in dust-proof housings, 
locked to shaft to provide end 
thrust and eliminate wear. Fur- 
nished in all sizes from % H. P. 
to 15 H. P. 





2686 MADISON ROAD 


CINCINNATI 8, OHIO 
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a No one deliberately compromises with quality in vital braided 
packings. You're probably paying for the best, so why not make 
fertain you're getting it—specify BELMONT, headquarters for 
braided packings in a wide range of types and materials, 


Belmont braided packings are described and picturized in catalog 
No. 40. The type of braid is dependent upon the service conditions, 
@nd the materials used are asbestos, flax, cotton, jute, ramie, teflon 
and metals, lubricated for the purposes intended. Write on your 
company letterhead for details today. 


Fast, direct help on technical problems. ..SERVICE through lead- 
ing national distributors. 


‘BELMONT 


PACKING and RUBBER CO. = 


— 
Butler and Sepviva Streets <= 


Philadelphia 37, Pa 


THERES A BELMONT PACKING FOR EVERY SERVICE 
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These non-sparking Xcelite screw- 
drivers are manufactured in 4-in., 
3/16-in., and 4-in. diameters in vary- 
ing lengths. The handles are blue 
plastic to identify the type of screw- 


| driver. 


Xcelite, Inc., Orchard Park, N. Y. 
—Industrial Distribution, October 
1952. 


_ Sandpaper 


Waterproof 
Increased Durability 


Tufbak Speed-wet Durite Paper has 
been developed as a new waterproof 
sandpaper for industrial users. The 
maker claims the main features are 
freedom of cut and ability to maintain 
the initial sharp “bite” necessary in 
wet sanding. 

The tough backing permits maxi- 
mum flexibility and its increased body 
strength is said to resist creasing, crack 
ing and curling. These features are 
said to increase durability, mileage, 
and resistance to skidding and peeling 
of grit. The maker states that these 
advantages are obtained whether the 
sheet is soaked in the usual liquids for 
a few minutes or for hours. 

Behr-Manning Corp. Div., Norton 
Co., Troy, N. Y. —Industrial Distri- 
bution, October 1952. 


Exhaust Protector 


Lightweight 
Wider Opening Action 


Cancap, an exhaust protector, has 
been recently redesigned to incor 
rate several improvements. The “+ 
states that this particular model is now 
specified by U.S. Armed Forces. 

The cap is now a lightweight cast 
aluminum alloy fused around the top 
of a malleable tear-shaped hinge. The 
maker states that this affords the extra 
lightness to open with the first puff 

















You'll reach new heights 
when you climb with 


MORSE 


The Morse line holds up under any test ...a 
fact well known by thousands of users, and 
by every Morse-Franchised Distributor. Yes, 
every Morse-Franchised Distributor knows 
he can depend on Morse every inch of the way 
to the top sales position in his territory. 
Morse Twist Drill & Machine Co. New 
Bedford, Mass. Warehouses in New York, 
Chicago, Detroit, Houston, San Francisco. 








MO R SE Cutting Tools 
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Attractive dis 
play stand tokes 
up only "eq. 44 
of floor spece 


RkREE EERE inna 
HEEEE REUSE Wu 


BERRE RESRE EE 


| 


if 


helps you make more money 


hon small-quantity sales of electrodes 


Gives you the advantages of 
up-to-date self service! 
Makes an attractive display! 
Provides visible inventory! 
Gives you better margins! 
Saves customer's time! 

Stops many losses! 

Helps sell welders! 


Yours = with this 


special deal on new, fast-moving 


P:H Maintenance Pack! 


A group of selected electrodes for maintenance welding 


Dealerships Open! 
Packaged-Electrode Deal No. 3 
for dealers who act now: 
Approximately 325 ibs 


electrodes in small, 
venient packages 


($195.62 


Sturdy plywood display stand 
You retail for $167.50 


You Make $41.88 Profit! 


L=* year, $50,000.00 worth of P&H 
packaged electrodes were sold in one 
territory alone. With the new P&H Main- 
tenance Pack, your potential may be as 
great or even greater! Here's why: 

First of all, you offer your customers 
one handy package that contains an as- 
sortment of five different kinds of clear- 
ly identified rods for repair and main- 
tenance welding: 


WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 WEST NATIONAL AVENUE 
MILWAUKEE 14, WISCONSIN 


POWER SHOVELS @ CRAWLER AND TRUCK 
CRANES @ OVERHEAD CRANES @ HOISTS @ ARC 
WELDERS AND ELECTRODES @ SOIL STABILIZERS 
@ DIESEL ENGINES @ PRE-FABRICATED HOMES 
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AC-3, 1/8”, 5/32”, 3/16” —For all position 
welding of mild steels and sheet metal. 
AC or OC. 


AC-1 5/32” — For mild steels, AC or DC. 

70 tA2, 5/32” — For high-carbon, alloy, 

high-sulfur, fr: cold-rolled, and 

ether hard-to-weld steels. Ideal for steel 
casting repairs. AC or DC. 

Harstain, 1.8” — For spring steels and 

stainless steels of all kinds. AC er DC. 

Nicast, 1/8” — For machinable welds on 

cost iron. Nicast welds are strong and 

non-porous. 

With the P&H Maintenance Pack, your 
customer no longer has to buy seldom-used 
rods in quantities larger than he needs. In- 
stead, he can keep some of each type on hand 
economically — and get replacement packages 
from you as he needs them. 

These P&H packaged electrodes are easy to 
carry in your delivery trucks for on-the-spot 
sales. And displayed on your floor in the 
P&H Silent Salesman,’" they boost your 
over-the-counter business. 

Cash in on this new, golden opportunity 
to do a bigger volume on small-quantity sales 
of electrodes. Order P&H Maintenance Pack 
Deal No. 3 from your nearby P&H welding 
distributor — and get set for real turnover. 
If you don't know who your P&H distributor 
is, send coupon below for his name. 


@ TEAR OUT COUPON AND MAIL TODAY!4 
OHA HFEGER CORPORATION 4 
' 4683 W. Nati i Ave., Mil ke 4, Wis. 5 
a The new P&H Maintenance Pack sounds like § 
@a moncy-maker! Send me name of my nearby 8 
8 P&H welding distributor. 

© Name ° ue 
§ Position 

§ Company 

; Address 

a City 
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of exhaust and gives the — itself 
great strength for long life. The com- 
pany further states that a wider open- 
ing action is gained and insured by 
using a cadmium plated set screw with 
shakeproof washer as the pin of the 
hinge. 

The malleable mounting bracket is 
another feature the company calls at- 
tention to and states that it simply 
slips over pipe and is held by a cad- 
mium plated set screw, needs no col 
lars, clamps or bushings 

The maker points out that in or 
dering, outside dimension of pipe is 
specified. The smallest size fits 1§-in. 
to 23-in. Four other sizes fit pipes up 
to 5-in. O.D. 

Canton Cast Products Co., Canton, 
Ohio—Industrial Distribution, Octo 
ber 1952 














Booster Gun 


Automatic 
High Pressure 


A new booster gun has been de 
signed for the following applications: 
1.—Lubrication of bearings on indus- 
trial machinery requiting injection of 
a small quantity of lubricant at ex- 
tremely high pressure. 2.—An auxili- 
ary high pressure lubricator to service 
bearings requiring injection of limited 
quantities of special purpose lubri 
cants. 3.—Cracking “frozen” or 
clogged bearings on contractors’ equip 
ment without use of power-operated 
gun. 

The manufacturer states that this 
new gun provides a complete range of 
pressures up to 10,000 p.s.i. It is easy 
to handle since the wah action is said 
to eliminate fatigue and the gun 
weighs only 2 Ibs. A long, hydraulic 
coupler extension permits reaching 
deep-seated and hard-to-reach fittings 
This gun is said to handle all pressure 
gun lubricants in any weather. It 
holds 24 ozs. and can be refilled in 





REPUBLIC UPSON SEMI-FINISHED 
AND COLD-PUNCHED NUTS 


Wrenches fit Republic Upson Nuts squarely, snugly. 
There’s less chance for slipping, less chance for deformation 
and rounding-off of nut corners. 


Accurate, clean threads speed-up assembly, 
assure full thread area to grip uniformly and tightly. 


More than 20,000 types, sizes, and shapes of 
Republic Upson Nuts and Bolts let you provide 
your product with the long-lasting advantages 
of these top-quality fasteners. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO «© GADSDEN, ALABAMA 

Export Dept.: Chrysler Building, New York 17, N.Y. 











® Successtully sold NOW through In 
dustrial Supply Catalogs 


@ Dealers not required to carry stock 


-e Immediate shipments 


® Substantial discount 
@ Strong national advertising program 


@ These are production units 


a 


: 
; 
f 
i 
7 


Model CR-1 
10 cv. ft. capacity 


Grieve-Hendry Portable 
Electric Ovens 





Here’s why you will profit by cataloging this line: 


we will drop-ship 


if desired, 





@ Wide application in all types of 
industry 


@ No lower cost source of Oven ca 
pacity 


@ All units are fully (money-back) 
guaranteed. 


Eleven standard models fill require 
ments to 1000°F 


No measuring — no installation. 
Catalog material and literature 
supplied free-of-charge. 

Send us 





Write 
today 





GRIEVE-HENDRY CO., Inc. os 


1813 W. LAKE STREET * CHICAGO 12, 


your 
inquiries 


ovens for 


ILLINOIS prompt 





| 2 





Easy to sell because it's 
tne soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in lig 
uld and paste 
Customers like it 
advantages, come 
back for 
Rubyfuld wi 
make friends an! 
bulld business f 
you, too. 

For stainie 
steel, sell Rudy's 
Stainless Stee 
Plus Perfected 
for that metal 


RUBY 


CHEMICAL CO. 
76 S$. McDowell St 
Columbus 6&8, Ohio 








‘Do You Need 
“PULL"? 


No, we are not selling influence, but 
the “pull” we have is just as effective 
in s g hes 4, It 1 ipli 
your own strength many times, so the 
More Power Puller may be just the 
“pull” you need. 





The More Power Puller is compact. 
rugged, dependable and has no equal 
for tough jobs. Easily carried and 
operated by one man. 


DISTRIBUTOR AND 
DEALER OPENINGS 


Equipped with 20, 30, and 
40 feet of cable. 
LIST PRICE 
$27.75 to 
$33.80 
F.0.B. Factory 





7e WYETH-SCOTT C0. 


NEWARK, OHIO 
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seconds by engaging filler fitting on 
gun with control = te on hose from 
power—or manually operated pump. 
The manufacturer also states that the 
gun can be cleaned by removing only 
one outlet check and there are no 
packings to replace. The gun is cad 
mium plated. 

Lincoln Engineering Co., St. Louis, 
Miss.—Industrial Distribution, Octo- 
ber 1952. 





| ... 











Wrenches 


Improved Efficiency 
Broader Range 


lo chminate nut-turning clearance 
difficulties on American Standard 
bolted flanges and flanged couplings, 
Williams has made wrench improve 
ments which have been introduced 

(he manufacturer states that the 
head walls have been reproportioned 
to improve the efficiency of their 
structural box and offset striking-face 
box wrenches. Proportionally thinner 
head walls are said to permit the use 
of these wrenches on a broader range 
of American Standard bolted flanges 
ind flanged couplings. 

It is further stated that, in making 
this improvement, no sacrifice has 
been made in the useable life of these 
wrenches. 

J. H. Willians & Co., Buffalo, N. 
Y.—Industrial Distribution, October 
1952. 


Threading Machine 


Cuts, Threads 

And Reams 

\ new pipe and bolt threading ma- 

chine which cuts, threads and reams is 
the Rigid No. 500. 

It has the following special features 



































FEDERATED’S MACHINE-CAST SOLDER 
OUTSELLS ORDINARY BAR SOLDERS 


When you stock Federated Castomatic® Solder you carry a unique product that sells and 





re-sells . . . because there is nothing like it on the market. No other bar solder compares! 
Castomatic Solder is machine-cast .. . produced only by Federated Metals on patented 
electronically controlled machines. 
Castomatic Solder is a dross-free solder . . . harmful oxides are excluded from the 
product because air is kept from the molten metal in the pressurized casting system. 
Castomatic Solder is extra fine-grained . . . has no hard spots, voids or soft spots to 
slow down work. 


Castomatic Solder comes in all standard sizes and compositions. Stock it . . . sell it! 





AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N. Y. 
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WELDED 


GEM Sr 


SUPPLY CANS 


For Oil, Gasoline 
and Other Liquids 


Made of welded heovy govge steel 
Heavy steel bottom band. “Hex” screw 
filler cop. Straight or bent spout. Blue, 
red, gray enamel of aluminum-paint 
finish. Voriety of types and sizes for 
railroads, mines, mills, factories, ship 
yords, logging camps, forms, highway 
departments, etc. Will outlast ordinary 
cams many times. Order o supply today 
for prompt delivery 


FLEXIBLE SPOUT 
PUMP OILERS 


GREASE BUCKETS 
Send for 
Complete 


Catalog 
MANUFACTURING 


GEM eon Sen @ Om men, | 


1229 Goebel Street 
PITTSBURGH 33, PA. 


| for easy 
| riage; extra large chip pan; efficient 
| right-hand operation like a lathe; re 


concealed cutting-oil system with flexi 
ble spout; quick-opening die heads; 


new quadritype dic head threads 1, | 


14. 14, and 2-in. pipe with one set of 
dies, also duotype and monotype die 
heads; full floating wheel type cutoff 
which swings clear when not in use 
and adjusts to any cutting position; 
full-floating reamer which reams burr 
from 4 to 2-in. pipe; handy thread and 
length gauge; centerless-ground ways 
movement of die head car 


cessed safety switch; new 3-jaw lathe 
type chuck with six convenient wrench 
openings, positive chuck wrench ejec 
tors; self-centering workholder which 
turns with pipe or rod; geared head 
motor; scaled in motor reduction gears, 
and can thread close and short nipples 

The machine is mounted on a 
bench, on legs or on a wheeled stand; 
performs power cutting, threading and 
reaming with a capacity for pipe, 4 to 
2-in.; and cuts 24 to 12-in. pipe with 
Rigid universal drive shaft and geared 
tools 

The Ridge Tool Co., 
—Industrial 

$7 


Elvria, Ohio 
Distribution, October 











Adjustable Insert 


For Use 
In Concrete 


A new type of fully adjustable in- 
sert for use i concrete is said to save 
time and labor on many installations. 
It is stated by the maker that the in- 


sert eliminates time consuming “‘fish- | 


ing’’ to get the bolt started in the nut 
after the nut is placed in the insert. 

It is pointed out that the combina- 
tion of the elongated hole in the face 
of the 
nut makes it possible to put the nut 
on the bolt before placing in the in- 
sert. Then it can be adjusted to any 
point 


I'he manufacturer claims other ad- | 


vantages for this adjustable insert: it 
will support a load of 1500 to 2400 
pounds; V-shaped notches in the face 


and two center grooves on the side | 
simplify alignment of the insert on | 


the forms; four small holes in the 
insert permit placing it on dowl pins 
or reinforcing rods. 
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insert and off-set hole in the | 


5079 W. LAKE ST. 





LOVEJOY 


universal 


It pays to 

stock and 

feature Love- 

joy — the highly 

profitable line of 

Universal Joints. 

With Lovejoy 

you're assured of 

faster turnover — 

more repeat busi- 

ness — because 

complete customer satisfac- 

tion is always assured. 13 sizes 

—bores }” to 2”. Overall length 

2” to 10%”. Concentricity 

guaranteed within .001. Ex- 

ceed Armed Forces rigid 
requirements. 

Investigate Flexible 

Couplings, too— no teardown 

for changing cushions, no lu- 

brication ever needed. 


Lovejoy 


WRITE FOR 
COMPLETE CATALOG 


Rods Bled M28 > 41:18: 
COUPLING COMPANY 


CHICAGO 44, ILL. 











1. PRODUCTION-ENGINEERED : 3. LONGER LASTING 


BELTING PACKINGS 


Queker offers a full line of conveyor, 
transmission and V-belts to fill every 


MERCHANDISING THAT PAVES THE WAY 
70 PROFITS 


- - 


ADVERTISING .. . that paves the way for your sales with 
more than ten million contacts every month in leading mag- 
azines. Tens of thousands of goodwill-building messages to 
every prospect in your territory. 

PROMOTION .... that includes fact-filled catalogs, technical 
booklets and folders to help your men close the sale... . 
prestige building literature to cement good relations with 
your customers. 


Get the full information on the Quaker Plan for profit. 








YES SIR... 
WE CAN DELIVER 

A PUMP FROM STOCK 
TOMORROW 


How to get a Reputation that 
brings you NEW CUSTOMERS 


If you can “deliver the goods 


”? on time and when needed, 


industrial users of equipment begin to think of you as the 
place to call first. All factory shipments under present 
conditions are apt to be extended. The distributor with 
**pumps in stock’? makes the sale! 

You can get the reputation for delivering pumps on 
time when needed by using the Goulds stocking plan. It’s 
as simple as this: Place your order for a stock of Goulds 


pumps now. Reorder whenev 


er your stock gets low. 


For advice on the most saleable items to stock—and 
for help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Self-Priming Centrifugal 





Fig. 3769 Single Stage Centrifugal 





Fig. 3010 Centrifugal 


| 





Goulds branches in 
all principal cities. 
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The mserts are made of heavy gauge 
| steel and can be obtained for bolt 
sizes from }-in. to }-in. 

Super-Grip Anchor Bolt Co., Inc., 
Philadelphia, Pa.—Industrial Distribu 
tion, October 1952. 
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| Varidrive Motor 


With Mechanical 
Remote Control 


A lightweight fractional horsepower 
| varidrive motor equipped with me- 
chanical remote control has been de- 

| veloped. 

The remote control feature includes 
| a control handwheel with indicator 
| dial and a 5-foot flexible cable so that 

the machine operator can control the 
varidrive’s speed at a distance from the 
| motor. An advantage of this control 
arrangement is that the dial indicator 
is a part of the control, making it un- 
necessary to go to the motor to see 
what speed is being “revved up”. 

Connecting cable longer than 5-feet 

can be used if necessary. 
Type 5 VA Varidrive has been 
| made available in 3, 4, 4 and 3 horse- 
| power and in a speed ratio up to 10 
to 1 over a range of 4 to 10,000 rpm. 
The unit is a one-package motor 

| with the variable speed mechanism 
enclosed. 

U. S. Electrical Motors Inc., Los 

Angeles, Calif—Industrial Distribu- 
tion, October 1952. 


Grinding Wheel 


Miniature Size 
For Small Holes 


This miniature mounted grinding 
| wheel, or abrasive point, is only ys-in. 
| in diameter. It is used extensively for 

grinding extremely small holes in 

miniature bearings, bushings, instru- 
| ments, and for similar precision appli- 
| cations. 

Exact duplication of even the most 
| minute parts is said to be possible with 

this new development in the abrasive 
field, believed to be the world’s small- 
est commercial mounted wheel. 

The Chicago Wheel & Mfg. Co., 

Chicago, Ill.—Industrial Distribution, 
| October 1952, 





METAL 
CUTTING 
MEN 


THAT'S 
WHY 
THOUSANDS 
VOTE FOR 


spor 


HACK SAWS 
BAND SAWS 
COMPASS SAWS 
HACK SAW FRAMES 
TOOL BITS 


Regardless of how they vote next month, we know that thou- 
sands of men who have metal cutting problems will continue to 
vote for Spartan. They know they can buy Spartan for their particu- 
lar job, and obtain the proper results at the lowest cost. 





Spartanized methods of manufacturing make this possible, 
and the Spartan Sales and Full Co-Operation Policy make it easy 
for Distributors to build profits from satisfied customers. 


A few territories are open. It might pay you to check up on 
Spartan Blades today. 


SPARTAN 


SPARTAN SAW WORKS, INC. SPRINGFIELD, MASS. 
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This “‘stop-action”’ photograph, taken at 1/20,000th " 
of a second while the Draper X2 Loom was running, 
proves that G&K Orange Line Pickers, Check Straps 
and Binder and Box Plate Leathers work together 
asateam. You can produce more and better yardage 

with less down time by using these important Orange 
(Line Loom Leathers. Here’s why .. . 


€ 


INCREASE 


] =» PICKMASTER 
LEATHER PICKERS 


precision-built of special Hairitan® Leather 

> withstand repeated blows of the shuttle 
ithout causing shuttle bounce or getting 
erheated. They follow-through for a long, 
jooth flight across the race plate. 


- 
. 


a: BOXMASTER 
BINDER AND 

; BOX PLATE 
LEATHERS 


@ Hairitan Leather maintain the original, 
se, high-friction surface as they wear, 
coarse fibres to catch filament rayon — 

@® rough surface spots — and no waxing 

feeded to insure smooth, firm boxing at 

@Bch end of the pick. 


“2 

w= CHECK STRAPS 

STRAIGHT, CURVED 
OR ENDLESS 


Again the famous Hairitan Leather, 
hair-on or hair-off, built to flex and 


flow two or more times a second, 
month after month — cushioning the 
stick without wearing on the edges 
of the strap. 


172 


Follow-through with G&K Orange 
Line leathers for Draper and 
Crompton & Knowles Looms. 

your distributor or the G&K or 
DIXIE representative. 


f 
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CATALOG presents the com- 
plete line of Textile Leathers for 
weaving — also aprons and tapes 
for the woolen and worsted in- 
dustry. Ask for a copy, on your 
letterhead. 








Sales Helps From Manufacturers 





New Catalog Shows Metalworking Techniques 














Bending operations are described in these illustrated pages from O’Neil-Irwin catalog. 


Forming, cutting and punching op 
crations in medium and light weight 
materials are described in a new 32- 
page catalog published by O'Neil 
Irwin Mfg. Co., Lake City, Minn. 

Machine specifications and material 
forming capacities are arranged in tab 
ular form for quick reference. The 
catalog includes photographic case 
histories of how users are applying 
‘Die-less Duplicating” techniques to 
individual problems, as well as lists 
and illustrated descriptions of the com- 
pany’s products and accessories. 

Among machines described are 
benders, brakes, notchers, punch 
presses, rod partners, rollers and shears, 
both hand and power operated. 


Rotary Shelving 
Subject of Catalog 


“The Science of Economical Shelf 
Storage”’ is the title of a new 16-page 
catalog published recently by the 
Frisk-Gallagher Mfg. Co., Wellston, 


Ohio. It explains the use of rotary 





shelving to store parts, tools and ma 
terials efficiently. 


The catalog describes design fea- 


tures of the company’s “Rotabin” 
shelving and lists various accessories. 
Bulk storage and other special types of 
shelving are also illustrated. 

he booklet is printed in two colors. 
Large illustrations depict typical shelf 
arrangements designed to save space 
and reduce materials handling. 


INSULATION-—Industrial insulation 
products is the subject of a new cata- 
log published by Baldwin-Hill Co., 
Trenton, N. J. This 20 page illus- 
trated catalog describes insulating ma- 
terials which cover the complete tem 
perature range from 150 degree F. 
to 1800 degree F. 

Insulating cement, block, blanket, 
felt and pipe covering are a few of 
the products shown in the catalog. 
Complete with thermal-conductivity 
graphs and heat loss charts, this cata- 
log also shows brief application de- 
scriptions together with typical uses, 
sizes, packaging, and densities. 
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Flexonics Describes 
Metal Hose Types 


Flexible metal hose is described in 
a 32-page illustrated catalog released 
by Flexonics Corp., Maywood, II]. 

It covers the company’s full line of 
Rex-Weld corrugated flexible metal 
hose, Rex-Tube convoluted hose tvpes, 
and Rex-Flex stainless steel flexible 
metal hose. Complete specifications 
are given. Also described are — 
types, special assemblics and methods 
of installation. 

A special bordered space is reserved 
on the cover of the booklet for dis 
tributors to superimpose their firm 
names. 


0-Ring Applications 
Described in Booklet 


International Packings Corp., Bris 
tol, N. H., has published a 16-page 
illustrated booklet on the manufacture 
and application of O-Rings as static 
and dynamic seals. 

Groove machining details for static 
and dynamic applications, with or 
without back-up or non-extrusion 
washers, are given in chart form. The 
properties and characteristics of the 
Basic Polymers are outlined. ASTM 
and AMS specifications and applicable 
I.P.C. compounds are also included. 


in 





DESIGN MANUFACTURE - APPLICATION 


Oe 


aa 








Seal applications are listed in this new 
16-page booklet released by Intetna- 
tional Packings Corp. 


173 








Write 


Men Who Use Them Know... 
WILTON 


1S THE FINEST NAME IN VISES 


for 32 page catalog of Vises, 


Work Positioners and Industrial Clamps. 


Sold Only Thru Distributors 


WILTON TOOL MFG. CO. 


Saletx 


Ai |ey ory 
wire wiry 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


5388 N. Menard Ave. 


925-D WRIGHTWOOD AVE. 
CHICAGO 14, ILL. 


THE BELT HOOKS 
WITH THE 


ra 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the all 
purpose belt-lacing, too. It can 
be applied in factories and 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
Chicago 30, U. S. A. 
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| ture has been issued 


COMPANY HISTORY — Ingersoll- 
Rand Co., New York, N. Y. has pub- 
lished a 36 page ket-size booklet 
presenting a Piet istory of the com- 
pany, its topes and products and giv- 
ing little known facts about the com- 
pany. 

There are approximately 100 pic- 
tures showing Ingersoll-Rand’s prod- 
ucts at work. Some of them are: rock 
drilling; air and electric tools and 
hoists; air and gas compressors; gas 
and diesel engines; centrifugal blowers; 
centrifugal and propeller pumps; vac- 
uum and condensing equipment and 
refrigerating units. 

An anecdote about Simon Inger- 
soll and the origin of the first practical 
steam rock-drill, back in 1871, appears 
on the back cover. Many other Inger- 
soll-Rand developments are shown as 
milestones of progress. This booklet, 
entitled “Our Latchstring is Always 
Out” is available upon request. 


BELTING—A new data Book No. 
205 giving facts on Brammer “V” 
Link Belting has been issued by Bram- 
mer Corp., New York, N. Y. The 
contents include: sizes; advantages; a 
comparison with other detachable 
V-link belting; selection table; as- 
sembly, installation and maintenance 
instructions. 

DRILL JIG—A new piece of litera- 
y Mathewson 
Machine Works, Inc., Quincy, Mass. 
which illustrates and describes their 


adjustable drill jig. It tells the jobs 


the drill jig can do and how it works 
in operation. 


PUMPS-—A 23-page bulletin has been 
issued by The Yeomans Brothers Co., 
Melrose Park, Ill. The new bulletin. 
No. 3-8000, covers two similar but 
functionally different types of vertical 
centrifugal, wet-pit pumps; a heavy 
duty bilge pump for handling solids 
free liquids and drainage; and a screen- 
less sewage ejector, constructed to 
handle sewage and _ solids-carrying 
liquid. 

This bulletin also introduces the 
Lubri-Vac system, a new lubricating 
system which provides continuous 
positive lubrication of the pump bear 
ing, reduces bearing failure up to 95 
percent, increasing the over-all pump 
life by 12 percent. 

Photographs are included, as well as 
specification charts and engineering 


| data. 


ELEVATING TABLES — Many op 
tional extra accessories for use with 
Hydraulic Elevating Tables are de- 
scribed in a supplementary bulletin 
available from The Raymond Corp., 
Greene, N. Y. 

Illustrations show towing handles, 





Receptacle for No. 122 C 7X Gear Grease. Controlled 
gravity feed te pressure side of bull gear teeth. 


"Keystone No. 42 Cut Our Brick Grease Consumption 6 to YT’ 


So reports the Superintendent of a mid-western 
Municipal Light Plant. He uses Keystone No. 
42 Brick Grease on six Ball Mills each of 
which pulverizes approximately 19,000 Ibs. of 
coal per hour. This Superintendent proved 
performance by using Keystone No. 42 on 
one end of the pulverizer and another make of 
brick grease on the opposite end. His test 
revealed a consumption ratio of we// over 6 to 1 
in favor of Keystone. 


Description: No. 42 Brick Grease has a melt- 
ing point of 290°F., a working range from 0° 
to 175°F., and an “oily” surface film which 
supplies ample lubrication. 


Ask your Keystone Distributor, or write us, 
for Bulletin BU5S2 on No. 42 Brick Grease. 


On the pulverizer bull gears... 

... the customer uses Keystone No. 122 C 7X. 
This heavy bodied extreme pressure fluid lu- 
bricant stays on the gear teeth pressure area. 
It has corrected a serious condition of pre- 
mature gear wear and the Superintendent 
expressed amazement at the quietness of opera- 
tion and the small quantity of grease required. 


MR. DISTRIBUTOR ... please note! 

Case studies like this one help prove to your 
prospects that the economy afforded through 
use of Keystone Specialized Lubricants is not 
an unsupported “claim” but is a guaranteed fact. 
KEYSTONE LUBRICATING COMPANY, 


21st & Lippincott Streets, Philadelphia 32, 
Pa., Est. 1884. 


eeee Merke Deg. BH 8. tes. O88. 
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retaining bars, two-speed foot pump, 
roller top, die separators and other 
features including uses of the table. 
The bulletin is designated as No. 233 
Supplement. 


PLIERS-WRENCHES — Utica Drop 
Forge & Tool Corp., Utica, N. Y. has 
prepared a new Comparative Chart 
of Pliers and Adjustable Wrenches. 
It is a complete table which cross- 
refers and compares the numbers of 
, : a - 31 manufacturers of pliers and 
Here 15 $s -. of ele E . : ; wrenches. 
bring * io . rbi 0. Some 144 pliers and adjustable 
It offers ; in oo wrencnes are listed. Shown opposite 
them for quick reference, are the 
brand names and tool numbers of 
other suppliers of similar items. Also 
included is a pictorial diagram, the 
“Family Tree of Common Pliers”, 
which shows the logical groupings of 
te pliers by design characteristics. The 
wyiie tees Te coe = 8 page folder, which includes the 
i alieaciaiat , A aa diagram, can be obtained by 
addressing the company’s Educational 
Dept. 


HOBS-—Standard ‘Tool Co., Cleve- 
land, Ohio, has released a new catalog 
containing engineering data for single 
thread ground and unground Hobs. 
he catalog includes a Tolerance chart 
and additional engineering data. 


GRINDERS-BUFFERS—A new cat 
alog, No. 72, has been issued by The 
Hisey-Wolf Machine Co., Cincinnati, 
MODEL 300 : Ohio. This 34 page catalog covers 
: . the manufacturer's line of electric 
grinders and buffers and incorporates 
many improvements, modifications 
and additions since the last edition 
aie. oc ced. Ihe catalog describes, gives complete 
specifications and shows photographs 

of all machines. 


recipr ting, two 


CONVEYOR BELT LACING — A 
MODEL 500 compact bulletin describing and list 
Electric ing Alligator Long Length Conveyor 
Ea ne pee Belt Lacing has been issued by Flex 
br Operates ata ible Steel Lacing Co., Chicago, III. 
of 5000 rpm r< This new bulletin No. A-70, con 
nated tains application photographs, size 
and prices as well as other pertinent 
information. 


which wil 


WIRE-CABLE~—The Electrical Wire 
and Cable Department, United States 
Rubber Co. has published a new, 186 
page general catalog of its line of more 
than 500 different types of wires and 
cables. 

The catalog contains comprehen- 
sive data on construction and operat 
ing characteristics for such products as 
control and signal cables, railroad wire 
and cables, wire and cables for the 
building industry, telephone wire and 
cables, mine cables, and portable cords. 
A detailed technical engineering data 


NATIONAL 





SANDERS 
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1. Self-anchoring in ony metal. Alienut pro- 
vides positive anchoring action through its 
hardened knurls. 


2. Compact design. Requires no space for 
box wrenching. 12-point socket permits 
tightening in awkward places. 


3. Smooth surfaces. Fits flush or below sur- 
face in counterbored hole . . . permits 
streamlined, safe surfaces. 


stripping of threads caused by frequent re- 
moval and replacement of screw or bolt. 
In castings and other soft metals a stripped 
hole can be counterbored, an Allenut in- 
serted and the same bolt or screw used. 


5. Tighter fit. Greater thread contact than 
with ordinary nuts because of Class 3 fit. 
Weld-like setups accomplished with one 
hand wrenching. Allenut holds firm against 


turn of screw. 





9 desi ems 
+ a 


met with the... 


that can 


Ever-increasing applications for the new ALLENUT have 
caused sales to double within the past two years. Here are some of 


the things it can do to aid your product designing: 


6. Usable with any type of belt or screw. 
Permits space-saving, internal wrenching of 
cap screws, T bolts, machine bolts, and 
other common fasteners. 


7. Saves parts. No washers required when 
anchored. 


8. Easier te ese. Knurled ring facilitates 
fingering-in. Allenut is always square to 
counterbored hole. Removable by hitting 
screw or bolt head with tap of a hammer. 


9. Revsable » Anchoring action 
remains unimpaired. Hardened threads and 
socket stand up under repeated removal 
and replacement. 


Sep RN MANNE LIE NINE TREN MT A AA STRANGE DIS at 





Allenuts are available in a full range of 14 
standard sizes from no. 4 to 1” from leed- 
ing industrial distributors. 


We welcome your inquiry and request for 
engineering details on Allenut applications. 


—" 8 
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section is also included. Copies of 
the catalog may be obtained from 
R. H. Turner, United States Rubber 
Co., New York, N. Y. 

BOILER TUBES—Tubular Products 


. Div., The Babcock & Wil Co., 
industrial BRUSHES and BROOMS Alliance, “Ohio, ‘es heat a a. 


' bulletin on electric resistance welded 





THEY GIVE THE SERVICE .. . es baer tb. o nt 
| YOU GET THE BUSINESS processing ne inchded inthis. ul 


: In addition to general information, 
Bulletir. TB-331A contains tables of 
maximum allowable working pressures 
of _ electric-resistance-welde steel 
boiler tubes for fire-tube and water- 


tube boilers and weights per foot for 
various tubing sizes. 








MARKETS 
Beles Warht es wit the CAPITAL Line you have the right kind of 


Plants — maintenance equipment to sell . . . they outwear and LOCKNUTS-— Designed to serve as a 
Bullaing feat lana outperform similar equipment. You help the men responsi- means of assisting in the most effec- 
. | tive use of locknuts, a new 24 
brochure entitled “Locknuts” has 

been published by the Locknut Sec- 


| tion of Industrial Fasteners Institute, 
users that they buy thru their local distributor. | Cleveland, Ohio. The booklet in- 


cludes an illustration, a description 
I NI D I A N A Pp oo L I & | and a short explanation of the prin- 
| ciple of operation of 36 representative 
BRUSH AND BROOM MANUFACTURING CO. types of locknuts. 

CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS, IND. | The information given for each of 
| the 36 locknuts includes a description 
| of the nut, its principle of operation, 
| the names of firms manufacturing it 
and photographs and drawings of the 

| product. 





wie ai : bie ble for efficiency in plant maintenance to use their appro- 
at priations wisely. In doing this you help yourself because 
Packing Plante | the CAPITAL line pays good dividends. We suggest to 


b+ Samana? Alr- 


; pegs a ‘| | CHAIN — An informative bulletin 

| | : SING DALLES : "| | which helps select the proper chain 
es e for every oil country use has been is- 

, _ “i sued by The McKay Co., Pittsburgh, 
Pa. It covers all types of standard 
The finest fittings chains, assemblies and attachments 
| commonly used for rigging, drilling 

you can stock and sell! | and materials handling operations in 
exploration, production and refining. 


nOM billet — to tube — to fitting . . . Globe Specifications and working load data 


welding a are manufactured in the Globe on spinning chains, winch line end 
plant — under exacting Globe requirements and 
subject to complete le on pic step. Special- chains, boomer chains and others are 
ized men and machines plus years of broad met- included. Accompanying photographs 
allurgical experience assure fittings that meet the and engineering drawings give com- 
most rigid specifications. That's why you can guar- plete dimensions and other requisite 
antee customer satisfaction when you sell Globe information for making the proper 
Welding Fittings. selections of chains and attachments 
Get acquainted with the line that easy, simple and certain. 
assures uniform high-quality seam- 
less welding fittings. Contact your WELDING — A new bulletin, No. 
a nearest Globe sales office. 330, has been issued by Victor Equip- 
Riese ment Co., San Francisco, Calif., con- 
or complete information on the Pas” " ° ° 
finest welding fittings available taining Victor welding and cutting 
po aremrety Me all lamar units to meet every requirement. 
a This small, compact bulletin illus- 
trates and describes Victor units for 
flame cutting, heating and welding. 








veland, Det t. New York Philadelph 
H an Fra METAL HOSE -A new two-color bul- 


letin on RT-6 and RT-8 flexible metal 
GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin hose has been released by Flexonics 
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two big 
EXTRAS 


you get in ——_ 
COFFING HOIST 


tf EXTRA SAFETY 


You can depend on Coffing Hoists to fully protect men 
and equipment. Each is guaranteed to work at full- 
rated capacity — with an extra margin of safety. 
Load can’t slip or drop. All load-holding parts are 
factory-tested at 100 percent overload. Specially 
designed hooks are heat-treated alloy steel — 

will not break or straighten out. 


LOW-COST MAINTENANCE 


Heavy-duty construction throughout keeps Coffing 
Hoists on the job — assures longer life, less maintenance 
Gears are drop-forged alloy steel, hard-faced for 

extra wear, soft-cored for added strength Moving parts 
run in oil bath and on heavy sealed ball bearings. 
These and. many other construction extras are your 
assurance that Coffing Hoists will keep working even in 
hardest continual production line use. 


Zz. 
> 


Coffing Quik-Lift 
Electric Hoists For more information on 
Seventeen models — 


capacities from 500 Quik-Lifts, Safety-Pulls and 
serene other Coffing products listed 


below, write Dept A-9. 


Pa 


é 
. 

















* 

Ratchet Lever Hoists 

Ten models — capacities 
from 1,500 Ib. to 15 tons. 





Hoist-Alls ¢ Mighty-Midget Pullers ¢ 
Spur-Gear Hoists * Differential Chain 
Hoists ¢ Load Binders * I-Beam Trolleys 


COFFING HOIST COMPANY 


Danville, Illinois 
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Industrial Distributors who sell these 


femevs lines made by ao century 


eld company noted for its production 


accuracy know they are selling 
Tt) ee Le "hal 
and please every cus t will b 
advantageous for you to investigate 


the Harrisburg franchise 


MAIL THIS COUPON 


OR WRITE FOR DETAILS 


_ Seite ei 
Herrisburg Steel Corp., 

Herrisburg 18, Po. 

We ore interested in selling Merrisburg Coup- 


lings end Plenges in ovr territory. Please 
send vs your Cetelogs 


Neme 
Compeny 


Address 


City 


Laeaeeeneceseowund 





99 Years in Peonsyiventa's Capital] 


arrisburg Steel 


ecoaerpore ation wHaatiseuee 8 
PEMRSTiVANIA 
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| Corp., Maywood, Ill. 


bulletin gives full specification data 


| on these types of Rex-Tube which are | 
| used in such varied applications as 
| ventilating ducting, refrigeration tub- 


ing, and automatic exhaust. 


CONVEYOR 


tion Oscillating Conveyor. The cat- 
alog contains photographs, diagrams 
and engineering data describing the 
advantages, construction and operation 
of this type conveyor 


MOULDERS-—Dependable Machine 
Co., Greensboro, N. C. have an 
nounced a new service manual for 
moulder operators. The company be- 
lieves this is the most complete service 


manual published for moulders. The | 


topics include: Guarantee, Installing 
Moulder, Set-Up and Care of Cutter 


Heads and Knives, Operating Adjust- | 


ments, Operating Procedure, Stop- 


pages and Their Remedy. Types of | 


Common Finish Defects and Reme- 
dies, Lubrication, Safety. 


TUBE CORROSION— Tubular Prod- 
ucts Div., The Babcock & Wilcox 
Co., Alliance, Ohio have published 
an illustrated article, TR-514, entitled 
How You Can Avoid Boiler Tube 
Corrosion. ‘This is a reprint of an 
article which appeared in Heating, 
Piping & Air Conditioning, March, 
1952. The article indicates that, in 
low pressure boilers, corrosion is the 
largest single cause for replacement 
of boiler tubes. It points out the 
various types and causes of corrosion 
and offers a number of general rules 
to follow to get maximum service life 
for boiler tubing. 


CUTTING TOOLS—F & D Machine 
and Tool Works, Three Rivers, Mass. 
has issued a new catalog covering their 
line of milling cutters, slitting saws, 
center drills, lathe mandrels, end mills, 
tool bits, center reamers and lathe 
centers. This 103 page catalog lists all 
stock tools manufactured by this com- 


pany, along with many special pur- | 


pose tools. Photographs, diagrams 
and complete specification tables are 
included. There is also a section de- 
voted to engineering data. A section 
index provides a key to the complete 
contents of this easy-to-handle, com 
pact catalog. 





FISH POOR SAILORS 


When live fish are shipped by water, 
they go unfed for about 24 hours be- 
forehand, Food Engineering, McGraw- 
Hill publication, reveals. Reason: the 
fish get seasick. 
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Link-Belt Co., Chi- | 
cago, Ill. has issued a new Book No. | 
2478 on their Flexmont Positive Ac- | 


ACTUAL PAINT 
IN 
CRAYON 
FORM 


FOR 
MARKING 
ON 
HIGH 
TEMPERATURE 
METAL 


MARKERS 
DEVELOPED 
T0 
*YOUR 
SPECIFICATIONS 


These markers are only two 
of the many industrial markers 
developed by The American 
Crayon Company to meet your 
specification requirements in 
manufacturing and distribution. 
Over a hundred years of experi- 
ence and technical “know-how” is 
part of the formula for every Old 


| Faithful and American Marker. 


Send for FREE Industrial Crayon 
Guide showing the extensive Old Faith- 
ful line and their many uses. 


Dept. ML-25 


th American Crayon compony 
Sendusky Oho New York 


WHEN Te] st bei sle Gale) maeltl ba} 
count on OLD FAITHFUL 
MARKING CRAYONS 





This policy pays off 
for both of us, Mr. Davis! 


esranviont? a0 ComPANtT 
st 


oLTHOFF 


1935 srvent® 


oLoRADe 
penve® oo P 


Tilley xing C° 
*uerket street ey 
Passeie: Hew Jers 





We, at New York Belting & Packing, have always made it a 
policy to sell through authorized distributors with protected 
territories. In this way we have enjoyed a mutually profitable 
and harmonious relationship through the years. We pledge to 
do all we can to keep it this way in the future. 


NEW YORK BELTING & PACKING CO. 


America’s Oldest Manufacturer of Industrial Rubber Products 
1 ‘MARKET STREET - PASSAIC, NEW JERSEY 
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screw machine products. 


COUPLING BOLTS 
MILLED STUDS 


York, Penna,/\ 


Sve SSS VT 27 


No question about it. It's your best source of 
supply for precision “milled-from-the-bar” 





30,000 dozens available 
for immediate delivery 


SEND FOR NEW 
GAUGE GLASS 
CATALOG 





Screen Follow-Ups 


To Save Time 
(Starts on page 98) 





is listed on the receiving copy card. 
In addition to this information, the 
customer for whom the material is 
intended is also entered on this card, 
thus establishing priority in the dis 
tribution of the goods when received. 
The code letter (for each item) is 
used later to identify the item on 
tracer cards or inquiry correspondence 
This saves writing out quantities and 
description and makes identification 
quicker and more accurate. 

Some manufacturers publish deliv- 
ery schedules which are kept reason- 
ably up to date and thereby obviate 
the need of asking for delivery infor- 
mation at the time the order is placed 
Other manufacturers make it a point 
to promise a delivery on a certain date 
which is sent to the distributor with 
the acknowledgment of the order. 
There are still other manufacturers 
who have to be asked for delivery in 
formation. This is usually done by 
phone, wire or mail, depending upon 
a number of factors—customer, size 
of order, urgency, etc. 

As soon as the delivery date is 
known by Mr. Harmon, he puts it on 
a “tickler” which is a space in the 
left hand corner of the copy of the 
customer’s order in the “open” file. 
In this “tickler” space is the date 
order was received from the customer, 
date or dates on which inquiries were 
made if any, and promised delivery 
date and any changes. This is infor 
mation in a nut-shell for Mr. Harmon 
in answering a customer's inquiry. 


“Open” File Checkup 


Mr. Harmon’s practice is to thumb 
through the “open” file once every 
10 days to two weeks to note delivery 
dates. Whenever he comes to an ap 
proaching delivery date, he fills out 
a “tracer” card to be mailed on the 
promised delivery date if the ordered 
material doesn’t arrive. This card re 
quests the date on which the goods 
will be “positively” shipped and iden- 
tifies the material by code letters. It 
is a double-card (two two-cent post- 

| cards), one half of which is a self- 
addressed reply card which can be 
filled out quickly and easily with the 
| requested information by the supplier. 
The other half is addressed to the 


TIT) | FT men: RI CATO R | supplier requesting the information. 
This routine is particularly effective 
COMPANY, INC. in the matter of direct shipments. 
| Unless the manufacturer notifies the 
ELMIRA, N_Y. | distributor through some means that 
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330 TENIH ST., SAN FRANCISCO 3 
36 OLIVER ST., BOSTON 10 








CC 


product 
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Premium Quality 


Features 


® Body, bonnet, yoke, wedge, 
and hand-wheel of this sturdy 
R-PaC Gate Valve are forged 
steel. Wedge is heat-treated. 
Seating surfaces are smoothly 
ground and chromium plated for 
near diamond hardness. Stain- 
less steel swinging gland eye- 
bolts and nuts won’t corrode or 
freeze. Furnished in !4”" to 2” sizes. 
Screwed, flanged, or welded end. 

It’s a premium quality valve 
but NOT premium priced. Your 
customers will like the service 
they get from R-PaC Forged 
Steel Gate Valves. Write nearest 
R-PaC office today for details. 





R-P2C 
R-P&C VALVE DIVISION va Ives 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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IDEA... 


LOCK 
WASHERS 


Machine Packaged 
for the Distributor! 


Coin Pak means Savings to you 
and your customers. 


Coin Pak safeguards quality... 
the Coin Pak Machi eliminat 
“\inkers”, mixed washers, off size 
washers, foreign matter. 


Coin Pak is making new Friends 
every day . . . building Sales all over 
the country. 


Coin Pak costs no more — 
prices and discounts same as for 
conventional packages of 1000 loose 
washers. 
For Samples and Prices, tear out 
this ad, sign and mail today. 





6 Populer Sizes 
Available in Coin Pak 
", 1/6", 3/16”, 
“, 7/16", 1/2" 











A 7288-% 


Sell the Complete Line 


1/25 T01/2 HP 
GEAR & 











PORTABLE 
COOLANT SYSTEMS 
PUMPING UNITS 


bine 


makes it easy to sell, recommend and 
the right Graymill unit for the job. Write 
tor details today! 


DETROIT STAMPING COMPANY 


332 Midland Ave. + Detroit 3. Mich. 


GRAYMILLS CORPORATION 


3715 LINCOLN AVENUE e HICAGO 13 
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he is, or is not, shipping on the 
promised delivery date, the distributor 
must usually wait until he receives a 
billing to learn of the shipment. In 
the event of a delay, he won't know 
at all. The tracer makes sure Mr 
Harmon gets the information. 

Where shipments are made, the 
date is noted on the “receiving copy,” 
the items received checked off, and 
the name of the customer is noted to 
obtain the copy of his order from the 
“open” file. The order is then proc- 
essed as usual. 





Investment In 
Employee Well-Being 


(Starts on page 88) 





restaurant business was completely 
foreign to our line, but it appeared 
to be a necessary evil. 

It was interesting to see the indif- 
ference to the project vanish on the 
opening day. The entire personnel of 
180 patronized the place, and attend- 
ance leveled off to about 90 instead 
of 30 in a few days. Its installation 
definitely reduced labor turnover and 
improved morale. 

Besides its use as a restaurant, the 
space and equipment filled a need 
for a place for company sales meetings 
and as a common ground for all em 
ployees and executives to become bet 
er acquainted dunng cottee periods 

This expenditure for the conven 
ience of employees has proved to be 
such a definite asset that it will be 
continued, even if public restaurant 
facilities become available in the 
neighborhood. 

The value of such an investment 
thus established, the management de 
cided to incorporate a cafeteria in the 
plans for our northern division head- 
quarters and warehouse at San Lean 
dro. 

Studying, evaluating and recording 
the need for plant improvements and 
adjustments are functions and respor 
sibilities of the Operations Manager, 
and the means by which every op- 
portunity for redu¢ing costs may be 
uncovered and implemented. One not 
able improvement which was incor- 
— in the plans for the San 

-andro plant was the result of study 
in the Los Angeles headquarters. This 
was a feature of warehouse construc 
tion to improve the efficiency of work- 
ers through more adequate heating 


| arrangements. 


Warehouses are notoriously un- 
comfortable places to work in cold 
weather. And employees with cold 











ATTENTION 
INDUSTRIAL 
DISTRIBUTORS: 


Ask us about handling 
CARMET standard 
tools and blanks in 
your area. Some terri- 
tories are open. Write, 


phone, or wire. 


ADDRESS DEPT. 1D-34 








Above are shown two carbide metal 
rolls of identical composition. The 
one at the left cost the user about nine 
times as much as the one at the right. 
That differential was due solely to 
grinding vs. non-grinding. The plain 
face needed serrating, whereas the 
ready-toothed face needed nothing. 

In many uses where tolerances are 
not too critical, CARMET blanks pre- 
formed to your specifications are ready 
for service without additional costly 


grinding. On jobs where finish grind- 
ing is necessary, the quality of Carmet’s 
preforming holds grinding stock 
to a minimum. 

Hundreds of special shapes can be 
preformed in Carmet. For practical 
suggestions that fit your needs, call or 
write your nearest A-L representative. 
@ Allegheny Ludlum Steel Corporation, 
Carmet Division, Wanda & Jarvis 
Avenues, Detroit 20, Michigan. 


For complete MODERN Tooling, call 


Allegheny Ludlum *2 
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NEW OPERATING PRINCIPLE 
THOROUGHLY TESTED 


ere’s the latest and most unique 
Hesign in fractional horsepower va- 
iable pitch motor pulleys. VAR 
A’ CONE offers many important 
lmdvantages over other types. 


For example, the exclusive pat- 
tented telescopic feature permits the 
fuse of standard “A” section V-belts 
land eliminates interlocking or ser- 
rated discs which chew up belts 
mand create vibration. The VAR ‘A’ 
TONE speed change is infinitely 
Variable within the 2% to 1 ratio 
And transmits up to % hp at 1750 
Bpm. No lubrication is required be- 
cause bushings are of the 
impregnated type. Through 
mounting is possible too 


oil- 
shaft 


Yes, the new VAR ‘A’ CONE motor 
pulley is simple to install and 
maintain. Available also are stand- 
ard or countershaft Gerbing ad- 
justable motor bases. Drive uses 
standard “A” section driven sheave. 


Write today for additional details. 
Let our engineers show you how 
VAR ‘A’ CONE will provide an 
efficient and economical method of 
adding variable speed to your pres- 
ent or contemplated drives 


NORTHBROOK, ILL. 


DESIGN 


Uses standard “A” 
section belts. 


No interlocking discs to 
wear belt and cause 
vibration. 


Speed-change ratio 
2% to 1. 














bodies, particularly cold feet, do not 


function at top capacity. Putting the 
| heating system in the floors where it 
| was most needed solved that problem 
| completely. Hot water heating pipes 


were installed in the concrete with 
the result that the efficiency of the 
service and the morale of the workers 
was definitely raised. This feature 
called for additional expenditure, but 
it is one which will pay off. 
Someone once said that there is 
nothing that a man can do with his 
hands that a machine cannot be made 
to do better and quicker. This may 
be only partly true, like many general 
statements, but power 4 ae in 
industry has now made handwork a 
luxury at current wage levels and one 
to be avoided if possible. We have 
therefore equip f our workers with 
powered tools wherever needed, in the 
interests of safety as well as profit. 
Forklift trucks in the warehouses can 


| now do the work of a whole gang of 
| men and do it more safely. Mechani- 
| cal pipe loaders do a dangerous job 
| quic 


er and better than men, and with 
a degree of safety which pays off in 
reduced insurance risks. 

These are only two of dozens of 
standard items of equipment which can 
step up worker production and bring 
in substantial returns in lowered costs. 
We have found such capital invest- 
ments wholly justified from the stand- 
point of good business management 
and profit in all departments. 

As pointed out earlier, you have to 
spend money to make it, and modern 
management is learning that money 
can be well spent for quarters and 
equipment which help to foster a 
cooperative spirit among employees. 
Through such means, it is possible to 
eliminate those hidden factors of ex 
pense—inefficiency, absenteeism, high 
labor turnover and low morale, care 
lessness and waste—which can be the 
difference between a good profit and 
a low one, or none at all. 

In the past five years, this firm has 
followed a policy of substantial in- 
vestment in those things which con- 
tribute to the well-being of emplovees 
as a principle of good management 
It has paved off substantially in low 
cost operation, better service and 
goodwill. 





DISTRIBUTORS 
AND DEALERS!!! 


Write for details of attractive 
deal on this newest Gerbing 
product. 


(A Suburb of Chicago) 
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POSTMEN DO RESEARCH 


Philadelphia postmen have added 
research to their duties, Chemical 
Week, McGraw-Hill publication, re- 
ports. Each walks his rounds in spe- 
cial shoes, one of which has a sole 
tanned with a new vegetable material. 
Object is to compare its wear-resist- 
ance with the other sole, tanned with 
conventional substances. 








ARMSTRONG 


Sell the Complete System of 
ARMSTRONG TOOL HOLDERS 


There are ARMSTRONG TOOL HOLDERS in sizes 
and types for every operation on lathes, planers, slotters 


and shapers—for the heaviest cuts; for the most delicate 
cuts, 


With standard shaped cutters, bits and blades of 
ARMSTRONG HIGH-SPEED, ARMALOY (Cast Alloy) 
and ARMIDE (Carbide-Tipped) they provide a system 
of tooling that assures maximum production per ma- 
chine hour, lower tool costs, and high machining profits. 


Comprising the basic tools of practically every tool 
room and machine shop, ARMSTRONG TOOL HOLD- 
ERS are being bought continuously . . . are a constant 
source of profit to the Industrial Distributors who cata- 





log, stock and display them. It is a profitable practice 7 
to put the question, “WHAT ARMSTRONG TOOL; 
HOLDERS do you need?” 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave. Chicago 30, Ill. 
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Holo-Krome Screw Corp. Holds Annual Outing for 300 Employees 


End of the line for the Hartford, Conn 
Holo-Kr Associates’ ready for games and 
host yndidacy of Senator W 


manufacturer found the 


Senator Clu 


hartered busses 
Purtell for 
\. Purtell, company president 


rie ontests 


igh 


Name Carborundum Exec. 


the Carborundum Co., Niagara 
Falls, N. Y., has named Emest S$ 
Kopecki as assistant to the public rela 
tion He was 
issistant manager of public 
& for the Pe 


AMF Exec. Named to Board 


Harry P. Sparkes, divisional 
president of American Machine & 
Foundry Co.’s contract division, has 
been appointed to the Board of Ex 
iminers of the American Institute of 
Electrical Engineers 


vice 


formerly 
relation 
vivania Salt Mfg. Co 


MAnALCT 


nn 


Senator Purtell presents prizes to Eu 
gene Simmons and Clarence Saunders 
two winners in the day's athletic events 


New Forging Plant Opens 


American Brake Shoe Co., New 
York, has started production at its new 
steel forging plant in Azusa, Calif. 
yperated by the company’s AmForge 
Division. Initially it will turn out 57 
mm. and 75 mm. shells. 





Couplings 
Nozzles 
Fusible Plugs 
Valves, etc. 


Proved by Performance 
in thousands of installations 


W.D. ALLEN Manufacturing Co. 
CHICAGO 6 . 


First in Interior 
Fire Protection 


NEW YORK 7 
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LONG SATISFACTORY 
PERFORMANCE RECORDS 


Build Business 


CAR MOVERS 


® BADGER Car Mov- 
ers are a must for 
shippers and receivers 
of freight. Light, me- 
dium, or heavy types 
answer all needs. 


© Performance records 


We sell only thru distri- 
butors and urge users to 
buy direct from them. 











SALES follow the leader, too! 


When a natural leader steps out in 
front he’s sure to be followed. 

That’s how it is when you spearhead 
your selling with Jacobs Chucks. As the 
world’s topflight chucks— never equalled 
for gripping power, accuracy and dura- 
bility — the confidence they inspire is a 
powerful dooropener for your other lines. 


Make it a point to lead ef with Jacobs 
Chucks— and see how easily they lead in 
related sales! Backed by continuous 
national advertising to your customers, 
they’ll do a steady, profitable job of 
getting —and holding— business for you. 
The Jacobs Manufacturing Company, 
West Hartford 10, Connecticut. 


1F IT’S A 


JACOBS 


IT HOLDS... Business for You 
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SINCE 1666 


BELT-SAVER 
PULLEYS 


SAVE 
BELTS... 
BUILD 
PROFITS! 


Today, thousands of Sprout-Wal- 
dron BELT-SAVER Pulleys are in 
use throughout the world — on 
applications. ranging from stone 
and gravel to wood chips and 
foundry sand. 

The exclusive cone and wing 
design of the Sprout-Waldron 
BELTSAVER makes it ideal for 
rough service installations where 
hard, abrasive materials must be 
handled. That's why it's regularly 
specified by leading manufactur- 
ers of conveyor belts and con- 
veying equipment. 

Actual case histories report belt 
life increases from 50 — 400%. 
Repeat orders are proof that this 
is a profitable item for industrial 
distributors to feature. 


and read the enthu- 
siastic reports of Belt-Saver Pulley 
users. See for yourself how you 
can help your customers profit by 
acquainting them with Belt-Saver 
Pulleys. Sprout-Waldron & Com- 
pany, Inc., 3 Logan Street, Muncy, 
Pennsylvania. 


~ 








\ BELT-SAVER PULLEYS 





Norton Honors 50-Year Man; Executive Retires 


William N. Jove 


William N. Jove, 63, Chicago abra 
sive engineer for Norton Co., Worces 
ter, Mass., was honored as the com 
pany’s fifteenth 50-year man recently 
at the annual outing of the Norton 25- 
Year Club, held at the farm of George 
N. Jeppson, board chairman and him 
self a 50-year man. 

Mr. Jove was given a diamond lapel 
pin. Other awards presented were 39 
gold watches in recognition of 35 
years’ service, and 51 gold medals for 
25 years’ service. 

A lifelong Chicago resident, Mr 
Jove began as errand boy in Norton's 
first Chicago office at 9 North Canal 
St. in 1902 at the age of 13. He be 
came an order picker and packer two 
years later. He was enrolled in the 
sales training program in Worcester 
in 1909, and in 1913 became abrasive 
enginecr for the entire city of Chicago. 

Mr. Jove and Mr. Jeppson are the 
only active members of the firm who 
have reached the 50-vear mark. Eleven 
others, still living, are retired. 


Research Head Retires 


Milton F. Beecher, head of Nor 
ton Co.'s research and development 
laboratories since 1941, has retired as 
vice president and director. He is suc 
ceeded by Wallace L. Howe, director 
of research and development. 

Mr. Beecher has been responsible 
for the guidance of many of the com 
pany’s important developments during 
his 37 vears’ service. He has been di 
rector of research since 1941, a 
director since 1946, and vice president 
for the past two years. 

The company also announced the 
appointment of David Reid, assistant 
superintendent of Organic Products, 
as superintendent of Grain & Bond 
Plants. Roger J. Dufresne, assistant 


Milton F. Beecher 


the superintendent of Organic Prod- 
ucts. 

Mr. Reid has been with the com- 
pany since 1935. He held several po 
sitions in the Abrasive Division and 
is one of the developers of the new 
electric furnace straight line produc 
tion method of grinding wheel manu 
facture. 


McKay Co. Representative 
To Handle Electrode Sales 


The McKay Co., Pittsburgh, has 
appointed Thomas S. Collins to han 
dle electrode sales in the Chicago ter 
ritory, including northeastern Illinois 
and northwestern Indiana 

I'he entire line of mild steel, stain 
less steel and special purpose arc weld 
ing electrodes will be his 
bility 

Mr. Collins came to the McKay 
Co. from Industrial ‘Tape Corp., 
whom he formerly represented in Chi 
cago. He is a Navv veteran of World 
War II. 


Tespe msi 


| foreman, has been named assistant to 





Thomas S. Collins 
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gETHLEHEN 
STEEL 


4 
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SOLDERING ~— 
BRAZING~— 
MELTING 








Every customer a prospect! He'll sell 
himself on the amazing Torch-o-matic 
Air-Acetylene GAS GUN! Seconds after 
he has it in his hands he sees many 
advantages. He pulls the trigger—it’s on. 
Releases the trigger—it's off. He knows 
that he can save time because it’s an 
instantaneous one-hand operation. He 
likes the safety feature of no flame while 
the gun’s not in use. And the pistol-grip 
makes it easy to aim... convenient to use. 

Three sizes of combustion tubes and 
nozzles take care of a full range of jobs. 
Extension tips for reaching around 
corners, into recesses. Fits your present 
equipment. Complete 


outfit available, 


or gun only. 





EXCELLENT TERRITORIES 
STILL OPEN! 


Take advantage now of the broad 
market, Write for complete price and 
product information today. 


ifole) Ei ee) 


LEVARD 


PITTSBURGH 8 PA 


VELOCITY POWER 


THOMA 





Area Managers Named By Whitney Chain Co. 


Anthony J. Swisler 





New Sales Assignments 
Announced by Stanley 


Frank W. Blackston has been ap 
pointed senior salesman for Stanley 
lools, New Britain, Conn., in the 
Arkansas, Mississippi, Louisiana, and 
Oklahoma territory. He succeeds Ted 
Steinke, who will concentrate on the 
lexas territory 

\ veteran of the Sth Armored Di 
vision in World War II, Mr. Black 
ston had sales experience with several 
New England manufacturers before 
joining Stanley Tools. After factory 
training, he recently served as a Stan 
lev Tools missionarv salesman in the 
Southern states. 

lhe company also announced the 
transfer of Frank P. Lucier from the 
metropolitan New York to the New 
Jersey and eastern Pennsylvania ter 
ritory, except Philadelphia. 

Mr. Lucier is a World War IT Navy 
veteran. He completed a sales training 
ourse on electric tools after joining 
the company, and then was assigned 
to the field 


Frank W. Blackston 
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George A. Banton 


Whitney 
Conn., 


Chain Co., Hartford, 
has appointed Anthony J. 
Swisler as regional manager for the 
West Coast and George A. Banton 
as district manager of the Southern 
California and Arizona territory. 

Mr. Swisler joined the company in 
1943, after diversified activity in me 
chanical engineering fields, including 
power transmission. Following his 
first assignment in the Los Angeles 
office, he became district manager in 
1950. 

His new duties include supervising 
sales and distribution of the com 
pany’s products for the entire West 
Coast, including Nevada, Oregon and 
British Columbia. 

Mr. Banton has been with the Los 
Angeles sales staff for two years. For 
the previous 10 years he was connected 
with a West Coast industrial firm, 
in sales engineering for power trans 
mission, 

Both sales executives will have head 
quarters in Los Angeles 


Calls on Engineers 
For More Leadership 


The country needs more engineers 
in positions of leadership, according to 
L. B. Bellamy, president of the Amer 
can Society of Tool Engineers. 

Speaking at the recent Centennial 
of Engineering in Chicago, he said, 
“The day when engineers were wedded 
to their slide rules and handbooks is 
over.” Instead, more engineers are 
needed “‘to guide the destinies of our 
civilization” in business and govern 
ment posts. 

Tool engineers, he said, must help 
maintain America’s world position, 
based on our ability to “produce and 
continue to out-produce.” Soviet 
Russia is already passing us in the 
number of engineers graduated annu 
lly, he pointed out 





BABBITT 


340 


GRSIZES 


JOHNSON ELECTRIC MOTOR BEARINGS 


ei 
STi 7 200 
Tabi mie 


ai 


SIZES® 


4 


(SIZES 


JOHNSON GRAPHITED BEARINGS 


JOHNSON GENERAL PURPOSE BEARINGS 


JOHNSON UNIVERSAL 
BRONZE BARS 


Mr. Distributor.. here is the 


line you should sell . . . Johnson Sleeve 
Bearings and Bearing Metals. It is the 
most complete on the market. Your cus 
tomers can depend on the uniform high 
quality—in addition, you get helpful 


If you have never sold bronze bearings 
or bars before, we will show you how to 
stock and sell them, and we will teach 
your salesmen 

If you already sell bearings or bars, we 
can show you the advantages of the 
service and nearby warehouse delivery Johnson Bearing line. “Join up with 
With this mammoth line and this excel Johnson.”’ Write today. 
lent service you can make more sales JOHNSON BRONZE COMPANY 
per call . . . with increased profit. 535 South Mill Street, New Castle, Pa 


ee 
JOHNSON < BEARINGS 97 
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Toledo Pipe Names Sales Representatives 


UNEQUALLED 


for safe, hard blows 


CR 
JAW-HEAD - 


Harvey F. McClellan William L. Gahman 
he Toledo Pipe Threading Ma the New 

chine Co. has named Harvey F. Me Clarence A. Popp, eastern manager of 

Clellan as representative for ‘Toledo sales 

Pipe Tools in the territory including 


York City area to assist 


Delaware, Maryland, southern New 
Jersey, Pennsylvania, Virginia, and 
Washington, D. C 

William L. Gahman, formerly in 
charge of the territory, will transfer to 


Mr. McClellan, a Navy veteran, re 
cently completed the company’s plant 
training program. His headquarters 
will be in Philadelphia. 

Mr. Gahman has been with the 
company since 1938. 





Your Name 
ere 


. because we know 
how important 
our distributors are 


A perfectly balanced tool. 
Tough, resilient water buffalo 
rawhide faces deliver needed 
power, yet protect fine finishes 
and delicate parts. Faces 
quickly and easily replace- 
able. Safety-Flare handle gives 
comfortable grip and prevents 
slipping. When 1 needa 
“solt’ hammer, make sure itsa 
C/R Rawhide Jaw-head 

FACES REPLACED IN SECONDS These packaged shim stock rocks 
Merely |! are provided with your firm name 
oe - very neatly imprinted on them. The 
tightene only requi t isa mini quon. 
are held i tity of 25. 


vise -like grip 


7 a nut releases 





Here's the ideal way to keep your firm name be- 
fore the people who actually use your products. 


Sell packages instead of inches! 
Rack holds four 6” X 100” cartons 
of brass or steel shim stock in gouges 
of the customer's choice. 


NATIONALLY ADVERTISED * EASY TO STOCK AND HANDLE 
ALL SALES THROUGH DISTRIBUTORS * HIGH QUALITY 


@ Available 

from leading in 
dustrial suppliers. Also 
C/R Rawhide mallets 
mauls, solid head 


hammers 


‘fa 
cnicaco fawhide MFG. CO. 
1301 Elston Ave., Chicago 22, Il! 


LAMINATED SHIM COMPANY. 
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Arthur M. Stoner 


A. M. Stoner Honored 
By Franklin Institute 


The Franklin Institute of the State 
of Pennsylvania has awarded its Cer 
tificate of Merit to Arthur M. Stoner, 
vice president in charge of engineering 
of The Jacobs Mfg. Co. of Hartford, 
Conn., for his development of a chuck 
and collet combination for lathes to 
hold cylindrical work being machined. 

The citation accompanying the Cer- 
tificate stated that the award was given 
to Mr. Stoner “in consideration of his 
achievement in producing outstanding 
advantages in the development of ma- 
chine tool chucks resulting in an im 
proved device known as the Spindle 
Nose Lathe Collet Chuck.” 

This device has been in commercial 
use since 1949 and is now widely 
used on machine tools both in this 
country and abroad. The feature 
which makes possible the unusual per 
formance of this chuck is a special 
gripping device known as a Rubber- 
Flex Collet. 

\ graduate of the Massachusetts In 
stitute of ‘Technology, Mr. Stoner 
began as an engineer in his family’s 
business, The Jacobs Mfg. Co. of 
Hartford, in 1931. In 1936 he was 
appointed chief engincer. In_ order 
to devote more time to development 
work, Mr. Stoner was made vice pres- 
ident in charge of engineering in 1944. 
He has been granted 60 patents, most 
of which cover tools or methods for 
their manufacture 





GROCERIES OUTSELL TAVERNS 


Food stores are becoming the major 
sales outlet for beer, superseding the 
corner tavern, according to Food Engi- 
neering, McGraw-Hill publication. Last 
year canned and bottled beer account- 
ed for 74 per cent of all beer sold, 
compared with 50 per cent in 1950. 





Everybody admits that Bill the Buyer gets through a raft of work 
every day. And yet— barring emergencies— Bill manages a good 
many night$.to get out on the lake by the time the bass are feed- 
ing. You ¢an bet your bottom dollar that Bill has a warm spot 
in his heart for certain people. We mean those distributors 
who provide him, with catalogs that help him get his big 
day’s work done.\ Books indexed and organized for easy 
reference that tell him and show him what he needs to 
know—that are well printed, easy-opening, and suit- 
able in every way to the needs of the efficient, hard- 
working buyer. In building catalogs here at Donnelley’s 
we always keep Bill in mind. We know it means warmer 
friendship and better results for you. If you are thinking 
ahead to a new catalog, let us show you the features 


we offer for saving the buyer’s time. Just drop us a line. 


R. R. Donnelley ~ Sons Company 


CATALOG COMPILING /DEPARTMENT 


350 East Twenty-second Street: Chicago 16 - Illinois 


Recently delivered 
Donnelley-built catalogs 


New Order 
= 


PRINTERS © BINDERS © ENGRAVERS @© LITHOGRAPHERS 
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Manning, Maxwell & Moore 
Names Division Executive 


Manning, Maxwell & Moore, Inc., 
Stratford, Conn., has appointed lan 
K. MacGregor as director of manu 
facturing of the Consolidated Ashcraft 
Hancock Division 

He will be in charge of manufactur 
ing at the Stratford, Watertown, 
Mass., Tulsa, Okla., and Jersey City 
plants of the company, whose products 
include pressure gauges, valves, 
perature imstruments, pneumat and 
electronic transmission systems, air 
raft products, hoists, cranes and other 
lifting specialties 

Born in Scotland, Mr. MacGregor 
vas at one time with the engineer 
ing plants at Clydeside. He came to 
this country in 1940 as a member of 
the British Tank Mission He is 
1 former vice president of Campbell, 
Wyatt & Cannon, Muskegon, Mich 


tem 


Carborundum Co. To Supply 

Atomie Energy Commission 
The Carborundum Co. will erect 

1 new plant in Akron, N. Y., to supply 


arconium and hafnium sponge metals 
to the Atomic Energy Commission 


Che operation will be carried out by 
i recently formed subsidiary, The Car 
borundum Metals Co., Inc 


THE OUTSTANDING 


QUALITY 


of Chicago Saws has a 
definite value for the dis- 
tributor and for the user. 


Their reputation for ability, 
long life, and economy has 
been well earned through 
the past 30 years. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 


The 





Stanley Tools Readies Showcase on Wheels 


This specially constructed bus containing 


tured by the New Britain, Conn., firm 





plant will occupy a 184 acre plot 30 
miles southwest of Niagara Falls. 

The company plans to 
about 150,000 Ibs. of the 
metals a vear, for five 
metals are derived from zircon 
obtained in Florida. Vhev are 
in the construction of 
ictors 


produce 

spec ial 
The 
sand 
used 
nuclear re- 


years 


JOB-TESTED 
FLOOR SWEEPS 


, ow in over 
“* 100 di com- 
"THE INSIDE =D binctions of filler, 
story _-* filler arrangement and 
~ _ construction. Sizes 12-36" 


- 


-73---- 


MAIN TYPES JOB-TESTED SWEEPS 
List - 14” 

SUPREME 614 LINE for medium and 
smooth floors to remove light and 
medium dirt $5.50 
WIRE-CENTER $-2714 LINE for smooth 
unpolished surfaces to remove light 
and medium dirt 
3014 BORDERLINE for smooth unpolished 
surfaces to remove light and medium 
dirt 
SAMBO LINE for rough unpolished 
surfaces to remove wet or dry, medium 
to heavy dirt 2 


Order Now—Write for discounts 
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displays of a line of 950 items manufac 
will visit distributors 


A rolling display room will visit dis 
tributors and hardware dealers through 
out the country soon carrying the 
Stanley Tools banner. 

A specially constructed coach will 
carry samples of a line of 950 items 
manufactured by the New Britain, 
Conn., tool maker. Staffed with fac 
tory trained sales personnel, it will 
also be supplied with promotional and 
point of purchase materials for dealers 
Fools on exhibit range from small line 
levels to large Bailey planes 

C. K. Freedell, general sales man 
ager, said the display coach would 
help acquaint dealers with the com 
pany’s full line. “Customer demands 
on our dealers have increased,” he said 
“Where once a few dozen items in 
stock would adequately service a com 
munity, now dealers find it necessary 
to stock an almost infinite variety of 
tools.” 

He said the tour did not indicate a 
change in sales policy, since orders 
would continue to be filled through 
regular channels. 

After an initial tour of New Eng 
land, the coach will cover Michigan, 
Indiana, Wisconsin and Idaho. It will 
travel 6,000 miles in the first six 
months calling on 400 dealer and dis 
tributor organizations 


Naugatuck Ups Production 


Naugatuck Chemical _ Division, 
United States Rubber Co., is doubling 
the capacity of its facilities for the 
production of Vibrin polyester resins 
at its plant in Naugatuck, Conn. The 
material is used in the manufacture 
of chemical-resistant pipe, machine 
housings, materials handling equip 
ment, and several plastic products. 





gest News in Loekers! 
STEEL-PRIDE 


the All-New 
LOCKER with 


EXCLUSIVE =FET LO kK’ 


CONSTRUCTION 


— 


Exclusive Jet-Lok double-U construction Engineered tc Assemble in Minutes... 
cuts assembly time sharply, increases ri- 


gidity, virtually assures pilfer protection. Constructed to Last a Lifetime! 


SAVES TIME! SAVES COSTLY MAN HOURS! 
At last—z radically new idea in lockers 
that cuts assembly time approximately 
in half! Jet-Lok construction requires 
only 8 simple steps—only 32 bolts. Parts 
slide together quickly . . . easily ... with 
ingenious l)-type joints. Especially 
valuable as a time-labor saver when 


setting up multi-unit installations. 
Vertical members simply slide in place, 


interlocking throughout their entire “ ” ¢ Pri . nat 
length. Number of bolts reduced by half. NO “BELLYING” — Steel-Pride Jet-Lok con 


struction provides extraordinary rigid- 
ity. Locking joints have positive contact 
along their entire length! Lockers stand 
without twisting or losing their ori- 
ginal shape. No “bellying” even when 
Potent Pending . installed in long sections. 


PRACTICALLY PILFER-PROOF! Jet-Lok con- 

Engineered to last a lifetime. struction provides maximum protec- 
Multiple units lock together with . . . 
common dividers, seving cost of GOR agains entey through vertical 
one side per locker. joints at front, back, or sides. Positive 

Design of legs, not bolts alone, supports tacked full G 

weight. Extension brackets provide ad- oc ing system fully meets Government 

ivstable leveling on uneven floors. requirements. 














Please send me your free catalog describing STEEL-PRIDE Lockers. 
ATTENTION 


INDUSTRIAL SUPPLY HOUSES 
Send this coupon today for all 
the facts about the new, revo- 
lutionary Steel-Pride Locker and 
franchise availability in your 
territory 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1952 





Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


J. E. Williams 


| Olin Industries, Inc. 


Forms Ramset Division 


Olin Industries, Inc., has estab- 
lished a new operating unit, the 
Ramset Division, to include three 
subsidiaries in Cleveland, Ramset 
Fasteners, Inc., The Stemco Corp., 
and Portable Industries, Inc. 

The Ramset Division is the ninth 
operating division to be set up by the 
parent company. It will be responsi- 
ble for development, production and 
sale of power-actuated tools, fastening 
studs and accessories. 

J. E. Williams, former president 
and founder of the three companies 
before they were acquired by Olin 
Industries this April, has been ap 
pointed general manager of the new 
division. Holder of a number of pat- 
ents, he has been associated with 
the power-actuated tool industry for 
11 years. He formed The Stemco 
Corp. in 1947 and Ramset Fasteners 
in 1950. 





Gorham 1001 COMPANY 


| “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 


14406 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. for prices to level off!" 








“Well, you said that you were waiting 
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Top grinding results per grinding wheel 
dollar! That’s the essential economy “‘plank”’ 
in any “platform’’ for productive grinding. 
And that’s where your Simonds Abrasive Co. 
distributor can be of real help to you. 





He carries Simonds Abrasive Company 
grinding wheels for all your jobs. They’re 
quality-controlled for lasting performance 

..and accurately specified to enable you 
to order the ones that conform exactly to 
your needs. 


Send for free data book and 
name of your distributor. 
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Yesterday's Grinding 
Problem is Today’s 
Grinding Solution 


“Talking about toolmakers . . . take 
my Uncle Ed.” said the Philosopher, 
clipping the end of his cigar. “Uncle 
Ed was tops. An ace toolmaker. 
Worked for a Providence shop dur- 
ing the Civil War.” 


The Philosopher sent an aromatic 
cloud of cigar smoke wafting over- 
head. “The sewing machine was the 
big production number then,” he con- 
tinued. “The Willcox & Gibbs sewing 
machine. The first piece of delicate 
machinery made for the lady of the 
house. The boss figured it would have 
to take plenty of abuse, so he decided 
to make the shaft and needle bar of 
tool steel with the highest finish pos- 
sible.” The Philosopher hunched for- 
ward in his chair. “Well, sir, there 
was only one man who could be en- 
trusted with the job, Uncle Ed. The 
parts were finished by grinding. . . 
perhaps the first instance of its kind. 
It was done with a steel disc with a 
leaden edge impregnated with emery. 
Later a bonded wheel was tried. 
Uncle Ed wet the wheel with a sponge 
and placed a dish of water below to 
catch the sparks. Later he introduced 
water to the workface through a 
tube.” 


“Yes, sir, getting a high finish in 
those days was a tough job. Enough 
to drive a man crazy. As a matter of 
fact, Uncle Ed was eventually stricken 
with some sort of brain ailment. 
Didn’t go raving crazy, you under- 
stand. Just became sort of vague and 
unpredictable. Lived out the rest of 
his days apart from the family in a 


| doddering state of amicability.” 


“Now, the only reason I mentioned 


| Uncle Ed is to illustrate a point,” 
| said the Philosopher, neatly slicing 
| an inch of cigar into the African 
| violet pot. “And the point is this: 


ninety years ago a man could go 
crazy trying to get a superlative finish 
by grinding. Today he would go 
crazy trying to get a superlative finish 
without grinding.” 





The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s current campaign carrying 
9 million sales messages to users 
of Grinding Wheels and Abrasive 
products. 


( Advertisement) 














Expanding Operations 
At Industrial Service 





NEW BUILDING, now complete, gives 
president L. D. Stoner of Industrial Serv 
Co., Atlanta, more room to expand 











Frux-Core tex 
SOLDER 


INSIDE SALESMEN Jim Range and 
Stewart Daniel make plans for die set 
sales at the counter 


FAST in Soldering Action 
FAST in Obtaining Wanted Results 


Kester can give the exact percentage of flux 
content needed for a particular soldering operation. 
Only Kester has the proven ability to exercise this flux control! 


Kester also has the greatest selection of Flux-Core 
Solders . .. Acid, “A”, Nosput, Knorust, Plastic Rosin, 
““Resin-Five’’, ““44"" Resin and 
others in a wide range of diameters 
and impurity free alloys. 


KESTER 


KESTER SOLDER COMPANY SOLDER GEAR potential is discussed by salesman 
4214 Wrightwood Ave., Chicago 39 W. A. Johnson and office manager F. I 


Newerk 5, New Jersey © Brantford, Canada Turner m the warehouse 
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F POWER GUNS 7 


Demonstrate ... Sell... Alemite Portable Power Guns 
for Cost-Cutting Plant-wide Lubrication 


For Volume Lubrication With MEDIUM or LIGHT Grease 
ee ee 


This unit goes anywhere — indoors, 
outdoors...over rough ground.. 
up and down steps. Equipped with 

6 feet of high pressure hose, Z-type 

swivel and control valve. Pumps 
direct from 25, 35 or 50-lb. pails. 
Power head guaranteed for 

27 months. Electric Model 
7170-R, 25-lb. capacity, for 

use where compressed air 

is unavailable. 


it’s The Mightiest Lubrication Story Ever Told! 
It’s the largest Alemite advertising campaign ever! About 
you ... and the role you play in industry as an Alemite 
“Friction Fighter.” Presented to 15,000,000 Post and Col 
lier’s readers—every 2 weeks throughout the year—Alemite 
advertising keeps you in the picture as the man backed by 
the largest manufacturer of lubrication equipment. Spot 
lights you as the man to see, to listen to, to send for first! 


ALEMITE 


Modern Lubrication Methods That Cut Production Costs 


For Volume Lubrication With HEAVIEST Greases Made 
Alemite ‘‘Rockcrusher’’ Electric Model 7175-R 


This electric 40-lb. capacity unit packs 
the punch and power to handle 
the heaviest greases made. 
Exclusive helix arm and worm 
gear construction assures positive 
priming even in cold weather. 
Complete with control valve, 
Z-type swivel, 10’ of high 
pressure hose. Air operated 
Model 6288, 40-lb. capacity 
also available. 


FREE new booklet ___- 


Alemite “Sales Power.” Shows where to look for 
more Alemite sales . . . how to move in and 
clinch them fost! Send for your copy now. Fill 
out and mail coupon today. 





Alemite, Dept. H-102 
1850 Diversey Parkway, Chicago 14, Ill. 


Name 
Compony 
City 
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Whether a customer has a routine milling job or an unusually 
tough one . . . he’s sure to be satisfied when you sell him 
a Putnam End Mill. 


As a Putnam distributor, you can offer him over 1000 
different types and sizes to choose from. With this wide 
range of standard, catalog-listed end mills, you can always 
sell the RIGHT tool for the job for faster cutting, better 
finish, less tool wear, less chance for work damage. 


Putnam's always-expanding end mill line now includes the 
famous Postiv-Lok series, an especially heavy duty design 
for large boring mills, profiling and similar applications. 
These and similar advancements in end 
mill design and manufacture have made 
Putnam the leading end mill line. 


3 


That's why it’s easier for you to have 
more satisfied customers, more sales, 
more profits . .. when you sell Putnam. 
Putnam Tool Co., 2981 Charlevoix Ave., 
Detroit 7, Michigan. 
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William J. Kingsley 


Carborundum Co. Names 
Kingsley to Sales Post 


William J. Kingsley, assistant sales 
manager of the Bonded Products & 
Grain Division of The Carborundum 
Co., has been appointed assistant gen 
eral sales manager of the company. 

The appointment was “‘purely an ad- 
ministrative change,” according to 
F. J. Tone, Jr., vice president in « oe 
of sales. He said it would facilitate 
“more efficient administration of the 
company’s growing sales volume and 
diversification.” 

Mr. Kingsley will assist the generai 
sales manager in all sales activities, in 
cluding supervision of the company’s 
12 district sales offices. 

He has been with Carborundum 
since 1922. He covered the Syracuse, 
N. Y., area between 1936 and 1950, 
when he became assistant head of 
Bonded Products & Grain Division 
sales. Before joining Carborundum, he 
was associated with the H. H. Frank 
lin Mfg. Co., Syracuse, N. Y. 





The 
United 


Way 





for ALL Red Feather Services 














Do YOU need a lift? 


Your SAFEST buy Let these ads help 
sn wire rope blocks| — yoy sell American 


CROSBY 
Wire Rope Blocks! 


Everybody knows that the mill supply sales- 

man is one of the busiest men in industry. 

And we, as manufacturers, know that your 

<n job is also one of the most important in 

Here's @ SS, Ameri- industry. So in merchandising American 

avoid the — o a9 are LO AD- CROSBY Load-Rated Blocks, we have one 

—.. safe working capacity main object in mind...to make your work 

permanently vonage ing sed ve —_ efficient and profitable as it can 

... 80 your made. 

ever Joad the block will carry- The advertisement shown here—plus a 

hard-hitting direct mail program to back 

you up—is doing exactly that. By repeating 

and repeating this safety story in leading 

magazines, and by building buyers’ knowl- 

PACKAGED ¥ edge of our exclusive ‘LOAD-RATED” fea- 
Your load-rated CROSBY rae ture, this Crosby Block promotion can save 

blocks ome ts ee you a good many minutes on every call. 

a, one to stock and Here’s a wire rope block line that is truly 
handle; delivered to the job ait Sa , f iam. 
, tiect working order. pre-sold. offers genuine safety fea 
Sold | by leading distributors tures. It gives the buyer the convenience 
everywhere. of individual, factory-sealed cartons, to keep 
every block in clean, perfect working con- 
dition. It provides a handy stock-number sys- 
tem, for re-ordering and inventory control. 
This program really gives you a lift. To see 
how effective it can be for you, just mention 
Crosby Blocks on your calls today—and 
enjoy an experience in smooth selling! 











Made by the makers of genuine 
AMERICAN HOIST & DERRICK CO., $T. 


American Hoist 


This advertisement appears & Derrick Company 
in leading national magazines ST. PAUL 1, MINNESOTA 
reaching construction and 

industrial markets. 
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PILLOW BLOCKS 


You'll never have to worry about 
user satisfaction when you 
recommend Medart-Timken Pillow 
Blocks. They've never been excelled 
for trouble-free years of service — 
the kind of service that means an 
absolute minimum of maint + 
and freedom from the danger of 
scored shafts, hot boxes and 
excessive ey In addition 
to the famous pro precision 

FOUR TYPES OF CONSTRUCTION design ond regged construction, 
"SS" Straight Sleeve Series these are the “plus” features of 
For general purpose application Medart-Timken Pillow Blocks: 


“TS" Taper Sleeve Series Factory Adjusted & Lubricated 


For higher speeds and shock loads They're ready for service immediately 


Positive Shim Adjustment 


Prevents too-tight or too-loose bearing 
adjustment 


Self Aligning 


There is also a complete line of porta he em vibrott 

" : so tor tion, 
Medart-Timken Hangers in drop, psa aco They're completely 
interchangeable. 





“DM" Direct Mounted Series 
For heavy duty rugged jobs 
“DC" Dog Collar Series 

For light duty general applications 


post, bracket and floor mounting 
designs — Flange Units — and 
Unit Mounts for which 
Medart engineers will help 
design proper housings. ATTACH TO COMPANY LETTERHEAD 
MEDART COMPANY, 3535 DeKalb St, St Louis 18, Mo. 
© Send Catalog of Pillow Blocks, Hanger Units, etc. 
Also send the following catalogs 
© V-Belts & Sheaves () Gears 
© Pulleys & Sprockets © Speed Reducers 
3535 DeKolb St., Name 





Title, 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1952 


Dudley M. Condit 


Condit Made Sales Head 
Of Indianapolis Firm 


Dudley M. Condit, formerly of 
Sterling Products Co., Chicago, has 
been appointed sales manager of the 
Indiana Manufacturers Supply Co., 
Indianapolis. 

Mr. Condit was assistant to the 
president at Sterling Products. Rc 


cently he was sales supervisor for the 
DoAll Co. 


N. Y. Belting & Packing 
Names Representative 
John C. Durbin, Jr., has been ap- 


pointed a factory sales representative 
for New York Belting & Packing Co. 
in Washington, Oregon, and Idaho. 

Mr. Durbin will make his head 
quarters in Portland, Ore. For the 
past several years he has been asso- 
ciated with the company’s San Fran- 
cisco staff. 





PURCHASES occupy Thomas R. Min- 
ter, new asst. p.a., and inside salesman 
J. H. Livingston at Harry P. Leu, Inc. 
Orlando, Fia., distributor. 





You know the acceptance of popular Du Pont Sponges 


Now Cash in on New 
- Mops of Du Pont 
Sponge Yarn 


eas to sell These wonderful mops are making just as big a hit with 
y customers as famous Du Pont Sponges have ‘ 
; They’re ideal for all the industrial organizations you 
#ERE 4 WHY serve. And most important to you, every sale of a sponge- 
yarn mop brings you bigger profits! 
ORpengr penn eees beter .; ee ae Now’s the time to cash in on the increasing demand 
water than ordinary mops. . 
: j for these new mops. Get in on the ground floor . . . order 
@ They leave no lint, do an all-round neater job . . . 
wud aaa eet, your supply of mops made of Du Pont Sponge Yarn. 
REF F Send coupon today for the names of mop manufacturers 
@ They're easier to clean—dirt and grease h tact 
as Pe whom you can contact. 
@And sponge-yarn mops are 
tough . . . give service that te 
meons repect sales. 
E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec.O-10,Wilmington 98, Del. 





Please send the names of manufacturers and free copy of 


the booklet describing Du Pont cellulose sponge yarn’s ad- 
vantages for floor cleaning a’ int 








UPD 


Mermet 





060% Aaniversary 


Better Things for Better Living 
+ + » through Chemistry 














TO HELP YOU SELL THESE MOPS, Du Pont is running hard-hitting ads in these magazines: 
PURCHASING, MODERN SANITATION and INSTITUTIONS 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout 


oo! 


steel cutters Right and Left hand Threaded Bushing 


for Automatic Tightening. 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling 
Also CALDER Fine Diamond Dre 
SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street Lancaster, Pennsylvania 


THE MOST COMPLETE SOURCE 







Give the CUSTOMER 
the tools he wants 
—from this big selection! / 


Why lose sales by carrying an in- 
complete line when XCELITE can 
give you the tool for every cus- 
tomer’s needs? You'll build good 
will as well as profits. Write 
today for catalog! 


No. 49 XCELITE - 
midget snip 
a 
ae 


Nut driver 
with 3° blade 


XCELITE, INCORPORATED 


Formerly Park Metalware Co., Inc. 


) tity 







~ THREADED @ 
#2 proDUCTS 


STAINLESS STEEL ‘aa! 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N.Y. 7, N.Y. 
WoOrth 4-4600 











Orchard Park, New York 


ot Onriger™ 


Perea XCELITE 
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NEW BRANCH at Portland, Orc., 
was added by Quaker Rubber Corp 


Quaker Opens Branch 
Serving Portland Area 


The Pacific northwest will be served 
by a new stock carrying branch ware 
house recently opened by Quaker 
Rubber Corp., division of H. K 
Porter, Inc., in Portland, Ore. 

Located at 2360 N. W. Quinby 
St., the branch has 6,000 sq. ft. of 
warehouse space designed to carry a 
complete inventory of industrial rub- 
ber products. It is under the super 
vision of Milton M. Clark, district 
manager. R. R. McCracken and 
J. G. Young, salesmen, will help ser 
ice the area. 

The building marks another step in 
the company’s expansion plan to cover 
important industrial areas, company 
officers stated 














“Now, stop worrying about your 
health—get to the office more often 
and quit trying to land accounts on 





the golf course... .” 








SPRING WASHERS 


BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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Arthur Ll. Fleck 


Vice President 


American 
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Screw Co 





Sales 











PRENTISS 


“BULL DOG” VISES 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 


The base plate is cast in one 
piece and slotted in the front. 
When the wrench is tightened, 
this base plate or split ring 
squeezes against the hub on the 
vise body, locking the vise to 
the base. 


Sold 100% through distributors 





Give YOU This 
Big Selling Point 
PRENTISS IMPROVED 
SWIVEL BASE 





NEW BUYER of industrial supplies 
at C. M. McClung & Co., Knoxville, 
Tenn., is Fred Atchley (right), check 
ing abrasives with Delbert Laxton 


C. M. McClung & Co. 
Names Supplies Buyer 


Fred Atchley, formerly assistant put 

‘ chasing agent for hardware, has been 

; ‘The Complete Line appointed buyer of industrial supplies 

Machinists © Top Swivel Jaw for C. M. McClung & Co., Knox 
Combination Pipe @ Hinge Pipe ville, Tenn. 


Woodworkers © Utility He succeeds George Young, who re 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. | | signed fo become a manufacturer's 


OF THE CHARLES PARKER CO. agent. Mr. Atchley has been with the 








WONT CHATTER 
LEAK OR DRIP 


SOLID BRASS 
CONSTRUCTION 


Write for details 
of the complete line 
of Bob Float Valves 


ROBERT Manufactu 
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company 15 years. 

W. T. Smith, formerly in the war« 
house, has been named buyer of clec 
trical supplies. He has been with the 
firm 10 years. 
POSITIVE-ACTION Carl Sanders, formerly with Sum 

mers Hardware Co., Johnson City, 
fe) 34 aRey vs Tenn., has joined the McClung or 
ganization as outside salesman covci 


| ing the territory of Johnson City and 
I VALVES part of North Carolina 
‘ 





Guaranteed to Accurately 
Maintain Liquid Levels. 


Increase sales and customer satisfaction by 

——. the complete line of Bob Float Valves 
U led performance 

= the roughest service conditions has 

convinced leading manufacturers and piping 

fabricators that there are no better float valves. 

They are competitively priced and available 

in sizes from 4” to 14)”. 





ri ng Com pa ny SECRETARY Agnes L. Counihan has 


variety of duties at mes Indus- 
9035 Venice Boulevard, Los Angeles 34, Californie trial Supply Co., Binghamton, N. Y. 
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you have (ELL 
to C/A / l 


The pitch-man is the ultimate in salesmen. He 


depends entirely upon his “spiel” to peddle his wares. 


AE PoE SRNR RR ROUND. 


Men who sell to industry, of course, must 
take a more conservative approach. But the same rule 


still holds: “You have to TELL to SELL”. 


Which is our way of reminding Industrial 
Distributor salesmen if you'll ask for bolt and 
nut business on every call, you'll pick up sales, 


and profits, you didn’t expect. 


This is especially true when you can offer the 


complete and “easy to sell” Lamson & Sessions line. 





The LAMSON & SESSIONS Co. 
1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham + Chicago 


Check the products below that interest you; tear off bottom of ad 
and send to ut for plete inf ti 


amon 
Qeoatons 


Pre-assembled 
lockwashers on 





TAPPING SCREWS 
Choice of round, 
pan, truss, flat oval, 


MACHINE SCREWS 
Precision made for 
fast economical 


CaP SCREWS 
“1035” Hi-Tensile 
Heot-treated steel. 


assembly. 


HEX 
MACHINE SCREW 
NUTS 
Semi-finished, hot 
pressed, cold 
punched. 


© 
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tapping and mo- 
chine screws. 


LOCK NUTS 

Economical, vibro- 
tion proof. Can be 
used repeatedly. 


hexagon and phil- 
lips heads. 


“1035” 
een ada SET SCREWS 
Steel, brass, alumi- c r 

num and stainless ninth signe Mier 
seat, hardened and 


heat-treated. 





ROUND SEATTLE CHAIN CORP. 
Seattle 8 


ROUND SEATTLE CHAIN CORP. 
Pertiend 10 


{ THE ROUND CHAIN & MFG. CO. é 
Chicage 38 


= CALIFORNIA CHAIN CO. 

r Se. Sen Frencisce OWIO HOIST & MFG. CO. 
by TWE PLATING AND 
\ GALVANIZING CO. 

ge POUND 105 ANGELES CHAIN CORP. Clevelend $ 
Los Angeles 54 
THE SOUTHERN CHAIN & MFG. CO. 
Birmingham 4 


\ 
an 


There's a 
Round CHAIN COMPANY 


right in your territory! 


ROUND CALIFORNIA CHAIN CO.— 


an important link in the nationwide Round Chain 
organization — is under the direction of J. D. 
Cavan, a Round veteran of 15 years. Like all other 
Round Chain Companies, Round California sup- 
plies a complete line of welded and weldless 
chain, slings, chain hoists, electric hoists, trolleys 
and winches. Sold exclusively through wholesalers 
and distributors. 


CHAIN COMPANIES 
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Robert D. Walker 


Weatherhead Co. 
Names Sales Engineer 


The Weatherhead Co., Cleveland, 
has appointed Robert D. Walker as 
sales engineer for Arkansas, Louisiana, 
New Mexico, Oklahoma, and Texas. 

He will handle Ermeto tube fittings, 
a full line of other types and hose 
assemblies with Reusable or fixed ends. 

Mr. Walker has had 20 vears’ ex- 
perience in many phases of hydraulics 
through association with drilling con- 
tractors in the Texas and South Amer 


ican oil fields. 


Maewhyie Names Executive 


Archie M. Naysmith, plant engineer 
of Macwhyte Co., Kenosha, Wis., has 
been appointed general superin- 
tendent of the company. R. B. 
Whyte, Jr., who has been Mr. Nay- 
smith’s assistant for several vears, has 
been named assistant general super- 
intendent and assistant plant engi 
neer. 





SALES MEETING at Moore-Handley 
Hdwe. Co., Inc., Birmingham, Alla., 
starts off under Alex Davies, machin- 
ery & industrial supply manager. 








Products .. Promotion 


help FAFNIR 
ball bearing 
distributors 


make more PROFITS, 


An extensive line of radial and 
wide inner ring ball bearings; avail- 
able with seals and shields . . . plus 
the most complete line of housed 
ball bearing units . . . make every 
bearing opportunity a Fafnir Dis- 
tributor opportunity. 


4 
4 
5 
. 
* 
? 
é 
Py 
: 
§ 
= 
$ 





Powerful, consistent promotion in every 
major field . . . plus the Fafnir “attitude and 
aptitude” for providing the right bearing to fit 
the need . . . round out a profit combination 
that’s in a class by itself. The Fafnir Bearing 
Company, New Britain, Conn. 


BALL BEARINGS m 
MOST COMPLETE LINE IN AMERICA Ss 
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hand him 
CHANNELLOCK 


and hell Buy! 


Made only by 
CHAMPION 
DEARMENT 


And who wouldn't? For Chennellock 
liers are the finest to be bought or sold 
Shannellock pliers have been known for years 

as a highest quality tool made by Champion 
DeArment, long recognised as synonomous 
with quality onl craftsmanship. 

Check the features nger Wearing, 
Slosely Spaced Adjustments, No Wear on the 

| Joint Bolt, Self Cleaning these plus the skill 
) and experience of more than 65 years make 
| Channellock Pliers outstanding. 
When your customer relies on your judg- 
S mont you can recommend Channellock pliers 
: proudly. Hand him Channellock and he'll buy. 
: And remember, ONLY Champion DeAr- 
Send 9 





) ment makes Channellock. or Catalog 


: tedey. 
? CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channeltoch pliers ave listed in the 
Yellow Pages of mest Telephone 
Tools" 





| Link-Belt Co. 


Kendrick Hickman 


Link-Belt Co., Chicago, has ap- 
pointed Kendrick M. Hickman as- 
sistant sales manager of its Ewart plant 
in Indianapolis for Ewart general 
products. 

He succeeds H. M. Bowman, who 
is being transferred to the Chicago 
Pershing Road plant to devote full 
time to sales promotion. 

Mr. Hickman has been with the 
company 25 years, three of which were 
at the Pershing Road plant, 7 at the 





MACHINE TOOL 
ACCESSORIES 





Synonymous with 
Distributor Service 


This time of set up T-dolts and occessories hes been 
serving distributors’ customers yeor efter year with 
distinction and satisfoction. Universal occeptonce 
among users for ZIP products mokes them oa profite- 
ble line to handle It will pay you, too, to come to 
Seltzer for your customer's requirements on T-slot 
bolts and accessories. 


GEO. HW. SELTZER & CO. 
DREXEL HILL, PA. 
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Carl Rudman 


Detroit district sales office, and 15 at 
the Ewart plant. He has been mana- 
ger of agricultural sales for the past 
year. 

Carl Rudman will succeed him as 
agricultural sales manager. 

Mr. Rudman, who joined the com- 
pany in 1937, has served in both the 
Chicago and Indianapolis district of- 
fices. He was an air force electronics 
instructor during World War II. 
Since 1948 he has specialized in ap- 
plication of chain and sprokets to farm 
machinery. 


Name Purchasing Agents 


Link-Belt Co. has appointed Albert 
W. Boegner as purchasing agent for 
the new Colmar, Pa., plant, and F 
Walter Skerrett to succeed him as 
purchasing agent of the Philadelphia 
plant. 

The Colmar plant, 25 miles north 
of Philadelphia, will begin manufac 
turing operations later this vear. 


New Bedford Cordage 


Names Representative 


New Bedford Cordage Co., New 
Bedford, Mass., has appointed Sydney 
Heldon to the territory of eastern 
Pennsvlvania, New Jersev, Marvland 
and Washington, D. C. 

He will operate out of Philadelphia, 
succeeding i. C. Conkling, Jr., who 
has been transferred to New Bedford 
as assistant sales manager. 

Mr. Heldon has had more than 15 
years of selling experience both in 
this country and in Australia, where 
he was bom. He is now a United 
States citizen, and a veteran of World 
War II service in the Fifth Air Force. 








WITH DOZENS 
OF FINE PRODUCTS 
SOLD THROUGH 


DISSTON DISTRIBUTORS 


Band Saws: 
Nerrow Wood Band Saws 
Metal Cutting Band Saws 
Band Knives 
Log Bands 
Band Resaws 
Carbide Tipped Sews and Knives 
Circular Knives 
Circular Perforators 
Circular Saws for Wood, Metal & 
Plastic: 
Solid Tooth and Inserted Tooth 
Circular Slitters: 
Cross Cut Saws 
Cutter Heads 
Files and Rasps 
Hack Saw Biades and Frames 
Machine Knives: 
Chipper Knives 
Hog Knives 
Paper Knives 
Picner Knives 
Veneer Knives 
Stee! Rule—Cutting, Creasing, 
Perforating 
Steel Specialties: 
Cylinder Jackets 
Doctor Blades 
Fountain Blades 
Hammer Knives 
Press Plates 
Valve Discs 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume soles. 


No. 150 Sander 
An all-ball-bearing, 
orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C 
induction motor and 
cast aluminum body. 


No. 150-K 

The Sander with Accesso- 
ries including: deep con- 
tour d, finishing plate, 
felts for free abrasives 
and wet rubbing, 
lamb’s wool bonnet, @ 
90 sheet abrasive cov- 

ers, etc. in fitted steel 
carrying case. $49. 


. 1000 SpeedSaw 
‘4 H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 


Cuts all angles to 45°, an 
depth to 1%". $29.95 
Drills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 
chucks. 


No. 200-J 4 * SpeedDril) 
$19.50 


Several fast sellin 
kits. Painters an 
Householders Kit 
ee be ical. 
It has: \”° Hornet 
Drill, Abrasive Discs 


‘ di 
carton”. $45.98 
Write for catalog 


Spee 1832 Se. Sand Ave., Cicere 50, lit. 


216 


The John-Alden Sales Co., Meadville, Pa., marked its first year recently at a meeting 
at Conneaut Lake to discuss promotion of the Palmer Wel-Loct Tool Corp.'s lines. 
Attending were (front) Bert Long, Herb Mather, Charles Buckley, Dan Ralicki; 
(back) Jerry Abt, Frank Barringer, Art Stevens, Alden Phelps, Paul Buckley, and 


J. C. Franklin 





Parker Appliance Co. 
Names Sales Engineer 


The Parker Appliance Co., Cleve- 
land, has appointed James F. Walters 
as industredd sales engineer in the 
Buffalo territory. 

A former Air Force research and 
development officer during World 
War II, Mr. Walters has been a sales 
engineer for The General Cable Corp. 
for the past four years. He was pre- 
viously associated with the General 
Electric Co. 

He will serve distributors and manu 
facturers in western New York state, 
Ontario, and Quebec in the applica 
tion engineering of tube fittings, 
valves, O-rings, and associated hvdrau- 
lic and fluid-handling products. 


James F. Walters 
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Utica Drop Forge 
Stocks Tools on Coast 


To help West Coast distributors 
obtain more rapid delivery on critically 
needed items, Utica Drop Forge & 
Tool Corp. has established a factory 
owned back-up stock of tools in Los 
Angeles. 

Warehousing and shipping from the 
stock are handled by the company’s 
West Coast representative, Dillon 
Stevens & Co., Los Angeles. 

T. R. Hughes, Utica Drop Forge 
vice president and sales director, said 
shipment from the new stock are avail- 
able specifically for emergency pur- 
poses. Normal replenishment orders 
or large quantity orders are to be for- 
warded to the factory at Utica, N. Y. 

“We recognize the Pacific Coast as 
a rapidly expanding major marketing 
area, and we hope these facilities for 
emergency small orders will aid in the 
growth and prosperity of our West 
Coast distributors,” he said. 


F. & D. Machine & Tool 
Names Sales Manager 


R. W. Lyng, former Chicago rep- 
resentative for The Capewell Mfg. 
Co., has been appointed sales manager 
of The F. & D. Machine & Tool 
Works, Three Rivers, Mass. 

Mr. Lyng has 18 year’s experience 
in the industrial field, either working 
for industrial distributors or selling 
to them for manufacturers. 








BY-Xa fe fatzxe. 


for those who need a 


at Nats tld ad Fa - 
“(Ahi hthti sh me 
Machine : Donon | 





KEARNEY AN Hetil ee 
PLATWEIEL 


ve ne TURNER 


DRILL PRESSES * RADIAL DRILLS * TATING ARBOR SAWS 
BELT and DISC SURFACERS * METAL-CUTTING BAND SAWS 
LATHES * SPINDLE SHAPERS * JOINTERS 


SOLD ONLY THROUGH 
TRAINED INDUSTRIAL DISTRIBUTORS 


to write for full details and specifications 
Walker-Turner Division, Kearney & Trecker Corp. 
Dept. T9, Plainfield, N. J. 


(Please write your name and address in margin of page) 














HOISTS 


High-speed, heavy-duty, 
hand chain hoists; All types 

Spur Geared, Screw- 
Geared, Differential. Capaci- 
ties 4 to 40 tons 


ees 


a fest-lifting 
ELECTRIC 
HOISTS 


Both Welded 
Chainand 
Cable Types. 
ys Low head. 
room light weight, low cost. 
Hook, plain trolley, lug sus- 
pension. 4, ‘9 and ton Superior Medel 
capacities. For general-pur- 6 + ag Gomes 
pose power hoist service y Sd How. 4 1 
where efficiency and econ- 20 tons 
omy are essential 


TROLLEYS (QO 

For American ne re.) 
I-beams, also wide flange roll ge 
beams. Capacities '4 to wa 

) tons. Made in Plain 

Push) Type or Geared Type, —e 
steel plate construction—adjustable. Ball- 
bearing or Timken Roller Bearing equipped. 
Alemite-Zerk lubrication. 








DR smooth-operating 


CRANES 


All types, Hand 
Power, Electric 


ST: 


Overhead Travel- 
ing. Single or 
Double Girder. Top running or underhung. 
Engineered to specifications. 


DR powerful WINCHES 


Popular types for hand operation. Worm 
Geared Pa. in capacities 200 Ibs. to 2000 
Ibs. All-Steel type, capacities 5 tons and 
2 tons. Single and Double Purchase Crabs. 
Derrick Winches. Electric driven 
Models. For inching heavy 
machinery, moving cars, 
or handling loads 
between floors- 
general mainte- 
nance work. 


a 


DAVID ROUND & SON 


35000 AURORA ROAD CLEVELAND 22, OHIO 








|Goodrich Associated Div. 
|Makes Executive Changes 


The B. F. Goodrich Co. has an- | 
nounced several executive changes in | 
jits Associated Tire & Accessories Di- 
vision. | 
Fred C. Schulz, former manager of | 
sales development in Akron, has been 
appointed Pacific Coast manager suc- 
|ceeding K. K. Kantzer, who died re 
icently. Don W. Gates, manager of 
|advertising and sales promotion, has 
| been named merchandising manager. 
| Grox er C. Clark, of the sales promo- 
tion staff, takes Mr. Gates former 
past as advertising and sales promotion | 
| manager. 
| In the field staff, R. W. Charlton 
has been appointed New England dis- 
| trict field manager, succeeding Walter 
|R. Miritr, retiring because of health. 
| J. Paul Stanley is the new Cleveland 
district field manager. 


Name Purchasing Director 


William W. Scull, general manager 
of manufacturing services for The 
B. F. Goodrich Co. since 1947, has 
| been appointed director of purchases 
jand traffic to succeed Elmer A. 
| Stevens. Mr. Stevens became treasurer 
| of the company September 1. 

Harold W. Catt, with The B. F. 
|Goodrich Co. purchasing division 
|since 1940, has been named general 
| purchasing agent. 





Salesman Clancy Says: 


It may cost me effort, 

It may take my time, 
Perhaps when I finish 

I won’t make a dime. 
A customer needs help? 

Clancy’s his man! 
And he throws his business 

my wav when he can 


I SELL SERVICE. 
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to 


FLEXCO 
FASTENERS 


BUILD THE KIND OF 
CUSTOMER ACCEPTANCE 
THAT MEANS MORE 
PROFITS TO YOU! 


FLEXCO is a clean packaged 
item ... no splits . . . no trouble 
... no complaints. . . least resist- 
ance to sales. 


it’s a Quality Product that does 
an outstanding job in fastening 
and repairing conveyor belts. 


FLEXCO is the complete line— 
for all conveyor belts... manu- 
factured by the pioneering leader 
in belt fasteners. 


Large attractive label quickly 
identifies contents at a glance. 


Well packaged, FLEXCO gets 
to customer in good shape... 
whether by freight, truck, ex- 
press or parcel post. 


An excellent profit item for all 
concerned. 


Ask for Bulletin F-100 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street 
Chicago 44, Illinois 








METAL CUTTING SNIPS 
ee. for every purpose 


METAL-MASTER SNIPS: Their compound action design delivers amazing cut- 
ting power. Metal-Master 10” snips cut with about one-half the effort required 
for standard 12'2” snips. Hot drop forged of molybdenum alloy steel, fitted with 
nickel chrome molybdenum bolts for toughness and durability. One edge serrated 
to prevent slipping. Made in 4 patterns. Small, light, easily carried in worker's 
pocket. M-1 and M-2 are designed to cut scrolls, circles or the most intricate de- 
signs. M-1 cuts to the left, M-2 cuts to the right, M-3 is designed for cutting shal- 
lew arcs and for straight cutting. Widely used by workers in the air conditioning, 
aviation and roofing industries. 


NEW M-5 BULLDOG HEAVY 
DUTY SNIPS: Designed for 
notching, nibbling and cutting 
shallow arcs in sheet metal as 
heavy as 16 gauge. Its sturdy jaws 
and powerful compound action 
easily handle the tougher notch- 
ing work usually done by the 
heavier, longer-handled snips. 
Only about 9” long, with a 7%” 
cut, they are practically indispen- 
sable to sheet metal workers. 


Complete set will easily handle almost any cutting 
requirement of the sheet metal trades. 





INLAID BLADE STRAIGHT INLAID BLADE COMBIN- STRAIGHT CUTTING NO. V19 COMBINATION 


CUTTING SNIPS: The basic 
snips for straight metal cut- 
ting. Gun metal finish han- 
dies. Tough crucible steel in- 
laid blades. 5 sizes from 912" 
to 1442” long. First choice of 
the professional sheet metal 
worker everywhere. 


ATION SNIPS: Made with 
straight blades, but ground 
and shaped so they readily 
cut curves and irregular 
shapes as well as straight. Pre- 
ferred for their easy cutting 
qualities and long life. 2 sizes 
—12'%" and 13%” long. 


SOLID STEEL SNIPS: For 
workers who do not need the 
special qualities of WISS in- 
laid snips. They meet govern- 
ment specifications. For ga- 
rages, machine shops, home 
workshops, the farm, etc. 4 
sizes from 8” to 12%” long. 


CUTTING SOLID STEEL 
SNIPS: Strong, well made, 
solid steel combination pat- 
tern snips. Will cut curves and 
irregular shapes with ease. 
Accurately tempered jaws 
and strong bolts. No. V19 
13” long, 3” cut. 


Quality for more than a century 
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J. WISS & SONS CO., NEWARK 7, NEW JERSEY 














STEMS mean DIFFERENT THINGS 
“““"""rQ DIFFERENT PEOPLE 


But whether you're thinking of flowers... femmes 
or valves, you'll have to agree that shape 
and design are very closely related to function. 


At first glance most stems designed for the same 
service look pretty much alike; but when you get 
up Close the similarity usually ends. No doubt 
about it... familiarity. as the philosophers 
say, breeds! And to be sure that your breeding 
with respect to valves lacks none of the fine 
points, let's take a closer look at the Cooper 
Alloy valve sten. 


Our engineers say that there are two items 

of major importance when it comes to stem 
design. The first is rigidity...and the second 
is surface finish. All Cooper Alloy valve stems 
are designed in accordance with A.P.I. (American 
Petroleum Institute) Standards. This means that 
their diameters are specified with a wide margin 
of safety, and that from the viewpoint of 
ridigity and strength they can be relied upon 

to perform without failure. 


When it comes to surface finish you've got a 
problem which most valve manufacturers are 
inclined to overlook...and that is the effect of 
the stem on the packing. It has been our ex- 
perience that no matter how you try to machine 
the bar stock used for stems, fine tool marks are 
bound to remain...and these fine tool marks act 
like a very fine file every time the stem passes 
through the packing. To overcome this tearing 
action, Cooper Alloy specifies centerless ground 
stock for stems wherever possible. You'd be 
surprised how this cuts down complaints about 
leaking packing! 


Remember: COOPER ALLOY VALVE STEMS MEET A.P.I. 
STANDARDS 


COOPER ALLOY VALVE STEMS ARE SPECIFIED 
IN CENTERLESS GROUND STOCK 
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Whiting N. Shepard 


Boston Woven Hose 
Names Sales Director 


Whiting N. Shepard is the new di- 
rector of sales for the Boston Woven 
Hose & Rubber Co., the Cambridge, 
Mass., firm has announced. 

He has headed plastics sales since 
he joined the company in February 
from Libby-Owens-Ford Glass Co. 
During 19 years with Libby-Owens 
Ford, he helped direct the market de- 
velopment of urea plastics, and later 
urea glues which have become stand- 
ard in the furniture and hardwood 
plywood industries. 


Wyeth-Scott Co. Names 
Two Representatives 


The Wveth-Scott Co., Newark, 
Ohio, has appointed two new manu- 
facturers representatives. 

They are William Robinson Co., 
Inc., New York, and Armold J. 
Schuette, Hutchinson, Kansas. 








WRENCHES are arranged on display 
at Harry P. Leu, Inc., Orlando, Fla., by 
W. B. Simmons and W. H. Goodwin. 








THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 


e CLEVELAND 13, OHIO 





\ 
= 
: 


“SHINYHEADS” 
America’s Best Looking Cap Screw 
‘ede of high carbon steel — AISI 

C-1038—to standards for Full Fin- 


anieaine 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 

heads die made, not ma- 





Tensile strength 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 f.ctach—betght 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisiactory. 
Hexagon heads die made to size — 
not machined. Points machine 
. Tensile strength 75,000- 
95.000 p. s.i. Carried in stock. 


FILLISTER CAP SCREWS 
Heeds completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 
ae ctalp oe otherwi : am-tight on 
unless otherwise ¢ tied, 
with flat and ons 


chined. Points machine turned; flat 
and chamfered. Tensile stren th 

130,000 - 160,000 p.s.i. C 

in stock. 


SET SCREWS 
Square head and headless — cup 
— . rguecte in producing 
eo ie oneers in ua 
ow Point Sot Sox pm | 


rocess. | Pp yh 4 aes 
p= an . Carried ia stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slote — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


+ 
ADJUSTING SCREWS 


Valve tanpet s adjusting screws — 
Hexagon t ead style — to pies petat 





potas. Nut end, oval point. Land 
threads shiny, potent, 
mirror finish. Carried in stock. 


* 


CONNECTING ROD BOLTS 
Made of alloy stee! — heat treated — 
threads rolled or cut — finished to 
ilerancee + soeeh vase i 
ances — body ground where 


polished if pected = - Aa pe sot 
to close 
turned; flat and pe | 


* 
SPRING BOLTS 


Case beadened to proper d. and 

ground to close tolerances. 

end eoqpees. Sugotied in various 
oil holes and 

thereat kinds, and flats 





py 





plgrenrs im grou - 


FERRY PATENTED ACORN NUTS 


For enema nt ouapeeee. 8 Stee! in- 


Hy 
pip — fw ~~ 


ne , 3/4", 18/16" across the flats. 


Fegeet ie 1/4" to 3/4” inclusive 
section of Ferry patented 
esaen Sah, g how steel hexe 


gon aut fits eum into shell. 


j 
i 
] 
Y 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTORS 


* 
SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 

















New Big Profits 
in Packings and 


WHERE 
70 6ET EM/ 


Listed below are constantly expanding opera- 
tions in the metalworking industry using 
Palmetto Molded Packings. All are providing 
new and fertile ground for industrial supply 
salesmen — most already are heavy, repeat 
buyers of Palmetto Pyramid, Kup, U-Ring, 
Flange Packings. How do you stand? Check 
and see— 

YOUR 


MARKETS SALES 


ROLLING 

FORGING 

STAMPING, FORMING 
OR DRAWING 

DIE CASTING 

PRODUCTION WELD 
ING 

PLATE OR STRUC 
TURAL FABRICA 
TION 


Getting Your Share? 


Typical customers are Forging and Stamping 
companies. Here, hammers and presses pro- 
vide terrific profit potential — they demand 
rugged packing—and Palmetto is the leader 
in designing “V," cup, “U" and flange pack 
ings, tailored to the job, to increase service 
life and reduce downtime. Auto body and 
aircraft mokers, and appliance manufactur- 
ers (and their suppliers), basic producers of 
steel and aluminum . . . all are rich, active 
markets for Palmetto Molded Packings. 


HOW TO CASH IN ON 
THIS MARKET 


Check your area for the outlets shown above 
. .« find their needs . . . use Palmetto’s new 
catalog PC-102 to get service specs. Then 
make your recommendations — crack big ac- 
counts with Palmetto Molded Packings, and 
ride in with other items! 


(f @ Palmetto backs 
) PALMETTe 


you up — Contact 


us for sales or 
technical assist- 


GREENE, TWEED ¢ Co. 


NORTH 


E, 


LE PENNSYLVANIA 


STANLEY C. JOHNSON has been 
appointed chief abrasive inspector for 
Norton Co., Worcester, succeeding . . . 





HARRY O. ANDERSON, who retired 
after 51 years’ service. He is 14th em 
ployee with over 50 years 





DISTRIBUTORS 


have profitable business 
in hand when they sell 


For—Extreme heat 250°F to 1800°F ... per- 
} monent... comes off in pickling bath 

| fer—Hot Metal 150°F to 1500°F . . . will not run, 
| char, flow, discolor or peel. Immersion in cold 
water will not deface. : 

| For— Annealing, welding or acetylene torch work. 
| 


Open hearth stickers, etc. 


| Fer—Metal to be annealed at temperatures up 
to 1600°F. Morking when cold. 
For—Quick Drying... drys instantly .. . removed 
in pickling bath. 
For—All purposes, dry, oily, or icy wet surfaces. 





Capewell Representative 
To Handle Tri-State Sales 


The Capewell Mfg. Co., Hartford, 
Conn., has appointed William E. Mc- 
Cullough as sales engineer for the Tri 
State area including western Pennsy] 
vania, eastern Ohio and northern West 
Virginia. 

He succeeds C. D. Libby, who has 
served the territory for 26 years. 

Mr. McCullough has been Tri-State 
representative for the A. O. Smith 
Corp. for the past 8 years. 


Joins Brown & Sharpe 


Harold F. Keyes, Jr., has been 
elected assistant secretary of Brown & 


pings and i steel and plastics. 


For—Metal, wood, etc. 60°F to 160°F. Marks 
| come off in pickling both. 

For—Lumber either wet, dry or green. Also for 

crates and boxes. 
| For—Lumber, wet, dry, green, creosoted or 
| Wolmanized. 
Other types ore available for special marking 
requirements; our engineers will make recom- 
mendations if you will outline your special 
problem. 

SPECIAL MARKINGS ON REQUEST 


Sharpe Mfg. Co., Providence, R. I. | 
He has been with the company since | 


January, 1951, first as comptroller of 


the Greystone Division and later in | 


| various treasury functions at the main 
| plant. 
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Now, more than 
ever, valves must 


be DEPENDABLE — 


\ 
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Cash in on the 


BIG MARKET for T M 








CHAINS 


COMPLETE LINE NATIONALLY ADVERTISED 


TM means big chain sales the country over. That’s because 


distributors have a Complete Line—everything from sash chain 
to 1%4" TM Alloy Steel Chain, plus a full selection of chain 
attachments. The big TM Line is nationally advertised. Hard- 


hitting ads pave the way to volume sales for you. This effective 


program is backed by a highly trained factory sales force 


ready to help you and your organization with any chain prob- 


lems your customers may present. Investigate your profit 
opportunities with this established line of TM Quality Chain, 
Send coupon today for details. 


S$. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 


Tavtor MADE 
(_ hate + 


$.G. TAYLOR CHAIN COMPANY 
Department 6 Hammond, Indiana 


Rush details on Complete Line of TM Chain. 
Name__ 





Address__ Fe ee En nee eT wo 


—— ener ceeemenns 
PYTTTITITITT Tt 
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EDWARD F. WHITTEMORE has been 
appointed purchasing agent of Morse 
| Chain Co.’s Detroit plant. 





Yale & Towne Names 
Product Sales Manager 


James D. Young has been appointed 
— sales manager for the Stam- 
ord Division of the Yale & Towne 
Mfg. Co, 

Succeeding A. Charles Amann, who 
has resigned, he will direct all sales of 
locks, door closers, builder’s hardware, 
tri-motor pumps, and hardware com- 
ponents. These products are now be- 
ing mnensiecaaailal Stamford, Conn., 
and Salem, Va., and certain of them 
will also be produced in the new lock 
and builder’s hardware plant now be- 
ing constructed at Gallatin, Texas. 

Mr. Young joined the company’s 
hoisting equipment sales staff in 1941 
in the Philadelphia Division. He be- 
came successively district sales mana- 
ger for hoists, national sales manager 
for scales, and national sales manager 
for "apes handtrucks and handlift 
trucks 

Previously he had been connected 
with Joseph T. Ryerson, Chicago steel 
and industrial distributor, the Ameri- 


| can Chain & Cable Co., York, Pa., 
| and the Kron Scale Co., Bridgeport, 


Conn. 


| Hollingshead Corp. 
| Appoints Executives 


R. M. Hollingshead Corp., Cam- 
den, N. J., has appointed Thomas H 
Risk, formerly research engineer for 
the Ethyl Corp., as a new vice presi- 
dent. He will serve as assistant to 
President Wilbur H. Norton on new 
product development. 

Otto J. Blank, former plant mana- 
ger at Hollingshead, has been named 
vice president in charge of produc- 
tion. Before joining the company, he 
was vice president of operations of 
Peck, Stow & Wilcox Co., Southing- 

| ton, Conn, 











to ‘2 million potential customers every month! 


Look in almost any top trade journal covering your markets. 
There’s a colorful, fact-full invitation to buy W-S Forged 
Steel Fittings . . . 

THROUGH LOCAL DISTRIBUTORS! 


There’s the W-S story of product quality tied directly to 
YOUR story of service. 


And this story goes on month after month, reaching over 
¥2 million users with each issue. Add a wealth of technical 
literature, direct mail promotion helps, a complete product 
line and a big modern plant going full blast to meet your 
delivery commitments and you have: 


A SURE-FIRE COMBINATION TO MAKE PROFITS— ek 
AND SHARE THEM—WITH YOU! q 


9-M.16 


WATS. 0, - S, TA /4 14 Ms fd, A DISTRIBUTOR PRODUCTS DIVISION 


ESTABLISHED 1848 ROSELLE, NEW JERSEY 
Designers and Monufocturers of Forged Steel Fittings + Jocks + Pumps + Pipe Benders + Wire Rope Shears ond Hydraulic Equipment. 








NOW 
Spectal Sprockets 


Simple as A-B-C, Cullman Semi-Stock 

converts made-to-order sprockets, in small 
quantities, into “off-the-shelf” stock items—cost 
is lower and delivery time shortened. 

By welding one or two hubs to a Cullman 
Semi-Stock type A sprocket, it can be 
converted into a type B or type C sprocket. 
Finish machining and bore sizing complete the 
sprocket to specifications. Or—plate sprockets 
may be purchased separately. 

Various pitches and number of teeth may be 
combined with different hubs, in a 
multitude of combinations, to supply sprockets 
with bore sizes according to each 
individual need. 


mes 


oof oe ON | atone 9 


Plates and hubs for all Cullman Semi- 

Stock sprocket combinations are 

SEND TODAY carried in stock. This is but another 

for @ Cullman Semi- step in Cullman’s consistent effort to 
Steck catalog or ae 

contact your local offer a complete power transmission 

Culimen distributor. service to its many customers. 


CULLMAN WHEEL COMPANY © 1347M W. ALTGELD 8T., CHICAGO 14, ILL. 


CULLMAN 


fower Crauadimisdscau 
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THOMAS E. PICKERING has been 
named sales promotion manager of 
Firth Sterling, Inc 





Pabeo Products Elects 
President, Chairman 


William L. Keady, former president 
of the United States Gypsum Co. 
and the Marathon Paper Co., has been 
elected president of Pabco Products, 
Inc., San Francisco. 

He succeeds William L. Lowe, who 
was elected chairman of the board 
replacing Richard S. Shainwald, 
named honorary chairman. 

Mr. Keady was vice president in 
charge of sales of United States Gyp- 
sum until he was named president in 
1942. He became president of Mara 
thon Paper Co. in 1949. 

Mr. Lowe has been with Pabco 
Products since 1904. Before his elec 
tion as president in 1936, he was vice 
president and sales manager. 


Executive Vice President 
Named for DeWalt, Inc. 


Samuel Sloan Auchincloss has been 
appointed executive vice president of 
DeWalt, Inc., Lancaster, Pa., sub 
sidiary of American Machine & 
Foundry Co. 

Associated with American Machine 
& Foundry Co. since 1946, Mr. Auch 
incloss is director of operations at its 
Colorado Springs plant. Prior to 
World War II he was associated with 
the New York Quotation Co., a sub 
sidiary of the New York stock ex 
change. 


Name Research Director 


Continental Screw Co., New Bed- 
ford, Mass., has appointed Harvey F. 
Phipard, Jr., as director of research 
and engineering. Other appointments 
are: Edward J. Locke, Jr., chief engi 
neer, and George E. Jenney, Jr., mas 
ter mechanic. 





with an accuracy of 


+ one spare tire 


c 


If you could pile 50 passenger auto- 
mobiles onto an area of one square 
inch or lower yourself into an ocean 
64 miles deep you'd get some idea 
of the intensity of 150,000 pounds 
per square inch pressure. 

Yet we produce and measure such 
pressures every day—behind bullet- 
proof glass in our U.S.G, “BUREAU 
OF STANDARDS” at Sellersville— 
to accuracies of 1/10 of 1 percent. 
We have to check out high pressure 
test gauges to insure accuracy and 
safety for researchers in atomic energy 
and pressure synthesis—gauges that 
measure 150,000 pounds per square 
inch practically on the button. 

Our h.p. generator is one of many 
test devices at Sellersville, all part of 


a fully integrated standards laboratory 
having specialized masters for the measurement of pressures and vacuums down to five-one- 


thousandths of a micron. This is augmented by ultra high frequency vibration standards, 
impact and shock testing facilities and temperature-stabilized micro-measuring devices. 
The purpose of our “bureau of standards” is to make sure U.S. Gauges tell the truth. 


You need never settle for less. United States Gauge, Division of American Machine and Metals, 
Inc., Sellersville, Pa. 


Crcaltic. Jusleumentaltin utp fis fe: 


PRODUCTS OF UNITED STATES GAUGE .. . Absolute Pressure Gauges + Aircraft Instruments ¢ Air Volume Controls + Altitude Gauges © Boiler 


Gauges + Chemical Gavges « Mercury, Gas, ond Vapor Dial Thermometers + Glass Tube and Industrial The 


Inspectors’ Test Gauges « Precision Laboratory Test Gauges * Marine, Ship and Air-Brake Gauges + Voltmeters « 





Y © Flow Meters 
A * Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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"You know for awhile there the old man and I didn't 
hit it off too good but I'm his fair haired boy now. 
It all started last year when I wanted to switch our 
brand of conveyor belts. Our operation is pretty rough 
and we'd been chewin’ up conveyor belts like crazy 
mad. I wanted to switch over to Buffalo Belts. I told 
him about Buffalo taking the strongest cotton yarn 
available and weaving it under HIGH TENSION on 
those special WOV-IN-WEAR looms of theirs and 
that this stronger yarn and tighter weaving produced 
conveyor belt that’s tougher and LASTS LONGER. 
You know what? He said: ‘That's a lot of malarkey!’ 
Well, I decided to put ‘em in anyway and boy, was he 
burned up. That was a year ago and yesterday I showed 
him the Buffalo Belts that had been in since then. 
Our operation hadn't even fazed ‘em. He acted like it 
had been his idea in the first place and said: ‘Jim, boy, 
I've always said “it pays to buy quality even if it does 
cost a little more”’.’ Then I gave the old faker the 
clincher and told him that these better Buffalo Con- 
veyor Belts didn’t cost a cent more than those weak 
kneed belts we'd been using.” 


Send for Gree Golder 


14 illustrated pages of sizes, types and prices 


a/ 


BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER 


NEW YORK 





PHILADELPHIA 


STREET BUFFALO 7, NEW YORK 


CHICAGO oOrrrRoir LOS ANGELES 
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| recorded in the state 





ORDERS must be checked regularly by 
A. C. Kreutzfeld, salesman, Mill & Fac- 
tory Supply Co., Toledo, Ohio. 





Skil Corp. Planning 
New Branch in Buffalo 


A new $50,000 sales and service 
plant will be erected in Buffalo by 
Skil Corp., Chicago manufacturer 
of power tools. The site is a 13,000 
sq. ft. tract at 576 East Delavan Ave. 

Victor K. Moore, branch manager, 
said construction of the one-story 
building will start this month and 
will be completed by the end of the 
year. The Buffalo branch will then 
be moved from its present location on 


Main St. 


| Shreveport Firm Renamed 


The Pelican Supply Co., Inc., is 


| the new name for the former Pelican 


Well Tool & Supply Co., Shreveport, 
La., according to a change recently 
records of 
Louisiana. 





EXECUTIVE SESSION involves asst. 
branch manager G. F. Snow and 
branch manager S. P. Pinkston of 
Cameron & Barkley Co., Miami, Fla 





on PEACWTREE street: 


In winter, as well as in summer, Atlanta’s 
Red Cross blood bank must keep function- 
ing. So Red Cross Officials selected materials 
for the heating system of their new headquarters building with extra-care 
—and placed their faith in reliable Spang CW for piping needs. 

Wherever you go—North or South—you'll find architects, owners and 
contractors who insist on reliability insist on Spang Steel Pipe. Which is 
natural, for Spang Pipe is quality-controlled from raw material to final 
shipment. Thus it's always uniform in every way—always certain to give 
complete dependability and freedom from trouble. 

What's more, it’s easy to bend, easy to cut, easy to thread—all factors 
that pay off in longer tool life and faster installation. 

So never take pipe that’s “just as good”—insist on quality-controlled 
Spang Steel Pipe. You can’t see this difference, but it’s there. Your Spang 
Distributor can show yeu what we mean. 


OWNER: AMERICAN RED CROSS, ATLANTA, GA. 


ARCHITECTS: BODIN & LAMBERSON, ATLANTA, GA. SPANG-CHALFANT 


GENERAL CONTRACTOR: BARGE THOMPSON COMPANY, ATLANTA, GA. DIVISION OF THE NATIONAL SUPPLY COMPANY 
cee 7 ee one eee General Sales Office: Pittsburgh 30, Pa. District 
PIPING CONTRACTOR: SOCKWELL CO., ATLANTA, GA Saes Ofneees Ailanta, Boston, Detroit Houston, 

eg a eerie Lon Angeles, New York, Philodeiphia, Pittsburgh, 
PIPE: SPANG STANDARD CW BLACK IN SIZES FROM 4°’ TO 3 St. Lows 
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Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, stocking or selling screw anchors... 


lf ‘tul ip 


CAN PROVE DANGEROUS! 


The word “Rawiplug” used in connection with Jute Fibre 
Screw Anchors is exclusively the property of The Rawl- 
plug Company, Inc. For forty years it has been secu-ed to 
them by common law and by trademark registry. It is the 
corporate and trade name of the company and specific 
product of their manufacture. 

BE SECURE BY BEING SURE 

Look for the Trade Name 














art OREN ANG, 
on the Blue Box eae BRNOED " % 


oe 
hy th 


‘Ty we 


When you use Rawiplugs you are using 
the original and genuine . . . the only screw 
anchor with the features that make them 
worthy of imitation ... RAWPLUG! 


RBWLELUGS because of their chemically treated braided jute fibre con- 
struction . .. Hold Better . . . Last Longer . . . Weigh Less and Hold More! 
They .. . Eliminate extra troublesome spotting and layout work. Rawiplugs 
are the only universal anchors which can be used in any material. 


“IF YOU DON'T USE RBWLELUSS . . . THERE'S A SCREW LOOSE SOMEWHERE” 


For further information write Dept. | 


THE RAWLPLUG COMPANY, INC. 


271 CHURCH STREET ° NEW YORK 13, N. Y 
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J. S. Stutts 


New Branch Executives 
Appointed by Noland Co. 


J. S. Stutts, former manager of the 
industrial department of Noland Co.., 
Inc., at Chattanooga, has been named 
manager of the industrial department 
of the company’s Atlanta branch. He 
succeeds Robert L. Hill, who resigned. 

John Ross, industrial salesman 
since 1940, succeeds Mr. Stutts as 
Chattanooga industrial manager. 

Mr. Stutts studied electrical en- 
gineering at Virginia Polytechnic In 
stitute before joining the company in 
1935. He has served in the Newport 
News and Birmingham offices as well 
as in Chattanooga. He became Chat- 
tanooga industrial department mar? 
ager in 1946. 


Joins Sales Staff 


Queve Copp, Jr., formerly with 
Rogers Baily Supply Co., Chat- 
tanooga, has joined Noland Co., Inc., 
in Atlanta as outside salesman. He 
will travel the North Georgia terri 
tory. 





SALESMEN D. J. Barker and Frank 
Isracl, Cameron & Barkley Co., Miami, 
Fla., check on specifications 





what we are telling 


about LAUGHLIN FITTINGS — 


4 


We tell 


PURCHASING 
NGINEERING & MINI 


URNAL 





THE THOMAS LAUGHLIN COMPANY, 1012 FORE ST., PORTLAND, MAINE 


THE MOST COMPLETE LINE OF WIRE AND CHAIN FITTINGS 
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Billings & Spencer Maps Its Southern Program 


Sales plans were the subject of a recent conference of representatives of the Hartford, 


Conn 


Named by Bell & Gossett 


Bell & Gossett Co., Morton Grove, 
Ill., has appointed W endell S. Clough 
as advertising manager. He joined the 
company’s sales staff in 1948, and has 
been identified for the past 15 years 
with marketing of products for the 
building industry. 


manufacturer, and Taylor Brothers, Richmond, Va 


Carboloy Appoints Manager 


Carboloy Department of General 
Electric Co. has named R. R. Roberts 
as manager-finance, succeeding S. B. 
Strom, who has been appointed to 
the same post in the Components 
Products Division of the company in 
Fort Wayne, Ind. 


Quickly reversed 
from the end of # 


at-Matelatel ts 


Ry 7: | eae 


REVERSIBLE RATCHET WRENCHES 


ese wre 


Tiel tan igeli Mn asl tT: 


Distributor for Prompt Ser 
WORCESTER 8, M 


WRENCH Co. 
ER AASS 


rhe Billings & Spencer Co., Hart- 
ford, Conn., held a sales conference 
recently with representatives of Tay- 
lor Brothers, Richmond, Va., who 
handle sales for the company in the 
Southern territory. 

R. J. Ahern, Billings & Spencer 
president, and J. F. Whalen, assistant 
sales manager of the Merchandise 
Tools Division, addressed the group 
and conducted a tour of the Billings & 
Spencer plant. Edgar R. Lafferty, Jr., 
of Taylor Brothers, described progress 
of the company’s lines in the South. 

John F. Lyons, new Billings & Spen- 
cet sales representative, was introduced 
at the meeting. He will assist Taylor 
Brothers in the South, from headquar- 
ters in Atlanta, Ga. His territory will 
include the Virginias, the District of 
Columbia, the Carolinas, Georgia, 
Florida, Alabama, Kentucky, Missis- 
sippi, Tennessee, and part of Mar 
land. 

Others present at the meeting from 
Taylor Brothers were: R. L. Craw, 
D. S. Spiers, Clayton Fox, Jr., H. L. 
Lain, Jr., and J. L. Pitts. 


To Head Charlotte Branch 


Black & Decker Mfg. Co. has ap- 
= George C. Sutherland as 
ranch manager in Charlotte, N. C., 
succeeding G. N. Buchanan, retired. 


Industry has used S 
HARRIS 


FLOATS 


for more than 67 years 


TANKS * cous o SENDS 
EXPANSION JOINTS . KETTLES 
EVAPORAT' * MEATERS . COOLERS 
CHEMICAL APPARATUS 


@ This record is your guarantee that all 
HARRIS Products are ordered and used o 
stantly by industry. Top quality is always in 
demand and distributors have found that 
the high quality of HARRIS Products makes 
steady income for them. Our engineers are 
‘wt your service for consultation. 


ARTHUR HARRIS & COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 
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buoiter fhodemn Calalog 


with High Speed Prices In Red 


lif WEINBERG ¢ McKEE / 








600 W. JACKSON BLVD, 
CHICAGO 6, ILLINOIS 
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A Grinding Session At Somers, Fitler & Todd 


WATCHING THE DEMONSTRATION of a stroke sander are some of the 500 
visitors attending a recent “coated abrasives clinic” held by Pittsburgh's Somers, 
Fitler & Todd. Ten manufacturers exhibited a wide range of sanding, polishing, and 
grinding machines, were ready to help visitors solve their problems 





As America girds for the “Battie of 

Production,” industrial facilities as- 

sume greater importance . . . must 

be better protected against loss, 

corelessness and even sabotage. 

Tool cribs, material bins, paint 

booths, employee lockers, factory 

doors and gates must be locked— 

SECURELY. You do your customers 

6 eS ee ee ae WAITING WITH RECEPTIONIST Ann Dixon to receive first visitars are (from 

pelle oes ay aesewes one left) salesman Kenneth Jones, assistant sales manager W. R. Kerr, sales manager E. L. 
Alberter, vice-president K. T. Todd, president W. T. Todd. Mr. Kerr promoted 


M t event, had outside salesmen furnish selected mailing list. 


adlocks 


Built Like a Bonk Vault Door! 
lominated steel cose for powerful 
protection, world’s strongest con- 
struction pin tumbler security 

precision brass cylinders for 
long life and easy action 

Master Jock Company 
Milwaukee 45, Wis. 
Special s e 
on master 

eyed and 
keyed-alike 
sets for 
industry 


WONDERING how next to stump manufacturers’ and Somers, Fitler’s experts, visi- 
tors mill about displays. Each was asked afterwards to indicate which machine caught 
his pre: F ation was later pz ) salesmen. A 
ehestite Aandiee Sadinch Giamaliatmcere us gre itest interest, and this informatio s later passed on to salesmen. A good 
public relations builder, clinic was sales stimulant 
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iece of metal that goes into a 
ain is carefully “pre 
equipment --- 


sales. 

ut industry» Atlas 
Chain is giving extra 
positive power. 

selling 


maintenance 


have convinced 
rc chain 


men to replace with Atlas 09 rolle 


drives. 
Line up wit 
rofits. When you are an 
jes territory 


h Atlas for more sales .- - bigset 
Atlas Distributor 
is wide ope? for you to 
les. The Atlas O.E.M. Plan 


ur share of a multi-million 
get more of t 

t ma . Write for full de- 

Jan. Atlas Chain and Manu- 

mpany, Philadelphia 24, Penna. 





I'WIST DRILLS are protected in this 
cabinet recently installed by Weber 


Hdwe. Co., Kitchener, Ont. Carl 
Weber demonstrates it. 





Beck & Gregg Secretary 
This new Stanley Rule Retires after 52 Years 
not only saves time 
and effort in taking 
measurements, but also 
due to its construction, 
does away with 
chances of costly errors 
commonly made 

with ordinary rules. 


Mrs. Leila Fife, the first woman 
to be employed by Beck & Gregg 
Hdwe. Co., Atlanta, has retired after 
52 years service with the company. 

Mrs. Fife’s first position was as sec- 
retary to Lewis H. Beck, then com 
pany president. Later she was secre 
tary to W. A. Parker, Sr., when he 
became president. 

In recent years she has done gen 
eral secretarial work in the office 








Read it four ways: 


1 Direct reading at one point 
for inside measurements using slide. 

2 Reading as an ordinary extension rule for inside 
measurements. 


3 & 4 Reading from either end as regular folding rule. 


GA 


Sullivan Hardware 


Plus Marking Gauge Features! True Promotes Salesman 
square ends, and “even” inch sticks 
permit use as a marking gauge for 
measurements in 2” and 4" multiples, 
and end-to-end measurements in 6” 


multiples as each stick opens. 


Sullivan Hardware Co., Anderson, 
S$. C., has promoted White Jones from 
counter sales to the outside sales staff 
to cover part of South Carolina and 


Call Your Distributor! Georgia. 


the 
DISTRIBUTORS! Ae iA, 


TT ee 











Month after month Stanley Tool 
advertisements reach your best 
customers through the pages of —your assurance 

FACTORY, MILL & FACTORY, 


e J 
PLANT ENGINEERING, of finest quality 
INDUSTRIAL EQUIPMENT NEWS 
and NEW EQUIPMENT DIGEST 


Thi , 4 Stanley Tools, New Britain, Conn. 
is advertisement, like all 
Stanley Tool advertisements, THE TOOL BOX OF THE WORLD 


works hand-in-hand with your 


own sales efforts — tells read- 
ers to see YOU, their distribu- STA N LE Y 
tor, for real tool value. 

J 


Reg. U.S. Pat. Off. 














OWNER John F. Stark, Sr., of Stark’s 
Supply Co., Brooklyn, N. Y., runs com- 


pact but growing business from this 
HARDWARE ¢ TOOLS ¢ ELECTRIC TOOLS © STEEL STRAPPING © STEEL centrally located desk. 
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Buffalo General Hospital, Buffalo, N. Y., depends on "Featherweight" 859% Magnesia to 
provide lifetime insulation for its five large hot water tanks and steam lines to heaters. 
Insulation Contractor: £. J. EDDY, INC., BUFFALO, N. Y. 


“PFEATHERWEIGHT’ 85% MAGNESIA heating and cooling, and, being min-" 


eral in nature, won’t burn. In combi- 


F ‘ : nation with highly at-resista 
helps Buffalo General Hospital fill its caer HydTemp Ai ie : a 


efficieng for temperatures : 
need for abundant hot water! altataicaioncg 


to 19% )0°F. 


Depend upon “Featherweight” 85% 
‘ , Magnesia, an insulating standby for 

Starting with the five hot water tanks Magnesia is part of over 10)% miles : : 
and connecting steam lines above of K&M Pipe Insulations, including P ; , “ed 
aie ‘ linia ; Si : : : t ing insulation requirements. We'll 

Featherweight” 859% Magnesia pro- K&M Air Cell for hot water lines , ‘ 
; 3 ‘ ; gladly send you further information. 

tects the heating system of the new 10- and K&M Duplex for cold water 


story hospital addition, holding heat lines. ‘Featherweight’ 85% Mag- 


60 years, to satisfactorily meet exact- 


loss to a minimum. The tanks are nesia was chosen because it can 


covered with ‘Featherweight’ 85% withstand temperatures up to 600°F. Nature made Asbestos... 
Magnesia blocks under a finishing 


coat of K&M Asbestos Cement; 


the steam lines are insulated with 


H 4 . . ee Keasbey & Mattison 
without loss of insulating value... 
s . has made it serve 
is economical in first cost and in menhind cinco 1099 
easy, contour-fitting application... 
~ 4 » 7 > er . > 1e1 y ” . . . 
machine fitted “Featherweight and is reliable over the years, without 


maintenance. It will not lose its KEASBEY & MATTISON 


Here “Featherweight” 85% insulating value due to alternate COMPANY © AMBLER © PENNSYLVANIA 


sections. 
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Continental Screw Co. Assigns Representatives 


flexibl® shoft ie 
MACHINES 


your BEST BUY 
because they 
serve your customers & 
BETTER! # 
Se Dean B. Skillin Frank M. Hart 


I'wo changes in the sales depart- in Indiana, Wisconsin and the upper 
ment of the Continental Screw Co., Michigan peninsula. 
New Bedford, Mass., were announced 
43-SPEED JIFFY recently. 

rl Dean B. Skillin has been assigned 
as sales representative to a terntory CORRECTION: In a picture caption 
including the states of Delaware, on the Annual Supply Dealers Outing 
These two STOW Variable Maryland and Pennsylvania, the Dis- held recently in New Britain, Conn., 
Speed Machines permit trict of Columbia, and the lower part Paul W. Flagg, of The Page, Steele & 
choice of operating speeds of New Jersey. Flagg Co., New Haven, was errone- 
- +. Gre specially designed to Frank M. Hart is assigned to sales ously identified (p. 136, Sept. 1952). 


SOURCE 


wherever applied. Many other 
OF 


SUPPLY 








Pressure FOR ALL YOUR LIQUID AND 


Reguletors 


Temperature 
Regulators 


Fleet Valves 
Relief Valves 
Strainers 


STEAM CONTROL SPECIALTIES 


Here at Keckley you can get everything you need 


for controlling liquid and steam service—all from one 
STOW FLEXIBLE SHAFTS 


are the result of specialized know!l- 
edge and 76 years of experience. 
Reliable, efficient — they're famous 
for long-wearing, trouble-free per- 
formance, 


source. It’s the simple, easy way to handle your require- 
ments—saves valuable time and trouble for you and 
Pop Sefety Velves assures your customers of the best regulating equip- 
Level Controllers ment available. Here is a profit making line that makes 
Meter Velves for easier, simpler satisfying of your customer's needs. 





Float Boxes Don’t forget to send for your free copy of the Keckley 
Diaphragm Valves Catalog 51-C, featuring our complete line. Write 
Water Gauges O. C. Keckley Co. 400 W. 


Write for Free Copy! 


Don’t delay—write to 


day for your free copy af 7 Balanced Valves Madison St., Chicago 6, Illinois. 7 
of Catalog #5! / 
j 
MANUFACTURING CO 
10 naa ‘ea 
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J. I. GAISFORD has been named sales 
representative for Fageol Heat Machine | 
Co., Detroit, to cover Michigan, Indiana, | 
and western Ohio 


J. M. Tull Metal & Supply 
Constructing Warehouse 


| 

A new addition to serve as ware- | 
house and to house all shop equip- | 
ment and heavy machinery is being | 
constructed for J. M. Tull Metal & | 
Supply Co., Atlanta. 

[he three-story building, in the 
rear of the present quarters, will be of 
brick and as and is expected to cost 
about $150,000. It will have access 
into the present building and provide 
a special entrance for counter sales 
and pickup deliveries. Enlarged ship- 
ping space will speed materials handl- 


ing. 

The building will contain a recrea- 
tion area for employees on the third 
floor. It will have a large parking area 
fer customers. 

The addition is one phase of the 
modernization program now under 
way at J. M. Tull. The lobby im the 
main entrance has been modemized. 
Departmental offices have been con- 
structed and warehouse space is be- 
ing rearranged. 





TRAFFIC REDUCES STEER 


Traffic congestion costs money when 
you shop for that Sunday roast, Fleet 
Owner, McGraw-Hill publication, says. 
A cattle farmer expects an average 
weight loss of 33 pounds per 1,000 
pound steer in the first 100 miles of 
riding to market. If the trucks are de- 
layed three hours by congested traffic 
during the 100 mile trip, he loses 39 
pounds per 1,000 pounds of steer 














AN INCREASE iw SALES. . 








When figures show @ steady gain in 
business it's a sure thing that every 
factor in the sales set-up is clicking. 


Pe CON PEE PIM EIDE LOE 


park 


A CUNEO BUILT CATALOG 
clicks every time as it goes after 
business in a big way. CUNEO 
specialists prepare it to do just 
that. You get a catalog that gets 
attention because the planning, 





compiling, and printing meet dis- 
tributors’ specific catalog require- 
ments. Make your next catalog a 
Cuneo Catalog—play safe! 





239 EAST CHICAGO STREET 
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MILWAUKEE 1, WISCONSIN 





TOUGH 
WORK 
WITHOUT 
A 

‘TUGIT’ 














‘Tugit’ is a must for everyone with 
lifting and pulling jobs — main- 
tenance men, utility crews, road 
) gangs, steam fitters, farmers. It's 
| the handiest, safest tool for stretch- 
| ing guy wire and cable, squaring 

frames, setting pipe, repairing ma- 

chines, splicing belts and countless 
) other tasks. 





is tool-box size——a com- 
light, portable hoist that’s 
close-quarter work. 


; *Tugit’ 
pact, 
ideal for 
lever pull of only 40 lbs. lifts one 


ton. Hook movement of the two- 
ton ‘Tugit’ can be controlled to 
3/64” for accurate spotting. ‘Tugit’ 
is the only lever-operated hoist with 
spur gears and automatic load 


brake. 
Tell these 


prospects 
them all 
new supply. 


ii TGs’ 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box"’ Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting special 
ties. Makers of ‘Ashcroft’ Gauges, ‘Hancock 
Valves, ‘Consolidated’ Safety and Relief Valves, 
‘American’ industrial Instruments. 


sales-making facts to 
Bulletin No. 388 contains 
and more. Write for a 
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GEARS and drives are discussed by 
Fred Russell and C. W. Whitcomb, 
vice president, at Browning Belting & 
Supply Co., Knoxville, Tenn 





Browning Belting & Supply 
Develops New Mill Drive 


Browning Belting & Supply Co., 
Inc., Knoxville, Tenn., has developed 
a new type of card drive for cotton 
textile mills. It is now being tested 
in the cotton testing laboratory at 
the University of Tennessee. 

Ihe drive consists of a sheave and 
shaft arrangement powered by a 14 hp 
1200 rpm normal torque ballbearing 
motor. The card begins to operate as 
speed approaches 600 rpm. 

George Atteniese, former operator 
of a television enterprise at Canton, 
Ohio, has joined the Browning Belt- 
ing & Supply as inside salesman. He 
also handles buying and calls on sev 
eral accounts. 


Rose, Kimball & Baxter 
Opens New Warehouse 


Rose, Kimball & Baxter, Inc., E] 
mira, N. Y., distributors, have opened 
a new warehouse building 

The company recently held an open 
house for inspection of the new facili- 
ties, which include a lift truck hand}- 
ing system and an improved storage 
irrangement. 





SIGHTLESS COOKING 


Electric cooking has made cooking 
easier for the blind by means of a new 
device which tells by differently toned 
bells when the oven is on or off and 
when the required temperature has 
been reached, Electrical World, Mc- 
Graw-Hill publication, reveals. 











TILDEN 


ROTARY 
KONKRETE KORE 
DRILL 


Dealers and jobbers every- 
where are happy with Tilden 
rotary Konkrete Kore drills— 
because TILDEN DRILLS 
pay off where it counts most 

. in increased sales and 
greater profits! 


HERE’S HOW YOU PROFIT! 


Sales and profits shoot 
up for three big reasons: 
1. TILDEN makes better 
drills to do a better job. 
People who use ‘em, like 
“em. 2. TILDEN’S substan- 
tial mark-up assures you of 
more profit per sale. People 
who sell ’em, like ’em. 
3. TILDEN backs up your 
sales with consistent nation- 
slot expels al advertising. People who 
cuttings need ’em, read about and 
automatically! buy TILDEN DRILLS. 


HERE'S WHY TILDEN’S BEST! 


It cuts 5 to 7 times more holes, 
has 2/3 more cutting surface, is 
70% more efficient—will drill 
up to 1,000 inches of concrete 
without resharpening. And fac- 
tory resharpening is FREE! 
Uses any electric or air drill. 
29 onteed sizes, 3/16” to 
4”. Interchangeable shanks 
up to 60”. 

You too, can profit by 
selling TILDEN Rotary 
Konkrete Kore drills. Send 
coupon below for full in- 
formation. No obligation, 
of course. 


TILDEN’S NATIONAL ADVERTISING 
BACKS DEALERS 
TILDEN ads appear in ten na- 
tional publications covering the 
Electrical, Industrial, Construc- 
tion and Communica‘ions Fields. 


Patented core 





U.S. Pat. No. 2506474 


TILDEN TOOL manufacturing Comp 
209 Los Molinos ¢ San Clemente, Calif. 
Branch Office: 7111 N. Glenwood Ave., Chicago 26, Ill. 


MAIL THIS COUPON TODAY! 





TILDEN TOOL 
Manufacturing Company 
209 Los Molinos * San Clemente, Calif. 


(] Send full information on TILDEN DEALER 
PLAN 


(J Send illustrated TILDEN DRILL Catalog 
Name 
Position 
Company 
Address 
Zone... State 
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TELL YOUR CUSTOMERS .. 


will get you 





—SAVE UP TO 50% IN FINISHING TIME 


On All Metals, Plastics, Wood, Glass, Hard Rubber, Pressed and 
Laminated Materials and Combinations 


Rubber-cushioned BRIGHTBOY REDUCES FOUR OPERATIONS: BURRING, FINISHING, CLEAN. 
ING, POLISHING, to ONE! Tell your customers to take advantage of this original, perfectly bal-7 
anced combination of abrasive and rubber for all that each of these two top materials is worth! 


Working together, the abrasive and rubber in Brightboy produce a “cushioned” light grind, plus) 
smoothing, cleaning and polishing in one operation! Brightboy does many things other abrasives 
cannot do—it gives almost unbelievable finishing range, versatility, time-savings. 


Sell Brightboy for a wide range of time-saving applications far beyond the use of © 
conventional abrasives. Sell it for customary abrasive applications, too. Sell it 
in connection with drills, cutting tools, files, ete. You need Brighthoy to round 
out your complete abrasives service to customers. 


INVITING DEALER PROPOSITION ON THIS SALES “NATURAL”. ATTRAC. 


TIVE TERRITORIES. 


WHEELS STICKS 
BLOCKS it 
res for 


Write for interesting information. 


HOW BRIGHTBOY SAVES PRODUCTION TIME 

Does countless jobs regular abrasives cannot do—PLUS low 
cost, “every-day” finishing. Bridges the’ ea hetween the 
rough grind and the buff in one operation! Works to close 
tolerances. Shapes. to contour. ee ‘a wide variety of 
conventional and special fi keen 
ing, for example;, often the feel” olish. No before-use 
preparation or dressing needed. No Killed. labor necessary. 


GENERAL USES—A FEW OF MANY: Removes light digs, 
tool and heat marks. Cleans welded and soldered joints. 
Finishes dies and molds. Burrs stampings, castings, ma- 
chined parts. Maintains tools, equipment, machinery, parts. 








Everybody‘s talking about Brightboy 
The Abrasive-and-Rubber Revelation for Finishing! 





FOR YOUR CUSTOMERS DOING DEFENSE WORK— 
OR MAKING CIVILIAN GOODS 
Show them how to profit from Brightboy’s outstanding adapta- 
bility! Proved in production of countless civilian-goods items. 
Proved again in defense production: Ordnance, Instruments, 
Airplane Parts, Internal Combustion and Jet Engines, Misurieel, 
Electronic, Transportation and C ication 





“4 





BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. and No. 13th Street Newark 7, N. J. 
America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 
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QUALITY 
EYE AND FACE 


Safeguards 


Offer This 
NEW, BIGGER 
JUMBO WELDING GOGGLE 


No. 610 
Selistrom Jumbo Welding Goggles 


The entire welding industry is interested 
in welding goggles that will accommodate 
even the largest of the large plastic 
rimmed prescription glasses. Here is the 
favorite, but in a larger size, big enough 
to satisfy everyone. 


Enlarged by one full inch. Nar- 
rowest inside measurement is 
5% inches. Outside overall 
width can be adjusted up to 
6% inches. 

Perfectly balanced one-piece 
frame permits putting on and 
off with one hand. 

Both eye cups operate as a sin- 
gle unit, can be adjusted to fit 
any face as perfectly as if cus- 
tom ma 

Four light- oof metal ventila- 
tors in the frame and four light- 
proof ventilating ducts in the 
eye cups, eight in all for each 
eye cup, supply an abundance of 
ventilation. 

No rivets or nose piece to pull 
loose. Rolled edges for com- 
fort. 

Regulation 50 m/m replaceable 
lenses. 

Each pair individually boxed. 
Weight without lenses 2% 
ounces. 

Write us for a sample pair of 
these “fast selling” ENLARGED 
No. 610 Jambo Welding Goggles 
for inspection and testing pur- 
poses. 


MANUFACTURING COMPANY 
Top Quality Eye and 
Face Safeguards 
662 N. Aberdeen St. Chicago 22, Illinois 
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_ To Head New Yale & Towne Sales Departments 


J. 1. Somers 


The Yale & Towne Mfg. Co., Phila 
delphia, has established separate sales 
departments for its Worksaver and 
hand lift truck product lines 

John | former assistant 
manager of the hoist department, has 
been named sales manager for the 
electrically operated Worksaver hand- 
lift trucks. He joined the company in 
1940 and after war service returned to 
the hoist department, becoming assist- 
ant manager in 1947. 


Somers, 
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| apolis, has ap 


| Universi 
| empl 
| manufacturing firm. 


T. F. Moriarty 


The new hand lift truck department 
head is T. F. Moriarty, who helped 
pioneer the early development of this 
type of equipment with the Cowan 
Truck Co., Holyoke, Mass., inventors 
of the skid and lift truck systems. He 
joined Yale & Towne before the com- 
pany started manufacturing hand lift 
trucks in 1931. 


Southeast Representative 


_ Named by Durkee-Atwood 


The Durkee-Atwood Co., Minne- 
inted James E. Wil- 
liams as southeastern district repre- 
sentative for its industrial division 
with headquarters in Atlanta, Ga. 
The company has established a 


| warehouse stock of industrial V-belts 
| in Atlanta. 


Mr. Williams, a graduate of the 
of Georgia, was formerly 
for 24 years by a rubber 


Durkee- Atwood officials said that 


| the new warehouse stock is expected 
| to improve service in the area and aid 


distributors. Stock wil consist of 


| fractional horsepower and multiple 
| V-belt sizes up to the heavy duty 

| used in cement plants, lumber mills 
| and the textile industry. 


Warehouses Established 
By Westcott Chuck Co. 


The Westcott Chuck Co., Oneida, 
N. Y., has set up warehouse stocks for 
the convenience of distributors and 
dealers in Houston, Texas, San Fran- 
cisco, and Los Angeles. 

The Houston stock will be under 
the supervision of the company’s rep- 
resentatives, John T. Everett & Co 
Hobelmann & Co., Inc., the com- 
pany’s West Coast representatives, 
will supervise the California stocks. 





SERVICE 
GREATER VARIETY 
HIGHER QUALITY 


ALLMETAL 


AN 7 re 


AVAILABLE IMMEDIATELY FROM STOCK, an 
endless stream of first <juality “AN” stainless fasteners is 
. Allmetal’s answer to the exacting demands of defense pro- 
- duction ... in aircraft, electronics, ordnance, in industry 
everywhere. Always remember Allmetal, to get the fasteners 
you want—when you want them. 


STAINLESS STEEL 
FASTENERS 7 
MACHINE SCREWS - NUTS - BOLTS - WASHERS - PINS - RIVETS ys) 





MANUFACTURERS SINCE 1929 


a(i,, SCREW PRODUCTS COMPANY, INC. 
SrTsSMiSiorccaums = STENE®” «33 GREENE STREET NEW YORK 13, N. Y. 
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50 tons of power... 


positioned in seconds! 


It’s a cinch with the new HEIN-WERNER 
model 50.12AA hydraulic jack 


No “spotting” drudgery here! 

The sturdy positioning handles 

on this new HEIN-WERNER Model 50.12AA 
offer a firm, secure grip. ..permit easy 
maneuverability. Handles of new 50-ton and 
100-ton Hein-Werner Jacks fall flush 
against jack housing when not in use. 


This HEIN-WERNER model of 50-ton capacity 

is ideal for industrial use to move heavy machinery, 
pull gears and pinions, bend pipes, and as the 
power unit for presses. Like all HEIN-WERNER 
hydraulic jacks, it is powerful. ..safe...easy to 

use. Tandem pump speeds jacking and saves effort. 
Base is drilled for installation of pressure gauge. 
For further details, write us. 


Made in models of 1'2, 3, 5, 8, 12, 20, 30, 50 and 
100-tons capacity... Hein-Werner also makes “Push and 
Pull” Hydraulic Jacks of 4, 10 and 20-tons capacity. 


: Wy mer HEIN-WERNER 
Clnt- CORPORATION 
proRAUIL JALUS, WAUKESHA, WIS. 
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How To Sharpen Tools 


On Planers and Shapers 





Salesmen and their customers may 
find it handy to have a checklist of 
proper grinding techniques for stand- 
ard tools used on planers, shapers, 
boring machines and other machines. 
Here's a technical aid prepared by the 
Small Defense Plants Administration 
(Technical Aids for Small Business 
No. 4) which describes these and 
other sharpening operations common 
to metalworking shops: 

Even highly skilled operators using 
modern machines cannot tum out 
good work unless the tools are sharp- 
ened at the needed cutting angles. 
Recent improvements in tool grinding 
machines enable shops to maintain 
the precise angles and clearances 
which have been established as stand- 
ards for nearly all metal cutting oper- 
itions. Many of these standard angles 
are described below. 

The angles and clearances for every 
machine shop cannot be listed here 
completely. Jobs require individual 
analysis because of the great variations 
in the materials passing through the 
average machine shop, available grind- 
ing equipment, skill of the tool grind- 
ers, and the strength and age of the 
machines on which the tools are used. 


Sharpening Planer 
And Shaper Tools 


Many of the principles governing 
the shape and cutting angles of lathe 
tools are applicable also to tools used 
on planers and shapers. For these tools 
also, the nature and hardness of the 
materials to be machined determine 
the proper cutting angles and clear- 
ances. For some of the more common 
materials worked in the average ma- 


chime shop, the cutting angles and 


clearances are as follows: 

For cast iron: On high-speed steel 
tools the lip angle usually is ground 
to 84 to 86 degrees, the rake angle 
is left at zero degrees, and the relief 
angle is maintained at 5 to 6 degrees. 
Chis applies not only for machining 
cast iron with a 3, percent silicon 
content, which is readily machine- 
able, but also to white cast iron. 

Since white cast iron contains a high 
percentage of iron carbide, it is some- 
what harder to machine. If white cast 
iron is annealed to form malleable 
cast iron, it acts as all draggy metals 
do on tools. Therefore, most shops 
grind chipbreakers on the tools. When, 
in addition to alloying elements, some 
chromium is present in the cast iron, 








DISTRIBUTORS WANTED 


Several desirable territories still open! 











We are looking for more Celfor Distributors. The rapid 
growth of our industrial distributor organization in the past 
2 years is due in large measure to our distributor policy 
shown below. 
“Makers of Quality Drills In some areas, our sales through industrial distributors 
and Reamers Since 1903“ represent 100% of our volume. On a country-wide basis, 
86% of our civilian business is being done through indus- 
trial distributors. 


Several extremely desirable territories are still open. Why 
not write us today about your territory? 


OUR DISTRIBUTOR POLICY 


¥ We advise our Authorized Distributors of all inquiries 
and orders received directly from consumers in their 
territories and suggest to such prospects and customers that 
they order our products through our local Authorized Dis- 
tributor. 
2 We do not sell directly to consumers except in those 
few cases where the consumer insists upon buying 
directly from tool manufacturers. In all such instances, we 
co-operate with our local Authorized Distributor in his 
effort to obtain such business. 
We do not authorize more than one Celfor Dis- 
tributor in any given market unless more than one 
Distributor is required to adequately serve the consumers 
in the area. Furthermore, we will not add a new Celfor 
Distributor without consulting with the established Author- 
ized Distributor in the area. 





x 


TOOL COMPANY 
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Sfran 
FLEXIBLE SHAFT MACHINES 


meet your customer’s demands for 


quality, top performance, trouble-free service 


Distributors find it a quality line profitable to sell. 
A wide variety of models makes it easy to meet customer requirements. 
The equipment stands up under hard usage and customer satisfaction results. 
Shown here are a few of the many models. 
Write for full information and distributor plan. 


FLOOR MODEL — 

. the floor-mounted flexible shaft machine is one of the 
most popular. It can be moved from place to place. Amply 
powered, the stand is out of the way while the head is 
light and easy to work with. Model shown is three-speed 
mounted on swivel yoke adjustable floor-type tripod 
Available in “% H.P. to 14 H. P., inclusive. 


BENCH MODEL — 
. here is convenient flexible shaft equipment that can be 
mounted on bench right near the work. Portable to the extent 
thet it can be taken from place to place. For steady, fast 
production, consider the bench-mounted flexible shaft machine 
@s port of your production setup. Model shown is three-speed 
— on swivel type adjustable bench column. Available 
in H.P 





EASTERN SALES 
Woodbury, Baltimore 11, ql 
Maryland 
WESTERN SALES N. A. STRAND DIVISION 


5001 North Wolcott Ave. 
Chicago 40, lilinois 
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OVERHEAD MODEL — 
... for production line work, overhead-mounted flexible 
shaft machines ore a real convenience. Motor and 
mechanism are out of the way and flexible shaft con- 
veniently located. To meet your requirements, review | 
all models of STRAND flexible shaft machines. Model 
shown i is three-speed vertical type for overhead mount- 
ing . . . it is available in Ya H.P. to 1% H. P., inclusive. 


hard, brittle carbides are formed and 
the machineability of the workpiece is 
correspondingly impaired. 

For steel: When grinding tools for 
planing steel, the rake angle is kept 
at 8 degrees, the lip angle at 74 de- 
grees, and the relief angle at 8 de- 
grees. If steel alloys contain as little 
as 0.10 percent carbon, they are draggv 
and machine poorly. Moré carbon will 
make them stronger, harder, and less 
draggy. When the carbon content 
reaches 0.60 percent, they cut cleaner. 
However, if it is over 0.60 percent, 
machineability is impaired. 

Therefore, such workpieces are 
usually annealed before being sent to 
the planer or shaper. If the steel alloys 
contain small amounts of nickel, 
chromium, molybdenum, vanadium, 
or a combination of these, they are 
not easily machined. In fact the nickel 
steels are very draggy and wear out 
tools in a short time. Also the con- 
tinuous ribbons, being draggy, may 
cause tool enlargement. To prevent 
this, most shops use a cdigimahen 
when machining such steels. 

When sharpening tools for planing 
stainless steels, it is important to re- 
member the work-hardening character- 
istics of the steels. They are very hard 
on tools and are particularly difficult 
to machine if they are alloys of the 
high chromium and high nickel steel 
quality. 

For machining non-ferrous metals: 
Aluminum alloys like 2S, 3S, 52S and 
56S are very draggy and are difficult 
to machine. The rake and lip angles 
of the planer and shaper tools usually 
are ground at about 40 degrees and 
the relief angles at 10 degrees. For 
alloys with more than 5 percent of 
silicon, most shops use carbide tipped 
tools. These must always be sharpened 
at the angles specified by the tool sup- 
pliers. 

Brasses are easy to machine, as are 
bronzes. The most commonly used 
angles for these alloys are: Rake angles, 
8 degrees; lip angles, 74 degrees, and 
relief angles, 8 degrees. The tough 
and soft bronzes often require a rake 
angle as high as 25 degrees and a lip 
angle of 55 degrees. However, the re- 
lief angle remains 8 degrees. 

Correct angles can be maintained 
only by grinding them on a tool grind- 
ing machine which enables accurate 
setting of all angles with the aid of a 
dial instrument. A tool grinding ma- 
chine of this tvpe sharpens with mini- 
mum waste of the tool and insures 
maximum accuracy. 

Tools requiring sharp corners, like 
form tools, and tools used in under- 
cutting or dove-tailing operations 
usually are made of low alloy shank 
materials tipped with high-speed steel, 


cast alloys or carbides. 





‘SEE YOU AT THE POLLS!‘’ 


“SEE YOU AT THE POLLS!‘’ 


"SEEYOU 
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Nobody knows for sure how it started—this line about “See you at the Polls!” 
we're hearing all over these days. 
Best explanation seems to be that it came from that state candidate out 


west. . . . His opponent in a debate got all riled up and challenged him to fight 
it out in the alley. 


But he said—“‘T’ll settle this the AMERICAN way—I’ll see you at 
the polls!”” And the audience picked up the chant. 


Now everybody’s saying it—and on Nov. 4 everybody will be doing it! 
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Tuffy 


OFF KNOTS 


\ Fights 


WAND KINKS 


\ 


That’s One Reason Users Report: 


“Tuffy SLINGS 


Last 3 to 4 Times Longer’ 


Only Tuffy has the new, braided fabric 
construction that (1) fights off knots and 
kinks, yet (2) can take much more 
stresses of distortion than ordinary wire 
rope. It means big savings in time, costs 
and delays on the job. 


To make Tuffy Slings, scores of wires 
are stranded into 9 parts, then machine- 
woven into an interlaced wire :abric 
that has greater flexibility, extra safety 
and strength. Send for a free3-ft. sample 
of Tuffy Sling fabric and test it yourself. 


Proof-Tested For Safety. Each of the 12 
types of Tuffy Slings is proof-tested to twice 
its safe working load. You'll find the work- 
ing load figure on the metal eye splice sleeve. 
It’s your assurance of a safe, longer-lasting 


sling. 


Get The ONLY Sling 
Handbook of its Kind 


FREE 


See how o~ can cut sling costs up to 40% 


or more t 
slings. Most-talked-about book on 
ever published ! 


UNION WIRE 


2236 Manchester Ave. 


_) Send FREE Tuffy Sling Handbook and Rigger’s Manual. 


() Have My 


FREE 3-Ft. 


FIRM NAME ___ 


ADDRESS 


rough proper care and handling of 


slings 


ROPE CORPORATION 


Specialists in Wire Rope 
Kansas City 3, Mo. 


Union Wire Rope Fieldman deliver me a 
sample Tuffy Sling. 








. ZONE_______ STATE 


a 
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Sharpening Tools 
For Boring Mills 


Because of the great variety of work- 
pieces now processed on horizontal 
and vertical boring machines, many 
factors affect the design and sharpen- 
ing of tools for boring mills. All of 
the factors cannot be enumerated. 

In general, the nose (or heel) clear- 
ances are about the same as on planer 
tools. The nose should be kept as 
small as possible. The usual 3 degree 
angle behind it will just clear the sur- 
face to be machined. The cutting 
edge angle on a standard pointed tool 
is usually left at 83 degrees for rough- 
ing operations, and at 90 degrees for 
finishing operations. 

On the horizontal type machine, a 
single-point tool usually will do the 
work if a more expensive boring head 
is not available. The point angle on 
an inside boring job is kept at 10 
degrees. On a facing job the angle is 
61 degrees. It is customary to grind a 
back rake into the lip in order to draw 
the chips or ribbons away from the 
workpiece. 

When cutting draggy metals, a shop 
sometimes grinds a chipbreaker groove 
into the lip surface. This eliminates 
long, continuous chips and reduces the 
danger of tool entanglement. 

In most shops, the ordinary high- 
speed steel tools of the 18-4-1 tvpe or 
the cobalt high-speed steel tools pre- 
viously referred to no longer are satis- 
factory as they do not cut fast enough. 
They are being replaced by the carbide 
tipped variety for higher speeds and 
increased accuracy. Carbide tipped 
tools will do better, faster work, pro- 
vided that you follow carefully the 
suppliers’ recommendations when 
sharpening them. 


Sharpening Taps 


In sharpening taps, the controllin 
factors are the available speeds — 
feeds, the kind of metal to be tapped, 
and previous experience of the tool 
room. 

The chamfered point of the tap 
should be sharpened so that all of it 
will contact uniformly. Otherwise, un- 
even heights will force the cutting bur- 
den on a lesser number of lands, re- 
sulting in poor threads, more power 
consumption and high tap breakage. 

When tapping cast iron and mal- 
leable iron, the radial rake is preferred, 
while for cast steel, manganese, 
molybdenum and vanadium and for 
steel pipe fitting, the rake is main- 
tained between 10 and 15 degrees. 
Duraluminum, molychrome _ steel, 
nickel chrome steel, Allegheny and 
Monel metals can be tapped best with 
a hook up to 15 degrees. Babbitt, 
bronze, copper, and_nickel-silver_re- 
quires a hook up to 20 degrees. 








SALES CORNER: 


CHECK YOUR CUSTOMER LIST FOR— 


GEARMOTORS where 
there is a requirement for 
an economical and con- 
venient means of obtain- 
ing low speeds — our 
quick deliveries will do 
the trick. 


EXPLOSION- PROOF 
MOTORS for the utmost 


in safety needed in 
Chemica! Plants and 
Oil Refineries. 


AJUSTO-SPEDE and SELECT-A-SPEDE adjustable 
speed drives for that wide choice of speed ranges, 
horsepower and torque characteristics. 


"TRADEMARK OF THE LOUSS ALLIS CO 


COPYRIGHTED, 195! 
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Whether your territory is South, East, North or West — 
take it from Mr. Motor — your salesmen have a complete 
line for all industries when they are selling Louis Allis 
motors. 

Mr. Motor tells us that he is backed by an organization 
with a half century of experience in building motors for 
standard applications and special motors for require- 
ments that are unusual. Remember men, you can sell your 
Customers motors that give them exactly what they re- 
quire in performance, enclosure, horsepower, speed and 
electrical characteristics. 

Tell your Customers about our range of types and sizes — 
the special Louis Allis design features — the extra fine 
quality and dependable, long life performance. Mr. Motor 
offers more for your Customers. 


THE LOUIS ALLIS CO. + MILWAUKEE, WIS. 
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In BOSTON 


WARREN PIKE says: 


Warren Pike, Warren M. Pike Associates, Inc. 


“ANGLgears help us solve transmission problems 
every day. Their ease of mounting, rugged de- 
pendability and simplicity of design make them 
one of our most effective tools.” 


In and around Boston, Warren M. Pike and his associates 
are supplying ANGLgears to a widely diversified market. 
They have found that ANGLgear—a standardized, right 
angle, bevel gear drive with the capacity of units many 
times its size—satisfies most industrial applications. 
Among their customers for ANGLgears are the optical, 
electronics and textile industries and electrical, conveyor 
and box manufacturers. 


You have similar industrial plants ANG 


in your territory. Why not call and 
show them an ANGLgear? They are 
good prospects with excellent sales 
potentials 


A FEW CHOICE TERRITORIES ARE STILL 
AVAILABLE. WRITE FOR INFORMATION. 


ACCESSORIES “CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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For tapping stainless steel, ground 
thread taps with a slightly higher taper 
than those used for soft brass, and 
sharpened with a hook of 15 degrees, 
are generally preferred. A three-fluted 
tap ground with a slightly negative 
take also will cut freely in certain 
Stainless steels. 

The taps used for steel, or brass are 
not suitable for aluminum alloys, as 
such alloys require a top rake on the 
cutting edge and an extremely hook- 
ing cut. In addition, to obtain the 
necessary side rake, many shops work 
with the spiral fluted taps, which 
provide the necessary angle. Some 
shops augment this angle by grinding 
the leading edge of the lands to an 
angle of 5 degrees to the axis, up to 
the third full thread, which prevents 
packing of the chips into the narrow 
flutes. 

When tapping laminated plastics 
and vulcanized fibre materials, the 
standard taps should be replaced by 
special taps which usually have a nega- 
tive rake of about 5 degrees on the 
front face and considerable clearance. 
This prevents binding in the hole 
while backing out the taps. 

To tap any material most efficiently 
and economically, the machine spin 
dle, the fixtures and the workpiece 
must be in perfect alignment. The 
belts should grip the pulleys with the 
largest possible arc in order to trans- 
mit all available power. A tap with 
the proper number of flutes must be 
selected. The drilled hole must be of 
the proper size, and the best possible 
lubricant must be used. 


Sharpening Dies and Chasers 


Dies and chasers are ground with a 
suitable chamfer to permit the first 
three or four threads to cut progress- 
ively deeper and deeper until the full 
depth of thread is machined. These 
threads are known as the roughing 
threads. In ordinary threading, the 
first full thread does the finish cut 
ting, while the remaining full threads 
act as a leadscrew would—that is, to 
guide and control the early roughing 
threads. 


Chasing Non-Ferrous Metals 


When brasses and bronzes are to 
be chased, they usually are classified 
into two groups. Group 1 includes 
brasses with a small percentage of 
lead, commercial bronzes, leaded red 
brass, yellow brass, naval brass, phos 
ay bronze and the like. The hook 
or the group usually is kept between 
2 and + degrees. Group 2 includes red 
and yellow brass, Tobin bronze, phos 
phor and manganese bronze, leaded 
nickel-silver and the like. The hook 
is generally between 5 and 8 degrees. 


| The throat angle on both classes 





Victor E. Rabel, President 
STAR MACHINERY COMPANY? 
Seattle, Washington 


Architect's drawing of Star's new quarters now under construction in Seattle 


Tells How “SELECTIVE DISTRIBUTION” Protects His Market 


“My opinion of the Porter-Cable fran- competing on an equal basis. All Porter-Cable 
chise? Here’s a portable tool franchise that distributors operate on the ‘direct-to-distrib- 
helps you grow! utor’ basis and get the same discounts and the 


same over-all proposition. 
“The Company’s policy of ‘selective 


distribution’ protects us from indiscriminate “All in all, I'd say that Porter-Cable is 
competition. For example, if Porter-Cable one company that protects its distributors, 
feels another distributor in our territory is treats them fair and square, and encourages 
needed, they talk it over with us first. As a them to grow.” 
result, we don’t have to compete with every 
Tom, Dick and Harry in the neighborhood. 





Sincerely, 


“Even if we do compete with another 
distributor, say in a fringe area, we know we're 


Victor E. Rabel, President 
STAR MACHINERY COMPANY 


PORTER-CABLE Machine Co. 


ileal hic ait lala Mela Lad 4 4°)140- WEL Gtelsl- Mm C1 011 49 i -Yaiclam feted L 


8110 N. Salina St., Syracuse 8, N.Y. 
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Universally accepted—50,000 now in use! 


Benchmaster's high productive capacity, low initial cost 
and reliable year-in, year-out dependability have made 
them the world’s most accepted small punch presses. 
The 50,000 now in use prove that your customers know 
them and want them! 


Big market for Benchmasters! 


In every industry whete parts are stamped, formed, 
pierced, staked, riveted, sheared, embossed, blanked 
or marked—you'll find a prospect for one or more 
Benchmasters. ... Many of these among your present 
customers! 


Benchmasters are widely advertised! 


Benchmasters are consistently promoted in leading 
metal working and industrial magazines. Hard-selling, 
reason-why advertising has helped make them the fast- 
est and easiest selling small punch presses available! 


Benchmasters sell right from the floor! 


Benchmaster’s universal acceptance and low price mean 
quick sales, big profits for Benchmaster dealers. Low 
price eliminates need for red tape decisions . . . users 
buy ‘em right off the floor! 


Why don't you cash in on 
master's sales possibilities 
in your territory 7 


A few select territories still open. 
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usually is kept between 20 and 30 
degrees. 

If the chasers are of the circular 
type, the recommended rake angle for 
Group I runs usually from minus 5 
to plus 5 degrees; for Group 2, from 
10 to 20 degrees. 

Chasers for manganese alloys must 
have smooth surfaces, and should be 
the ground-head type if possible. The 
cutting edge should not be set over 
center, as this increases tearing and 
causes overheating of the workpicces. 
The rake angles should be somewhat 
larger than those on turning tools. 
Careful stoning of the cutting face 
and chamfer to produce a keen cutting 
me will help make smooth threads. 

Vhen chasing aluminum, the die 
chaser top rake should be kept at 20 
to 25 degrees, the grinding angle 
should be maintained at 10 to 25 de- 
grees, and the chamfer should be held 
between 25 and 35 degrees. 


Sharpening Reamers 


Here also, the aim is to prevent 
sever rubbing of the cutting edges by 
relieving the back with a suitable 
clearance. In addition to this back re 
lief, hand reamers are slightly tapered 
on the ends to facilitate their entering 
the drilled holes. 

Reamers used for machine reaming 
operations are not equipped with a 
tapered end. They have, however, a 
chamfered point which does practic- 
ally all the cutting. The angle of this 
chamfer usually is determined after 
suitable trials, depending on the ma- 
terial to be machined. The clearance 
on the chamfer, however, is often 
raised up to 15 degrees. In addition, 
there is a secondary angle behind the 
chamfer which often is referred to as 
the “starting taper’. This usually is 
ground somewhere between 1 and 10 
degrees, and is provided with a very 
fine clearance to give the reamer a 
keen edge. 

As this edge is supposed to do much 
of the metal removing, it must be very 
sharp and not rub in the hole. This 
part of the reamer also helps to size 
and smooth the walls of the reamed 
hole. 

Many shops working on a wide 
range of materials prefer the carbide- 
tipped reamers, another development 
in the use of carbides. Carbide tips 
enable reamers to withstand wear and 
abrasion much better than the ordi- 
nary high-speed steel reamers. How- 
ever, since carbide tips are extremely 
brittle, utmost care must be exercised 
in sharpening them. Only the prover 
angles give them maximum cutting 
strength and enable the sharp edges 
to withstand the heavy pressures and 
resist deflection. 

To obtain cutting action on the 
proper part of the carbide tips, to 





Blackhawk Hydraulic Equipment 


saves thousands of dollars 


aligning jet engine saddles! 


BLACKHAWK IDEA BOOK 
shows your customers how they, 
too, can become idea men 


One pump—a Blackhawk P-182 
— powers all 13 Blackhawk 
Rams on Bell Aircraft aligner, 
Blackhawk Valves are also wi 
throughout. 


ERE’S what happens when idea men of indus- 
try and versatile Blackhawk hydraulic equip- 
ment team up. At Bell Aircraft, production of jet 
engine nacelles was slowed by a bottleneck in 
aligning saddles as they came from welding. 
ut not for long! Idea men of Bell’s production 
engineering department—working with Blackhawk 
field engineers—came up with a straightener built 
of standard Blackhawk hydraulic components that 
turns out several times as much work as the former 
method . . . with less manpower! In the first three 
weeks, it saved Bell Aircraft thousands of dollars! 


It’s the same story in plant after plant. You see, 
IDEA BOOK is loaded to the margins with pic- 
tures and applications that show your customers 
how to cut costs . . . increase production . . . save 
hours of time, And it’s an equally profitable check 
list of sales opportunities for you. 

Blackhawk has always been a big volume line for 
industrial supply salesmen, Backed by ads in lead- 
ing industrial, construction, electrical and other 
publications — IDEA BOOK will help you push 
your Blackhawk sales to even greater heights! 


Headquarters for the world’s 
most pl line of hydrauli 
tools plus industrial hand tools. 





BLACKHAWK 


Hydraulic jacks 


Be sure every customer 
has the IDEA BOOK 


IDEA BOOK shows the way to even greater 
sales in Industrial © Construction @ Electrical ¢ Mining © 
Marine ® Aviation ¢ Oil and many other fields. 

IDEA BOOK can't help but be a red-hot “door opener” for 
you. In addition, all of our many advertisements tell your 
customers and prospects to “Ask the Man Who Knows.” And, 
mister, that's you — the Industrial Supply Salesman! Black- 


~ ae pe Sens hawk Mfg. Company, Dept. M27102, Milwaukee, Wisconsin. 


and knockout punches 
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Cut materials handling time 


» to the bone... 
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136-A Series. Double 
Ball Race Swivel Caster 
equipped with roller 
bearing semi-steel 
wheels. Easy swiveling. 
Pressure lubricated. 
Wheel sizes from 4'' 
to 12°’ dia.; load 
capacities from 600 to 
1700 Ibs. 


per coaster. 


Bond Industrial Truck Casters... by design, by 
materials, by workmanship are the key to low cost-high 
profit parts handling. These are the casters that ably meet 
any service condition. Loads can be sturdy or fragile, heavy 
or light. Hauls can be long or short. Aisles can be broad or 
narrow. Turns can be easy or sharp. 

Remember—the right Bond Casters will cut your materials 


handling time to the bone! 


Get the story straight... leading industrial distributors 
throughout the country will be glad to give you complete 
information or write for your copy of the Bond Catalog K-38. 


BOND FOUNDRY & MACHINE CO. 


Manheim, 


Pennsylvania 
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prevent undue friction, and to clear 
the chips properly, the following 
angles and clearances are recom- 
mended: (a) For general use, a clear- 
ance on the chamfer of from 6 to 8 
degrees, (b) Width of land ranging 
from .007 to .020 inch, and (c) Pri- 
mary clearance angles ranging from 7 
to 15 degrees as the diameter of the 
reamers decreases. 

The American Standard Associa 
tion has adopted and published grind 
ing standards for reamers with recom 
mendations for the best cutting edge 
angles and sizes of land. 


Cast Alloy and Carbide Tips 


As a result of the diversified use 
of tipped tools, modern industry has 
established standards for cast alloy and 
carbide tipped tool angles for all oper 
ations discussed in this Aid. It is 
strongly recommended that shopmen 
obtain this information now available 
from tipped tool manufacturers. 


The Right Wheel 
For Sharpening 

A poorly selected wheel not only 
will get dull too soon but will pro- 
duce irregularities in the cutting tool, 
causing high spots and overheating. 
This will reduce tool life and cause an 
excessive amount of too] breakage and 
a large number of rejects. Therefore, 
it will pay to check periodically on 
methods used in your customer’s shop 
for selecting and using abrasives. 

If tools wear too fast, chip or chat 
ter, the cutting angles and clearances 
may not have been ground according 
to the recommendations of the tool 
makers. This usually is the main rea 
son for rapid wear, chipping or chat 
tering. 


Avoiding Chatter 


If a tool chatters, it may be because 
the nose radius is too large even for 
the maximum rigidity built into the 
machine and for the cutting pressure 
developed when cutting with a large 
radius or a small clearance. Therefore, 
the general rule is to leave the tool 
with as much metal as possible under 
the cutting edge in order to give maxi 
mum support to the edge. 

‘To make tools cut better, last longer 
and work more economically, shops of 
the defense forces and private indus 
try have developed standard tool grind 
ing techniques for use in all machine 
shops. The results of this cooperative 
study have been published in a large 
number of data sheets. A free bibliog 
raphy which may be obtained bv writ 
ing to Management Service Division, 
Office of Production and Manage 
ment, SDPA, 1337 E St.. N.W.. 
Wash. 25, D. C., and asking for a 
copy of Bibliography TA 4B. 





VISES are inspected by Bob Walker 
and E. C. O’Shields in stockroom of 
Hall & Co., Spartanburg, S$. C 





Hardware Manufacturers 
Set Convention Plans 


The American Hardware Manufac 
turers Association has completed final 
plans for the 1952 Hardware Conven 
tion scheduled for October 12-16 in 
Atlantic City. 

Featured events will include talks by 
three outside speakers and two after 
noons of the Conference Booth Plan, 
as well as the annual association meet- 
ings. Attending besides the manufac- 
turers will be members of the National 
Wholesale Hardware Association and 
Southern Association. 

Speakers will be James Q. duPont, 
who will address the Convention on 
the subject, “We're Working While 
Rome Burns;” Saville R. Davis, news 
editor of The Christian Science Moni- 
tor, whose topic will be “Have We 
Turned the Corner;” and former Con 


gressman Jennings Randolph, who + 


will speak on “Forfeiting our Free 
dom.” 

The opening session will be called 
to order on Monday, October 13, by 
William P. Tracy, president of the 
National Association. Richard L. 
White, president of the American As- 
sociation, will open the manufacturers’ 
session the following day. 

The Conference Booth Plan will 
operate from 2 to 5 pm. Monday and 
Wednesday in Convention Hall. 

Featured on the entertainment pro- 
gram will be a fashion show, card 
party and tea for ladies attending the 
convention on Tuesday. There will 
ilso be a floor show, two informal 
dances, and the Annual Convention 
Dance on Wednesday. 

Officials have announced that ad 
mission to the Conference Booth Hall 
will be limited strictly to those wear 
ing convention badges. Badges will be 
delivered only to advance registrants 


ACCO 


product 


ACCO Registered Sling 
Chains are Versatile 


@ Here an ACCO Registered Sling Chain is used in a’ 
double basket hitch. It could also be used as a two- 
legged bridle, or as a double choker. The tough 125 
Endweldur ACCALLOY Chain is much lighter in weight 
and is easy to handle. It has great service life. The 
permanent identification ring on every ACCO 
Registered Sling Chain is your sign of safety and 
guarantee of quality. 

Write today for easy-to-use AMERICAN CHAIN 
literature which helps you sell acco Registered 
Sling Chains. 7 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago. Denver, Detroit, Los Angeles 
New York, Philadelphia, Pittsburgh, Portland. 
San Francisco, Bridgeport, Conn 
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Registration opens Sunday at 9 a.m. 
Following is the schedule of events: 
are the big demand line of Sunday—Registration for members 
' ; of A.H.M.A. and N.W.H.A. and 
Grilling and tapping tools - age t manufacturers agents only, Lower 
this means more sales—more Lobby, Marlborough; Stag Dinner 
profits! Advertised to 1,000,000 wer Party, Central States Hardware Club, 
prospects each month. r ; American Room, Traymore. 
Stock, talk and sell the Com- , ‘ Monday — Registration, | Marlbor- 
ough; meeting of Excutive Committee, 
N.W.H.A., Blenheim Card Room; 
Meeting of Executive Committee, 
A.H.M.A., West Solarium, Blenheim; 
Operation of Conference Booth Plan, 
Convention Hall; joint session, 
A.H.M.A. and N.W.H.A., Wedge- 
wood Room, Marlborough; informal 
dancing, Blenheim Ballroom. 
Tuesday—Open session, N.W.H.A., 
Ocean Hall, Marlborough; open ses 
sion, A.H.M.A., Wedgewood Room, 
MORE SHALLOW OR DEEP HOLES ey Marlborough; X-Club luncheon, 
en eye Chevy Chase Room, Marlborough; 
MORE HOLES PER GRIND card party for the ladies, East Solarium, 
MORE ACCURATE HOLES Blenheim; tea and fashion show for 
ADD uP a the ladies, East Solarium, Blenheim: 
= REDUCED DRILLING COSTS floor show, Wedgewood Room, Marl- 
borough; informal dancing, Blenheim 


Ballroom. 
; ee Commander MFG. CO. Wednesday — Open session, N.W. 
See us ot Booth No. 531, National H.A., Ocean Hall, Marlborough; la 


Metal Show, Phitedeiphia 4217 W. KINZIE ST., CHICAGO 24, ILL 


° on Sunday. Those registe Sunday 
Are You Getting Your Sha re? will pee Nr ae meine 


Commander production tools 


mander line and get your 
share of the profits. 


dies’ boardwalk chair rides; joint ses- 
sion, A.H.M.A. and N.W.H.LA.,, 
Wedgewood Room, Marlborough; op- 
eration f Conference Booth Plan, 
Convention Hall; Annual Convention 
Dance, Blenheim Ballroom. 
Thursday—Annual Meeting, N.W. 
H.A., Ocean Hall, Marlborough; an- 
nual meeting, A.H.M.A., Chevy Chase 
Room, Marlborough. 





| Joins Bridgeport Chain 


George E. Campbell has joined The 
| Bridgeport Chain & Mfg. Co., Bridg« 
| port, Conn., as dist. salesman in N. Y 





Bolts ... Nuts... 

Rivets . . . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


CLARK Bros Bout (p 


MILLDALE, CONN. 


. Ls 
BOLTS . LURAY ° RIVETS e SCREWS | TREASURER of Housh Industrial 


| Supplies, Inc., Evansville, Ind., is Mrs 
| Irma E. Goad 
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~o,ibaaga.| For DISTRIBUTORS 


BRAND 
Electrical Tapes 


, i h/ 


DUTCH BRAND Friction Tepe—Jumbe Package all three electrical tapes 


Contains ten No. 8 rolls each (% in. by 68 feet) produce everyday repeat sales 


in sealed tamper-proof container. 
DUTCH BRAND Electrical Tapes are in steady demand 
... all three tapes provide the selection necessary 
to meet customer requirements — Rubber Insulating, 
Plastic and Friction Tape each with separate 
characteristics. Handling the full line makes more sales. 


PLASTIC 


rical Tape— 
Shop Package 


The Latest Addition to Electrical Tope in 36 yd) 


all widths, for heavy-d 


The DUTCH BRAND Line industrial uses. 


*°pDB” 
i DUTCH BRAND Rubber 
Wire Connectors Insulating Tape — 


Hippo Pack: 
for convenience of customers alate 


Contains ten No. 8 rolls in o 
To make the DUTCH BRAND Line a complete sealed tamper-proof container. 
source for insulating materials .. . “DB” 
Wire Connectors have been added. They 
ore available in four standard sizes to meet 
a 


Dawes. . « Gro wenthenyrent . . WRITE FOR DISTRIBUTOR PLAN 


they resist pull out and vibration. 
They are U. L. listed. Furnish your customers 
with all electrical insulating needs by han- 


dling the complete DUTCH BRAND Line. LS : VAN CLEEF BROS. [NC. 





*"DB” Stands for DUTCH BRAND 


‘ 
s Vian 








7800 WOODLAWN AVE . CHICAGO 
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REASONS 
FOR HANDLING THE 


COMPLETE MAC-IT LINE! 


1. The complete Mac-it line 
of heat-treated, alloy steel 
screw products enables you 
to meet a wide variety of 
your customers’ needs. 

2. You get a definite dis- 
tributor sales policy. 

3. Specials in alloy steel are 
made to customers’ specifi- 
cations. 

4 Advertising and mer- 
chandising — to support 
your selling job. 

5. You handle an _ estab- 
lished quality line recog- 
nized for dependability for 
over 35 years. 


Mac-it screw products are 
sold through leading in- 
dustrial supply distribu- 
tors everywhere. Let the 
complete Mac-it line 
cover more thoroughly the 
needs of your customers. 
Write today for complete 
information. 


STRONG 


ARLISLE & HAMMOND COMPANY 





Some Shortages Persist, but Steel Eases; 
Here Are Prospects for Your Customers 





Shortages still harass some indus- 
tries, but most are more concerned 
about orders than supplies. By mid- 
August, both the government and 
most of the big steel users were revis- 
ing their estimates of the delayed- 
action effects of last Summer’s steel 
strike 

Recovery of steel production went 
so much faster than anticipated that 
most of the production loss was felt 
in inventories, rather than in the pro 
duction schedule of steel users. 

The government announced re 
cently a whole new batch of expan 
sion goals, some of which are listed 
below 

Here are the prospects for some of 
the industries that may be vour cus 
tomers: 


SOUND RECORDERS-—Except for 
nickel alloys and certain military com- 
ponents, matcrials procurement for 
sound recorders is easing. Shortage of 
electronics technicians continues to 
plague the industry. NPA reported 
that a study is being made of steps 
which could be taken to accelerate 
immigration of alien skilled workers 
who are not security risks and whose 
employment in the U.S. would be in 
the national interest. 


SELENIUM RECTIFIERS — De 
mand for selenium of all grades will 
probably outstrip supply for an indefi- 
nite time, according to NPA officials. 
Considerable industry output is used 
for television and small radio sets. 
The recent OK for new TV stations 
is expected to up demand for rectifiers 
next year as much as 100 percent. A 
work stoppage in a Canadian firm sup 
plying lower-grade DDQ selenium 
forced a cut in last month’s allotments 


SMALL ARMS—Manufacturers have 
reported plenty of trouble as a result 
of the steel strike. Several said last 
month that steel shortages were cur 
tailing their primary operations 25 per 
cent. One predicted that if this trend 
continues, he will have to close down 


| by December 1. Special steels are not 


in as short supply as the straight steel 


| types. NPA has relaxed inventory 
| limits on special steels in hardship 
cases 


; OUTBOARD, OTHER ENGINES— 
| Outboard engine and internal combus 
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tion engine manufacturers are having 
no trouble cashing their copper and 
aluminum tickets, but are uncertain 
about steel. If the shortage hits at 
all, it is expected in the first quarter 
of 1953. Producers feel that sales will 
hold up well through the next quarter. 


BRONZE, BRASS FOUNDRIES— 
I'he refined copper supply is in bal- 
ance with demand, and _ industry 
spokesmen say allocations are ade- 
quate. There is a shortage of copper 
scrap, however, which developed about 
6 weeks ago. Controls on tin are ex- 
pected to be retained for some time. 
Main problem now is getting more 
orders; business has been slack. 


lIN PLATE-—The outlook for tin is 
better than it has been for a long time 
because of the opening of the opm 
market to private purchasers and the 
results of government buying. Liberal- 
ization of restrictions on terne plate 
and menders and black plate for con- 
sumer durable goods manufacturers 
is a possibility. Government officials 
want quick resumption of export 
quotas, deferred during the steel strike. 
Foreign inventories are reported low. 


AUTOMOBILES—Copper and alumi- 
num are in good supply, and steel 
may be in better supply than ex 
pected, judging from a recent round 
table of NPA and industry officials. 
Steel was back to 96 percent of pre 
strike levels in mid-August and was 
expected to reach the 120-million ton 
annual goal by the third quarter, 1953. 
The industry hopes to make 5 million 
cars in 1953. Spokesmen expressed 
doubt that the military will be able 
to use the steel alloted to it in set- 
asides. They said conversion steel and 
foreign steel should make up some, 
but not all, of the production losses 
from the strike. 


MOTOR TRUCK—The 30-day in- 
ventory limitation will be in effect for 
motor trucks, as for other industries, 
until the year’s end. Steel will be 
allowed at 80 percent for the fourth 
quarter to build 285,000 trucks. For 
the first quarter next year, production 
is expected to be divided as follows: 
light trucks, 61 percent; medium, 27 
percent; heavy, 12 percent. Indica- 
tions are that recovery from the steel 
shortage has progressed faster than 
anticipated. 








IN TEXTILE PROCESSING PLANTS 








Here’s how NEOPRENE’S performance 
can win new sales for you 


Textile mills, bleacheries, dye houses, and fin- 
ishing plants are an important part of your 
market for products made with Du Pont 
neoprene. For neoprene resists the heat, oil, 
grease, and chemicals that are present in 
every textile processing plant. 


V-BELTS formerly used on a drying oven 
fan in a large textile mill lasted only 2 to 
3 weeks. A distributor salesman recom- 
mended heat-resistant neoprene V-belts 
... proved his case when the new belts 
lasted 10 times longer. 


VIBRATION PADS of neoprene 
do a big job in reducing noise 
and machine vibration. Neo- 
prene retains its resilience de- 
spite constant exposure to heat, 
oil, grease, and chemicals. 


HOSE made with neoprene tube and cover finds many uses 

throughout the plant . . . can be used to handle water, air, 

oil, or chemicals. Outlasts ordinary hose many times over 
. stands up under the toughest kind of service. 


Maintenance engineers and purchasing 
agents are looking for long service life in prod- 
ucts like hose, V-belts, vibration pads, and 
work gloves. So underscore the neoprene prod- 
ucts in your line. Remember—a neoprene cus# 
tomer is sure to be a satisfied customer. — 





FREE! THE NEOPRENE NOTEBOOK. Your customers 
read the Neoprene Notebook regularly. So don’t 
miss the information it offers about new and inter- 
esting applications of neoprene. If you’re not getting 
it now, we'll be glad to send it to you. Write E. I. 
du Pont de Nemours & Co. (Inc.), Rubber Chem- 
icals Division C-10, Wilmington 98, Del 
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180% Aawniversary 
BETTER THINGS FOR BETTER LIVING 
«+» THROUGH CHEMISTRY 


NEOPRENE 


The rubber made by Du Pont since 1932 
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GOOD...because you can recommend 
— without reservation—the CM Electric or 
Hand Hoist exactly right for your cus- 
tomers needs...and every industry is a 
customer. 


STEADY... because hoists are in year 
round demand. Convincing ads in lead- 
ing industrial publications maintain con- 
tacts... hold established CM preference... 
direct new customers your way. 


PROFITABLE ... because Industrial 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 yeors of hoist manu- 
facturing experince. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


OVERHEAD 


MATERIALS 
HANDLING 
EQUIPMENT 


HOISTS + TROLLEYS 
TRAVELING CRANES 


; Fe Z ’ 


was CH CYCLONE 


% to 10 ton capacities. 
Lightest weight and most 
efficient chain hoist. Rug- 
ged aluminum alloy con- 
struction for heavy duty 
and long life. 


D 
fl Cif PULLER 
i %, 1%, 3 and 6 ton capac 








ities. Lifts and pulls ot any 
angle. For 1,001 jobs. Low 
cost. Safe and easy to 
operate 


8" 


Ye to 2 ton capacities. Portable, 


compact and rugged electric chain 

hoist. Available in push button Cif TROLLEYS 

and pendant rope control models. low headroom. Tandem, Matchless 
Plug in on 110, 220 of 440 volt and Moore styles. Plain, geared or 
power lines motor driven. 


For Bigger Hoist Volume . . . Faster Sales . . . Sell CM! 
CHISHOLM-MOORE HOIST CORPORATION 


Affiliated with Columbus McKinnon Chain Corporation) 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York, Chicago and Cleveland ¢ Distributors Everywhere 
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SOFTWOOD PLYWOOD- Exterior 
type softwood plywood is expected to 
attain its expansion goal by year’s end. 
This will represent a 473-million sq. 
ft. increase over the 1951 level of 677 
million sq. ft. of capacity. About half 
the expansion results from 24 certifi- 
cates of necessity issued this year and 
last for new or expanded plants. All 
but two of the new facilities are al 
ready in production. 


CHEMICALS-By January, 1955. 
production capacity of 43 important 
chemical materials will be increased 
more than 50 percent over the Jan 
uary, 1951, capacity, according to ex 
pansion goals set so far by DPA. In- 
cluded are 8 coal tar derived chem- 
icals, 9 other organic chemicals, 5 
solvents, 11 inorganic chemicals, 4 
agricultural chemicals, oxygen, vul- 
canized fibre, carbon black, activated 
carbon, plastic materials, and penicil- 
lin. Nine of the expansion goals call 
for more than doubling 1951 capacity. 
These are: quinoline, butadiene, 
methyl chloride, methylene chloride, 
sodium chlorate, lithium compounds, 
lindane, plastic materials, and pene- 
cillin. 


ACETATE TAPE-—The expansion 
goal for 1955 will increase production 
about 200 percent over 1951. About 
4.5 milion sq. yds (of the 16 million 
‘4. yd. goal) is still open for insurance 
of certificates of necessity. 


FILAMENT TAPE—Almost 18 times 
as much productive capacity as in 
1951 is called for as the expansion 
goal. About 10,650,000 sq. yds. 
(slightly over half) is still open for 
issuance of certificates of necessity. 


STEEL STRAPPING-—The goal is 
550,000 tons annual capacity by 1955, 
an increase of 150,000 tons. About 
52,000 tons is still open for certifi- 
cation. 


DAIRY EQUIPMENT — Most 
makers of dairy processing machinery 
have reported inventories seriously 
out of balance because of the need for 
scarce nickel-bearing stainless steel. 
However a few said they had enough 
stainless. Industry production usually 
falls during the first 6 months of the 
year. First quarter 1953 advance allot- 
ments are 60 percent of carbon steel 
and 80 percent of stainless stee] al- 
lotted for the third quarter of 1952. 


OIL BURNERS—Production peak 
of this industry is August, September, 
and October. Manufacturers fear that 
there may not be enough oil burners 
on hand this winter at the present 
high level of residential construction. 





They have been told that steel de 
livenes for third quarter allotments 
cannot be promised until the first 
quarter of 1953. The supply of cop 
per and aluminum components is im- 
proving. NPA officials pointed out 
that “steel shortages may disappear 
when and if set-aside for the military 
prove larger than required. 


RADIO EQUIPMENT — Tough 
inspections and difficulty of getting 
tubes and other components that mect 
exacting military standards have 
slowed production. One maker. said 
that only 5-10 percent of the Joint 
Army-Navy specification tubes he buys 
can be used in the equipment he 
builds. There are also shortages, par 
ticularly in components such as quartz 
crystals, metalized capacitators, relays, 
and transformers. However, on cop 
per wire, the preference rating (B-5) 
has worked so well that delivery has 
been cut from 6 months to a week. 


LOUDSPEAKERS—Production of 
this equipment used in radio and tele- 
vision sets was affected particularly by 
the steel shortage because it occurred 
at the time when the industry nor 
mally reaches its peak. Supplies of 
aluminum and copper are expected to 
improve. There is less optimism about 
nickel and cobalt. A new material, 
Bismonal, developed by Naval Ord 
nance, may be available soon as a sub- 
stitute for nickel and cobalt in per 
manent magnets. Many TV makers 
are turning to electromagnetic-type 
speakers which also serve as a ake 
coil in the circuit. This trend would 
result in the need for more copper 
wire and consequently fewer perma 
nent magnets 


AUTO PARTS—tThere will be an 
ample supply of replacement parts for 
cars and trucks during 1953, industry 
spokesmen say. Volume is expected 
to equal or even surpass that of 1952 
Inventories are in good balance and 
the back-order situation was little 
changed by the steel strike. However, 
a shortage of carbon bars of over 14 
in. diameter and flat-rolled carbon 
sheets is expected to develop during 
the next 6 months. Galvanized sheet 
supplies will be critical, according to 


NPA officials 


CONSTRUCTION—Industry and 
NPA officials will meet this month to 
discuss lifting the ban on recreational 
construction. Also, there is a plan to 
increase the amounts of controlled 
materials that can be self authorized 
for most types of construction. It 
was expected that the new regulations 
would become effective April 1, 1953, 
but the date may be moved up. 


they’re a 
CLEVELAN Dy (ul? specialty 


Here’s SIZE in Cap Screws. 
When you want larger than the 
listed 1%" diameters, it's good 
to know that Cleveland can 
serve you on sizes up to 24." — 
in lengths to your requirements. 
This applies to Hex Head 
screws, bright or heat 

treated. We also make 

extra large Flat Heads, 

up to 1” dia. (Usual 

maximum stock is 

%”".) We try to 

carry a fair 

assortment 

whenever 

possible. 

Write for 

sizes and 

prices. 


CLEVELAND 7 (24% FASTENERS 
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Cleveland extra- 
size cup point Set 
Screws often fill 
an unusual need. 
Maximum, 1” 
diameter, 10” 
length. 

















Here's the combination that makes the 
STAR line the profitable line co handle... 


- Quality materials and workmanship which 
hove made STAR Blades best sellers for 
over 70 years. 

. An established policy of sales through 
recognized distributors only. 

. Factory representatives specially trained 
for service to your industrial customers. 

. A consistent program of national adver- 
tising to industrial users. 


That's what you get when you stock STAR 
Hand and Power Hacksaw Biades, Frames, 
and Metal Cutting Band Saws. 


During the next twelve months, STAR 
advertising will tell your story to your 
customers 2,637,000 times—tell why ic 
pays them to buy everything they can 
from their local industrial distributor. 

It's STAR's way of helping you make 
more money with STAR Hand and Power 
Hacksaw Blades, Frames, and Metal Cut- 
ting Bandsaws. 


Inquiries Are Invited 
From Interested Distributors 
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CANAL VESSELS—The expan 
sion goal for inland waterways vessels 
(except Great Lakes vessels) calls for 
3,923 new craft of all types. Included 
are cargo and passenger ships, car fer 
ries, tankers, towboats, tugboats; dry 
and liquid cargo barges, lighters, 
scows, general ferries, carfloats, work 
boats, and other special types. About 
2,000 craft were built between Janu 
ary 1, 1950, and July 1, 1952 


DIESEL LOCOMOTIVES — Ex 
pansion goal for railroad deisels has 
been set at 15,500 units, (including 
all built since January 1, 1950, and to 
be built by July 1, 1954). As of mid 
August, certificates of necessity had 
been issued for 7,610 units 


rAPERED ALUMINUM SHEE 
An interim expansion goal for private 
facilities has been set at $5 million of 
investment. The Defense Department 
is installing the rolling mill facilities 
for this sheet out of its own funds at 
existing aluminum fabricating plants. 
Certificates will be issued for building 
the $5 additional facilities. 


OPTICAL GLASS—Certificates have 
been issued for the entire expansion 
program calling for an increase of 
1,850,000 Ibs. over the 1952 capacity. 


FIBROUS GLASS—Interim expan 
sion goal calls for 86.4 million Ibs. 
annual capacity of continuous fila 
ment and 18.3 million Ibs. of super- 
fine, by 1955. Increases are 62.58 
million Ibs. and 17.328 million Ibs., 
respectively. Certificates have been 
issued. 


SPECIAL COMPONENTS The 
goal is $18 million investment in pro 
duction capacity above January 1, 
1951, to be completed by January 1, 
1954. ‘This category involves many 
tvpes of specialized components pro 
duced by different industries. Issu 
ance of certificates is practically com 
pleted. 


POTASH—An expansion of 600,000 
tons over the 1951 capacity is called 
for by-July 1, 1954. The 1951 rate 
was 1.4 million tons. No certificates 
will be issued as construction already 
under way or planned is sufficient. 


PHOSPHATIC FERTILIZERS—Sul 
fur is in short supply and government 
aid for new construction will be lim 
ited by its availability. The expan 
sion goal calls for an increase in pro 
duction of 1.4 million tons over the 
2.15 million tons produced in 1951, 
fiscal year. Nitraphosphate plants and 
other plants that use no sulfuric acid 
or use sulfuric acid derived from 
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J-M SPIROTALLIC® 
GASKETS 


STYLE NOS. 911 AND 912 


$I styie No. 91" 


Durable, corrosion- 

resistant pipe-fiange gaskets, 
especially designed to 
compensate for expansion 
and contraction in high 
temperature service 


Where to sell them: This is the ume of the year HOW FURNISHED: 

when most utility an 7 plants can use Style 911 Spirotallic — Recommended where @ 
Johns-Manville Style Nos. 912 Spirotallic gasket centering device is not required—such as on 
Flange Gaskets. These dependable gaskets also have cast iron flanges oF OF tongue and groove or male 
a particularly wide sale for marine and other ap- and female facings - - - and also on high pressure 
plications where pipe flanges are used in high tem- valve bonnets. Made in standard circular and oval 
perature steam service. shapes. Other shapes can be supplied to order. 


what their selling points are: Spirotallic gas- Style 912 Spirotallic— In addition to 1ts Spiro- 
kets are made of interloc plies of preformed tallic construction, this style is equipped with a 
metal, cushioned with spirally wound asbestos strip. light but rigid centerin for positioning the 
When compressed, the corrugated metal strip te gasket concentric with act face. This 
mains under constant tension and compensates for device also acts as @ reinforcing ring, while allow- 
changes of temperature, thus maintaining 4 perfect dial expansion under compression. 
seal. These gaskets have unusual mechanical Thi does not interfere with the extra com- 
strength, are highly resistant to corrosion and ex- pression necessary to seal against phonograph or 
treme temperatures. They compress readily with warped faces. Supplied for all raised. face, steel 
light bolting. Their rugged construction frequently flanges in pipe sizes from 1/2” to 24” and for work- 
permits their re-use. ing pressures from 15@ to 1500 Ibs. 


Note to Salesmanagers: For copies of this advertisement for distribution to 
your sales organization, write Jo ns-Maaville, Box 60, New York 16, N.Y. 
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it pays to stock 
BILLINGS WRENCHES and SHOP TOOLS 


$e 
pecd! vy Mechanics and production men like Billings 
quality and high standards of accuracy. They 
depend on Billings tools to do the job. 


vr Billings national advertising builds acceptance 
—directs sales and inquiries to the Distributor. 


yy Advertising and active sales help are a basic 
plank in Billings Selective Distributor Policy. 


Interested? Write today! 


LS ; 
BW AA 


TRETSTOKS wrencnes & sHop TooLs 


INDUSTRIAL FORGINGS SINCE 1869 
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} sources other than Frasch-mined sul- 
| fur (the native sulfur obtained from 
| salt domes) will not have their ex 
pansion plans delayed. 


PHOSPHATIC FEED SUPPLE- 
MENTS-—The goal represents an in- 
crease of about 125,000 tons for July 
1, 1954, over fiscal 1951, in terms 
of available phosphorous pentoxide. 
Phosphatic feed supplements include 
dicalcium phosphate, defluorinated 
phosphate, colloidal phosphate, mono- 
calcium phosphate, and bone meal. 


PHOSPHATE ROCK-—The interim 
goal is 5 million long tons —, 
ous pentoxide content) by July 1, 
| 1954. This is an expansion of about 
| 1.5 million tons over 1950-51 produc- 

tion. More than 80 percent of the 

phosphate rock is used for agricultural 
| purposes, mostly phosphatic fertilizers. 





MINIATURE ELECTRIC MO- 
TORS—Capital investment of $6 mil- 
lion in additional productive capacity 
is scheduled to be completed by Jan 
uary 1, 1954. This expansion goal 
covers specialized electric motors, of 

| miniature size, for military use. About 
15 to 20 percent of the goal is still 
open for certification. 


| REGENERATIVE AIR PREHEAT- 

| ERS—Annual capacity of 384 units, 
an increase of 168 units over 1951 

| production, is scheduled for January 
1, 1954. 


TUBULAR HEAT EXCHANGERS 

The goal for 1954 is 58.5 million 
sq. ft. of heat exchanger surface, which 
represents an expansion of about 50 
percent in capacity. 


PHOTOGRAPHIC FILM & PAPER 
-The goal is $22 million invested in 
added productive capacity above Jan- 
uary 1, 1951, by June 1, 1953. It is 
practically complete. 


ELECTRIC POWER — New expan 
sion goal for Class I utilities is annual 
production of 117 million kilowatts by 
December 31, 1956, an increase of 42 
percent. The industry would expand 
at the rate of 7 million kilowatts this 
year, 10 million in 1953, 12 million in 
1954, 12 million in 1955 and 1 mil 
lion in 1956. 





—AND A YARD WIDE 


With the increasing use of synthetic 
materials, wags in the textile business, 
trying to invest wool with some of syn- 
thetics’ glamour, are calling it Fiber 
W, Chemical Week, McGraw-Hill pub- 
lication, says. 














Right for... 


Type L 
Solid Steel 
Conveyor Pulley 


Type S 
Stee! 
Split Pulley 


Barry Conveyor Pulleys 
Barry Steel Split Pulleys 


No matter what your customers’ pulley requirements may be, R. & J. Dick's Barry Pulleys 
fulfill them all. Scientific design and distribution of metal in addition to all electric- 
welded construction, the strongest method of joining metals, gives maximum strength 
with a minimum of weight. 


There are no rivets in a Barry Pulley to work loose and shear under strain. They're easy 
to install . . . maintain exact shape under all loads . . . and are available in a range of 
sizes. Yes, Barry Pulleys have an outstanding, proven record of dependability, economy 
and long life. 


These features will help you sell, sell, sell Barry pulleys. So next time your customers 
ask for pulleys ... or other power transmission and conveying equipment .. . tell them 
about the Dick line. It's the best line . . . for them and you too! 


Type P 
Solid Steel 
Conveyor Pulley 





Type H 
Solid 
Conveyor Pulley 


R. & J. COMPANY, INC. PASSAIC, 


CHICAGO, ILL. SAN FRANCISCO, CALIF. SEATTLE, WASH. 
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Fotinb/erePEAt ITEMS 


W 


Build your volume business on a sound 
foundation of “bread-and-butter” items from 
the Fairbanks lines of Trucks, Casters, Valves 
and Dart Unions. Here are three outstanding 
examples of individual products that consist- 
ently build distributor volume—and profits. 


A “natural” for building repeat busi- 
ness in thousands of plants—large and 
small—the Fig. 0250 is standard 
equipment on all types of piping. 


x 


gairbanke” 


A “‘live’’ lead item—Fairbanks 
revolutionary Series “21” Swivel 
Caster* features Lock-Weld con- 
struction—eliminates the king-pin 
entirely. . . . Series “31” Rigid 
Caster of girder-type design is 
another “solid” repeat product. 


x 


® 
gairbank® 


An easy seller—Dart is the best 
known quality union on the market. 
Sell “PIC” Steel Union—a new 
Dart product for standard pressures 
—in the industrial and original 
equipment fields, 


TRUCKS .vatves - DART & PIC UNIONS - CASTERS 
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Bureau Division Heads 
Appointed by NPA 


John K. Skillman, former Owens- 
Cos Fiberglass executive, has been 

appointed Acting oe 4 Administra- 
tor on the Industrial & Agricultural 
Equipment Bureau, NPA. 

Associated with Republic Steel 
Corp. for 16 years, he joined Owens- 
Corning Fiberglass as division man- 
ager in 1946 and the NPA organiza- 
tion in 1951. 

John H. Flagg, president of Wat- 
son-Flagg Machine Co., Paterson, N. 
J., is the new director of the General 
Components Division. He succeeds 
Arthur J. Kerr, who has returned to 
private industry. 

Mr. Flagg if former president of the 
America ear Manufacturers Asso- 
ciation and a member of the execu- 
tive committee of the National Metal 
Trades Association: 

Leslie M. Case, formerly in the 
Houston, Texas, sales office of the 
Chicago Pneumatic Tool Co., has been 
— Director of the an Ma- 
chinery Division, succeeding Harold 
Montag, who has returned to the Joy 
Mfg. Co., Pittsburgh. Mr. Case has 
been Deputy Director of the division 
since June, 1951. 

James Whitney Sibley, Jr., of Gen- 
eral Motors Corp., has replaced Lin- 
coln Love as Deputy Director of Gen- 
eral Motors’ Metalworking Equipment 
Division. 

E. Carl Hanks, on leave from West- 
inghouse Electric Corp., has been ap- 
pointed Chief of the Mechanical 
Power Transmission Branch of NPA’s 
General Components Division. He 
is assistant sales manager of the West- 
inghouse Gearing Division. 

Mr. Hanks succeeds Harold I. 
Markey, returning to the Diamond 
Chain Co., Inc., Indianapolis, where 
he is manager of the Eastern sales of 
fice in Philadelphia. 

New Chief of the Gear & Drive 
Section in the General Components 
Division is Charles F. Bannan, on 
leave from the Western Gear Works 
and Pacific Gear & Tool Works, San 
Francisco. William J. Urban, who 
held the position for 8 months, is 
returning to the Falk Corp., Milwau- 
kee. 


Award Service Certificates 


Certificates of Service have been 
awarded 18 executives who served the 
Government's defense production pro- 
gram without compensation and who 
returned recently to private industry. 
Among them are: Robert E. Black, of 
National Screw & Mfg. Co., Cleve- 
land, former Chief of the Bolts, Nuts 








AIR TOOLS 
Speed pbssemnbly at 








JACKMANCO 
BARROWS 
are built for 
Performance 
and Profit 


If you’re a distributor of Jackmanco wheelbar- 
rows, you're in the most advantageous position in 
the field. You profit most selling the best bar- 
rows built. You're featuring a brand name that is 
well-known and preferred, wherever barrows are used. 
And, you offer exclusive shapes and styles to meet every 
requirement. The entire Jackmanco line — Barrows, Con- 
crete Carts, Motor Fans, Mixing Boxes, Drag Scrapers 

-is made according to the highest quality 
standards. Such superiority is reflected in the per- 
petual stream of repeat business you will enjoy 
as a Jackmanco distributor. 





MODEL 
M11-24B 


Only Jackmanco has it! 


Press formed ... double folded 
corner construction! 


Non-Leakable! Easy-Pouring! 


atG. U.S PAT. 
Extra-Strong! 


SACKSON .. trv vvcves 


MANUFACTURING CO. 
HARRISBURG, PENNSYLVANIA 
Oldest and Largest Wheelbarrow Maker in America 
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& Solid Rivets Section (General Com- 
ponents Division); Louis H. Niemann, 
of Sylvania Electric Products Corp., 
consultant in the Electronics Divi- 
sion; and Harry W. Robb, of General 
Electric Co., consultant in the Ad- 
ministrator’s office. 


Certificates of Necessity 
Totalled 2,450 in August 


Certificates of necessity for ex- 
panded plants are being issued at a 
slower rate. In the period between 
July 25 and August 20, DPA author- 
ized rapid tax amortization for 2,450 
projects to expand existing facilities 
or build new ones considered neces- 
sary to defense. 

A total of $391,630,140 will be in- 
vested in the new projects. Here’s a 
selected listing of certificates issued: 

Company: Chain Belt Co., Worces- 
ter, Mass.—Product: power transmis- 
sion components—Amount certified: 
$1,241,000—Percentage allowed: 55 
percent. 

Arrow Tool & Reamer Co., Detroit 
—machine tools—$6,960—70. 

N. J. Daniels Tool Co., Inc., Haver 
ill, Mass.—machine tools—$14,091— 
70. 

The Cushman Chuck Co., Hart- 
ford, Conn.—machine tool compo- 
nents—$119,112—65. 

Topper Equipment Co., Rahway, 
N. J.—metal cleaning and degreasing 
equipment—$29, 300—65. 

Behr-Manning Corp., Watervliet, 

. Y.—coated abrasives—$734,400— 


Mathews Conveyor Co., Ellwood 
City, Pa.—materials handling equip- 
ment—$240,000—45. 

The Connellsville Mfg. & Mining 
Supply Co., Connellsville, Pa—min- 
ing equipment—$38,500—50. 

Westinghouse Electric Corp., Tur- 
tle Creek, Pa—steam generating 
equipment—$650,108—50. 

The Lufkin Rule Co., Saginaw, 
M ch.—precision measuring tools— 
$210,000—40. 

Super Tool Co., Warren ‘Township, 
Mich.—cutting tools—$47,397—65. 

The Buda Co., Harvey, Ill.—mate- 
rials handling equipment—$135,000 

7( 


Industrial Equipment Co., Chicago 

materials handling equipment— 
$30,034—70. 

Hyster Co., Danville, I1].—materials 
handling equipment—$118,273—40. 

Worthington Corp., Buffalo— 
pumps & compressors—$88,976—50. 

Philadelphia Tramrail Co., Phila- 
delphia—materials handling equip 
ment—$40,000—45. 

H. R. Walker, Dallas, Texas—hot 
dip galvanizing facilities—$200,000 
+5. 





Accurate Bushing Co., Garwood, 
N. J.—precision dmill jig bushings 
$48,503—60. 

The Yale & Towne Mfg. Co., Phila- 
delphia—materials handling equip- 
ment—$899,045—60. 

Arbor Tool Corp., Dayton, Ohio— 
machine tools, jigs & fixtures—$56,- 
794—55. 

Carbide Tools, Inc., Parma, Ohio— 
cutting tools—$12,438—70. 

Cleveland Carbide Tool Co., Cleve 
land—machine tools, dies & gages- 
$57,889—50 

Joy Mfg. Co., New Philadelphia, 
Ohio—axivane fans for armed serv 
ices—$4 34, 35 3—45 

Borg-Warner Corp., Kalamazoo, 
Mich.—ordnance—$63,242—50 


Machine Tool Makers 
Report Decline in Orders 


4 downturn in new orders for cer 
tain segments of the machine tool in 
dustry may result in slowdowns and 
closings if nothing is done about it, 
industry spokesmen warned NPA 
officials recently. 

They said some companies were op- 
erating on backlog orders alone. The 
decline was attributed to the expected 
reduction of military appropriations, 
particularly for the Navy. Backlogs 
orders stood at $1,280,000,000 on 
August 1. The production rate is 
about $100,000,000 a month. 

Spokesmen asked for a decision on 
what level of production the Govern 
ment considers necessary to the de 
fense program. The placing of orders 
against anticipated needs was offered 
as one solution. 





“They're running a check on me—see- 
ing how steamed up | am on these 
new items.” 


| VANS 


MOLTITE wAN FASTENINGS 
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PHILLIPS INSERT BITS | 
I 


The Macnick Division of the Rockwell Register 
Corporation makes this famous "Nickel Grabber" in 
Tulsa, Oklahoma. 

Before Macnick discovered and started to use Hy- 
Pro Phillips Insert Bits for their glass-mounting opera- 
tion in the assembly department of the Park-O-Meter 
case, they had screw-driving troubles. Their Phillips 
Tools lasted only seven or ten days and drove only 
60,000 recessed head screws before they had to be 
taken off the assembly line and resharpened. 

Now, with the Continental Screw Company's New 
Hy-Pro Phillips Insert Bits, Park-O-Meter drives ap- 
proximately 420,000 screws. And, the Hy-Pro Phillips 
Insert Bits last from seven to eight weeks before re- 
placement is necessary. 


This kind of a production story is fairly typical of 
those who use Continental products and methods. 
When it takes place on your production line, it can 
mean more money in your own pocket and worth-while 
savings for your company all along the line. 

Call Continental when you have an unusual screw fas- 
tening problem and see what you can save ...in money 

. manpower .. . methods or materials. Continental 
Screw Company, New Bedford, Mass. 


Hg gait, 


AANA 
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STAINLESS STEEL 
FASTENINGS 
QA OF ALL TYPES 

Ri OFF THE SHELF 


4 


<a 


In-Stock-Service on small or 
large quantities + Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws + Set 
Screws * Nuts, Washers, Etc 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products 
WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 
New Catalog just off the 
press—write today 


STAINLESS SCREW CO. 
’ o¢ U-_ =—_ mn 
- AR mory 4-1240 
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“230 Union Avenue * Paterson 2, WN. J. 
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55° ANGLE ON THE FEMALE END TO [ 
A BALL ON THE MALE END . . . ASSURING 





New Expansion Goals Set for Rubber Goods, 
Pumps, Bearings, Screw Machine Products 





SEATS IN ALL 
CATAWISSA UNIONS ARE A 3 


Expansion goals indicate what is 
being planned for some of the indus- 
tries that manufacture your products. 
Here ire several new ones announced 
by NPA: 

For rubber and rubber products, 
the goal has been set at $80 million 
in new plant facilities and equipment, 
or additions. Included are the follow- 
ing: special purpose synthetic rubbers, 
reclaimed rubber, bogie wheels, sup- 
ports, tank track blocks and bushings, 
fuel cells, gas masks, hard rubber bat- 
tery boxes and parts, proofed rubber 
goods, mechanical rubber goods, and 
miscellaneous products. 

This goal is separate from the goals 
for horizontal wine-braided hose and 
aircraft and vehicle tire cases. 

Certicates of necessity have been 
issued for $37 of the construction 
planned. 

Copper wire mill products have an 
interim expansion goal at $15 million 
of capital investment. It includes proj- 














% 





A PERFECT SEAL EVEN "THOUGH THE PIPE IS NOT IN ALIGNMENT! 


m PERFECT SEAL 
catawissa / unions 


are made by 
union specialists! 


see the complete line... write for Catalog 11 
a type for every use... all temperatures, all pressures! 


CATAWISSA VALVE & FITTINGS CO. | 








300 MILL ST. 


270 


CATAWISSA, PENNA. 
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ects started before January 1, 1951, 
to be completed by December 1, 1953. 
About $11 in certificates of necessity 
has been authorized for rapid tax 
write-off. 

For chrysotile asbestos, a goal has 
been set for a rate of 6,000 short tons 
per year by January 1, 1954. This is 
3,965-tons over the 1951 production. 

Expansion goals for heavy metal 
tanks, pumping machinery, and anti- 
friction and friction bearings have 
been announced by DPA. 

The annual production capacity for 
tank manufacturers will be expanded 
to 1.5 million tons of steel in fabrica- 
tion, by July 1, 1953. This is an 
increase of 250,000 tons over the Janu- 
ary 1, 1951 capacity. Expansion is 
limited to custom-built storage and 
process tanks. 

For pumping machinery, $35 mil 
lion in added capacity will be invested 
by July 1, 1954, above July 1, 1950 
capacity. This includes pumps, com- 
pressors, and industrial fans and blow- 
ers. Certificates of necessity have been 
issued for about two-thirds of the 
objective. 

The goal for anti-friction bearings 
is $77 million in added capacity, ex- 
clusive of air-frame type bearings. For 
friction bearings, $10 million will be 
invested. Expansion is limited to bi- 
metal (silver-grid and aluminum on 
steel) and special bearing types. 

Certificates have been issued for 
most of the plant expansion for both 
types of bearings. 

An interim expansion goal for the 
precision screw machine products in- 
dustry requiring a $15 million capital 
investment in added production capac 
ity has been set for July 1, 1953. 

DPA officials, in announcing the 
new goal, explained that screw ma- 
chine products are used in the produc 
tion of practically every item of mod- 
ern warfare. Sufficient certificate of 
necessity applications have been ap 
proved to mect the goal, DPA officials 
said. 

Establishment of the goal, accord 
ing to DPA spokesmen, does not con- 
stitute a commitment to furnish con 
trolled materials for any given quarter. 
Actual allotments will be conditioned 
each quarter by available supply and 
competing demands. 

The industry consists of about 1,800 
small business concerns, with total cap- 
ital assets of about $150,000,000 and 
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LOW COST-—EFFICIENT 
GRINDING ... 


Spot These Quality Grinders Throughout 
the Shop and Costs Go Down! 


EQUIPMENT: NEMA totally enclosed motor. Push Button Starter 
with overload protection. Safety type hinge door. Exhaust 
guards adjustable to wheel wear. Adjustable work rests and 
spark breakers. Ball Bearings fully protected. 
Grinding 
Type H.P. Wheels 
10 BAP 
24 FAS 
36 FAS 
40 FAS 
50 FAS 5 
70 FAS 7% 


Prompt Delivery 
WRITE FOR BULLETIN 1516 Type 24 FAS 


THE STANDARD ELECTRICAL TOOL CO. 


2520 River Road Cincinnati 4, Ohio 
See us at the National Metal Exposition, 
Philadelphia, Pa., Oct. 20-24. Space #908. 











MATERIALS HANDLING 


RUBBER 
HOSE 


ASSEMBLIES 


For Machine Tools and Equipment 
of Every Make and Description 


VARI-PURPOSE HOSE ASSEMBLIES 
HYDRAULIC HOSE ASSEMBLIES 


LUBRICATION HOSE ASSEMBLIES 


For use with the following: 
Gasoline Paint 
rease 
Grinding OW 
Hydraulie 
acquer 
Lubrication 
ou 
Oxygen 
Deliveries Immediately 
from Stock! 


‘ COMPLETE CATALOG 


as me AVAILABLE UPON REQUEST 


MERRILL BROTHERS 


56-16 ARNOLD AVE., MASPETH , WN. Y. 
OS A 
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PAINT SPRAY & AIR HOSE ASSEMBLIES 
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a normal volume of about $230,000,- 


| 000, which increased to $400,000,000 
| in 1951. 


About 50 percent of the production 
consists of component parts for mili- 
tary end items, and about 50 percent 
of these call for high precision parts. 


Machine Tools, Methods 
Keep Pace With Problems 


Machine tools and machining 


| methods are keeping place with to- 
| day’s industry. Extremely hard alloys 
| and requirements of jet engines have 
| made it necessary to devise new ma- 


chining methods and tools with which 


| to work, says American Machinist, 


McGraw-l ill publication. 
First published report on several 


| of these developments appear in a 


recent issue. 
New ways of cooling tools that work 
on extra-hard and extra-tough metals 


| have had to be worked out. The most 
| surprising of these is the solid or 


liquid carbon dioxide, says the maga- 


| zine. In many cases this has proved 


the only coolant that prevents unde- 
sirable changes in the metal being 
machined. 

Another method of dealing with 
the hard alloys previously called un- 
machinable is to cut them with elec- 
tric arcs instead of with the cutting 


| edge of a tool. Intermittent electric 


arcs can do many kinds of metal cut- 


| ting: drilling, tapping, turning, bor- 


ing, milling and s 
says. 
This arc machining may solve an- 


aping, the magazine 


| other problem for the industry; 


experiments indicate that it will cut 
extremely hard materials so it can 


| substitute for hard-to-get diamond 
| grinding wheels. Tests are now being 
| made in sharpening tool bits of tung- 


sten-carbide, the magazine says. 
Approaching the problem of ma- 


| chining hard metals from another 
| angle, a process has been devised 
| whereby a part is built up into shape 


instead of cut down, says the maga- 
zine. By melting the metal and 
spraying it into shape, parts impossible 
to form any other way can pro- 
duced. A heat process called sintering 
then eliniinates the oxides which con 
tact with the air has added to the 
metal. 

The growing need for intricate parts 
for jet engines has forced the metal- 
working industry to find ways of mass- 
agen items previously made a 
ew at a time. 

A small bearing, much needed for 
electronic control units, presented a 
= roe of mass production 

ause of the minute precision work 
required in its central hole—smaller 


| than a matchstick. The industry's 








answer to this is a new grinding 
technique in which a straight cylin- 
drical carbide bur or cutter, 0.083 
inches in diameter, is used. Before 
this technique became successful, 
suitable grinding equipment had to 
be designed and tests made to discover 
the proper speeds needed for each 
material, the magazine says. 

Production of turbine blades for 
jet engines has been a problem be- 
cause blades vary sharply in shape, 
size, tolerance, and material. Al- 
though quantities for any one blade 
are low, the total needed for all 
projects is large. To produce these 
blades as cheaply and quickly as pos- 
sible a wide variety of suplicating 
machines have been needed 

Newest of these machines is the 
spark-gap duplicator, which eliminates 
the need for a three-dimensional mas- 
ter pattern and saves 80 to 85 percent 


of the time previously required. Now | 


instead of spending five days making 
1 three-dimensional master, a strip 
of metal is stretched between two 
forms which give it the desired con- 
tour and an electrical tracing is made 
from this. 

Still faster production will be pos- 
sible with a system, now being de- 
veloped, which also will do away with 
the forms, called templets. The same 
data now used to make the forms will 
be punched on cards. These are fed 
into electric computers that will flex 
the strip of metal exactly as the 
templets do now. All manual work 
will be eliminated, making production 
still faster, cheaper and more accurate. 


Hidden Federal Taxes 
Eat Up Earnings 

The Chamber of Commerce of the 
United States reports that hidden fed- 
eral taxes are devouring much more of 
earnings than the income tax is, and 
that total taxes—federal, state and 
local—take over 30 per cent of a 
$3,500 income and 77 per cent of in- 
comes over $20,000, leaving the lat- 
ter only 23 cents of each dollar earned. 

In its publication, Economic In- 
telligence, the Chamber said: 

“Undoubtedly most people would 
be shocked if they knew the large per- 
centage of their income taken away by 
today’s taxes. For example, how many 
$5,000 to $7,500 a year people are 
aware of the fact that slightly over 35 
per cent of their income is taken away 
by government?” 

As to hidden taxes, the publication 
said: “The corporation income 
poses a heavy burden on everyone 
either in the form of higher prices on 
goods and services or in a reduction 
in the income of stockholders. Myri 
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MANUFACTURES A COMPLETE 


SHEAVE LINE 


FOR COMPLETE INDUSTRIAL COVERAGE 


@ Browning Gripbelt Multiple 
Groove Sheaves. 1036 stock 
sizes with “unbreakable” mal- 
leable iron split taper bushings. 
29,629 different diameter, 
groove, and bore combinations. 


@ Browning Variable Pitch Sheaves. 90 MULTIPLE GROOVE 
stock sizes in machined cast iron. Non- 
stock bores can be furnished in produc- 
tion quantities. Made in single and two 
groove types. 
VARIABLE PITCH 


@ Browning FHP Cast Iron Bush Type 
Sheaves with split taper bushings. 100 
stock sheave sizes—18 stock bushing 
bores—any bushing fits any sheave, 1800 
combinations. Easy to mount and easy 
to remove. 


@ Browning Die Cast Single Groove Sheaves. 
Made in a wide variety of sizes, individually 


o0s CAST packaged. Shipments from stock. 


@ Browning Pressed Steel Single Groove 
Sheaves with steel hubs. Made of extra 
heavy welded die formed steel. All sizes 
finished and packaged. Sheaves with 
many sizes of non-stock bores can be 
furnished in production quantities. 





@ Browning FHP Cast Iron Fixed Bore 
Sheaves. 744 stock sizes for “0”, “A” 
CAST IRON and “B” belts. 


THE DISTRIBUTORS 
COMPLETE V-DRIVE LINE 


PRESSED STEEL 


WRITE 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CC 
1951 BROWNING DRIVE 


MAYSVILLE, KENTUCKY 
SOOO OOSOOOOOOOOOOOOOOO 
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ads of excise taxes at both the.federal 
and state levels are a heavy burden on 
the low and middle income groups in 

rticular. Most people are still bliss- 
ully unaware of the fact that large 
corporation taxes, excises and sales 
taxes have been a major cause of the 
high postwar cost of living.” 

The Chamber said that in addition 
to the $85.4 billion of federal spend- 
ing called for in the President's fiscal 
1953 budget, state and local govern- 
ments plan to spend about $20 billion 
and it added: “Before anyone can 
make an informed decision on this 
issue they must know how much of 
their income is already paid in taxes.” 

“There will be much discussion pro 
and con, on the theme that the Amer- 
ican people are better off than ever be- 
fore, during this election year,” the 
orgy said. “The record high 

urden of taxation borne by all the 
American people and the reasons for 
it are certain to weigh heavily in the 
balance.” 


NPA Field Conferences 
Help Enforce 30-Day Rule 


To help enforce the 30-day mili- 
tation on steel inventories, NPA offi- 
cials are holding field conferences with 
local compliance staffs throughout the 
country. Spot checks of inventories 
are being made to locate violators. 

National Production Administrator 
Henry H. Fowler recently sent tele- 
grams to all steel producers asking 
information that may help prevent 
users from accumulating excess inven- 
tories. He has also written to all steel 
users asking cooperation. 











“Aw, cut it out—our rates aren't that 
bod.” 





Leading Industrial Distributor reports: 


/Our sales of Williams 


IMPACT ‘Supersockets” © 
Increased 


93% in 


one year” 


Check these 
Superior Features 


Extra-tough Alloy Steel 
Fully Heat-Treated 
Correctly Designed 
Machined for Perfect Fit 


Used with all types of power 
wrenches and nut runners... as 
well as Williams hand socket 
drivers 


You can get detailed 

information on the 

top line for this 

profitable market 

when you write 

us for illustrated 
catalog A-100. 


J. 1. WILLIAMS & CO. 
404 Vulcan Street 
Buffalo 7, N. Y. 


Actually ... reported increases in the demand for Williams IMPACT 
“Supersockets’® ranging well above 100%, are not uncommon. 
Industrial Distributors find that more and more of their customers 
and prospects are adopting the time and cost saving Impact method 
for both assembly and maintenance work. Equally important and 
profitable, new applications are being developed continually ... with 
a resultant pyramiding of both new and replacement business. This 
is where you, as a local distributor, have your big advantage. For 
these plants want “on the spot” service. You can give it to them by 
supplying their needs from adequate stocks of Williams IMPACT 
“Supersockets” © 


IMPACT 





There's EXTRA PROFIT in every call 


when you feature the complete line of Williams Tools. 


e Williams Open End, Box, Adjustable 
and Ratchet Wrenches 

e Detachable Sockets and Sets 

e Chain Pipe Tongs and Vises 

e Soft Face Hammers 


e Crank and Balance Handles 
e Impact Sockets 

e Tool Holders 

e Lathe Dogs 


e “C” Clamps e Pliers 
e Punches and Chisels ¢ Screwdrivers 
e Thumb Screws and Nuts ¢ Hoist Hooks 
e Flange Jacks e Eye Bolts 

e Rod Ends 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1952 275 














* Rustproof + Durable + Dependable 


Die cost zine alloy; free of tool marks 
and cut-off burrs. Gries fastenings can 
be used without protective finishes in 
most applications for greater economy 
All ¢ | finishes lab 





Prompt 


delivery on standard sizes—specials to 
order 


WRITE TODAY FOR SAMPLES 
AND PRICES AND COMPARE 





Pittsburgh Distributor Says Standardization 
Would Cut Inventory Costs on Certain Lines 





he program to standardize certain 
products can mean large savings to 
distributors. They should work closely 
with themselves and manufacturers 
to see it continued. 

This, as one answer to the inventory 
problem, was advanced recently by 
C. W. Gebhart, president of Colonial 
Supply Co., Pittsburgh, in a paper 
for the Standardization Meeting. 

Management, he said, must strive 
for a well-rounded inventory. “It 
must not be too large, but large 
enough to take care of the customer's 
immediate needs. It must steer clear 
of obsolescence, yet it must consist 
of parts and accessories that will keep 
most of industry's oldest machines 
running until equipment of the latest 
design can be installed.” 

I'he average size supply house, he 
said, carries a minimum stock of 
20,000 items and supplies many 
thousands of additional items direct 
from the manufacturers. Standardiza- 
tion of any one line usually brings 





GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 


1. Improved open thrash type impeller. 
2. Rotary double shaft seals. 
3. Double jet method of priming 





These Pp ts bined with ad- 
vanced, centrifugal design guarantee 
faster self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL PRIME Centrifugal Pumps permits 
constant and dep bl fi 

when the ordinary centrifuga 
prime and becomes air bound 





Available in 3 basic assemblies, close 
coupled, flexible coupled and skid mounted 
pump only. CMC DUAL PRIME PUMPS 
range in sizes from 1'2" to 10°—up to 
240,000 G.P.H. 


Write today for latest Bulletin No. 





E-1P1248 





4 ONSTRUCTION Meee ( 0'S 
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considerable saving in both warehouse 
space and capital investment. 

Mr. Gebhart cited the past 30 years 
progress in standardization, particu- 
larly with pipe, valves and fittings. 

During the late Twenties and earl 
Thirties, he said, manufacturers with 
distributors’ help tried to eliminate 
sizes 34, 44, 5, 7, 11 and 15 in. By 
1935, all these sizes but the 34 and 
5 in. were off the shelves. During 
World War II, valves and fittings of 
175 Ibs. pressure were discarded, 
since they were of the same design 
and the same wall sections as 125 Ib 
valves (The only difference was that 
the flange section was made to 250 
Ib. specification instead of 125 Ib.) 

The same progress was made with 
bolts, nuts and screws, Mr. Gebhart 
said. In 1937, the Division of Simpli 
fied Practice, National Bureau of 
Standards, circulated a simplified list 
of sizes. This was at the request of 
the American Institute of Bolt, Nut 
& Rivet Manufacturers. “Our com- 
pany, along with many other indus- 
trial supply houses, was among the 
first to approve this list”, Mr. Geb- 
hart added. 

Standardization has also been ap- 
pointed to abrasives, bearings, files, 
wire rope, hacksaws and cutting tools, 
to name a few items. 

Mr. Gebhart said that among ad 
vantages of standardization were: (1) 
better service to customers, (2) in- 
creased turnover, (3) decreased cani- 
tal invested in stocks, (4) elimination 
of slow-moving stock, (5) less storage 
space required (6) concentration of 
sales effort on a few lines. and (7) 
considerable saving in overhead and 
handling charges. 


Smaller-Than-Carlots 
Permitted in Orders 


Smaller than carlot orders for car- 
bon steel, copper and aluminum con- 
trolled materials are permitted by a 
new NPA ruling, provided the users 
do not order in excess of their allot- 
ments. 

The amendment affects Direction 3 
to CMP Regulation 1. Direction 3 
establishes percentages of allotments 


| which mav be ordered during the first 


two months of a quarter. The new 
ruling is expected to assist smaller pur- 
chasers in taking advantage of price 
and freight differentials. 








NPA Eases Curbs 
On Steel Warehouses 


Secondary and imported steel prod 
ucts, together with carbon steel, hot 
ind cold rolled sheet and strip, were 
removed from the temporary ‘freeze’ 
requiring steel w archouses to hold 50 
percent of their steel products receipts 
for at least 15 days to fill authorized 
controlled materials orders A, B, C, 
x E and one digit, or Z-2 and B-5 

Amend. Dir. 3, NPA Order M-6A 

NPA said these secondary steel 
products seldom meet military and 
Atomic Energy Commission require 
ments. They are, however, used in 
defense-supporting industries and the 
temporary “freeze” imposed an un 
necessary hardship on users of these 
products and impeded the flow of ma 
terials through distributor channels. 

I'he steel strike necessitated adjust 
ments in the normal flow of steel to 
meet defense and AEC requirements, 
NPA explained, and it was important 
that every reasonable step be taken to 
expedite the flow of needed steel 
products for defense-supporting indus- 
tries and essential civilian needs. 

The amendment is expected to 
benefit both groups without conflict 
with primary defense production. 
NPA said it should further the defense 
effort by assisting the defense-sup- 
porting industries and by expediting 
the flow of material not required by 
the military and AEC into both de 
fense and civilian production. 


Jack Manufacturers 
Can Meet Requirements 


The Jack Industry Advisory Com 
mittee toki NPA recently that it was 
capable of meeting all military and 
essential defense-supporting needs in 
the event of full mobilization 

I'he industry will be able to meet 
sudden demands for such specialized 
equipment as wing jacks for the Air 
Force’s heaviest bombers, members 
told NPA and pointed out that it 
would take only a minor investment in 
new machinery to start turning out 
jacks to meet all military needs. 

The sales picture, according to the 
committee, for 1953 will not differ 
much from 1952. Backlogs of orders 
have fallen off as much as 50 percent. 
Jobbers and distributors are reluctant 
to build heavy inventories. 

The committee recommended con- 
tinuance of the Controlled Materials 
Plan, pointing out that existing con- 
trols have played a large part in ensur- 
ing an equitable distribution of steel 
during and after the recent steel strike. 
t also recommended continuance of 
NPA Order M-83 which conserves 
steel in the industry by limiting types 
and sizes of jacks that can be made. 


' 


FHP V-DRIVES 


CONSULT 


WOOD'S FHP PRESSED STEEL V-PULLEYS 


Lightweight, true running single groove V-Pulleys for combination 3L 

("0") or 4t ("A") V-Belts and combination 41 (A) or 5L ("B”) V-Belts. 

pamela Bushed type. Complete drives can be furnisiied. All 
es in stock. 


Twe groove variable pitch for com- 
bination “A” and “B" V-Belts. 


Long lasting, rigid cast Iron V-Pulleys for combination 3L (0") or 41 
(A) V-Belts and 41 (A”) or SL (B") V-Belts. Fixed Bore and Bushed 
tye. mee cast Iron 2 groove and variable pitch V-Pulleys also 
In STOCK, 





We stock a complete line of Fractional V-Belts and V-Pulleys 
for Washers, fans, blowers, refrigerators, stokers, pumps 
and many other miscellaneous light machinery drives in 
Industrial and Domestic applications. Consult your Indus- 
trial Distributor, or write for Bulletin 294. 











WOOD'S PRODUCTS 
SHEAVES » V-BELTS © ANTI-FRICTION BEARINGS * STOCK FLAT BELT PULLEYS + HANGER 


PILLOW BLOCKS COUPLINGS COLLARS MADE-TO-ORDER SHEAVES AND PULLEY: 
“SURE-GRIP” STANDARD, SUPER AND STEEL CABLE V-BELTS . . COM PLETE vite 


10]. Ee oF 


CHAMBERSBURG, PA. 


BRANCHES: CAMBRIDGE, MASS. * NEWARK, N. J. + DALLAS, TEXAS + CLEVELAND, OHIO 
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Visevo Viaster be. 


2733 N. CRAWFORD AVENUE 
CHICAGO 39, ILLINOIS 


“Might Midget” 


PNEUMATIC DRILLS 


Lighter — Smaller — More Powerful 
Than Any Similar Type Tools... 


You can't beat the handling ease of a 
Mall “Midget” Pneumatic Drill... 
Weighs less than a pound in your hand 
— with lever or button throttle for add- 
ed convenience. Attachments for 
wire brushing, grinding, rotary fil- 
ing, sawing and sanding fit directly 
into chuck. Equipped with latest 
type “noise silencer” for quiet op- 
Model PD- 1031 eration. Drills come with Kett 3-Jaw 
an ane bb On chuck spanner and open-end 
wrench, lubricant, and 1%” 
Medel PD-2044 | x 8 air hose. 


L ‘Wan tie Add Mall Pneumatic Drills te your line. 
one P Write for details. 


40 Factory-Owned Warehouses, Coast te Coast, Te 
Serve Our Customers And Thousands of Deciers. 


ieeken Gmenen. EF a. Bi 


7802 $. Chicago Avenue 
Chicage 19, Iilinols 
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B-5S May Be Added 
To Outstanding Orders 


Manufacturers eligible to apply the 
suffix B-5 to ACM orders for steel bear 
ing the quarterly identification of the 
second or third quarters, are permitted 
to add the suffix to outstanding order 

Amend. 6, CMP Reg. 1). 

The amendment provides that the 
addition of the B-5 suffix to an out 
standing order does not constitute the 
cancellation of the original order and 
that suppliers must treat such an order 
as having a military program identifica 
tion as of the conversion date. 

It also provides that if the supplier 
of a steel order has postponed ship 
ment date due to lack of a B-5 symbol, 
he must reschedule it for shipment as 
close to the original shipping date as 
practical in consideration of not in 
terrupting operations nor losing or de 
laying his production. 


Steel Scrap Program 
Still on Inactive Status 


Che program for allocating iron and 
steel scrap, which was placed on a 
standby basis in July, will probably b« 
kept in an inactive status at least 
through the early part of this month, 
if the industry’s committee's recom 
mendations are followed. 

Industry spokesmen said recently 
that an ample scrap supply is available 
to meet present demands, and steel 
mills had the highest scrap inventory 
on record. It is expected that some 
smaller mills, however, will need help 
in collecting scrap to avoid closing 
down. 

Also, there is always some scarcity 
of scrap in the higher grades 








“Now, look, Bud, just repeating 
‘Pretty please’ isn't likely to get me 
to give you an order.” 





“For every *1,000 
we had in inventory 
we now have *600 
— give better 


service, too — 


thanks to KARDEX 
inventory control” 


Says Mr. E. C. BOYKIN, President 
Boykin Tool & Supply Co. 


This is no time to have your money tied up in excessive 
inventory. Yet you must have on hand the items your 
customers need. 

That’s why you will be interested in the savings made 
by Boykin Tool & Supply Co., hardware, tool, and paint 
wholesaler of Atlanta. In addition to reducing inventory 


Kardex inventory Control cabinets at Boykin Tool & Supply Co. 
This system effected a 40% reduction in inventory investment. 


ry — + -_ 
~ L 
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All essential records—purchasing, receiving, sales summaries 
back orders—are combined in one compact unit. Time 

in the operation of this record is cut to a minimum by coding, 
by the chart and signals in the visible margin. 


investment by 40%, Mr. Boykin reports that their 
system paid for itself in a little over a year in reduction 
clerical overhead alone. 

We have ready for you a booklet giving in Mr. 
own words the full story of how Kardex simplified 
tory control, improved customer service, increased 
over—and reduced clerical overhead as well. Send the 
coupon today to receive your free copy. 


ee hae ee ee re eee 


Remington. Fland. 


Management Controls Library, Room 1443 
315 Fourth Avenue, New York 10, N.Y. 


Yes, | would like a copy of SN774 
Name 

Firm 

Address___ 


a State 
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.. then it’s 


B & Hi LOcK WASHERS 
THE STANDARD OF QUALITY 


Butcher & Hart maintains a complete 
stock of American Standard Sizes in Lock 
Washers manufactured to exact specifica- 
tions ... They are packaged for easy 
identification in strong durable cartons, 
or in bulk. Your order will neouve prompt 


and efficient attention at B & 
ew a 
AB ” Te Mecepltd, 
Shere 
fOcy wh? landed 
owe. gor A. S. A.—S. A. E.—A. S. M. E. 


BUTCHER & HART MANUFACTURING CO. 


TOLEDO 6, OHIO 





Jefferson 


_ UNIONS 


Sell “JEFFERSON” . . . 


the UNION that stays tight 
without jamming 


Making seme” A ng source of supply will enable you to — an > 
sive feature ... erically ground, Recessed Brass os 
re easy to are or break, always tight with minimum w 

hen, too, this seat is placed in a recess where it is fully protected from 
ends screwed in too far and where it imposes no restriction to free 
through the fitting. These an Gre effective sales points, easy to An 
Seg - - FFERSONS” b by ees RA _— 
the result of universal recognition . Ann s tig » ee, Oe 
ice as well as freedom from main’ Then, t9e eo, Rr uFFEASONS” are 
preferred because with the bo a of types are 
simplitied and all-round better performance i 
This line includes the follow uni Jefferson 300%, AAR 300%, Endura 


ions: 
3002, Excel 2502, Master 1502, all except AAR being available with either 
brass or all-iron seats. 





investigate the Jefferson line—NOW! 


JEFFERSON UNION COMPANY 


Manufacturers of Pipe Unions for over 50 years 
671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 49 Fletcher Ave., Lexington 73, Mass. 








Seamless Tubing 
Demand To Go Up 


Increases of seamless steel tubing 
requirements of the military can be 
expected, particularly from the Army, 
NPA officials told the Welded and 
Seamless Steel Tubing advisory com- 
mittee recently. 

Ammunition for the Army imposes 
the greatest single demand on the steel 
tubing industry, NPA officials ex- 
plained. Heavy demands will also 
come from the Navy and Air Force, as 
well as from AEC and DPA. 

Not much hope for increases in the 
supply of steel was extended to the 
industry. During the fourth quarter, 
and possibly the first quarter of 1953, 
demands will have to be met out of 
regular further conversion allotments. 

The two most important require- 
ments in defense productions, accord- 
ing to NPA are (1) meeting military 
demands and (2) making up losses of 
the steel strike. 

The committee, on its part, recom- 
mended: 

1. That a meeting of the technical 
advisory group should be called for 
further andiveatea of the substitu- 
tion of welded tubing for seamless 
tubing in certain military require- 
ments. 

2. That consideration should be 
given to lengthening of the lead-time 
on seamless carbon mechanical and 
stainless-welded tubing. 


New Ruling Affects 
Columbium Stainless 


Permission to sell or use certain 
columbium-bearing _ stainless _ steel 
shapes and forms that have been in 
inventories of producers and distrib- 
utors for 6 months or longer is 
granted in an amendment to Schedule 
5 to NPA Order M-80. 

The items are exempted from the 
rule that prohibits their use except in 
connection with allocated-controlled 
materials originating with the military 
and AEC. 





WINDOWS HURRICANE PROOF 


Window manufacturers in Florida 
Gre stamping their products “Hurri- 
cane Approved” for the first time after 
they pass new tests that take water in- 
filtration into account, according to 
Engineering News-Record, McGraw- 
Hill publication. The tests assure win- 
dows that allow only harmless quanti- 
ties of water to enter when struck by 
100-mile winds and torrential rains. 
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- +» YET SCRAP INVENTORIES ARE ALARMINGLY LOW. YOU ARE BEING 
COUNTED ON TO HELP KEEP THE FURNACES WORKING... TO AID DEFENSE 


With our increased steel production, the 
furnaces are gobbling up an enormous amount 
of iron and steel scrap. 

More—far more—scrap than is at present 
going into their scrap stockpiles. 

Many mills are operating on a-hand-to-mouth 
basis. Some are already threatened with shut- 
down—for lack of scrap. 


The Danger Is Increasing 


Will efforts to fill the tremendous 
demands for steel fail because of 
lack of scrap? 

Steel is made from 50% scrap. 
We could be severely handicapped 
—in our aim to keep abreast of both 
military and civilian requirements 
— if scrap suppliers can’t keep pace 
with ce te capacity. 

But they can keep pace . . . 
your help! 


with 


Enough Scrap IS Available! 

Yes—the only problem is to get the available 
extra scrap from where it is—to where it's 
needed. 

Where is it? 

In your business . . . in the form of old ma- 
chines and equipment, tools, implements, dies, 
jigs, fixtures, outmoded structures, chains, 
a a wheels, pulleys—any old iron and steel 
that’s rusting away. 

Six Million EXTRA Tons Needed! 


By the end of 1952, we'll be producing steel 
at an annual rate of 20 million tons more than 
in 1950. That means we will need at least 6 
million more tons of scrap than we've ever 
needed before. 

It’s up to you. Write at once to Advertising 
Council, 25 W 45 St., New York 19, N. Y., 
for a free copy of “Top Management: Your 
Program For rgency Scrap Recovery”. 

Please write soday—datee’s not a day to lose. 


NON-FERROUS SCRAP IS NEEDED, TOO! 
This advertisement is a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 


NEW YORK 18, N.Y. 
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PAVES THE WAY 
TO REPEAT SALES 


The ‘Budgit’ Aluminum Chain Block 
is so light and easy to use, everyone 
wants it for spot lifting. Every 
capacity “Y%, %, 1 and 2 tons — 
is a one-man hoist. The \-ton 
size weighs only 29 lbs.; a 25 lb. 
chain pull lifts full load! 


Portability and efficiency make good 
talking points. But you'll find the 
‘Budgit’ Aluminum Chain Block is 
built rugged,.safe. Two sets of 
teeth in each gear carry the load. 
No ordinary hacksaw can cut the 
load chain. All fastenings are 
splined — no keys, no pressed fits. 
The self-adjusting load brake is 
fast, powerful. 


Bulletin No. 398 contains valuable 
information about this sturdy hoist. 
You'll need it in your selling. Write 
for as many copies as you need. 


‘BUDGIT’ 1-BEAM TROLLEYS... 
4 cost little—add 
q much to the utility 
t of any hoist —are 
S adjustable to fit vari- 
¥ ous 1-Beam sizes. 
a Recommend them 
for all hoists that 
€ should travel the load 


as well as lift it. 


A. 


, 


Marwtu 


CHAIN BLOCKS 
MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Shaw-Box"’ Cran 
Maiat the 


fte s and 





Carbon Conversion Freed of Restrictions; 
Aircraft Alloy Steel Must Go to Right Users 





Your customers who have authorized 
production schedules for the fourth 
quarter of 1952 and the first quarter 
of 1953 can obtain up to 500 tons of 
finished carbon conversion steel during 
each of these quarters without charg- 
ing this quantity against their allot- 
ment authority. 

This includes those with authorized 
construction schedules, provided the 
material is not for amusement, recrea- 
tion or entertainment projects. 

Firms requiring more than 500 tons 
for each quarter must apply to NPA’s 
Iron and Steel Division. Applications 
will be screened to determine whether 
fulfilling them would divert facilities 
required for defense. 

lhe right to purchase free of allot- 
ment restrictions does not apply where 
the amount ordered exceeds 40 per- 
cent of the purchaser's allotment of 
carbon steel during the fourth quarter 
of 1952 and the first quarter, 1953. 

The new ruling is outlined in Direc- 
tion 19 to CMP Regulation | and 


Direction 7 to CMP Regulation 6. 
It is designed to encourage maximum 
utilization of steel production facilities 
which would otherwise be lost, by 
enabling users to buy raw steel from 
a company with inadequate finishing 
capacity and to transfer it to a producer 
possessing excess capacity. 

A new amendment clarifies restric 
tions on the sale of aircraft quality 
alloy steel. 

Schedule 1 to NPA Order M-6A 
already prohibited distributors from 
accepting delivery of this type steel 
unless required by specification and 
earmarked for aircraft, guided missiles 
and certain other equipment. The 
amendment states that the steel may 
be accepted if required by specification 
and incorporated into orders placed 
pursuant to a military program bear- 
ing the allotment symbol A-4, A-5, or 
A-7; or a program bearing the symbol 
E:-2 or required for use in gas turbine 
and aircraft-type internal combustion 
engines for use in naval Vessels. 
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Conditions of noise and vibration 
transmission are greatly relieved 
by these Universal Connectors, 
designed specially for that purpose. 
These connectors have long proved 
out where machinery, pump and 
compressor noises annoyingly trans- 
mit through the system. 

Available in standard lengths 
with female or male sweat-fittings 
for attaching to copper tube lines— 
or with solid male NPT threads for 
coupling to threaded pipes. 
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Your distributor salesmen are a part of your sales team, just 
like your own men. They’re heavy hitters (annual sales 
volume per man $250,000) but you hurt their form if you 
don’t give them the advantages of personal contact, coaching 
and sales assistance . .. the same as you furnish your own sales 
force. To win for you, your distributor salesmen must be 
integrated into your team. It’s extremely important to include 
these “most valuable players” in your sales thinking and 
planning. Ignoring this part of your sales force is like trying 
to play ball with some of the bases uncovered . . . you need all 
your manpower to win, Give them sales help . . . send them 
sales data . . . keep them well informed on your line. . . 
in return, they’ll do a better job of selling your product. 


Industrial 
Distribution 


THE ONLY MAGAZINE PUBLISHED EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS AND THEIR SALESMEN 


This is one of a series of advertisements we are running in 

SALES MANAGEMENT each month designed to stress the importance 
of the industrial distributor and his salesmen. These adver- 
tisements reach top sales executives of all leading manufacturers 

of industrial equipment, tools and supplies. 
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For Reducing 
Costs of 
Pumping 


The rugged design of all 
Viking pumps includes ... 


. Only two moving parts. 
Only one packing box. 
FAST, self priming. 
Smooth, even discharge. 


Adaptation for handling either viscous 
or thin liquids. 


Low power requirements, 


Lower your pumping costs. Start with 
bulletin 52SMM. Gladly sent on request. 


VIKING 
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CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 
and reground. 
WRITE FOR CATALOG 
Send prints for prompt quotes on special tools. 


WILLEY’S“CARBIDE TOOL CO. 


1342 W. Vernor Highway Detroit 1, Michigan 
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Military Production Rate 


Three-fourths from Goal 


The build up of our armed forces 


| today is progressing at 6 times the rate 


at the time Korea was invaded. 

Total value of deliveries during the 
second quarter in all military procure- 
ment and construction programs was 
estimated recently at $8 billion by 
John R. Steelman, ex-Acting Mobili- 
zation Director. This is three-fourths 
of the way toward the $10.5-billion 
quarterly rate scheduled to be reached 
carly in 1953 and maintained through- 
out the rest of that year and 1954 as 
the “plateau” of the production pro- 
gram. 

The value of second quarter deliv- 
eries was 20 percent over that of the 
previous quarter. 

Without estimating the effect of 
the steel strike on the current deliv- 
ery rate, the Mobilization Director 
predicted that delayed effects of the 
stoppage are apt to extend well into 
1953. By the end of June, lack of steel 
had stopped or slowed the production 
of ammunition, tanks, Army trucks, 
Bailey bridges, mine detectors and air- 
craft landing gear. 

“The production program for de- 
fense mobilization is designed to fit 
the time in which we live—a time of 
indefinite, prolonged cold war with 
the possibility of an all-out conflict at 
any time,” Mr. Steelman said recently. 
He cited the four objectives of the pro- 
gram, military production, the mili- 
tary mobilization base, basic economic 
expansion, and consumer goods and 
services. Progress toward each of these 
goals is indicated in recent figures re- 
leased by the Office of Defense Mob- 


ilization. 


Older models now obsolete 
For military production, the Presi- 


| dent recently requested $38 billion 
| additional. Of the $94 billion avail- 


able for military procurement and 
construction from June, 1950, to date, 
an estimated $34 billion has been 
delivered over $50 billion more is 
outstanding in procurement contracts 
with industry and in orders on Gov- 
ernment arsenals and docks. 
Significant in the advance of the 
delivery rate is improved skill in de- 


| veloping the newer models of equip- 


ment that will be superseding the cur- 


| rent models. 


Revolutionary technological ad- 


| vances growing out of World War II 
| in atomic energy, jet propulsion, elec- 


tronics, the use of light metals, and 
the shaping of these metals with heavy 
presses are having a massive impact 
on military science and production, 


| according to Mr. Steelman. 





Goals set by the President last Jan- 
uary are a 143-wing air force, an army 
of 21 full strength divisions, a navy 
of more than 400 combatant ships and 
16 large carrier air groups, and a ma- 
rine corps of 3 divisions and 3 ait 
Ww Ings. 

Lhe speed with which these forces 
are equipped depends as much on the 
ability of the designers to perfect new 
types of equipment as on the factories 
to produce them. Production could be 
boosted rapidly by expanding output 
of existing models. However, the 
Armed Forces have made the choice 


to produce only limited quantities of | 
the weapons that are obsolete or well | 


on their way to being so. 

The Soviet Union may be outpro 
ducing us in the quantity of some types 
of weapons, particularly fighter planes, 
where it has concentrated its produc 
tive power. 

The aim of this country is not the 
most aircraft, however, but the best 
all around air forces to meet varied 
contingencies of warfare on a global 
basis 

The Defense Department reports 
that it already has superiority in long 
range bombers, medium bombers, 
fighter bombers, and night fighters. 


Aircraft Deliveries 800 a Month 


Production rates have been rising 
in every “hard goods” category. 

Deliveries of military aircraft, now 
more than 800 a month, are more than 
3 times the rate of 2 years ago. The 
monthly rate of deliveries in terms of 
numbers of aircraft is now about two 
thirds the peak delivery rate sched 
uled to be reached in mid-1953. 

Among the principal models making 
up the present production pattern are, 
for the Air Force, the B-36 heavy 
bomber, the B-47 “Stratojet” medium 
bomber, the F-84 “Thunderjet’”, the 
F-86 “Sabre”, the F-89 “Scorpion’’ jet 
fighter, and the large C-97 “Strato- 
freighter’, C-124 “Globe Master IT’, 
and C-119 “Packet” transports. Navy 
models include the AD “Skyraider” 
and AF “Guardian” carrier attack 
bombers, and the three carrier-based 
jet fighters. the F3D “Sky Knight,” 
FOF “Panther,” and F2H “Banshee.” 

Substantial numbers of the 600- 
mph Thunderjets are turned out each 
month, the majority of which are sent 
to NATO nations. Production of this 
fighter alone exceeds the pre-Korea 
production rate for all fighters. Pro- 
duction of improved higher-powered 
versions of the 650-mph class F-86 
“Sabre” is steadily increasing. The 
older models of this plane had an im 
pressive record in Korea. 

Among superior new planes sched- 


uled soon for assembly lines are the | 
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B-52 “Stratofortress” and the B-60 
swept wing jet version of the B-36. 


Helicopters in Production 


One of the outstanding accomplish- 
ments in aircraft has been the transi- 
tion of helicopter manufacture from 
bench type to quantity production 
techniques. 

Aircraft engine production has in- 


| creased on the same scale as aircraft, 
| three times the pre-Korea rate. En- 
| tirely new and superior engines are 


now coming off the assembly lines, in- 
cluding jet engines with five times the 
thrust of the first U. S. model. 

The  tank-automotive —_ program 


| cleared its greatest hurdle with the 


Army’s acceptance last March of the 
M47 medium tank, which the Army 
command considers superior to any 
other known medium tank produced 
by other countries. 

The ammunition stockpile was de- 
pleted at the outbreak of the Korean 
war, and again in the heavy fighting 
during the Summer of 1951. By this 
month, production of the major crit- 
ical types of ammunition is expected 
to be above the highest average rates 
of consumption experienced in Korea 
to date. Output will continue to climb. 

Production of electronics is run- 
ning at seven times the low rate at 
the time of Korea. In the first half of 
1952, more than 50 major electronic 
items were first brought into volume 
production. Greatest developments 
have been in radar. Of 81 major items 
of radar equipment now under con- 
tract, none was being produced at the 
start of the Korean war. 

Guided missiles are one of the 
smaller components of the program 
in dollar cost, but represent one of 
the most intensive research and de- 
velopment efforts. Four general types 
are now being developed: surface-to- 
surface, surface-to-air, air-to-air. and 
air-to-surface missles. One missile, de- 
veloped by the army, is capable of tak- 
ing off from the earth and tracking and 
destroying an airplane 10 miles away 
at an altitude of 6 miles. One of the 
Navv’s air-to-air missiles is effective at 
3 miles. 


Construction Progresses 


Since 1948, Congress has author- 
ized $9.3 billion for construction of 
military installations. By May of this 
year, $800 million of the program had 
been completed. It is estimated that 
80 percent of projects under way pow 
will be ready for use by December 31, 
1953. 

Some of the larger domestic proj- 
ects are a $50 million Army Signal 
Depot at Tobyhanna, Pa.; a $70 mil- 
lion project at the Naval Ammunition 





Depot, Shumaker, Ark.; and the Air 
lorce’s $157 million Amold Engineer- 
ing Development Center at Tulla 
homa, Tenn. Major airbase construc- 
tion is also under way im overseas 
locations. 

More than 100 shipyards are at 
work on the naval rearmament pro- 
gram, including craft for the Army 
and Air Force. During the 9 months 
up to July 1, some 19 combat vessels, 
inclading minesweepers, and many 
more auxiliary vessels, had been 
launched. The keel of the large air- 
craft carrier Forrestal was laid in July 
The first atomic powered submarine 
is also under construction. Two cruis 
ers have been converted for launching 
guided missiles. Many carriers have 
been converted to handle jet aircraft. 

Expansion of atomic energy facili- 
ties will cost about $3.9 billion, com- 
pared to the $5.5 billion approximate 
value of facilities previously built, un- 
der construction, or authorized. 


Base Must Be Strong 


he “mobilization base” is the pro- 
ductive capacity that would be needed 
for total war. To keep it in being, and 
expand it, the Government has spread 
its contracts out among a number of 
plants operating for the most part on 
a single shift. 

Ordinarily, the least expensive way 
to get production is to concentrate 
efforts on a few plants operating on 
three shifts. But this would leave no 
provision for future expansion, or ca- 
pacity-in-being. 

After World War II, considerable 
attention was focused on some aspects 
of the mobilization base, and little on 
others. The Stockpiling Act of 1946 
provided for buying and storing crit- 
ical materials. Many plants, and ma- 
chine tools were set aside in reserve 
status. After Korea, the defense pro 
gram tailored its procurement to the 
new objectives. 

Officials admit that the calculations 
of needs for all-out capacity cannot be 
done with anything like exactness. 
Plans of the military, for one thing, 
are subject to constant change. 

However, considerable progress has 
been made. 

Machine tool production has pro- 
gressed to the point where shipments, 
before the steel strike effects were felt, 
exceeded net orders. The rate of pro- 
duction was double that of a vear ago. 
The backlog of unfilled orders for 
the industry has been reduced from 
the peak in early 1951 to an average 
of 14 months, as of early this Summer. 

There is a more serious backlog, 
however, in machines that are still in 
the design stage and would be needed 
at once in an emergency. A committee 
on production equipment has been 


Bay State Taps, 
built for precision 


performance, satisfy 
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of a good production 
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quantity of threaded 
product...... 
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locking UNBRAKO Socket Set Screw—the screw 
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established to advise on certain long- 
lead-time machine tools. 

Ihe most dramatic step to date in 
build-up of the mobilization base is 
the heavy-presses program for the air- 
craft industry. These forging and ex- 
trusion presses have pressure capacity 
up to 50,000 tons and can form in a 
single operation a major structural 
member of an airframe. 

Heavy presses used in this country 
to date have come principally from 
Germany. Contracts have been let 
for construction of 17 of the 20 heavy 
presses for which funds are authorized, 
with almost all scheduled for comple- 
tion in 1954 or earlier. 

Construction of this machinery is a 
considerable undertaking. To produce 
some of the columns for the larger 
models, furnaces must be enlarged. 


Expansion Increases in 1952 


Total investment in new plant and 
equipment, a gage of how much the 
mobilization base is expanding, is ex- 
pected to be slightly more this year 
than in 1951, or about $24.1 billion. 
This is 35 percent above 1950. 

The extent to which this estimate 
will be upset by loss of steel is not vet 
known. 

Expansion goals have been set so 
far for more than 130 separate ma- 
terials, products and facilities, and 
goals for 100 more are being com- 
puted. These goals are fixed at a level 
necessary to support both the defense 
program and civilian requirements for 
a future year, usually 1954 or 1955, 
or the level necessary for full mobili- 
zation readiness, whichever is higher. 

Projects aided by rapid tax amortiza- 
tion, or certificates of necessity, 
through March 31 are now about one 
half in place. Projects valued at $4.9 
billion have been completed. 

Goals for basic industries call for 
large increases in capacity. For ex- 
ample, steel is to be raised 22 percent 
from pre-Korea levels, primary alu- 
minum, 115 percent, petroleum refin- 
ing 20 percent, and electric power 70 
percent. 

Two problems remain: the course to 
follow when private industry is no 
longer able to finance all the expansion 
necessary; and maintenance of the 
expanded capacity when it is at 
tained. 

During World War II, the Govern- 
ment constructed plants totaling $30 
billion in value. With a few excep 
tions, notably in atomic energy, this 
has not been resorted to this time. In 
anv event, Congress would have to 
authorize any such program. 

The maintenance problem will not 
be solved until there is some assurance 
that added capacity is not offset by 
scrapping of capacity already in ex 





istence. Here also legislation is sug- 
gested as a solution. 

Progress reports show that steel, 
before the strike, had risen by 3.4 mil- 
lion ingot tons capacity, almost equal- 
ling the 4.1 million-ton capacity in- 
crease of 1951. However, the work 
stoppage will mean less steel this year 
than last, probably by 14 per cent. 
Aluminum rose by 100,000 tons, or 
10 percent, in the 6 months through 
June. In petroleum, refining capacity 
expanded by 120,000 tool, despite 
work stoppages. Electric power in- 
creased 2 million kilowatts in 6 
months, but will be 1.9 million kilo- 
watts short of its goal this year. 

Government assistance takes other 
forms besides tax amortization bene- 
fits. Exploration and development 
costs are shared with industry in some 
cases, and the government agrees to 
buy an assured output of some plants 
where development and market risks 
are great. 


Role of Small Business 


Small business’ share in the defense‘ 


program is taken into consideration 
by procurement and allocations agen- 
cies. The small-business “set-aside” is 
one device to earmark a part of ex- 
pansion goals for small firms. This is 
initiated by DPA in cooperation with 
the Small Defense Plants Administra- 
tion. Fifteen defense production 
pools, including 390 small firms, have 
been organized to facilitate perform- 
ance of contracts which are too large 
for single firms to undertake alone. 
Also, NPA has placed on record the 
names of 3,500 small firms which 
have received low allotments of con- 
trolled materials. These are to be 
given preference where possible. 


Military Now Gets the Steel 


The steel strike changed the supply 
picture abruptly. 

Most of the available steel during 
the strike and shortly after went to 
urgent military production, atomic 
energy and machine tool programs. 
Allotment deadlines for this quarter 
and the next have been moved ahead. 

For other materials, the supply has 
eased somewhat. Price concessions in 
the international market have im- 
proved the outlook for copper. In the 
second quarter, controls were revoked 
or relaxed in 26 instances, affecting the 
following commodities: antimony, bis- 
muth, cadmium, lead, zinc, resorcinol, 
chemical wood pulp, steel shipping 
drums, packaging closures, converted 
aluminum foil, and rubber. 

However, the supply has tightened 
in 11 cases during the quarter, involv- 
ing chiefly machine tools and iron and 
steel] 


CHICAGO Safety Plas’ SCREWS 
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Rigid laboratory control of the selected 
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produce screws of precision quality 
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opment and improvement of product and 
processes. 


Our exclusive method of heat treating in 
carbon recovery atmosphere furnaces re 
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| __ Small territory coverage by our. 
field men offers greater availability of their 
specialized engineering service to you. And 
the central geographical location of our 
plant insures faster deliveries to all parts 
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Chicago “Safety Plus’’ Screws 
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Diamond Bort Process 


@ ~ 
Substitutes Sought 
Every feasible effort is being made 


to accelerate the development of sub 


a stitutes for diamond bort in grinding 
SE 1-STEEL processes essential to defense mobiliza 
tion, according to NPA. Several firms 


are testing substitute processes, par- 
ticularly electrolytic, electro-sparking 
distributors or arcing and ultrasonic. However, 
such tests must be stepped up for a 
definite determination of how, and to 
what degree, these and other processes 
can be substituted for diamond wheels 
in grinding. 

The importance of mechanical 
grinding in the production and main 
tenance of cutting tools and precision 
tooling is immeasurable, particularly 
in military and defense-supporting pro- 
grams involving production, Henry H 
Fowler, Administrator of NPA said 
recently. He called for definite results 
from research for substitutes in the 
near future. 
© media’ tied Reports of progress were made by 
various firms and Government agen- 
cies working on substitute grinding 
processes at a special technical con 











® combination pipe @ quick action 
®@ woodworking ® garage vise 
®@ steel metal workers ° solid nut continuous screw ference held in Washington under the 
*& We urge users to buy thru their local distributor auspices of the Industrial and Agri- 


cultural Equipment Division’s Com 
4. “ 108-112 N. Jefferson St. Chicago 6, | mittee on Substitute Materials. 


In all cases, further testing in actual 











use was reported as being necessary 
to supplement laboratory experiments. 


: snidinaniiiian Technicians attending the confer- 
PRECISION BUILT ence were told that NPA is ready to 
give. every practicable assistance in 

D 4 | U & Ls speeding their research efforts. 


As distributor salesmen know, most 
of the diamond bort consumed in the 

FOR FRACTIONAL United States is used in grinding and 
H. P. USE machining tungsten carbide. The ma- 

jor interest of the technical conference 
was in new processes for cutting tung- 
sten carbide without diamond wheels. 








Two New Symbols Added 
For Claimant Agencies 


BRONZE BEARING MANDRELS 


Ollite bronze bearings; 12” shaft is precision machined 
from cold-drawn steel; shaft collars are die cast zine alloy, 


soourataty machined; furnished with 2 Central Pillow DPA has added two symbols to the 

ne oe ee er ee list used by Federal claimant agencies 
in authorizing production and mak- 
ing allotments. Thev are: 

B-7, signifying certain stockpile 
requisitions by the Department of 
for Defense; 

R ; : C-6, indicating direct defense needs 
deel tae ete pane | for friendly foreign nations excluding 
variable pitch and step cone aan. ne « Canada and foreign military construc- 
Bronze bearing mandrels for industrial and home ton. 
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Fowler Appointed 
As Chief Of O.D.M. 


Appointment of Henry H. Fowler, 
DPA and NPA Administrator, as Di- 
rector of Defense Mobilization, was 
immnounced by President Truman on 
Sept. 5. 

Mr. Fowler, who replaced Acting 
Director John R. Steelman in_ the 
ODM is continuing his DPA and 
NPA administratorships. Comment 
ing on his appointment as ODM 
chief, Mr. Fowler said 

“First, I expect to consider care 
fully, in line with the President’s let 
ter, to what degree, if any, a welding 
of DPA and ODM would serve to give 
emphasis and focus to the problems 
of rounding out the mobilization base 
ind maintaining the accelerated rates 
of military production. 

“There has been no pre-determina 
tion on my part, and so far as I know 
on the part of anyone else, as to 
whether or not any such welding, 
either partial or complete, would be 
desirable at this time. I do expect to 
look at it fairly advantageously from 
both sides of the operation.” 


Machine Tool Pool 
Applications Altered 


Producers of machine tools were ad 
vised by NPA of a change in the pro 
cedure for making applications for 
pool erder contracts. Hereafter, all 
applications for pool contracts, or re 
visions of existing contracts, must be 
made on a new form, NPAF-227. 

The new form is designed to assist 
NPA in reducing Government liability 
and to protect machine tool builders 
from producing beyond known de 
fense requirements. The Government 

urrently has issued 120 pool order 
contracts involving expenditures of 
$1.3 billion. Most of these are for 
general and single purpose tools to 
make engines, tanks, shells, aircraft 
ind related production equipment. 

Some of these contracts extend to 
Dec. 31, 1953. The principal objective 
of pool order contracts, is to keep 
machine tool builders producing above 
their normal rate during the mobiliza 
tion period. NPA officials report that 
pool orders have been instrumental in 
helping many builders to stay reason- 
ably solvent and keep their skilled 
labor forces intact. 


Enlarge Savannah Area 


The Savannah River critical defense 
housing area, where the Atomic 
Energy Commission is building a large 
installation, has been enlarged by the 
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driver or thumb screw types. 


USE AGAIN 
and AGAIN 


Bands conform w any shape. 
Stainless steel band resists cor- 
rosion; lasts indefinitely. Can't 
shake loose, but you can unscrew 





addition of all of Bamberg County | 
and the major part of Orangeburg | 
County, both in South Carolina. 





Breeze Corporations, Inc., 41 South Sixth St., Newark, N. J. 
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ANOTHER 


DIGWELL 


handles easy 


. sells fast 


If you're in the market for a sales-hustler, 
look che DIGWELL over. Priced right for 
fast curnover .. . built right for re-orders. 
[t's one of che comprehensive, SIMPLI- 
FIED Magor line chat lightens inventory 
handling loads. Write soday for illustrated 
price list. 


CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,6.Y. 





“*Small’’ Plants Equipped for Defense Work 
Can Get Help from Special Washington Agency 





Are your “small business” customers 
getting their share of defense contracts? 
If not, the Small Defense Plants 
Administration in Washington may be 
able to help. 

Here are some actions taken recently 
by SDPA: 

1. To publicize Government pur- 
chase orders that have been earmarked 
for small business, SPDA has started 
listing them in a daily report called 
“Consolidated Synopsis a Proposed 
Procurements and Contracts Award In- 
formation.” It is available in SDPA 
and Department of Commerce field 
offices throughout the country, and 
also at offices of cooperating civic and 
business organizations such as the 
Chamber of Commerce. Since the 
synopsis also carries information on 
large non-classified prime contract 
awards, small plants may also find it 
useful in locating subcontracting 
opportunities. 

2. “Production pools” are being 
formed. Each of these consists of a 
large company which plans to seek 
prime defense contracts and several 
small companies which hope to sub 
contract. SDPA has authorized 16 so 
far. 

3. SPDA_ procurement specialists 
are being assigned to all field offices. 
Procedure for contract applicants will 
be to obtain from these officials lists 
of the Government agencies purchas 
ing the products they manufacture, 
then furnish the SDPA with lists of 
the products they feel qualified to 
produce. SPDA officials cannot place 
the applicant on the bidders’ list for 
contracts—this, the most important 
step, is the applicant’s own respon 
sibility, but SPDA_ specialists can 
provide guidance. 

4. More small business shares of 
expansion goals have been set aside. 
Latest industries to be earmarked for 
this are precision miniature motors, 
pumping machinery, materials hand- 
ling equipment, machine tools, cutting 
tools and dies, jigs and fixtures. The 
following percentages of each have 
been set as the small business share: 
precision miniature motors, 33 per- 
ent; pumping machinery, 20 percent; 
materials handling equipment, 15 per 

nt; machine tools, 30 percent; cut 
ting tools, 49 percent; dies, pigs, and 
fixtures, 49 percent. 

5. Loans are recommended for cer 
tain qualified firms for building, equip 
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ment and working capital needs. The 
money is provided by the Reconstruc 
tion Finance Corp., after the applica- 
tion has been passed by SDPA. 


Helps 452 Small Firms 


NPA’s Small Business Hardship 
Account aided 452 small manufac- 
turers of civilian-type products secure 
controlled materials during the sec- 
ond quarter of this year, according to 
a recent survey. 

Action is taken where firms can 
prove that they are faced with failure 
or prolonged shutdown because of 
lack of materials. 

The largest number of applications 
acted on favorably by NPA were in 
the following 10 product classes or 
codes: jeweler’s finding, stamped or 
pressed metal end products, metal 
household furniture, silverware and 
plated ware, sheet metal products, 
wire products, metal doors, sash and 
trim, builders hardware, metal storm 
sash, and window sash, non-ferrous. 








THE COLLIS 
MAGIC-TYPE 
CHUCKS 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 
continuously. 


Let our 40 years of manufac- 
turing experience help your 
customers select the proper 
equipment for the job. 


“Call Collis for Service” 


THE COLLIS CO. 


Clinton, lowa 











Lack of Bristles 
Stumps Brush Plants A N N ( U N ( N G 
Thirty percent of the employees in a 


the paint and brush manufacturing 

firms in the New York area have been 9 

laid off and a further 70 percent Des» ond s§ New 
placed on a 21 to 24-hour a week, 
the industry advisory committee re- 
ported to NPA recently. Conditions 
aren't much better in the rest of 
the country, the report stated. In- 
dustry working hours were down 26 
percent compared to 18 months ago 
and are supposed to have dropped 
even further. 

Manufacturers consider the slump 
as a reflection of unsatisfactory con- 
ditions arising from decrease in sup 
plies of Chinese bristles. More serious 
consequences are forecast when cur- 
rent stocks of these bristles are used 
up 

Overbuving by consumers in the 
fall of 1950, the committee said, par- 
tially contributed to the slump 

To meet current needs and improve 
conditions, the committee asked: 

(1) That the Government review 
its position as regards the importation 
of China bristles from a friendly 
country, payment for which has al- 
ready been made to the Chinese. 

(2) That the Government consider 
the possibility of releasing some of 
the China bristles now in the stock- | 
pile. If necessary, these could be re- | 
placed with nylon bristles as the De- | 
fense Department has been able to 
substitute nylon for the majoritv of | 
its bristles needs. 

A further threat to the industry, | 
the committee said, is the increasing 
number of brushes and other bristle 
products being placed on the market Up to 75% longer life and substantially greater 
by importers. ‘ 
stock rémoval from coated abrasive belts are prov- 
en results with the new Desmond Beltbrasive 
dresser. You not only get better performance on 
discs, belts, or drum sanders and polishers but you 
save time on changing belts, discs, etc. This is an- 
other Desmond “first”—latest addition to the only 





complete line of grinding wheel dressing tools. 
Ask your Desmond distributor for full infor- 
mation or write for new bulletin. 





THE DESMOND-STEPHAN MFG. CO. 
Urbana, Ohic 


Please send me your new No. D-12 Desmond Belt- 
brasive Dresser Guide. 


“The rumor of your big purchasing 
program has leaked out.” 
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4Westauarte 


SAFETY - RELIEF 
VALVES 


AND 
PRESSURE 
GAUGES 


0} H >) 


in user’s favor 


MODERN 
in construction 


Lonergan Products have been preferred in 
industry for over 80 years. Improvements, 
made to meet changing needs, always 
keep them in the steady profit-making 
class for distributors. It pays to sell whot 
your customers want—Lonergon. 


A wide range of de 
signs and specifications 
of Lonergan Safety-Relief 
Valves available for pro 
tecting boilers, compres 
sers, pumping systems, 


Lonergan 
Pressure 
Gauges are 
made in all 
standard 
types and 
sizes,— 
and special 
purpose 
gauges can 
be supplied 
reasonably 
prompt 


Some desirable territories are now avail- 
able. We help you sell with Engineering, 
Service and Sales Promotional help. Write 
us for detoils 


). «. LONERGAN co. 


SINCE 1872 








Copper, Aluminum Taken Off Critical List; 
Continued Controls Seen for Nickel in 1953 





lhe Government has removed cop 
per and aluminum from the “critical” 
list and steel products are expected 
to return to pre-strike levels im the 
first quarter of 1953. 

Copper and aluminum moved for 
the first time last month to Group II 
in the DPA’s “List of Basic Materials 
and Alternatives.” Group II is for 
materials “in approximate balance 
with defense and essential civilian de- 
mand.” 

Copper particularly has become 
more plentiful, partly because not 
much of it was used by manufacturers 
during the steel strike. Full allot- 
ments for most civilian needs may be 
possible by the second quarter of 1953, 
it was predicted. 

Ihe steel strike delayed construc- 
tion of new aluminum facilities and 
resulted in a loss of more than 110 
million Ibs. However, in spite of the 
loss, the metal will become increas- 
ingly plentiful and will be in easy sup 








F 


of SJACO> DETROIT STAMPING COMPANY 
332 Midland Ave. Detroit 3, Mich. 
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ply by January, 1954, according to 
Government officials. 

Magnesium has also eased inte 
Group IL. 

Officials said the return of steel 
products to the pre-strike situation 
depends on the scrap and ore supply. 

Ferrous shapes and forms are tight, 
as expected, on the recent List. 
Plates had been given a “most critical” 
classification, and sheet and strip (both 
cold and hot rolled) had tightened 
from Groups II and III to Group I. 
Only softening in the ferrous metals 
was in galvanized welded pipe (3 in. 
and under) which came off the critical 
list. 

The supply situation for nickel is 
still tight and controls will probably 
not be relaxed during 1953, NPA off- 
cials have predicted. 

Since stockpile needs are as great as 
ever, and military and Atomic Energy 
Commission requirements are likely to 
increase greatly, anv improvement in 
supply as the result of changes in 
demand and programs is apt to be only 
temporary. Some small manufacturers 
are finding it difficult to obtain suff- 
cient nickel-bearing stainless _ steel 
tickets. NPA officials said such cases 
should be presented as “hardship” 
cases to the NPA Small Business 
Division. 


High Temperature Grease 
Developed by the Navy 


New high temperature lubricants 
developed by the Office of Naval Re- 
search in cooperation with manufac- 
turers will permit continuous opera- 
tion of electric motors at 300 degrees 
F., with re-lubrication at intervals of 
500 to 1,000 hrs. 

Motor design changes indicated by 
the study will greatly increase those 
intervals, according to a Navy an 
nouncement. 

The lubricants, which are silicone 
lithium soap greases, have given good 
performances for as high as 6,000 hrs., 
and at 100-degree temperatures stood 
up for 10,000-15,000 hrs. 

Military specifications incorporat- 
ings findings of the study have been 
issued by the Bureau of Ships. Factors 
to be considered in future design are: 
seals or shields to prevent bearing 
grease loss, ball cages of selected non- 
ferrous metals, and use of bearing 
steels stable at higher temperatures 








Observations On 
The Business Outlook 





FPYHE business outlook seems so 
good for the next six months that 
it is enough to make one a little un- 
easy. Consumers are in the market 
buying almost as much goods in 
physical volume as they did during 
the top of the Korean buying rush of 
1951. Business investment is moving 
to a peak. Residential construction is 
in its second best vear, and the sec- 
ond best in this case is plenty good 
enough. Defense spending 1is° still 
rising. An outstanding level of busi 
ness activity during the next six 
months seems to be a sure thing. 

It is precisely when you have a 
sure thing that the unexpected is 
most likely to happen. For this rea- 
son, now is an auspicious time to go 
looking for trouble 

Any real economic trouble is rather 
hard to find. One place to suspect it 
is in the steel industry. There is 
something a little bit strange about 
a strike that lasts eight weeks without 
any essential issues. Strange, too, is 
the vision of government standing bv 
placidly doing nothing except bewail 
its loss of arms. Why was everyone 
so desperately agreeable about the 
strike? Why has the strike now 
slipped into obscurity, remembered 
if at all—not as a national disaster but 
somehow as a good thing? 


Aspects of the Steel Strike 


The idea being booted about that 
the steel strike suddenly makes the 
business outlook better appeals to us 
as being mighty thin fare to swallow. 
The weak strain of truth in this ar- 
gument is that the loss of steel 
stretches out the military program 
and shortens up the supply of con 
sumer durable goods. By making 
goods scarce, the loss of steel extends 
prosperity. 

Yet there is a delusion in this piece 
of economic logic. While the eco- 
nomics of scarcity may benefit an 
industry, it is only the economics of 
abundance that benefits the public. 
Certainly, too, any benefits of a strike 
from decreasing the supply of steel 
can be, at the most, temporary. 

The steel industry was, before the 
strike, building up its output and 
capacity to the point where it could 
more than take care of all defense 
ind civilian needs by this fall. The 
heavy equipment end of the defense 
program was within sight of topping 
off; it is mainly the aircraft program 


ARRO’S COMPLETE DISTRIBUTION 
ASSURES . . . = 


—_—_ 





st. rau. ® 


© Los ANGELES 


© BRANCH SALES OFFICES 
@ BRANCHES CARRYING COMPLETE STOCK 


Prompt delivery has always been an important part of 
Arro’s service. 


This prompt delivery is possible because of strategically 
located warehouse stocks across the nation. And too... there 
is an Arro Branch Sales office just a few hours from you. 


Remember—Arro’s complete national distribution can solve 
your delivery problems. 


BRANCH SALES OFFICES 


NEW YORK 7, N. Y. DENVER, COLO. ST. LOUIS 14, MO. 
HARMON & DIXON REGIONAL SALES CO TOOL BOX SALES 
42 Murray Street 432) Dover 1356 Kingslond 


PHUADELPHIA 23, PA. SEATTLE 22, WASH. SAN FRANCISCO 7, CAL. 
J. 3. DEASY TOM G. BLUNDEN HOWARD BURT & SONS 
1209 Olive Street 1502 Olive Woy 780 Bryont Street 


BOSTON 10, MASS. ST. PAUL 4, MINN. ATLANTA 3, GA. 
fF. Ww. GIBSON, JR DISTRIBUTORS SERVICE CO. HOPPER & McCOY 
32 Oliver Street 345 North Wheeler 454 Morietto Street, NW. 


CHICAGO 6, ILL. LOS ANGELES 13, CALIF. BALTIMORE 2, MD. 
NORMAN DURRIE SALES CO m. E. CANFIELD CO PETERSON & LOWE 
605 W. Wash. Bivd 419 Eost 3rd Street 22 Light Street 


DETROIT 14, MICH. KANSAS CITY 8, MO. DALLAS 1, TEXAS 
R. DYKSTRA & CO BETTIS-FICKIE CO. J. SCOBEY NORTH 
7701 Mock Ave 1112 Cherlotte Street 1218 National City Bldg 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 


Manufacturing ao complete line of Fastening 
and Drilling Devices for Masonry 


Sold Through Distributors Only 
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Get the FACTS OF 
“Y” Link Belt LIFE 


With BRAMMER you have the 
Advantage of Quality. 
HERE'S HOW: Use 4 coils of BRAMMER “V” Link Belti 
to replace 315 standard sizes of endless V Belts. Any length 
can easily be installed—in mi ithout di 
equipment. 
BRAMMER IS BETTER “V” LINK BELTING 
© PRE-STRETCHED—No tensioning devices needed . . 
means lower maintenance costs. 
@ PRE-TESTED—Vibration-free . . . will run in either 
direction. 
* + praia wedging . . . equal to a positive 
ive. 
@ NO DOWNTIME due to breakdown—Link construc- 
tion permits immediate repair or replacement. 





Send for Data Book 205A, giving the full story. 


BRAMMER CORPORATION 
684 BROADWAY e¢@ NEW YORK 12, N.Y. 


BRAMMER - LINK BELTS 


| 


S) 
TOMORROW'S BELTING... TODAY pes 
™) _—,,] 


For Volume Sales 


CONCO SPUR GEAR HOIST 


In capacities ranging from ¥-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 








Light weight, low cost. Capacities ¥/2-ton 


and 


I-ton. Request bulletin 1520. 


ad 


CONCO 1-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 

CRANES WMMSTS 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division Street, Mendota, Iilinois 


2% 
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that will continue to build up. Some 
increase in automobile making—the 


| biggest user of steel—was a prospect, 
| though how bright a prospect will 
| depend on the strength of consumer 


buying. All in all, an enlarged supply 
of steel was, at the time of the strike. 
becoming available when some of its 
uses would soon be lessening. This 
situation would scarcely occasion mer- 
riment in the steel industry or a gov- 
ernment approaching election. Here 
perhaps is one reason for the remark- 
able poise and good-will that marked 
the steel holiday. 


Industria! Commodity Prices 


If steel is tending toward over- 
supply in the foreseeable future, its 
difficulty has not been cured. The 
same may well apply to other basic 
metals and commodities, like copper. 
lead, zinc. It is equally a delusion to 
think that their markets will be sta- 
bilized indefinitely by strikes or de- 
fense needs. The time lags in making 
defense equipment are worth watch- 
ing in the coming months. 

The defense program can still be 
building up in total spending while 
a substantial decline in the demand 
for raw materials takes place. Manu- 
facturers have been building inven 
tories of metals and basic commodi- 
ties for over a year and a half. These 
materials will now, in increasing 
auantities, be converted into finished 
defense products readv for delivery 
to the government. Defense snending 
will continue to mount as the deliv 
eries step un in the months ahead 
But the need for new materials and 
for equipment will go down. 


Inventory Outlook 


Sometime during the months ahead 
a considerable liquidation of inven- 
tory by manufacturers is to be ex- 
pected. Wholesalers and _ retailers 
have already been through an inven- 
torv run-off, but manufacturers, gen- 
erally, have not. 

When manufacturers come to the 
point of letting their materials inven- 
tories run down, the suppliers of 
basic commodities will have to cut 
down production. This is the pros- 
pect that faces the metals industries. 
Lead and copper (barring a strike) 
are most likely to go through the 
wringer first. Steel’s dav of adiust- 
ment has been delaved but will be 
coming, perhaps in early 1953. The 
impact on aluminum is still farther 
off. Other industrial materials im- 
portant to the defense program face 
the same future. 

There is, in short, no such thing 
as a “leveling off” of the defense pro- 
gram, except in a dollar sense. The 





dollar spending may level, but the 
demand for equipment and materials 
declines. 

The price repercussions of this in- 
ventory liquidation by manufacturers 
are the key to the economic events 
after this fall. Prices of metals and 
basic industrial commodities are likely 
to sag sometime ahead of the easing 
of their supply. Buyers will anticipate 
the supplv situation and will haggle 


or hold off for better prices. | 

Some adjustment in metals and , BECAUSE NEW 
industrial materials is in the making. . 
There is nothing alarming or surpris BEDFORD HELPS You 


ing about this. Textiles, consumer 


durable goods, and many imported Ss 7 
>. tock N. Bed: mor 
commodities have all gone through eyeliner ford and you've got e than top 


some measure of adjustment one after quailty rites Sure—New Bedford is pre-measured 

another. Metals are headed the same and marked in red at the factory in accurate ten-foot 

wav. Prices are likely to be strong lengths. Sure, it’s available at no extra cost in compact 

and rising during the rest of this year self-dispensing display cartons in full and half-coil 

with a tendency to turn to the ragged sizes—red for manila, green for sisal. _ 

side as we progress into 1953 But that’s not all. New Bedford gives you a fist-full 

of potent sales tools. Check them over—see why New 

Bedford sales are better because New Bedford helps 
The outlook for farm products 4 you sell! 

differs from that for metals and in- ..-A hard-hitting consumer advertising campaign 

dustrial commodities. Foods are not will broadcast 3,990,000 messages to 

directly influenced by the leveling actively interested prospects — pre-sell 

off in business investment and in them on New Bedford quality, econ- 

defense spending. They are more di omy and durability. 

rectly related to size of consumer ..-A series of direct mail folders 


income and the supply of the crops. 

Consumer income is expected to con that get the New Bedford story 

tinue its gradual rise. Demand for — fast starts prospects head- 
ing for your store. 


agricultural commodities should re- 
..-Complete collection of 


main good. 

U. S. crops will be large this year, catalog sheets. Invaluable as 
probably the third best on record. sales aids when you use them 
The drought in July got into the in your counterbooks. They get 

vital information over fast — 


headlines, but its effects were exag 
gerated. Dry weather skipped the ineure the selection of the right 
rope for the job. 


Mid-West, which is the kev food- 
...-Electros and mats for 


producing area. The Mid-West’s 
corn, hogs, and wheat crops are doing 

your own promotions and news- 
paper advertising. 


Agricultural Commodities 


BASS: 


~~. 


SS 


fine. 

The main drought damage was to 
cotton, tobacco, and feed crops—not 
to food supplies. And since July 
weather has improved, so pastures 
and tobacco are growing again. Main 
crop losses will be in cotton. Even 
this will not be serious, because the 
cotton crop will still be bigger than 
consumption according to govern- 
ment estimates. 


Retail Food Prices 


N 


A, 


Retail food prices could rise some 
more, perhaps 2%, by mid-1953. 
That is far from the 14% price in- 
flation in foods in 24 months after 
the Korean outbreak. Some food 
prices may actually drift downward. 
The most important drop is likely 
to be in beef prices. The beef and 
veal supply is 4.5% bigger (per cap- | 
ita) than last year, and likely to in- P NEW BEDFORD CORDAGE CO., New Bed 
crease still more in 1953. This means if 


. 


WEW BEDFORD 


= 
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’ 
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The Mercury Automatic Clutch is 
the perfect solution to prevailing 
power transmission problems on 
motor-operated maciiinery. 


REASONS WHY A 
MERCURY AUTOMATIC 
CLUTCH IS A 

GOOD INVESTMENT 
FOR YOUR CUSTOMERS 





A Mercury Automatic Clutch installed 
ona Dry Cleaning Machine 


@ INCREASED PRODUCTION ... 

@ UTILIZATION OF MAXIMUM MOTOR TORQUE... 
e@ SAVING OF MOTOR COST... 

@ PROVEN DEPENDABILITY... 


Wherever you find an electric motor or gasoline engine at work in the 
Replocement, Maintenance, or Service markets, there is an opportunity to 
sell @ MERCURY AUTOMATIC CLUTCH. 


The MERCURY line is @ profitable one for distributors ... reasonably priced 
with generous discounts. Write today for the MERCURY Distributor Discount 
Schedule and a copy of Catalog A-17 . 


MERCURY CLUTCH DIVISION 


AUTOMATIC STEEL PRODUCTS, INC. 


CANTON 6, OHIO 


ROYERSFORD — 


MODERATELY PRICED 


MACHINE TOOLS 


The moderately priced sturdy tools 
} you see illustrated can be had from 
= Press Royersford. Many of your custom- 


ers need service tools for mainte- 
nance and intermittent use and Roy- 
ersford will help you take care of 
their needs. Be Competitive! Bring 
your customers needed tools that are 
serviceable and moderately priced 
and you can depend, as other dis- 
tributors do, on Royersford Prod- 
ucts and tools to live up to your cus- 
tomers needs. 


21 In, V-Belt 
er 
ty Grill capacity 





WE ALSO MANUFACTURE 


Power transmission items such as 
hangers, pillow blocks, couplings, 
collars, roller bearings, etc. 





M2A Power Hack 
Saw, Dry Cut 
@” x 6” Capacity 





" ROYERSFORD Foundry & Machine Co, /ne. 
Since 1882 GREWAL Ga) ALM Te Pee 
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stable meat prices on the average, 
even though the somewhat smaller 
hog crop means higher prices for 

ok. We may also get lower prices 
fee grain products, against a possible 
rise for fruits and vegetables. 


Another Rolling Adjustment 


When all of these ups and downs 
in business are taken together, they 
balance off into a pretty smooth look- 
ing future. The strong elements of 
the economy are very impressive. 

Here is how the economic indica- 
tors may go for the next six months 
Consumer income is expected to rise 
another $4 billion (annual rate); de- 
fense spending, $3 or $4 billion; and, 
business spending about $2 billion. 
Textile manufacturing is snapping 
back in a sharp comeback. From an 
index of 144 recently, it may go as 
high as 170. Machine tool orders are 
back up to the level of December, 
1951, 

While spending is rising, the sup 
ply of goods is growing too. Indus- 
trial capacity is getting larger. ‘There 
is evidence of ample ability to pro 
duce almost all kinds of consumer 
goods. Farm products, we have seen, 
are in good supply. These are reasons 
why no burst of inflation is likely. 
l'rue, the consumer price index has 
an embarrassing habit of hitting the 
headlines by making new all time 
highs. But these new highs come 
about by very tiny increases. Con- 
sumer prices now are only 1% over 
December, 1951. This measured pace 
of price increases can scracely be 
called a serious inflation. 

As against all these favorable ele- 
ments in the outlook, the chief 
trouble spot likely to develop is in 
industrial commodities, due to some 
liquidation of manufacturer's inven- 
tory. The main question about this 
is whether a “rolling adjustment” or 
a “bumpy adjustment” will take 
place. Our guess is that the adjust- 
ment will be a rolling one, and a 
fairly smooth one at that. Here’s 
why: 


The American economy has a 
great capacity to make substan- 
tial adjustments, as long as a 
whole batch of them do not 
come at once. The shakedown 
in metals will not come all at 
once, but successively—first in 
copper and lead, then steel, then 
aluminum. 


A wide cross-section of com- 
merce and industry has already 
been shaken down to be in line 
with consumer needs. 


There does not seem to be much 
chance of money trouble devel 





oping. Without money tighten- 
ing, adjustments seldom become 
serious. Banks are still in a much 
more liquid position than they 
were in past boom periods. ‘The 
amount of short-term debt is not 
so large as to cause tremendous 
inventory dumping in order to 
convert to cash. 

There is going to be no real 
hump of defense spending from 
which to make a reconversion. 
Defense spending is stretching 
out for the third time, to the 
point where we have nothing 
from which to readjust. 


The popular presumption that only 
the ignorant can be blissful makes 
us feel a bit apologetic for being so 
confoundedly c sow about the busi- 
ness outlook. Nevertheless, we do not 
foresee very much in the near future 
to upset our forecast—unless it be a 
sudden switch by the Russians. This 
is certainly a definite possibility, es- 
pecially in view of the Chinese mis- 
sion to Moscow. But it seems to us 
that Russia has more to gain at this 
stage by pretending to be peaceable. 

In spite of an optimistic outlook, 
there are some things that it may pav 
to think about. These are: tax reduc 
tions and other incentives to keep 
capital investment going next year, 
new models of consumer goods to 
stimulate buving interest, and price 


reductions t purchasing 
DOWEI 


increase 





OBITUARIES 


Frank M. Archer, 77, 
Superior-Sterling Co. 





Frank Mather Archer, 77, chairman 
of the board and former president of 
Superior-Sterling Co., Bluefield, W. 
Va., distributor firm, died June 3 in 
Bluefield Sanitarium, of a heart ail- 
ment. 

Mr. Archer had retired as president 
of the company in February, 1951, 
but continued as board chairman. He 
had been with the firm 47 years, start- 
ing in 1905 as a salesman. He later 
became vice president and _ treasurer 
and in 1935 was elected president. 

Previously he was connected with 
Miller Supply Co., in Huntington, 
W. Va. 

Active in civic affairs, he had helped 
direct Red Cross and Community 
Chest campaigns and was a member 
of the Red Cross board of directors 
at the time of his death. In 1942 he 
received the American Legion’s Dis- 
tinguished Citizenship Award. He 
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That's the easy, profitable way to sell . 


right from stock, on the spot... w 
a complete line of Apco M 
Tools for Ind 
Smart distributors stock Apco S: 
Plug Wrenches in two popular sty 
the round, single-end type in 


versatile sizes and the hexagonal, dou 


end type—4 wrenches, 8 ends to 


every spark plug in use. They're tou 


durable tools with a coast-t 

reputation for dependability . ¢. 
especially with men w 

manufacture and maintain 
gasoline-powered equipment. 
Other profit-building Apco 
Mossberg Tools include precision- 
made torque wrenches and screw 
drivers as well as a wide variety 
of original equipment tools for 
additional automotive and 
industrial sales. Write for 
up-to-the-minute, complete- 
line information today. 





Sager MOSSBERG CO. 
Attleboro, Mass., U.S.A. 
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AUTO-NAILER* MAKES SHOOKS 
. +» FASTER .. . STRONGER 


3-nails-o-second speed soves up to 75% in labor 
costs over hand nailing. 


More rigid shooks—less rocking. 


No jigs necessary — Auto-Noiler will nail any 


pottern 

Auto Nailer is flexible—changing from one size 
or design) to another requires no machine 
adjustment 

Auto Nailer makes and drives its own nails—3 
@ second—can be clinched or bradded, if 
desired 

Auto nails will not back out. 

Auto nails reduce nail cost. Use only length 
that’s needed. None bent; none dropped. 


Write for free catalog 


AUTO-NAILER CO., 
263 MARIETTA ST, N.W. © ATLANTA GEORGIA *Trade Mark registered 


Reliant O Ring 


SOLD ONLY THROUGH 
INDUSTRIAL DISTRIBUTORS 


Reliant Industries 
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.» » CHEAPER . 





was at one time senior warden of 
Christ Episcopal Church and had 
served as president of the board of 
governors of the Bluefield Country 
Club. 

Mr. Archer is survived by his son, 
a daughter, and four grandchildren. 





Stanton C. Gunnett, 

Strong, Carlisle & Hammond 
Stanton C. Gunnett, 58, manager 

of the Mac-It Screw Department of 


the Strong, Carlisle & Hammond Co., 
Cleveland, died August 17 of a heart 


| ailment. 


Mr. Gunnett suffered a heart at- 
tack while attending the N.A.P.A. 
convention in Atlantic City last May 
and was hospitalized there and in 


| Cleveland. 


He had been with the Cleveland 
distributor firm since 1937, and be- 


came a department manager in 1948. 


He had previously been sales mana- 
ger for the Hall-Van-Gorder Co., now 


| the McKesson-Robbins Co., and for 
| the Taylor Freezer Co. 


He is survived by his wife, his 


| mother, a son, and a granddaughter. 


| George H. Beaudin, Sr., 


J. Wiss & Sons Co. 


George H. Beaudin, Sr., 73, mid- 
western sales manager in Chicago of 
J. Wiss & Sons Co., Newark, N. J., 
died August 22. 

He had been connected with the 
New Jersey shears and scissors manu- 


| facturer for 54 years. He started call- 


ing on distributors and wholesalers 
when he first joined the company in 
1898, and in 1907 took charge of the 
company’s newly opened sales office 
in Chicago. 

Mr. Beaudin helped organize the 
Central States Hardware Club and 
became its president in 1940, continu- 


| ing as an advisory board member 





until his death. His other business 
club affiliations were the Merchants & 
Manufacturers Club and the House- 
wares Club. 

He was a member of the Tam-O- 
Shanter Country Club and a director 
of the Hardware Golf Association, 
serving as chairman of the prize and 
trophy committee for many years 


Dr. Walter G. McGuire, 
Ind. Pneumatic Tool Co. 


Dr. Walter G. McGuire, chairman 
of the executive committee of the In 
dependent Pneumatic Tool Co., 
Aurora, Ill., died of a heart ailment 
August 11, in Mercy Hospital, Chi- 
cago. 

Dr. McGuire was former chief of 
staff of Misercordia Hospital, Chicago, 
director of Lewis Hospital, and a pro- 
fessor at Loyola University School of 
Medicine. He was elected to the In 
dependent Pneumatic Tool Co. board 
of directors in 1932. He became a 
trustee and was placed on the execu 
tive committee in 1944. In 1948 he 
became chairman. 

Active in civic work as well as medi 
cal affairs, Dr. McGuire was well 
known for his many private charities. 
He underwrote the medical education 
of several doctors and helped a num- 
ber of individuals enter business. 


Hugh J. Fraser, v.p., 
International Nickel 


Hugh J. Fraser, vice president in 
general charge of all plant operations 
in the United States of The Interna- 
tional Nickel Co., Inc., died August 
22 in Montreal after a brief illness. 

Mr. Fraser joined the company in 
1923 at the Huntington, W. Va., 
works. He became assistant manager 
of the production department in the 
New York office in 1935, and was 
advanced to vice president in 1947. 

He is survived by his wife and two 
daughters 


Herman J. Oectinger, 
Maddock & Co. 


Herman J. Oetinger, 57, salesman 
for Maddock & Co., Philadelphia dis- 
tributor, died August 19 at his home 
in Philadelphia. 

Mr. Oetinger had been with the 
company for 14 years. He was a vet- 
eran of World War I and a member 
of the 312th Field Artillery Associa- 
tion. 

He is survived by his wife, his son, 
a brother, and two sisters. 


No doubt about it—when George sees something that 
will benefit his business, he acts...and acts fast! 

Like the other day when he spotted the hard-hitting 
Punch-Lok advertisement in his favorite industrial 
magazine. ‘Just what we’ve been looking for,”’ he ex- 
claimed, ‘“‘Wait till I show the boys how I’ve solved 
that clamping problem of ours”’! 

Then what did he do? HE DID JUST WHAT THE AD 
SUGGESTED. Hecalled his near-by Punch-Lok Distributor. 

Typical of thousands of design, production, pur- 
chasing and maintenance men throughout the country 
—readers of such publications as Machine Design, Pur- 
chasing, Mill and Factory, Product Engineering and 
Contractors and Engineers Monthly—George makes it a 
habit to keep his eyes open for better products and 
better methods. 

Yes Sir, George means business—and Punch-Lok 
advertising means business, too. . . business for you! 


#O The Sign of GOOD Hose Clomps 


Write for the new general Punch-Lok catalog 





COMPANY 
321 North Justine Street * Chicago 7, Illinois 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1952 


George Means Business! 
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THIS “BLOW HARD” 
Makes a Quick Clean-up 


Put a CLEMENTS-CADILLAC blower- 
suction cleaner into action and 
preste'—Dirt, Dust, and Grit van- 
ish from every crevice of mo- 


ADVERTISING 
LIKE THIS 


eee Ail 
_ 
— 
te 

— 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


chinery and equipment. Then 
you can do some bragging— 
about this fast, easy, eco 
nomical way to clean. 


Eligible under 
C.M.P. regula 
tions 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





IF YOU 
with wttechs WANT A 
RTABLE COMBINATION 
JWER-SUCT N CLEANER 


CLEMENTS MFG. CO. 


6620 S. NARRAGANSETT AVE., CHICAGO 38, ILL 


SELLER 
WRITE US 
FOR DETAILS 


ARMST 


GEAR and 


wheels, pul 
off of she 
or breakag 

improved 
easy to set 
the harder 
the grip. 

12 types, 
3-arm, sta 
STEELGRIP 


zes — 2-arm, 
and special 


CHAINGRIP 
hat reach to 
ances from 


Write ErForoiog 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who egy the N.AP.A. 
Business Survey Committee 





General Business Conditions 


Settlement of the steel strike, re- 
sumption of operations after — va- 
cations and the usual seasonal pickup, 
in that order, are responsible for a 
reversal of the recessional trend of the 
past 18 months. In August, orders 
took a sharp rise and production 
showed a substantial increase after a 
slow Summer. The gap between in- 
coming orders and outgoing produc- 
tion scheduled is closed for the first 
time since March of 1951. That this 
change may be temporary is indicated 
in Purchasing Agents’ reports that 
much of the new business is in orders 
held back by the steel strike, and the 
short-range deliveries on these orders. 

Industries dependent on steel will 
continue to feel the depressing effects 
of the strike, as sparce and unbalanced 
inventories are consumed and replace- 
ments are delayed. A majority, 58 per- 
cent, remembering the quick recovery 
of the steel mills from previous work 
stoppages, and considering the new 
capacities now producing and coming 
into production, estimate that sched- 
ule difficulties may be well ironed out 
by the end of the year, assuming there 
are no new strikes affecting the steel 
industry. Contrary to that opinion is a 
substantial minority, 42 percent, who 
forecast unbalance and shortages into 
the second quarter of 1953. 

Prices, sparked by steel, aluminum 
and copper, pointed up in August. 
Inventories were greatly reduced and 
out of line with production require- 
ments. Employment was up, and buy- 
ing policy remained predominantly 
within a 90-day range 

It is the opinion of purchasing ex- 
ecutives, that the August upturn was 
not the beginning of a new boom, but 
the ending of, and recovery from, an 
artificially low three months. The cau- 
tious attitude is to “wait and sec.” 


Commodity Prices 
The down trend of industrial ma- 
terial prices was reversed in August, 
with the greatest number reporting 
higher quotations in the past 18 
months. Steel, copper and aluminum 





were the leaders of the movement. 
Items containing these materials are 
expected to move up, reflecting the in 
creased costs. The question in many 
buyers’ minds is “Will they stick?” 
Competition is very keen for fabri 
cated metal parts. 


Inventories 


Raw material inventories have been 
worked down to the low point of the 
year and, due to the steel shortage, 
are generally reported badly out of 
balance. While many new orders have 
been placed since the steel strike, they 
ire on the low side for quantity and 
f short range. Many industrial inven- 
tories will be controlled by the ‘eceipts 
f steel and steel items, for several 
months. 


Employment 


Pay roll additions took a sharp up 
turn in the second half of August, 
is vacationers, strikers and furloughed 
workers returned to their jobs. Steel 
consuming industries, _ particularly 
those without substantial defense or 
ders, will be plagued by layoffs and 
short running time until the steel mills 
get their production schedules back to 
a normal basis. 58 percent of those re 
porting estimate this can be accom 
plished by the end of the year. 42 
percent anticipate difficulty through 
the first quarter of 1953 and into the 
second quarter. Much labor unrest is 
is reported, with many strikes now 
called and others in the making. 


Buying Policy 


Purchasing Agents continue their 
very cautious view of future markets 
The predominant policy is not over 90 
days, with 30 to 60 days in high favor. 
The heavy release of orders last month 
was not accompanied by the usual 
longer commitment range. Buyers are 
more interested in procuring near-by 
requirements, and are not reaching far 
beyond those needs. 


Specific Commodity Changes 


With steel, copper products and 
aluminum posting higher prices, the 
price curve pointed up in August 
However, this cannot be called a gen 
eral movement, as supply and demand 
in other commodities offset some of 
the effect of these increases. 

Others up were: Cotton yarns, acc 
tate ravon, linseed oil, silver, ferro 
manganese, edible oils. 

Important items down: Rubber, 
jute, tires, burlap, zinc products, soft 
coal, paper products, tin, tung oil, cad- 
mium. 

Hard to get: Aluminum, steel, cop- 
per, tungsten, carbide, diamond 
wheels, phenols; nickel, copper and 
brass scrap 


We're Looking For 
Distributors Who 


Are DU MB s 


--_ 
<=. 
- 
T-ece, a? 
ee eel 


Any smart Distributor knows that a product like Cling-Surface that was intro- 
duced in 1896 and still remains the leader in a profit-packed field, that has new 
been invaded by 250-odd imitators, MUST have something worth IMITATING. 
“That ‘something’ is the fact that Cling-Surface is a real belt preservative . . . 
not just a ‘dressing’. This difference makes a// users of transmission belts turn 
to Cling-Surface eventually. Last year, as usual for over 56 years, we experi- 
enced another big increase. For that reason, we need several good, substantial 
A-1 Distributors that are “dumb like a fox.” Even if you are now handling a 
“dressing”, you should be interested in changing to the leader in the field. 


If you can qualify, we can offer you a TOP proposition and would like to 
hear from you. 


ONLY Chag- Surface sells ONLY through distributors. 
Our salesmen will assist you, but they'll never compete with you. 


ONLY Ching- Surgace stops ALL slippage and permits 
the economical “slack” belt operation that delivers up to 43% 


more power, reduces belt repair “down time” and makes bels 
last longer. 


ONLY Chag- Surface belt preservative has met and has 


passed rigid U. S. Government performance requirements. NO 
OTHER BRAND can say this. 


ONLY Chag- Surface backs you up with NATION 
WIDE ADVERTISING in all these magazines plus Direct Mail! 
to your customers, plus a real Sales Promotion program in your 
territory. With this program and Cling-Surface's 56 
year reputation, sales resistance is effectively 
minimized ahead of your good selling. Write 
us now for full particulars! First come, first 

served! 


ZG f | Send. jor § piece MFO KIT 
CLING-SURFACE CO. aa weer vou 


BUFFA NEW 
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“PRECISIONEERED ” for Lasting Accurac y! 


World Famous Swedish Measuring Tools by HOMESTRAND 


Improved design . . . quality construction . . . superior 
features .. . makes them precise, dependable, and time- 
saving in use. Accuracy guaranteed. 



























































HEIGHT GAUGES. & 

construction. Complete 
—— from surface plate 
without offset-marker; 











eliminates errors —soves 
time. Machine-cut grodu- 
ations. Readings 001 — 
taken with marker facing 
ewey from weer. Hard- 








Open- 
type slides. Con be used 
with any Dial Indicator 
Depth Gauge attachment 
nee Sizes 12”, 18", 

















DEPTH GAUGES. Sizes. 
a”. 12" 











Write today for DIAL INDICATORS. Versatile, flexible 

complete infor- rugged. Adjustable to all possible 

motion. Address Positions. in jn, * 

Dept. 1D quality radvated to .001 — plus or 
minus ronge .015. 


Canada 


Comparing Canadian Purchasing 
Agents’ reports with those from the 
United States, production is up about 
the same; new orders are higher; prices 
have not moved up as much; inven- 
tories are on the increase; employment 
gains are below those in the United 
States for the month; buying policy is 
of slightly longer range. 

Consumer buying in Canada has 
picked up. Textile plants are boom- 
ing. Some labor trouble is reported and 
more is expected. 





UNDER 65 NEEDN’T APPLY 


Here's a possible future develop- 
ment as our over-65-year-old popula- 
tion grows. zom Factory Management 
and Maintenance, McGraw-Hill pub- 
lication. A Danish company recently 
opened up a plant that employs work- 
ers over 65 only. Work day is four 
hours; it is reported that the company 
has been swamped with applicants. 








FACTORY REPRESENTATIVES. Stocking ¢ Distributing * Servicing 


‘ Home s/ cand _ 


MU 4-1 998 
LARCHMONT, N.Y. 








When Purchasing Rope— 


“WATERPROOFED” LET THE 


BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside 
of 59” diameter and 
larger sizes and on 
the inside of all 
smaller sizes. 


THE EDWIN H. FITLER Co. 
PHILADELPHIA 24, PA. 


Sold by Industrial Distributors Everywhere 
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FROM THE 


oo FILES » 


25 YEARS AGO 


“Are we hypocrites? Do we go to 
conventions, and, carried away with 
the occasion, do a lot of preaching 
which we know would be good for 
the other fellow to practice, but 
which we ourselves do not?’— 
Charles E. Curtis, president, The 
Western Iron Stores Co., Milwau- 
kee. 

“It has been shown that the fallacy of 
‘quick turns and low margins’ is 
current in business and that it is 
dangerous to follow’—Robert L. 
Hobart, research bureau, The Nea- 
tional Supply & Machinery Dis- 
tributors’ Association. 

Edward Y. Moore, inventor and 
former president of The Chisolm- 
Moore Mfg. Co., Cleveland, died 
at the age of 80. 

H. C. Atkins, president of E. C. At- 
kins & Co., Indianopolis, was one 
of four Indiana business men 
chosen by the Platform Committee 
of American Industry to present 
— before the Republican and 

emocratic conventions. 

M. Grossman, New England repre- 
sentative of the Reading Foundry 
& Supply Co., moved his head- 
quarters from Brooklyn to Dor- 
chester, Mass. 








The Imperial Brass Mfg. Co. ap {gee eo. 4 ee, 
pointed J. M. Grace as Chicago = * e 4 
sales manager. o* Re 
W. Bunting, president of The 
Bunting Brass & Bronze Co., To- 1“ 


e + 
© 
ledo, visited the town in Ireland “7 Get che advantages of x 


where his father, W. H. Bunting, 


founder of the company, com- AY AU T re | Ret AT i ¢ BA a 


menced his apprenticeship in the 


bronze industry 70 years before. . & T re ] * U T = 9 € F 
Bee’. > 


Philip J. Faherty, vice president of 


Pierce, Butler & Pierce Mfg. Corp., ° ot a traction ot the cost 
v 


and president of the Eastern Suppl; 
paucialidle returned from a fishing you might expect 
trip in Canada. 

Industrial Tape Corp. erected an 8° 
by 100 ft. addition in Waltham, 
Mass 

The Eastem Supply Association held 
its Fall meeting in the Belvedere 
rooms of the Hotel Astor, New 
York. 

Industrial Supply Co., Terre Haute, 
Ind., announced plans for a $25, 
000 two-story addition. 

The Brown Hoisting Machinery Co.. 
Cleveland, and the Industrial 
Works, Bay City, Mich., were 
merged under the new name, In 
dustrial Brown Hoist Corp. 

Lewis-Shepard Co., Boston, estab- 
lished a branch plant at West Bend, 
Wis., for the production of arc 
welded lift truck platforms. 


A. J. Bihler, of J. C. Lindsay Hdwe -.... with a WELLS SAW 
Co., Pittsburgh, was appointed vice and WELLS-O-BAR Feed Master 
chairman of “Market Week’, an- 
nual civic event sponsored by the A set-up for automatic repetitive cutting need not be prohibi- 


Pittsburgh Chamber of Commerce : : _ Ww M ioe Deak Bu 
hastens: Poteet Ce. Wikio. tively expensive. By combining a Wells Metal Cutting Ban w 


Conn., revealed plans for a new and a Wells-O-Bar Feed Master you can automatically cut any 
5-story plant. quantity of identical lengths of bar stock with a modest invest- 
ment. Or, a Wells-O-Bar Feed Master can be added to your present 
10 Years Ago horizontal band saw to convert it to an automatic cut-off machine. 
Lieutenant Edward Hansen, _previ- For operation the feed unit requires only air at 60 to 80 pounds 
eude af Cased Ul. Gade © Co. pressure. Standard feed will project up to 17”. The feed mech- 
Chicago, was credited with sinking anism does not interfere with the use of the saw for making single 
a Japanese freighter off New cuts. 
Guinea. 
Hiland G. Batcheller, president of the 
Allegheny Ludlum Steel Corp., was 
named head of the WPB Steel 
Branch. The illustration above shows the 
The Office of Defense Transportation Wells-O-Bar unit attached to a 
ordered a 35-mile speed limit on Wells No. 8 Saw. At the right is 
both pleasure and business vehicles the unit attached to a Wells No. 
throughout the nation to conserve 12 Heavy Duty Machine. 
tires. 
Isaac Walker Hdwe. Co., Peoria, IIl., 
added industrial supply lines to its 
stock after 100 years in the whole- 
sale hardware business. 7} . 
Shannon Crandall, Jr., of California 
Hardware Co., was appointed a The Ploncens of Horizontal 


4 ; 

er domytny Beonhieai take METAL CUTTING 
The L. A. B Co. Inc., Balti- 

mor distributor, spnttided Robert B A N D & A Ww 5 


Towles as vice president in WELLS MANUFACTURING CORPORATION 
charge of procurement. 606 ADAMS STREET THREE RIVERS, MICHIGAN 





See your Wells Dealer for complete information or write direct. 
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Call Your Distributor or Write to 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 
@ Sold thru Distributors 
@ Send for Catalog 








HIGH SPEED 


WAVE YOUR CULL CUTTERS REGROUND EEOULARLY 








CuarTree vase 
COUNTER Ces 
Severance TOOL INDUSTRIES INC. 


687 lowa Ave., Saginaw, Michigan 
SELL THE BEST—WITH THE REST 
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Nicholson File Co., Providence, R. L., 
named A, E. Saunders and S. Fos- 
ter Hunt as vice presidents. 

“To the fellow who would eliminate 
the mill supply jobber, we have this 
to say: Tell your wife to get along 
without the retail store . . . Then 
tell us that industry is not a living 
thing that must be locally fed a 
balanced diet daily’ ’’"—Dud Condit, 
Sterling Products Co., Chicago. 

Mrs. Jack B. Dale, wife of the presi 
dent of Briggs-Weaver Machinery 
Co., Dallas, died after a lengthy 
illness. 

Jenkins Bros., Bridgeport, Conn., 
named Charles C. Chamberlain as 
sales manager. Worthington Pump 
& Machinery Co. named R. J. Laid- 
law as manager of the Cleveland 
office. 

Carl J. Meister, of The Allen Mfg. 
Co., was elected president of the 
Keystoners Club. 

The Landis Machine Co., Inc., 
Waynesboro, Pa., appointed C. N. 
Kirkpatrick president. 

L. R. Niep. vice president in charge 
of sales for Great Lakes Sunnh 
Corp., Chicago, celebrated his 25th 
anniversary with the company. 

The Watson-Stillman Co. appointed 
A. G. York vice president in charge 
of sales. 








NEW LINES 
taken on by 
DISTRIBUTORS 








Browning Belting & Supply Co., Inc., 
Knoxville, Tenn., has been ap- 
pointed distributor for Twin-Disc 


Clutch Co., Rockford, II. 


Industrial Service Co., Atlanta, Ga., 
has been appointed distributor for 
portable electric generating plants 
of the Kohler Co., Kohler, Wis. 


Webster-Robinson Machinery & Sup- 
ply Co., Tacoma, Wash., has been 
named distributor in the Tacoma 
area of belting hose and other in- 
dustrial rubber products of Ray- 
bestos-Manhattan, Inc. 


Hollis & Co. (Houston, Texas, branch) 
has been appointed distributor of 
power driven wire brushes, wire 
scratch brushes, high speed . hole 
saws and mandrels manufactured by 
Anderson Corp., Worcester, Mass. 
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ATLAS 


Car Movers 
and SPURS 


Operating advantages 
MEAN 
fast sales action 


@ “Compound leverage’’—the secret of the famous 
Dower and speed of ATLAS Car Movers gives ship- 
pers and receivers of freight operating advantages 
which mean good business for distributers. We 
uree users to buy thru their local distributer. 


AS Perfect SPURS are 
t for « 


APPLETON -ATLAS CAR 
MOVER CORPORATION 


X 1421-25 So. 2nd St., Milwaukee 4, Wis. 








ay, = 
W. W 
Hand Lever Punches 


The right tool for the job 


from this complete line . 


Since we to manufacture W. A. Whitney 
Hand Lever es in 1908 industry has shown 
a decided preference for them. 

Punches are built for hardest 











strong in construction. This is a good line for 
steady income. 

@ Send for our new catalog which shows the 
complete W. A. Whitney line. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Il. 








Briggs-W eaver Machinery Co., Dallas, 
Texas, has been appointed exclu 
sive distributor in Texas for Horton 
Chuck, division of The E. Horton 
& Son Co., Windsor Locks, Conn. 


Durkee-Atwood Co., Minneapolis, has 
appointed the following companies 
as exclusive industrial V-belt dis- 
tributors in their respective areas: 
e Midcap Bearing Service 
Corpus Christi, San Antonio, 
and Lubbock, Texas 
@ Southwest Bearing Service 
El Paso, Texas 
Central Supply Co. 
Fresno, Calif. , 
@ @lark Materials Handling Co. 
Harrisburg, Pa. 
e Tri-State Bearing Co. 
Evansville, Ind. 
e General Rubber & Supply Co. 
Louisville, Ky. 
@ Binkelman Bearings, Inc. 
Toledo, Ohio 


Bsammer Corp., New York, has ap- 

pointed the following firms as dis 

tributors of V-link belting. 

e Atlanta Belting Co. 
Atlanta, Ga. 

eH. N. Crowder, Jr. Co 
Allentown, Pa. 

@ Dixie Belting & Supply Co. 
Oklahoma City, Okla. 

@ General Farm Equipment Co. 
San Juan, Puerto Rico 

@ General Rubber & Supply Co. 
Portland, Ore. 

e Goodvear Rubber & Asbestos Co. 
Portland, Ore. 

e Gould Hardware & Machinery 

Co. 

San Diego, Calif. 

e A. D. Gugenheim Co., Inc. 
Amarillo, Texas 

@ Hornsby Heavy Hardware Co. 
Wichita Falls, Texas 

e Industrial Belting & Supply Co 
Knoxville, Tenn. 

e Industrial Supply Co., Inc. 
Minneapolis 

e Knowlton & Stone Co 
Keene, N. H 

e Malcolm Mfg. & Supply Co. 
Abilene, Texas 

e@ Mever & Ruh Co 
Bayonne, N. J. 

e The Page, Steele & Flagg Co. 
New Haven, Conn. 

e Seither & Ellis, Inc. 
Newark, N. J. 

e Smyth-Despard Co 
Utica, N. Y 

@ Taber & Co 
Providence, R. I 


eR. J. Tricon Co. 
New Orleans, La 


Why distributors 
put their weight 
behind 


this socket? screw... 


There’s a policy reason and a product 
reason why so many of the nation’s top 
distributors represent Bristol's Socket 
Screws. 

Bristol’s distributor policy is in 
black and white for all to see. It backs 
Bristol’s belief in the distributor as 
“vital to efficient, profitable distribu- 
tion”. . . strengthens the relationship 
by sales promotion and advertising, 
directing business through him, re- 
stricting distribution in each territory 
to protect his profits, supporting him 
with factory-trained salesmen, etc. 

Bristol's product also gives the dis- 
tributor a unique advantage . . . he 
can meet every demand for socket 
screws, Only Bristol makes both the 


Hex and the Multiple-Spline (a Briss 
tol exclusive)! And both products arg 
quality-made . . . from special alloy 
steel, Class III fit, heat-treated toelimi« 
nate splitting, rounding, burring. ~ 

Bristol's Socket Screws are easy té 
stock, never out of style. No wonder 
it pays to be a Bristol distributor! 


More proof of Bristol's belief 
in the distributor! 


Bristol has just won one of the First 
Annual Advertising Awards of the 
National Industrial Distributors’ As- 
sociation ...for telling your customers 
about the quality distribution behind 
Bristol products. 


e Tennessee Electric Motor Service rfl We iP 
Nashville. Tenn a ' oe £5 ° 

e Wm. K. Toole Co 4 4 
Pawtucket, R. I ae 8 


+ 0 
THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 
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Take an important and useful idea... write it skillfully in plain 
words and use a little ingenuity in the illustration ... and 
engineers will eat it up. 

This is illustrated by the page on the right ...or by any of the 
thousands of pages which POWER has published over the past 
seventy years. 

It is one good reason why POWER has a great industrial audi- 
ence — why POWER is used to sell more goods than any other 
magazine in the power field— why many a product carried by 
industrial distributors is advertised in POWER pages. 


Most manufacturers of power field equipment know: 


IF YOU WANT TO MOVE A PRODUCT, PUT POWER BEHIND IT 


s 
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Radar New? 


ERE’S NATURE'S RADAR. To survive in his en- 

vironment of dark caves and night flying for 
food, the bat has developed a high-frequency radar- 
like system. You can see how it works from these 
highly developed double ears. 

He emits sharp cries while flying blind. Cafls 
inaudible to the human ear bounce back from 
obstructions ahead. And they are immediately 
picked up by the delicate “receivers,” to guide him. 

With wires stretched across the cave entrance at 
night, he flies in and out without touching them, 
even when blindfolded. But with ears plugged, he 
can’t even find the entrance. 

The bat has survived because he adapted himself 
to conditions he had to meet. That’s more than 
many engineers and plant owners can say. About 


Reprinted from POWER, July, 1952 


Not to a Bat! 


the time some older operators settled down in their 
cane bottomed chairs alongside the old corliss, the 
steam turbine and the diesel engine came along. 
Now the gas turbine and atomic power are peeking 
around the corner. 

But some engineers stubbornly hang on to obso- 
lete equipment. What’s worse, also to old ideas! 
All of which reminds me of something that grand 
old man of General Motors Corp, Boss Kettering, 
once said, “NOTHING Is CONSTANT BUT CHANGE.” 

Let’s think that over before we get too satisfied 
with our plant. And if a dumb bat can keep in step 
to survive, there’s no reason why we engineers can’t 
do the same. That means taking advantage of every 
new development to give us more power at less 


ongp He 


Engineer 
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THE STORY OF: 


Free = Cut-Rate=Or Just Rides! 


Grinding Wheels, Valves or 
Advertising —The Story is the Same... 


HE telephone rang in the office of Mr. X of the 
“Big Machinery Company.” 

“Hello” said Mr. X. 

“This is Mr. Opportunity of the Catch-All Plier 
Company,” the voice on the other end of the phone 
replied. ““We are starting a new plant to serve the 
grinding wheel users and, as I understand you use 
grinding wheels, we would like your business.” 

Mr. X: “Yes, we do use grinding wheels but we are 
taken care of by the Correct Grinding Wheel Com- 
pany and would not be interested in taking on another 
make.” 

Mr. Opportunity: “But it won’t cost you anything. 
We would like to furnish you with some big wheels, or 
maybe some smaller ones and we will deliver the first 
lot — FREE!” 

Mr. X: “Well, now, that’s different. Of course, if 
there is no charge, we will take the big wheel job.” ... 


No, “Mr. X” didn’t ask about the background of 
Mr. Opportunity’s organization. He didn’t think it 
important to check into the facilities the company 
might have to produce grinding wheels. He didn’t 
think it important to find out what Mr. O's organiza- 
tion knew about grinding wheels; how the knowledge 
of the plier business pre-supposed an understanding of 
grinding. The fact that the wheels he was accepting, to 
do some particular grinding job, might seriously affect 
the plan that his Company had carefully worked out, 
didn’t enter his head. Hell —it was free — wasn’t it? 

He overlooked all the cooperation of, as well as the 
effect upon, the “Correct Grinding Wheel Company” 

-who, through years of research and careful manu- 
facturing methods, had developed precise grinding 
wheels. Grinding wheels to do the best possible job 
for any particular work, so that “Big Machinery Com- 
pany” and others using grinding wheels could turn out 
the kind of machinery expected and demanded by 
their customers 

He plumb forgot to check with the engineering de- 
partment, the sales executives, the production man- 
ager, or any other interested party to determine what 
the effect of these unknown wheels by a “plier” pro- 
ducer would have at these points. 

Naturally, the little matter of Mr. Opportunity’s 
using his, “Mr. X’s,” acceptance of these free wheels 


as an endorsement of Mr. Opportunity’s proposed, but 
unknown, enterprise was of no importance at all —at 
least, he didn’t think of it. 

Why should he! This was something free, so why 
worry about little things like that. “Mr. X” doesn’t in- 
vestigate someone wearing Santa Claus’ whiskers un- 
less Santa is putting the finger on him! 

But, maybe — someone, in the “Big” outfit would 
think there was something wrong with accepting a 
“free ride” on a totally unknown ship. 

He might be interested, let’s say, in the way the ship 
was put together! What the builder knew about build- 
ing a ship to sail some stretch of the ocean! What the 
Captain and crew might know about navigation and 
about operating the ship! And, particularly, what facil- 
ities were behind the whole venture to insure the com- 
pletion of the voyage this “free ride” was starting them 
on. 

Someone might be concerned with the impression 
created on both their customers and those from whom 
they purchased (say, grinding wheels) by embracing 
“a pig in a poke” purely because it was “for free.” 

Sorry, “Mr. Big Machinery Company,” that your 
free ride raises a lot of questions on a transaction by 
your “Mr. X.” 

Naturally, you wouldn’t accept credit risks without 
any question asked or without investigation. You 
wouldn’t put your money in a bank that employed 
tellers with unknown, or unchecked, background just 
because the bank tells you,—“they came to us free and 
don’t cost us anything.” 

But, you, “Mr. Big Machinery Company,” have en- 
dorsed an unknown enterprise without the slightest 
attempt to investigate — because it was free. “Mr. X” 
did this for you! Can you afford it, “Mr. Big?” 

Supposing you should run into this kind of compe- 
tition yourself —“Mr. Big.” Supposing this competi- 
tion was encouraged by the same careless sponsorship 
by one, or more, of your customers. That would be 
tough and something of a different color — wouldn't 
it? Maybe “Mr. X” should be told about the many 
angles behind “free” or “cut-rate” rides. He just didn’t 
think — did he! 

All this little story is supposed to bring out out 
is: — If you are presented with a “pass,” to go 
on a ride, examine it before going aboard. 


ARCH MORRIS 
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MAND TOOLS AND 
OF INTEREST TO STARRETT DIS- S + Om 


STEEL TAPES - PRECISION GROUND FLAT STOCK 
TRIBUTORS AND THEIR SALESMEN s A L € % L — A p Ss WACKSAWS, BAND SAWS ond BAND KNIVES 











THE L. S. STARRETT COMPANY «+ SINCE 1880 WORLD'S GREATEST TOOLMAKERS «© ATHOL, MASS... U.S.A 


NEW VERNIER HEIGHT GAGE 
FEATURES FULL 12-INCH RANGE 


Poolmakers, inspectors and layout men will appre 
ciate this newest addition to our line of No. 454 
Vernier Height Gages. Note that the bar has a 
13-inch scale which permits taking accurate meas 
urements over a full 12-inch range. (A Vernier gage 


with only 12 inches of graduated scale cannot be read 


with accuracy beyond 11 inches, Keep An Eye Out For 
With this new full 12-inch size, Starrett No. 454 Band Knife Business 


Vernier Height Gages are now available in 12, 18, 








, hed Wherever soft or fibrous materials 
: = } » 

and 24-1nch sizes with 36 an 8-inch gages furnishe "E¢ 
eo a4 B“S* ee require cutting, you'll find chances 
to sell Starrett Band Knives. Big 


users include shoe and leather goods 


on special order. A six inch height gage (No. 354 
with slotted base to permit direct readings from zero 
base surface) to six inches is also available. , FAT : 
manufacturers, paper converters, 


Starrett Vernier Tools are without question the bakeries, meat packers, textile mills 
akeries, mei : 


finest example of the toolmaker’s art . . . preferred and manufacturers of electrical 


throughout industry for perfect balance, sharp equipment . . . for cutting such ma- 


easy-to-read markings and latest design features. terials as leather, paper, cardboard, 


——, bread, cake, pie, meat, fish, cloth, 


cardboard, tissue and insulation 





materials. 
Used on band saw machines or 
3 . , ° . ; 
Remind Em You Can Furnish BIG Mikes, Too special machines for stack cutting, 
trimming, slicing, or cut-apart oper- j 
Shops doing big work need the light | ations, Starrett Band Knives pro- 
7 , duce no chips, no dust, no waste ma- 
weight, large capacity, and easy sa 
. terial. They are available in a com- 
handling characteristics of Starrett . ; 
ate. ’ plete range of sizes in straight-edge, 
Tubular Micrometers. Made in bow scallop-edge or wavy-edge types... 
or “C” type with fixed, sliding or single or double bevel . . . in coils or 
interchangeable anvils or dial indi- cut to length and welded. Your 
cator heads. Standard ranges from | BA Starrett Hacksaw, Band Saw and 
——— Band Knife Catalog gives complete 
information. 
And don’t forget the complete line of 
Starrett Hacksaws and Band Saws in 
Frames are steel with black all types. 
, P - > 1 an 1] " J - 
crackle finish — formed, welded and | ftom the solid and all the other big 


hollow for rigidity plus lightest pos- features of Starrett micrometers. | VISIT STARRETT 
sible weight. Micrometer heads have We also make bar or “U” type BOOTHS 212-214 


no-glare Satin Chrome Finish, hard- | Tubular Micrometers on special National Hardware Convention 
ened steel spindle, threads ground | order. Capacities up to 168”. Atlantic City - October 13-15 


(Advertisement) 


12 to 60 inches in steps of 6 inches. 
Larger sizes available on special 


order. 
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Offer More, and 
eee SCH More! 


@ This WRIGHT Speedway Hoist is a time and 
effort saver for your customers. It’s the mod- 
ern way to handle shop material, and the 
WRIGHT Speedway is the completely modern 
hoist for hook, lug or trolley suspension. 

In the Speedway you offer alloy steel gears, 
self-lubricating ball and roller bearings, pre- 
formed improved plow steel cable, grooved 
drum, rigid metal weatherproof wire conduits, 
silver contact controls, and other important 
features. The WRIGHT Speedway is designed 
for long life and requires minimum mainte- 
nance. Capacities from '{ to 10 tons. 

The reputation of WRIGHT Speedways for 
satisfactory service helps you sell more. 

Write us for full details. 


WRIGHT 


Hoists 
WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE Cranes 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 





